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You Can Sell Webster 
with Confidence 


Satisfied customers. 
Quicker turnover. 
Sure repeat sales. 
Stock Webster Prod- 
ucts Now for greater 
profits. 


F. S. WEBSTER COMPANY, Incorporated 


338 Congress Street, Boston, Mass. 
New York — San Francisco — Pittsburgh — Chicago — Philadelphia 


ntlemen: Kindly tell me about the Webster Way and 
efinite Selling Plan. 
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§ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 

machines, devices and sup- 


Published on 


APPLIANCES For November, 1927. 








the First Day 


of Every Month by 
THE OFFICE APPLIANCE CoO. 


417 S. Dearborn St., 


EVAN JOHNSON, Presid 


Chicago 
Cc. MALHOIT, Treasurer 


HN A. “GILBERT, } 


jo 
C. H. EVERLY, V. President 


D. C. MILLER, V. President 





plies, commercial stationery 4 w. MARTIN, Assoc. Ed. OTTO KNEY, Asst. Ed. 
J. A. PALMER, Cir. Mgr. B.C.WALLSTEN, Mgr. Copy Dept. 
G.C. WHEELER, Manager Service Bureau 


dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 





Cc. H. EVERLY, Eastern Mgr. 


D. N. BRIGGS, Asst. Mgr. 


1701 Pershing Square Building, 100 East 42nd Street, New York 
Phone Ashland 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


"CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


{ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
the industry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 
§ CONTRIBUTIONS are 
invited upon any of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


{ “Office Appliances” is reg- 
istered in the United States 


Patent Office, Washington, 
dD. C. 


* COPYRIGHT. Contents 
covered by Copyright, 1927, 
by The Office Appliance 
Company. 
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Accounting Devices Co 156 
Acme Stap e Co 35 
Add-—A-Unit Partition Co. .285 
Add-—Index Corp °61 
Addressograph Co 110. 11 
Adjustable Table Co 285 
Aigner, G. J., & Co s04 
Ajax Time Stamp Co °10 
Akron Wood Prod. Co 71 
Aladdin Mfg. Co °07 
Allen-Wales Corp 19 
Allen & Co 294 
Alma Furniture Co 18 
American Clip Co 259, 60 
American Electric Co 27 


Embossing (: $26 
Pencil Co 124 


American 
American Lead 


Amer Manifold Product 
Corp 294 
Amer. Multigraph Sales Co 215 
American No. Mach. Co 108 
Amer. Seal & Stamp Co t11 
Amer. Writ. Mach. Co.153, 318 
Ames Safety Envelope Co 72 
Ames Supply Co 124 
Arlac Dry Stencil Corp 124 
Art Metal Construction Co..145 
Art Steel Co Ine " 


Atlas Bronze Mfe. (« 97, 
Ault & Wiborg Co., The 128 
Aurora Metal Cabinet Wks. 22 
Auto. File & Index Co 232 
Auto. Pencil Sharp. Co 160 
Autopoint Co 1] 
Azora Rubber C 7) 
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Bachrach Spec. C 

Bankers Box Co 

Barbee Wire & Iron Wks 
tarr—Morse Corp 

Beach Publishing Co 3 
Beacon Steel Furniture Co. . 28¢ 
tentley & CGerwig 13 
tentson Mfe«. Co 19° 
Berger Mfg Co 163 
Bettcher Stp. & Mfg. Co 509 
Boorum & Pease ¢ 244 
Boyle Smoker Co 325 
Bridgeport Pen Co The 1! 
Bristow Stanley R 0 
British Stationer 239 
Browne—Morse Co 284 
Buckeye Rib. & Carb. Co..140 
Bump Paper Fastener Co. .326 
Burke & James t28 
Buro-Bedarf-Rundschau 36 
turroughs Add. Mach. Co 144 
Rushnell, Alvah, Co 292 
Bushnell Mfg. Co 329 
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Canode Ink Co 30 
Carpenter, BE. W Mfx. Co. .331 
Carter's Ink Co 274 
Cello, Ine 86 
Central Paper Co 3 
Chicago Ass'n of Commerce 229 
Chicago Binder & File Co. .316 
Clark, Keith, Ine $2 
Clarotype Co., The 33 
Clemetsen Co., The 121 
Collier—-Keyworth Co 136 
Columbia Rib. & Car. Co 217 
Columbia Steel Eaqpt. Co 16 
Colytt Laboratories 332 
Conklin Pen Co., The 66 
Conrades Mfg. Co 271 
Consumers’ P. & S. Co 67 
Cook, C. A Co 107 
Cook, H. C., Co yal) 
Corona Typewriter Co 235 
Corry—Jamestown Mf. (p 107 
Crocker Chair Co 276 
Crown Ribbon & Carb. Co.267 
Currier Mfg. Co 322 
Cutler Desk Co 99 
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Dalton Adding Machine Co.27 
Davenport—Taylor Mf«. (o..218 
Defiance Sales Corp 2° 


DeLuxe Metal Furn. Co 263 
Derby, P.. & Co., In« 180 
Dick, A. B., & Co 131 
Dictaphone Sales Cort 175 
Diebold Safe & Lock Co 159 
Diemer, John F., Co 319 
Downey, The C. L.. Co 228 
Drytype Stencil Co Inc 294 
Du Pont, E. I., De Nemours 

& Co 47 
Dur-O-Lite Pencil Co 10 
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Economy Seat Co 1 
Ediphons The 1 
Edison, Thos. A., Ir 1 
Elliott-Fisher Co : 
Emerson Electric Mfe. Co..316 
Empire Chair Co 264 
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Featherwt. Paper Co 972 Lloyd, W. G., ¢ ; 
Felt & Tarrant 2] Luther Ink & Stp Pad. ¢ 
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Ink-Out Mfe. Co aT Pacific ¢ arb. & Rib. Ce 
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Schollhorn, Wm., C 176 
Schwab Safe Co., The 43 


Seroll Art Studios 
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Sengbusch S-Cl. Inkstd 141 
Service Steel Prod. Corp...323 
Seymour Products Co 256 
Shaw-—Walker Co 197 
Sheaffer, W \ Pen Co.154, 5 
Shelbyville Desk Co 17 
Sheppard, C. E., Co 252 
Sherman—Manson Mfe. Cx 253 


Shipman-Ward Mfg. C 136 
Sikes Co 184 
Silverglo Lamps, In 295. 6 
Silvray Co 281 
Simonson, R. A., & Ce 529 


Smith L Corona 


Typewriters, In 235 
Smith Noise & Shock Elim.329 
Smith Premier Tw. C 40 
Smith Tw. Sales Corp 300 
Speedaumat Addr. Machry..127 
Speed Key Mfg. Co 31 
Spencerian Pen Co 125 
Staedtler, J. S.. Inc 330 
Standard Mail Mach. CC: 268 
Stationers’ Loose Leaf Co..183 
Steel Bound Box Co 166 
Steel Equipment Corp 135 
St. John Table Co 199 
Storms, H. M Co s14 
Strayer Coin Bag Co 331 
Sundstrand Add. Mach 279 
Sun Rubber Co The 241 2 
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Tell City Desk Co 126 
al I's Equip. Co 182 
Thompson Time Stamp C ; 
Tiffany Adjust Stand C 27 
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T rid Co., The 137 
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Turner & Harrison Pen C > 
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Typewriter Emporiun 13¢ 
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Underwood Typewriter C 
109, 113. Back Cover 
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U. S. Envelope Co 225 
t. S. Pencil Co l 
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Wabash Cabinet C« 190 
Wagemaker Co 200 
Watson Mfg. Co 317 
Webster, F. S, Cs ph 12 
Weigel. E. O.. & Sons f 
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Western Envelope Cory r45) 
Western Furniture C 314 
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Accounting System Machines. 


National Cash Register Co... .238 
Adding Machines. 
Add-Index Corp........ “Tritt. 
Allen-Wales Corp...... Senueee 
Burroughs Adding Mach. Co..344 
Daiton Adding Machine Co... .273 
Elliott-Fisher Co......... .-279 
Bae @ BON cccovcooes .-201 
General Office Equip. Corp....279 
Lanston Monotype Mach. Co..245 


Portable Adding Machine Co.181 
Powers Acctg. Machine Co..334 
Reliable Tw. & A. M. Corp,.255 
Sundstrand Add. Mach....... 279 
Victor Add. Mach, Co........208 
Adding & Cal. Machines, Used. 
Reliable Tw. & A. M. Corp... .255 


Adding Machine Lamps. 
Aladdin Mfg. Co 207 
Adding Machine Rolls & Paper. 


Central Paper Co........ 3 
Rockwell-Barnes Co - 337 
Yankee Paper & Spec. Co .o04 


Adding Typewriters. 
Burroughs Adding Mach. Co 
Elliott-Fisher Co . - 
Remington Tw, Co..107, 189, : 
Underwood Typewriter Co 





108, 113, Back Cover 

Addressing Machines. 

Addressograph Co.. .110, ll 

Speedaumat Addr. Machry 27 
Adhesive Tape. 

Quality Park Envy. Co.... 302 
Adhesives. 

(See Inks, Adhesives, etc.) 
Arch and Clipboards. 

Free Hand Binder Co... 200 

Globe-Wernicke Co..185, 6, 7, 8 

Rockwell-Barnes Co 337 

Yawman & Erbe Mfg. Co...172, 3 


Autographic Registers. 
Hanna Kegister Co.... — 
Bankers’ Note Cases. 
General Frpfing. Co.149, 50 2 
Globe-Wernicke Co..185, 6, 7, 8 
Van Dorn Iron Works Co...177 
Billing Machines. 
Burroughs Adding Mach. Co. .344 
Elliott-Fisher Co 279 
Remington Tw. Co.107, “189. 2u7 
Underwood Typewriter Co 


1%, 113 Back Cover 

Binders, Catalog and Periodical. 

American Clip Co. 25u, 60 
Blank Books. 

Boorum & Pease..... 244 

National Blank -~ Co 146 

Rockwell Karnes 337 
Blanks for Bonds ont Stocks. 

Goes Lithographing Co 305 

Kihn Bros 28 


Blue Print & Pian File Cabinets. 
Art Metal Construction Co..145 
General Frpfing. Co.149, 50, 51, 52 


Lyon Metallic Mfg. Co 202 

Yawman & Erbe : 72, 3 
Board Cutters, Paper and Card. 

Burke & James 328 

Ideal School Supply Co. oocaee 
Bond Boxes. 

Corry-Jamestown Mfg. Corp. .307 


General Frpfing. Co.149, 50, 51, 52 

Globe-Wernicke Co..185, 6, 7, 8 

Steel Equipment Corp 135 
Book Cases. 

Akron Wood Products Co 271 

Globe-Wernicke Co..185, 6, 7, 8 


Gunn Furniture Co 142 

Macey Co 132 

Van Dorn Iron Works Co 177 

Weis Mfg. Co a & & & 

Yawman & Erbe ite Co..172, 3 
Book Ends. 

Aladdin Mfg. Co 207 

Hart & Cooley Mfg. Co., The.3038 
Bookholders. 

American Clip Co 259, 60 

American Electric Co 327 
Book Rings. 

Carpenter, E. W., Mfg. Co 331 
Bookkeeping Machines. 

Burroughs Adding Machine Co. 344 

Elliott-Fisher Co... ; 2 +269 


Remington Tw. Co..107, 189, 207 
Underwood Typewriter Co 
14%, 113, Back Cover 

Box Files. 

General Frpfing. Co.149, 50, 51, 52 

Globe-Wernicke Co..185, 6, 7, 8 

Yawman & Erbe Mfg. Co..172, 3 
Business Shows. 

National Business Show Co...228 
Busses. 


General Frpfing. Co.149, 50, 51, 52 
Macey Co., The . 132 
Toledo Metal Furn. Co 158 


Calculating Devices. 
Meilicke Systems... .253 
Calculating Machines. 


Allen-Wales Corp. 193 
Burroughs Adding Mach. Co..344 
Felt & Tarrant 201 


Marchant Cale Mach. Co...251 
Portable Adding Machine Co..181 
Powers Acctg Machine (o.334 
Reliable Tw Add. M. Corp.255 
Calendar Pads & Stands. 
Defiance Sales Corp. 302 
Carbon Papers. 
(See Ribbons and 
Card Cases. 
Gardner, P. A., Leather Wks.333 
Improved Boehner Binder Co. .330 
Wiggins, The John B., Co...326 
Cash Registers. 
National Cash 


Carbons.) 


Register Co 238 





Classifications 


For the benefit of the subscribers the 
lines advertised are here classified. 
Many of the requirements of the 
modern business office are represented. 
Should subscribers be interested in any 
article of office equipment not listed 
here, they are cordially invited to com- 
municate with the service bureau, 
through which the information will 
be promptly and cheerfully furnished 
by letter, without obligation. 


























Chair Irons. Desk Pads, Linoleum. 
Bettcher Stp. & Mfg. Co.....300 Fox, Geo. E., & Co...... .148 
Collier-Keyworth Co «+308 Pesee Eee Giisoccocccevsste 280 
Chair Pads and Cushicns. Sainberg & ee 322 
Economy Seat Co... ex Wagemaker Co...........+.+- 200 
Featheredge Rubber Co......249 Desk Pending-Letters Holders. 
Fox, Geo. E., & Co.........148 American Cilp Oe.......+. , 
Polar Mfg. Co......... ... . 280 Desk Signs and Tablets. a 
Sun Rubber Co 241, 2 Atlas Bronze Mfg. Co........ 32¢ 
Davenport-Taylor ............ 218 
Chairs. anil Desk Trays. 
Beacon Steel Furn, Co.......286 American Electric Od.-0++. ofl 
Conrades a BE. GBrecccssess 271 ver, Gee. B. @ Wiss acocsens 
Cee Ge Mee Ciicccensstienss 307 General Frpfing. Co.149, 50, 51, ‘33 
Crocker Chair Co. cccccecee Globe-Wernicke Co..185, 6, 
Derby, P. & Co., Inc.........180 Imperial Methods Go......... 338 
Empire Chair Co oeeese 264 oN a OP ESE 132 
Fritz-Cross  Co........ 170 Weis Mfg. Co...... 115, 6, 7, 8 
Gunlocke, W. H., Chair Co..240 Yawman & Erbe Mfg. Co...172, 3 
Heywood-Wakefield occccccaee Desk Work Distributors. 
Hood Chair Co...........006. 23% Pom, Gem BL Me Wiicacesaest 48 
Jasper Chair Oo.......cccccess 237 Globe-Wernic xX, -— 18%, 6, t. cc 
Marble, B. L., Chair Co...... 112 Horn. W. C.. Bro. & C€ 3! 
Marble & Shattuck .........328 Irving-Pitt Mfg. 
Milwaukee Chair Co......... 164 Sainberg & Co........ 
Pierce, 8, « Son oe ...-208 
Sikes Co hacen Desks. m . ‘ 
Toledo Metal Furniture Co...158 Alma F urniture Co...... Lees 318 
White River Chair Co........381 Art Metal Construction Co. +145 
: Bentley & Gerwig Furn. Co. .313 
Check Protectors and Writers. Browne-Morse Co..........+.. 284 
Flaven ..... : ES aa Ciemmeteem Gdeecciccccecessss 121 
Safe Guard Check Writer Corry-Jamestown Mfg. Corp. .307 
COPD. ve ceecccccccrceeeeees 198 Catior Desk Od... ccccccccccs 222 
Todd Co......... 13% Englewood Desk Co.......... 245 
Check Sorters. Evansville Desk Co........... 335 
Kohthaas Co., The...........179 General Frpfing. Co.149, 50, 51, 52 
Crecks, Stamped Metal. Globe-Wernicke Co..185, 6, 7, 8 
Amer. Seal & Stamp Co .311 Gunn Furniture Co., The..... 142 
Meyer & Wenthe........ 157 Hoosier Desk Co.............308 
Cigarette Humidors. Imperial Desk Co............ 139 
Norlipp Co., The.............32l Indiana Desk Co............. 291 
Clips, Paper. Invincible Metal Furn. Co....288 
(See Paper Clips.) Jamestown Metal Desk Co....174 
Coin Bags and Wrappers. Jasper Desk O0.......0000+0.808 
Downey, C. L., Co., The.....328 Leopold Desk Co..........«+.- 262 
Strayer Coin Bag Co....... . 331 Macey Oo., TRO... ccecececs 132 
Copyholders. Metal Office Furn. Co....234, 270 
American Clip Co. ..259, 60 Beene Wet GR occacuctedact 341 
American Electric Co... —_— National Desk Co............ 204 
Error-No. Ine. .. eos .154 Gupen DONS Gio cccesgevsccsse 287 
Kobler & Co.. 5 dy atten Quigley Furniture Co.......200 
Premier Metal Products Co 22 I 197 
OS ee ee 330 Shelbyville Desk Co.......... 317 
Copying Devices a Steel Equipment Corp........ 135 
Eureka Blot Bath  —rre Tell City Desk Co............ 126 
Yawman & Erbe Mfg. Co...172, 3 Van Dorn Iron Works Co....177 
Costumers. : 7 Wagemaker Co............++. 200 
OD ORO CO Weis Mfg. Co....... 115, 6, 7, 8 
Furnas Furniture Co......... 240 Western Furniture Co........ 814 
Globe-Wernicke Co. .185, 6, 7, 8 Yawman & Erbe Mfg. Co..172, 3 
Premier Metal Products Co. .221 , , 
Sanymetal Products Co.....233 Dictation Machines. . ° 
. Dictaphone Sales Corp........ 175 
Cuspidors. . ROR, TED 6 6 oivctnvdns seed 178 
Cello, Ine ste eeeeeeeees - 286 Edison, Thos. A., Inc........ 178 
Dn ee Glin sacacnsabeans 257 Directory Boards. 
Ireland & Matthews Mfg. Co.209 Davenport-Taylor Mfg. Co....218 
Cutters, Paper and Card. ; Display Fixtures. : , 
Burke & James ge secene 328 Lyon Metallic Mfg. Co 
Ideal School Supply Co....... 258 Onken, The Oscar, Co........ 
Dating Stamps. — ’ Tyler Sales Fixture Se. 228 
Amer. Numbering Mach. Co...108 Universal Fixture Co 293 
m.. AA soveves 157 Duplicating Machines & Supplies. 
SS Sae ati Amer. Multigraph Sales Co. .215 
Defiance Sales Corp peoasan ee Arlac Dry Stencil Corp...... 324 
Desk Files. ™ Canode Ink Co............... 330 
Josephson Mfg. Corp sa 5,276 Dick, A. B., Co. 131 
Weis Mfg. Co 115, 6, 7, 8 Drytype Stencil Co., Inc.....294 
Desk Lamps. REG Beiccscsecedswers 165 
eee Ee, Genes ccuesnen 207 ee 165 
Th, i acesevdevedseconane 286 Reiner’s Rotaprint, Inc.......301 
Faries Mfg. Co sos 257 MeseePeeE Ge... cccscccsess 161 
Silverglo Lamps, Inc 295. 6 


sx} Electric Motors. 
Emerson Electric Mfg. Co... .316 
Envelope Openers. 


Silvray Co 


Desk Pads, Blotter. 


Poorum & Pease Co..........244 0. K. Mfg. a — 
Fon, Gee. B.. & Co...... ..148 Envelope Seaier. 

Hoffman, L..... reves + B28 McCarthy Snserting & Seal 
Sainberg & Co.... , 322 BG sccneaedenaseoncaidey 308 
Sun Rubber Co.... 241, 2 Standard Mailing Mach. Co...268 

Desk Pads, Class. Envelopes. 

em, Gee, a, OS Gis cnc cncnte Ames Safety Envelope Co... .272 
Polar Mfg. Co Ree Burke & James.............. 328 
Ravenswood Office Spec. Co..171 Bushnell, Alvah, Co.......... 292 
Sainberg & Co. aaa Diemer, John F., Co.......... 319 





Globe-Wernicke Co..185, 6, 7, 8 
McGill Paper Products, Inc...234 
Nat'l Fiberstok Env. ee 
a Park ~o we Co.. 

. S&S. Envelope 
Western Tenvelo ere a 

Envelopes, Cell 

BERGEEED Gen ccccwoccesvccdiies 332 


Faber, Eberhard 
Ink-Out 7 _ peonegecdutue 
K. mare, scnnensscdgeow’ 47 
Boteste lion. Rubber Co. .123 
Exhibitions. 
Chicago Ass'n of Commerce. ..229 
ne - gee Show Co.. . 228 


mageeee 
ach Publishing Co gb ocveceat 331 
Defiance Sales Corp.......... 302 
Harvey, Fred W., Go esveves 321 
yeshades. 
‘Featherweight Eyeshade Co.. .331 
File Box lapsible. 
Bankers” 8 eee 122 
ED Gio 000s onsbnceneccent 308 
Steel Bound Box Co........... 166 
Strayer Coin Bag Co......... 331 
File Boxes, Metal. 
Ast Beeed GWescesosscveccsvis 213 
Northern Corrugating Co...... 120 
re en ._.. Kk reae 337 


Filing Cabinets, Cloth 2, Govanes. 
Diemer, John F., Co......... 319 
Globe-Wernicke Co.. mat a v8 
Hoffman, 328 


Imperial Methods Co......... 338 
BENON CDdic Wes 60vesvoovened 13: 
SRO GB Goa siicoteeces seve 322 


Filing Cabinets, Metal. 
Art Metal Construction Co. ...145 
Aurora Metal Cabinet Wks. .226 


Auto File & Index ©o........ 232 
fee 192 
Berger Mfg. Co..... sosakbues 163 
Browne-Morse ©o............+. 


284 
Columbia Steel ipment Co.216 
Corry-Jamestown g. Corp. .307 
General Frpfing. Co.149, 50, 51, 52 
Globe-Wernicke Co..185, 6, 7, 8 
Imperial Steel Cabinet Co... .208 
Invincible Metal Furn. Co... .288 
Jamestown Metal Equip. Co. .104 

1 


peneem Ce., Ties cee cecectens 32 
Metal Office Furn. Co...234, 270 
Northern Corrugating pee 120 
Premier Metal Ries: Co. ..221 


Service Steel Products Corp. .323 
Shaw-Walker 19 
Steel Equipment Mw oe 

Terrell's Equipment Co 
Van Dorn Iron Works Co..... 177 
Watson Mfg. Co 3 
Yawman & *irbe Mfg. Co..172, 3 


Filing Cabinets, Wood. 





Auto File & Index Co........ 232 
Browne-Morse Oo............. 284 
Globe-Wernicke Co..185, 6, 7, 8 
Imperial Methods Co......... 338 
menses On, Baeici ciceecsstes 132 
oe, | ae 197 
WOMetRenes OO. occvesscctines 200 
Weis Mfg. Co...... 115, 6, 7, 8 


Yawman & Erbe Mfg. Co. .172 
Filing Supplies. 


Aigner, G. J., & Co.......... 304 
American Clip Co......... 259, 60 
Browne-Morse ©0...........+. 2s4 
Consumers Paper & Sup. Co...267 
Filing Equipment Bureau..... 243 


General Frpfing. Co.149, 50, 51, 52 


Globe-Wernicke Co..185, 6, 7, 8 
Imperial Methods thou ed cic al 

Invincible Metal Furn. Co... .288 
Josephson Mfg. Corp.......... 276 
wee! Ge Ss ison chotivse vi 132 
McGill Paper {— > sae. . -204 
Oxford Filing Supply © or 248 
Quality Park Env. Co........ 302 
Rockwell-Barnes Co.......... 337 
Simonson, R. A., Oo......... 329 
Steel Equipment ee 135 
Wabash Cabinet Co.......... 190 
Weis Mfg. Co........ 115, 6, 7, 8 


Yawman & Erbe Mfg. Co. .17 
Fountain Pens. 


Og BOG OUR 274 
Conklin Pen Co., The......... 

Pasmer Fem Od. .occccessci 167, 8 
Sheaffer, W. A., Pen Co. 154, 5 


de Nemours 


> Dy: @ BORG. ccivaes 330 

Gold Crames . 

Aigner, G i Gh Be adhaccber BOA 
Gummed Cloth. 

Aigner, G. buy & Gers cassee ck 
Gummed Tape Sealing Machines. 

Seymour Products Co., The...256 
Index s. 

GOO, Wie Ga Geb evesecs ocue 820 

Graff-Underwood ............. 265 

De Sh. TO. scanesscesien ba} 

Moore Push Pin Co........... 

Yawman & Erbe Mfg. Co. 992 ; 
Index Tabs. 

Benet, GS. Fue B Ghoccecocvies 304 

Cook, H. ins onasnnosancs 


c., 320 
Globe-Wernicke Co.. 185, 6, 7, 8 
Ink Eradicators. 


8 a ee 337 
Inks, Adhesives, Etc. 

GUGGe Te Bie scdedscsseves 330 

Careers BE ascacecs cosccd 274 

General Eclipse Co........... 302 

Higgins, Chas. M., & Co..... 204 











Kwiketik Co 320 


Lather Ink & Stamp Pad ‘¢ 1S 

Sanford Mfg. (« 250 
Inkstands. 

Rachrach Specialty ( 106 

General Eclipse Co wr 

Sengbuech &-C Inkstand (« 141 


Inserting and Sealing Machines 

















McCarthy Ins. & Sea Mach ss 
Labels, Law Book and Nu nber 
Aigner, G & Co wee 
Leads for Mechanical Pencils 
American Lead Peneil ¢ 24 
Faber, A Ww In 2 
Letter Distributors 
Bristow, Stanley t 0 
Globe-Wernicke ¢ 18 f oe 
Imperial Methods Co as 
Kohihaas (« rhe 170 
Letterheads 
American Embossing ( mati 
tioes Lith rapt “ any 
Lettering and Ghew Card Pens 
Bridgeport let s11 
Library Equipment 
General Frpfing. ‘ Mo, 1. 52 
Rand Kardex Ser e ¢ on. 
Yawman & Erbe Mfg. 172 
Linoleum Desk Tops 
Fox, Geo. I & { 148 
Polar Mfg. ¢ 2m) 
Wagemaker ( 20) 
Lists, Mailing 
Keves, Kenneth & "6 
Lockers and St orage Cabi nets 
Art Metal Conetructior 14 
Aurora Metal Cabinet W 6 
Corry Jamestown Mfg. Cort “7 
De Luxe Meta I ‘ ‘ 
General Frpfing. ‘ 149. 2 
tilobe-Wernicke ¢ a ‘ ; ‘ 
Invincible Meta rur ( oN 
Lyon Metal Mire. ¢ nie 
Macey ({ rhe 122 
Steel Eq ment Cor 130 
lerre *s Equipment ( 182 
Van Dorn Ir Wor ‘ ? 
Loose Leaf Books and Systems 
\ unting Dev ea ( mea 
Roorum & Pease { os 
Chicago Binds & | ( 16 
Ha & Met? 0 
I ing-Piee Mi i ) 
I vd W ‘ 156 
National Bla I ( 146 
Bheppard, ¢ ' ‘ One 
Stationers 1 I ‘ 183 
russe Mire ‘ aU 
Loose Leaf Envelopes, Celluloid 
Marki { 
Loose Leaf Metals 
Carper W Mire Co t1 
‘ ‘AZ if er & | ‘ 416 
Map Tacks 
(raft erw ! ( Onn 
Moore Push.! ‘iy 5 
Matched Ofice Suites 
emetser I 121 
Cut Deak ( ; 
(eneral ping ‘ 140 1, og 
Leopold Desk ¢ onD 
Macey ¢{ I'he Le 
National Desk ¢ ond 
Memorandum Devices 
Clark t? Ir ” 
Colsytt Laboratories oa 
‘ rrier Mire “yy oo 
Fox, ¢ I & 148 
Hanna Register < ot) 
Robinson Mfe { 5 
Seymour Prod ta ¢ ¢ ‘ 
Wilson Men lex ¢ 257 
Moisteners 
Bachrach Specialty ¢ 1968 
Sengbusch 8-C Inkstand | 141 
Sey mort *'raxductea ¢ The one 
Nickel Plate ‘Peccervatives 
®Tarnish Products “1 


Numbering Machines 


American Numl Ma _ 108 

American Seal & Sta ( 11 

Force Wm 4 & ¢ on 

Roberts Num Mac! ( 77, 8 
Office Partitions 

Add-A-Unit Partition ¢ . 
Oil, Office Machine 

Clarot ype { 

Defla nie Salee (Cor ‘ 
Pads steering Ruled or Pla 

Roorum & : ( zt 
Paper 

‘ sumerse Paper & & vf 

Featherwt rr 

Kamare M ~ 1a 

Knowlton Rros 165 

Wes : Rrror r 2 
thc Clamps 

Amer : { p } 

Esterbr k St | 1” 

Hunt, ¢ Howar I ( "> 

Van Valkenbure. I D mo 
Paper Clips 

Amert in ¢ | ‘ a? ™ 

Cook, H. ¢ ( “) 

(jraff-Underw 1 ¢ oy 

oO. K Mire. ¢ 147 

Rock well-Rarnes i 

rip-Top Mfe. ¢ 2 

Van Vatkenburg. I D v 


Paper Fastening Machines 


Acme Staple Co us 
Rump Paper Fastener on 
I flance Sales Cort i] 

Eveready Mfe Co 12 
Hoge Mfg. Co 128 
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The Service Bureau of Office Appliances 


is maintained for the exclusive use of subscribers and adver- 
execution of its various commissions this 
bureau calls upon practically every member of the staff. It 
answers by personal letters all inquiries upon matters ger- 
mane to the field, it furnishes special reports upon articles 
of office equipment, supplies names of manufacturers of any 
anted, puts man and job together, prepares adver- 
furnishes lists of desirable 
aids foreign dea 
and in many other ways performs useful 
Subscribers in every land have made 


agents and dealers in 
lers in securing U.S 


service, 
































and are making, good use of this bureau; manufacturers in 
every section of the field have had evidence of the service 
Neva-t « Products, I 231 Safes 
l'a t Speed Fasten ‘ ” Art Metal ¢ at t ( 14 
KR ‘ Barnes ( 7 D 1 Safe & I x inv 
Sey r Products ¢ 25 General Frpting. ¢ M40, ™ 1 2 

Paste ( ‘ Wern ke { - ‘ 7 s 

Pen and sence Le - Meilink Steel Se ‘ — 
Van Valkenburg L. I) Zu M . wate ‘ 143 

Pencil Sharpeners. ~ wab Safe ¢ Phe te 
Auto Pencil Sharpener ( 160 st el Equiy nt Cor 1335 
i T.l nderw ! ( -t . Dort Works ¢ ° vi 
H a H Pen ( OM) Yaw « t Mfg. ¢ 172 

Pencils, Cedar S« ray books . 

Amer Lead Per 124 Hort W. C., Br 31 

Pale Eberhard o4 Sealing Wax 

Genet | il Co os) j I t ri _* Stamp Pad ¢ L: 

Staedth 7, i. an “) = re x. ° tied 

1’ S&S Pencil ¢ *1 Seals, Notary and Corporation. 
Amer : Seal & Stamp Co t11 

Pencils, Thin Lead, Magazine Merer & Wenth Int 
Autopoint Co 211 Second-Hand Office Machinery 
Conklin Pen Co., The 206 Reliable Tw. & A. M. Corp. .255 
Dur-O-Lite Peneil Ce 10 Shelf Boxes 
Listo Pet t 820 Diemer, Jol I & « 19 
Parker Ven Co it;, & Gloel Ww nicke ( g ‘ 7 8 
Sheaffer W \ en ( 14 Shelving 

~~ Lettering and Show Card rt Metal <¢ 2 ‘ F 14 
Bridgeport Pen Co 11 } ger Mfe. ¢ Ir 

Pens, Steel De Lux Met Furr ‘ = 
Esterbrook Steel Pen Mfg. Co.119 General Frpfing. Co.149, 50, 51 2 
Hunt, C. H., Pen ¢ Shale Globe-Wernicke ¢ 18 -: ee 
Miller Bros. Pen ( Steel Equipment Cory | as) 
Spenceriar en Co Terre s Equipment ( IS2 
rurner & Harrison Pen Co 33 Van Dorn Iron W + iT7 

Picture Hooks Yawman & Erbe Mfg. ¢ 172 
Moore Push-Pin Co Sign Markers 

_- a - Hellesoe, Hans H 332 
reflance ilies Corp wie . 

Platens, Typewriter. — Taylor Mfc. ( 918 
Amer. Writing Mach. Co.153 1S ; 
Ames Supply Co 4 Smoking Stands, Office : 
Bushnel Mre. Co re) Aladdin Mfg. C¢ aU 

Rovle Smoker Co on 

Postal Scales Seroll Art Stud 322 
fansen Kros. Scale ( Sorting Devices. 

Pelouse Mfg. Co 2 Kohihaas Co 179 
riner Sales Co 2 
friner Seale & Mfg. Co - ie - *—y 7 58 

Publications Standard Mailing Mach. Co. .268 
fritish Stationer =} Stamp Pads 
Ruro- BRedarf-Rundschau 336 Lather Ink & Stamp Pad (Co.315 
Mon Bureau 338 Mevrer & Wenthe 157 

Punches Mun-Kee Products Corp 195 
toorum & Pease ( 244 Peerless Car. & Rib. Co og 
Chicago Binder & File ¢ 16 Stands for Office Machines 
Deflance Sales Cor; wre Adjustable Table ¢ 285 
Globe-Wernicke ¢ 18 t 7. & remier Metal Products Co : 
Rel hort Wm i 176 Searles Ele Weld. Wks 

Push Pins Sherman-Manson Mfc. ( 

Moore Push-Pin Co ffany Adjustable Stand Co. .275 

Recipe Boxes Toledo Metal Furn. Co 158 
Norther Corrugating ‘ 1m . . 

tapi C 

Ribbons and Carbons . ry a eochines. 

4 n & Co 4 Defia Sales ( r 
\ M Products Corp.204 Eveready Mfg. ( 1 
Ault & Wiberg ¢ 13S Hoge Mfg. 128 
ht , rit n & Cart ( 1a Hotel — 2 = 6 1M 
Car I ‘ 1 N ‘ ¢ | 1 231 
i t Ink Co ie t Speed Faste r ¢{ ri ; 
i Rit & Ca Mire. ¢ 3 

‘ ‘ | & Carl ‘ Stationery Fmbossed, Engraved 
Little, A. P., In American Embossing | 

Manifold Supplies Co 10% kK Brot -s 
Mittae & Voleer re Wiegins. John R ” 
N h P ess Co 0 Stationery Cabinets 

a I T I & Car ‘ Ih I Xe Meta } ‘ ae 

I ‘ bon & Ribbon ( 1 Ger il Frpfinge. ¢ ; MM 1, 52 
| a ¢ bon & Rit ‘ ( Wer ke ( 8 ( , © 
! a I & Car. ¢ 114 Hoffmar I o8 
‘ I ! & { In ( s I Met a « . 
Remington Tw. ( 17, 189 ? Ma ( | , 
h we Barnes ¢ ; x a |} ‘ 

Storms. H. M ‘ 114 \ Dern Iren W ( 1 

1 Ribbon & Carbon ( ORI Ww «s Mfe. ¢ 1 ‘ 7. 8 
t S rypewr. Rit Mfg. ‘ nok Stationery Racks 

Webster, F. S., ¢ : : ( r Mfe. ¢ 

Rubber Stamps I rial Methods ( Te 
Amer n Seal & Sta { 11 
Meyer & Wenth 7 . 

Rulers ( 1 
Seneca Falls Rule & B k Co.208 

Safety Deposit Boxes 44 
General Frpfing. ( 140. & ‘1 q y “7 
Invincible Met. Furn. ¢ O88 827 











les Mfg. ( 
Chair ¢ 
kee Chair ¢ 
Ele Weld Wks 
Teledo Metal Furt ‘ 

Storage Cases. 
tankers Box Cx 
Steel tound tox 
Strayer Coin Bag ‘ 

Swinging Typewriter Stands. 
Amer. Writing Mach. Co.153, 
Globe-Wernicke Co. .15 t 7 

Tables 
Corry-Jamestown Mfg. Corp 
Furnas Furniture Co 
General Frpfing. Co.149, 50, 51 
Globe-Wernicke ¢ 15 ¢ 7 
Gut H. L Ass 
Lyon Metallic Mfg. ¢ 
Macey ({ The 
Mutschler Bros. ¢ 
Premier Meta Pr cts ¢ 
St Johns rable Co 
Van Dorn Iron Works ¢ 

Tablets 


Rockwell-Barnes Co 
Telephone Accessories 
American Electri ( 
Colytt Laboratories 
Nat'l Phone Holder ¢ 


271 


164 


158 





Seymour Pr lets ( rhe - 
Thumb-Tacks. i 
Graff-Underwood Co 26. 
Moor Push-Pin ¢ 
Time Stamps and Recorders 
Ajax Time Stam i “lo 
Jostis A D Miz { 215 
I pson Time Stamp ¢ 2 
Transfer Cases 
Art Metal Constr tion ¢ 145 
Aurora Metal ¢ net Wks 226 
Berger Mfe. ¢{ 163 
(ser il Frpfing. ¢ 14 ‘ 1, 52 
Glo We ile ke ( Ss 7 ~ 
M ( I 182 
Rey Box ( on™) 
s w-Walker 197 
Steel Equipment Cor 125 
Va Dorn Iron Works Co 177 
Weis Mfg. ¢ 115, 6, 7, 8 
Yawman & Erbe Mfg. ¢ 17 
— ming Boa rds. : 
si ? t y ~*~ 
Type benowel ter. 
es Supply se 
Type writer Cabinets. 
I Meta I t 15s 
etn =- Cleani ng ‘Brushes 
Hahn Arthur W 30 
Typewriter Cleaning Materi al 
~~ Writing Ma ( ] 18 
‘ otype Ce 33 
Sanf rd Mfg. C« 289 
Webster, F. 8S ( 2, 312 
Typewriter Cushion Keys 
Li Rubber Key ¢ 12 
Mur ) Sut ply i el be} 
Park cc he 4 
Peerless Key ¢ 133 
Speed Key Mfg. ¢ 31 
Typewriter Cushion Knobs & Feet 
es Suppl ( 4 
Azora Rubber ( 133 
Fox. Geo, FI & { 148 
Smitt Noise & 8S k Elis 
ate iy 
Sypouriter Parts and Tools 
Ames Supply C« S34 
Typewriters, New. 
Amer ptheagy Ma ( 153 
Barr-Me 
( na Bones write c% 
liable Tw. & A. M. Cory 
ningt Tw. 107, 189 
rypewriter Co 912 


it I ‘ & Corona 
Premier Tw c 
Typewriter ({ 
108, 113. Back ¢ 
Varityper Ir 

Woodst k Typewriter ¢ 


Typewriters, Rebuilt 


Amer. Writing M ‘ 1 

General Typewrite we 

Reg ry \N ( 

Re I rw & A M. ¢ 

~ in-Ward Mfe. ¢ 

Smitti iw Ss { 

I'y wr r I 

wi esa I'y ( 
Visible Index Systems 

( ? We 5 ‘ 8 7 

Ir g-Pitt M ( 

I 1K x Ser ~ 

s s I ( 
Wardrobes 

Aurora Metal ( \ 

I) Luxe Me I 

} nas |} ' ( 

General Frpfing. ¢ ‘ 1 

Globe-Wernicke ¢ 5 7 

Lyon Metal Mf. ¢ 

Terr s I pment ( 
Waste Baskets 

Rarbee Wire & Iron Wks 

Cher Frpfing. ¢ 149 ~«Cf 1 

Ir ! Meta Fur 

M yf r? 

Metal Of } i a4 

Nat \ ’ ed | ( 

I r s W Goods ( 

Yaw & Er Mfg 7 
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WANTS and 








FOR SALE 


Tho rate for classified advertisements is eight cents a word, minimum charge $1.00, 


SITUATIONS WANTED 


POSITION DESIRED with commercial stationer 14 years ex- 
perience; now managing stationery and office supply store, 
desire change. Address S-80, care Office Appliances, Chicago. 


EXPERIENCED OFFICE FURNITURE REPRESENTATIVE, 
successful record, traveler and branch manager for nationally 
known concern. Owing to change in company policy, available 
for similar connection Best references Address A-43, care 
Office Appliances, Chicago 


SUCCESSFUL SALESMAN 
versally known office appliance, 
office specialty manufacturer in St. 
record of past performance Can 


formerly sales manager for uni- 
is available to represent some 

Louis territory Has fine 
take on new line on short 


notice Address J-47, care Office Appliances, Chicago 

SALESMAN who is a specialist in filing systems, including 
loose leaf and visible and vertical files, is available for new 
connection Training has been along lines of selling filing 


systems. Can start to work on new proposition at once Ad 
dress E-—190, care Office Appliances, Chicago 


MECHANICS WANTED 


TYPEWRITER MECHANIC—Man with adding machine ex- 
perience preferred; must be expert aligner and adjuster; perma- 
nent position; references required Fort Worth Typewriter 
Exchange, Ft. Worth, Texas 


TYPEWRITER REPAIRMAN—Experienced on a'l makes. Write 
at once giving complete details including amount of experience, 
salary, age, married or single and any other information which 
will assist us in making decision Address Typewriter Sales 
Co., Attention Manager, 317-26 Tussing Bldg., Lansing, Mich 


AN ATTRACTIVE OPPORTUNITY awaits a high grade type— 
writer mechanic with the desire to sell, to affiliate with a com- 
pany that is agent for well known standard typewriter, a port-— 
able typewriter and an adding machine Must have experience 
on different makes An interest in the business will be avail- 
able to the person who qualifies. The territory is a fast grow 
ing section of Western Canada Address D-46, care Office 
Appliances, Chicago 


ADDING MACHINE DESIGNER 


WE HAVE AN OPENING for high grade man experienced in 
designing adding machines, typewriters, or cash registers. Op— 
portunity with unlimited possibilities to right man State full 
particulars in first letter temington Rand, Inc., Dalton Add- 
ing Machine Division, Norwood, Cincinnati, Ohio 


WANT ARTICLE TO MAKE 


MANUFACTURER of small article for stationery trade has 
capacity for another article Equipped to manufacture either 
in wood or metal Has well developed sales organization Ad 
dress H-50, care Office Appliances, Chicago 


MANUFACTURERS’ AGENTS WANTED 


WANTED—Progressive concern with live selling force or an 
individual desiring to establish himself in business and capable 
of building one, to represent manufacturer of new patented 
adhesives, mucilage, library paste, cold—padding glue, etc., 
superior to anything on the market Must be able to handle 
your own accounts. John J. Harris & Co., 4124 West Lake St., 
Chicago 


WANTED TO BUY 


WILL CONTRACT for 5,000 of all white enamel metal ward- 
robe cabinets for our annual requirements for the New York 
territory and vicinity These cabinets are for resale to the 
retail trade Address P-61, care Office Appliances, Chicago 


BUSINESS OPPORTUNITIES 


TYPEWRITER 
growing Southern city of 35.000 
registers Priced right 
pliances, Chicago 


EXCHANGE and office supply business in 
f 35 Adding machines, calculators, 
Address Z-—83 care Office Ap- 


cash 


A WELL-KNOWN office appliance manufacturing concern can 
be icquired in toto through desire of president to devote his 


time to other interests Manufactures and distributes through 
established agencies and dealers throughout the world, two 
patented devices without ompetition controls national dis 
tribution on other products; just starting manufacture of a 


} 


new patented article with world-wide market assured 
cash required Address N-66, care Office Appliances, 


$50,000 
Chicago 


MY STOCK in 
writers, Remingtor 
appliances used today 


a good going corporation, handling Royal Type- 
Registers and every kind of office 
with first class service department in 
connection in a city of 30,000 population, half way between the 
Twin Cities, Minnesota, and Des Moines, Iowa Just the 
young salesman to invest $5,000 with a 
with the best 
Can be bought on terms with ap- 
selling, failing health Address 
Chicago 


Cast 


opportunity for bright 
real automobile thrown in to make the territory 
of roads the year around 
Reason for 
Appliances 


proved security 
C—45, care Office 


SALESMEN WANTED 





SALES REPRESENTATIVE by nationally known manufac-— 
turer of office specialties for Southern territory. Commission 
basis. Address W-—46, care Office Appliances, Chicago. 
SALESMAN to call on wholesale and retail stationery trade. 
Man located in Middle West preferred. Miller Bros. Per Co., 
305 Broadway, New York City. 
WANTED—Men who can sell carbon paper to handle direct 
factory distribution on terms most attractive to both customer 
and salesman. Address P-57, care Office Appliances, Chicago. 
GROWING PRINTING and stationery house desires capable 
salesman-—partner who can invest in a $30,000 plant. City of 
35.000. Good country territory. Plant up-to-date. R-42, care 
Office Appliances, Chicago. 




















SALESMAN WANTED to carry high grade line of loose leaf 
books in the Rocky Mountain territory. References required. 
May be handled with other non-conflicting lines on a straight 
commission basis only Reply in own handwriting. Address 
X-133, care Office Appliances, Chicago. 





HAWAIIAN DEALER with agency for well known standard 
and portable typewriter has opening for a salesman. Prefer 
married man thirty years of age or more. Opportunity for an 
attractive permanent connection with a well established and 
enterprising organization. World's best climate. Address G—70, 
care Office Appliances, Chicago. 





EXPERIENCED OFFICE EQUIPMENT SALESMAN who can 
go out and bring in the business. Capable of assuming duties 
of sales manager Live organization with finest location in 
city of 400.000. The opportunity of a lifetime to the man who 
can produce. Address T-48, care Office Appliances, Chicago. 

SALESMAN WANTED to carry high grade line of loose leaf 
books in the states of Arkansas, Mississippi, Louisiana and 
western Tennessee. References required. May be handled 
with other non-—conflicting lines on a _ straight commission 
basis only Reply in own handwriting. Address V-44, care 
Office Appliances, Chicago 





SALES MANAGER—Marvelous envelope sealer, seals 3,000 
hourly; retails $4.50 only; every office prospect 1 to 100; now 
being used in quantities by county, city and state governments; 
guaranteed five years; equals work of expensive power ma- 
chines Real big money for capable man. Write quick for 
free trial offer. Consolidated, 1-B Nottingham Bldg., Boston. 





WANTED—Young men to take up our sales work, full or part 
time. We manufacture and sell direct to the user loose leaf sys- 
tem forms. carbon copying books and sets, business stationery, 
ete. Experience unnecessary as we give a valuable training in 
our methods. Protected territory. Full commission paid weekly. 
Anplications held strictly confidential. M-47, care Office Ap- 
pliances, Chicago. 


M. Ss. & ~. A. BYCK CO., Stationers, Office Outfitters and 
Printers, Savannah, Georgia, have an opening for an expe- 
rienced salesman to solicit stationery and printing orders from 
business offices in the city. Also another opening for an ex- 
perienced inside or floor salesman to serve trade in retail 
store Write application in detail stating age, experience, 
references, salary, etc. Good positions for good men. 


FOR SALE 


ELLIOTT-FISHER Billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 
TO OFFER: 3,000 metal back prong binders for sheet sizes 
S14x11, 9%x1l and 11x14. Any reasonable offer accepted. R. 
Orthwine, 344 W. 34th street, New York. 


ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 


TIME CLOCKS rebuilt, all makes, parts, supplies. Hallock 
Clock Company, Inc., 428 East Jefferson Ave., Detroit, Mich. 


LINES WANTED 


SALES ORGANIZATION covering California, headquarters Los 
Angeles, desires to add one or two non-represented lines. Good 
specialties, dry stencil or other office necessity. Address B-134, 
care Office Appliances, Chicago. 











LOOSE LEAF SALESMAN who also has had seven years’ 
bookkeeping machine experience, desires to represent some 
office appliance manufacturer as distributor for New York. 
Will consider any worth while office utility. Address F-67, care 
Office Appliances, Chicago. 


MANUFACTURERS’ REPRESENTATIVE in New York and 
Metropolitan Area, now handling a well known mechanical 
product selling for $50.00 direct to offices and factories, has 
doubled sales in past year. Maintains an efficient mechanical 
service department. One or two additional reliable lines are 
desired. Address Y-45, care Office Appliancts, 100 E. 42d St., 
New York. 
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No. 1,619,391—Type-—bar mechanism for typewriting machines; ust 2, 1927, by John T. Quigley of Boston, Mass., assignor by 
patented March 1, 1927, by Albert N. Woodruff of Washington, mesne assignments to Postindex Company, iInc., of the same 
oD. C. place. 

No. 1,638,831—Stapling machine with removable base to make No. 1,609,885—Loose leaf binder: patented December 7, 1926, 
it possible to use the machine as a tacker; patented August 16, by William S. Proudfit of Walker Township, Kent County, 
1927, by John B. Crofoot of Chicago, Ill. Michigan, and Edward F. Graf of Grand Rapids, Mich., assign- 

No. 1,637,534—Filing and indexing equipment; patented Aug- ors to the Proudfit Loose Leaf Company of Michigan. 





ECENT 





York, N. Y., a corporation of Delaware) 
Original application filed October 30, 1923 
Serial No. 671,631 Divided and this ap- 
plication filed December 15, 1925 Serial 
No. 75,514 











. 1,642,384 and 1,642,385. Rainy day tablet 
wen ee ee eee eee od shield. William A. Pryor, Savannah, G: 
Filed March 11, 1926 Serial No. 93,993 
, , , Te , : vn and Craig R. Sheaffer, Fort Madison 1,642,533 Mail box James C. Beer, 
Copies of patents herein listed can be pus Cogs B, Sheotter, Vers Madioen, cas aah See Olle eases Se 
obtained from the Commissioner of No. 758,539 1926. Serial No. 84,338 
Patents, Washington, D. C., for ten cents ain © SE er ee sees 1.642.542 Telephone Silencer _ 
each in cash, postofice money orders or a '- , a ee Nn 3 ye a Jose 7 Somety. —— pene Sydney, New 
2 ie. pan | mae } 7 ’ . a ’ ae South ales, Australia (assignor to 
certified check 5 tamps and personat signor a... yncerweed. rypewr iter ; ( _ Secrophones, Ltd.. Sydney New South 
checks not accepted ohen ame > rile 1 Sept - oo” 24 at on Wales, Australia, a company of New 
e ; ’ Y Lae | ‘ Le < » J ’ . - 2 -“ 
—s a > ne me . ™ South Wales) Filed September 23, 1926 
Serial No. 56.61? - . a. : 
1,641,397. Loose leaf binder. William s. 5°! No. 96.6 Serial No. 137.248, and in Australia No- 
Proudfit, Walker township, Kent county 1,642,002 Accounting system. John B vember 25, 1925 
and Edward F. Graf, Grand Rapids, Mich Wileinson, Alliance, . yhio. File d Novem 1.643.005 Typewriting machine Cor- 
(assignors to Proudfit Loose Leaf Com ber 3, 1924 Serial No. 747,415 nelius R. Corcoran, deceased. New York 
pany, a corporation of Michigan). Filed 1,642,116. Envelop Pheedere H N. Y., by Michael J. Corcoran, adminis- 


trator, Brooklyn, N. Y. (assignor to Un 
derwood Typewriter Company, New York, 
N. Y., a corporation of Delaware) Filed 


June 14, 1924 Serial No. 719,977 


want he Krueger, New York, N. Y Filed January 
1,641,596 Letter scale Charles Mahloy, . 


7, 1921 Serial No. 435,633 


Roanoke, Va Filed October 18, 1926 . 1 
Serial No. 142,379 1,642,248. Typewriting machine Alfred June 20, 1925. Serial No. 38,428 
1,641,615. Calculating machine. Richard G. F. Kurowski, Brooklyn, N. Y. (assignor 1,643,019 Stencil sheet William H 
Berk. Sommerda. Germany (assignor to to Underwood Typewriter Company, New Kurth, Chicago, Ill. (assignor to The 
th Fir Rheir +h Metallwaar | York. , a corporation of Delaware) Heyer Duplicator Company, Inc., Chicago 
“~ rm Rheinische Metaliwaaren un Filed September 30, 1925. Serial No lll.. a co at f Illinois). Filed De- 
Maschinenfabrik, Dusseldorf - Derendort 59.456 ’ he On 1986 a * of ; No 182 . } € € 
Germany) Filed May 1, 1925. Serial No a cember 6 Job eerial NO. 192,506 
27,139, and in Germany June 23, 1923 1,642,272 Typewriting machine. Jesse 1,643,028 Stencil duplicating device 
" 2200 ~ he : “ . 4. B. Smith, Stamford, Conn. (assignor Ernest E. Morlan, Los Angeles. Calif 
Conch” Sioux Cite 4 *Filed Sune 2. to Underwood Typewriter Company, New Filed June 1, 1926. Serial No. 113,049 
7 1) ; 1,643,358 Automatic aligning attach- 


1926 Serial No. 114,948 

1,641,711 Loose leaf binder. Richard 
M. Van Valkenbureh, Kansas Ctiy, Mo 
(assignor to Irving-Pitt Manufacturing 
Company, Kansas City, Mo., a corporation 
of Missouri) Filed August 25, 1926 
Serial No. 131,414 

1,641,713 Selecting apparatus Luther 
A. Watters and Samuel F. Floyd, St 
Louis, Mo. (assignors, by mesne assign 
ments, to Remington Rand, Inc.. Tona 
wanda, N. Y., a corporation of Delaware) 
Filed August 30, 1919. Serial No. 320,940 

1,641,829. Combined fountain pen rack 
and paper weight Walter A. Sheaffer 


ment for manifolding device. Joseph Ray- 
mond Young, Minneapolis, Minn Filed 
June 30, 1926. Serial No. 119,655 
1,643,547 Index rack William P. De 
Saussure, Jr., Englewood, N. J Filed 
October 12, 1925 Serial No. 61,927 
1,643,583 Typewriting machine Carl 
E. Norin, Jersey City, N. J. (assignor to 
Underwood Typewriter Company, New 
York, N. Y., a corporation of Delaware) 
Filed December 17, 1924 Serial No. 


1,643,710 Calculating machine Carl 
M. F. Friden, Piedmont, Calif Filed 
February 18, 1924 Serial No. 693,546 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“It seems to be a pure assumption that mind 
can exist only in connection with an organism. 
That the human mind is associated with an or- 
ganism in the present life does not prove that 
no other plan of things is possible. For aught 
we know there may be such a thing as free 
spirit—spirit existing untrammelled by any 
organism of a physical kind—spirit as free as 
our thoughts are, and as superior to all brain 
limitations—like our thoughts now here, now 
on the other side of the earth, now in the dis- 
tant stars. Why may not spirit exist as free 
as that? We certainly see evidences of mind 
in nature everywhere, in the rose, in the 
galaxies, in the sweep of law, in all the order 
of the universe. Has this mind a brain? Is 
it associated with organism, or dependent on 
organism? Who dare say that? Then we 
had better be careful how we assert that there 
can be no mind without organism; and cer- 
tainly we had better consider before we declare 
that there can be no mind without brain.” — 
Sunderland, “The Spark in the Clod.” 

[Note—May not the brain of humans and lower 
animals be merely the instrument upon which free 
mind acts? And may not plants and all living things 
have some organism which functions for the same 
purpose ?] 

x * * 

“We distinguish the announcements of the 
soul, its manifestations of tts own nature, by 
the term Revelation. These are always attended 
by the emotion of the sublime. For this commu- 
nication is an influx of the Divine mind into our 
mind. Jt is an ebb of the individual rivulet be- 
fore the owing surges of the sea of life. Every 
distinct apprehension of this central command- 
ment agitates men with awe and delight. A 
thrill passes through all men at the reception 
of new truth, or at the performance of a great 
action, which comes out of the heart of nature. 
In these communications, the power to see ts 
not separated from the will to do, but the in- 
sight proceeds from obedience, and the obedi- 
ence proceeds from a joyful perception. Every 
moment when the individual feels himself in- 
vaded by it is memorable.”’—Emerson. 

- - 

“Of all the modes of evidence that ever were 
invented to obtain belief to any system or opin- 
ion to which the name of religion has been 
given, that of miracle, however successful the 
imposition may have been, is the most incon- 
sistent. For, in the first place, whenever re- 
course is had to show, for the purpose of pro- 
curing that belief (for a miracle, under any 
idea of the word, is a show), it implies a lame- 





ness or weakness in the doctrine that is 
preached. And, in the second place, it is de- 
grading the Almighty into the character of a 
showman, playing tricks to amuse and make the 
people stare and wonder. It is also the most 
equivocal sort of evidence that can be set up; 
for the belief is not to depend upon the thing 
called a miracle, but upon the credit of the re- 
porter who says that he saw it; and, therefore, 
the thing, were it true, would have no better 
chance of being believed than if it were a lie. 
“Suppose I were to say that when I sat 
down to write this book a hand presented itself 
in the air, took up the pen, and wrote every 
word that is herein written, would anybody 
believe me? Certainly they would not. Would 
they believe me a whit the more if the thing 
had been a fact? Certainly they would not. 
Since, then, a real miracle, were it to happen, 
would be subject to the same fate as the false- 
hood, the inconsistency becomes the greater of 
supposing the Almighty would make use of 
means that would not answer the purpose for 
which they were intended, even if they were 


real.” —Paine. 
* * * 


OUTWITTED 
“He drew a circle that shut me out— 
Heretic, rebel, a thing to flout, 
But love and I had the wit to win: 
We drew a circle that took him in.” 
—Edwin Markham. 


* * * 


“(© power, more near than life itself, 
If sometimes I must hear good men debate 
Of other witnesses of thyself than thou,— 
As if there needed any help of ours 
To nurse thy flickering life, that else must 
cease, 
Blown out as ‘twere a candle, by man’s 
breath,— 
My soul shall not be taken in their share, 
To change her inward surety for their doubt, 
Muffled from sight in formal robes of proofs. 
While she can only feel herself through thee, 
| fear not thy withdrawal. More I fear, 
Seeing, to know thee not, hoodwinked with 
dreams 
Of signs and wonders, while unnoticed, thou, 
Walking thy garden still, commun’st with men, 
Missed in the common place of miracle.” 
—Lowell. 
* * * 
“Nature is God’s writing, and can only tell 
the truth; God is light and within is no dark- 
ness at all.”"—-Henry Drummond. 
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Mr. Woodson P. Waddy, of Richmond, Va., 
Newly Elected President of the National 
Association of Stationers, 

Office Outfitters and 
Manufacturers 
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The N. A. S. O. O. M. Convention 


N PAGE thirty-two is the start of a special section which contains, with cer- 

tain renorts presented further back, a complete story of the twenty-second 
annual convention of the National Association of Stationers, Office Outfitters and 
Manufacturers at Boston, October 10 to 13, inclusive. 

The Boston convention was an outstanding event in association history. It was 
marked with snap and go, interest and achievement. It impressed those in attend- 
ance and will impress the field generally with the importance of the office equip- 
ment business. 

Every dealer should read the reports of the executives, the reports of the dealer 
and manufacturer committees and the Round Table discussions. Every dealer 
should also read the addresses of the speakers who appeared at the meetings ; what 
FE. A. Filene, the well-known Boston merchant and writer, had to say about the 
future of the business; what A. E. Dodd of the United States Chamber of Com- 
merce said about facing the facts in distribution; what J. M. Chapple, the well- 
known Boston editor, said about his own experience in the stationery business and 
about its present status. 

<--> 
The New York Business Show 

N THE following page begins the story of the most successful business show 
O held in New York. This was the twenty-fourth annual event in that city. 
That it reached a new high-water mark in interest, attendance and exhibits is a fine 
compliment to the management. 

The present management took the business show many years ago when it had 
sagged in prestige and achievement, and has gradually developed it into an impor- 
tant factor in the industry. 

Beside the direct advantage to the exhibitors the annual business shows pro- 
mote a better concept of the industry on the part of users of the various products. 
The business show is a useful institution that deserves to thrive. 

<*> 
Some Features of the Present Number 

HERE is recorded in this number—a business show in New York—a great 

convention at Boston—a display of machines and devices at the Direct Mail 
\ssociation meeting in Chicago—an office equipment exhibition at Atlanta—a 
hetter efficiency exposition at Newcastle, England, in which the dominating displays 
were office equipment of U. S. origin—an exhibit of machines and devices at the 
\merican Gas Association meeting in Chicago—meetings of associations in several 
parts of the country—columns of items of important and interesting activities 
throughout the field and many new articles ready for sale. 

ne cannot turn the pages of this number without receiving the impression 
that the manufacture and distribution of office equipment is one of the country’s 
great industries and that it is pulsating with activity. This industry functions in 
every business. It introduces order, economy, convenience and dispatch in all 
business. Its advancement demands intensive cultivation. Its urge puts man on 
tiptoes. The office equipment industry is. 

More than twenty years ago Orrice APPLIANCES set out with a well- 
defined plan to bring together and co-ordinate into one industry the unattached 
manufactures which now compose it. Little thought had been given theretofore to 
the mutuality of interest of these units. What Orrice AppLIANCEs did to develop 
an appreciation of this mutuality of interest and to bring the detached units into 
an understanding of the inter-relation of the various parts of the industry need not 
be here recounted. Its dream came true. 

There are “Office Appliance” companies all over the world—business firms 
which use those words in their corporate titles. There are “Office Appliance” 
divisions in the United States government foreign lists. The industry has gained 
great prestige. That it is to attain greater importance and greater dominion in, 
the future may be predicted with assurance. 
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CHARLES H. HUNTER, 
Western Manager National 
Business Show Company 


FRANK E. TUPPER, Pres 
ident National Business 





Show Company 


PEN SKETCH OF MADISON SQUARE GARDEN, 
WHERE SHOW WAS HELD 


New York Business Show Features Progress of Industry 


Twenty-fourth National Business Show at New Madison Square Garden Brings 
Out Many New Devices in This Field and Improvements in Older Ones 


Note.—On the horizon of the office appliances industry during the past few years many new faces have appeared and 
many new machines have found their way into the business show. An old-timer remarked during the week that he failed 
to see many of lus old friends of former years at this show, so suddenly have changes come. So rapid have been the 


transitions that to keep track of them is now almost impossibli in a field that has grown so large. New faces bring new 


ideas and new treatment of old and new problems. 


HE first four days of the week of October 17 brought Show the reader would find displayed and explained pre 
forth more rain than could possibly have been figured cisely the equipment and improved methods that would help 
on when this particular week was selected The to make his 1927 business organization a perfect 1928 model, 
weather bureau was decidedly lacking in its smile of ap and that he would learn new ways of handling more busi- 
proval. However, the weather on Wednesday and Thurs ness in his office with greater speed and efficiency and at 
day nights and Friday and Saturday was sufficiently mild lower costs. A special publicity bureau was maintained this 
to make up for the loss due to the outpour year, as in the past, and the space secured 


ing of rain the first part of the week in the newspapers of the city was most grat- 


But, despite unfavorable weather condi ifving to both exhibitors and the show com 


tions, the Twenty-fourth National Business pany 

Show, or “America’s Efficiency Exposition,” On Monday night the typewriting con 
as Frank E. Tupper, president of the Na test, which is now divorced from the busi- 
tional Business Show Company, is wont to ness show, was held at Carnegie hall, and 


} 


call it, will go down in history as the most George Hossfield was again proclaimed 


unusual of its kind—the diversification of world’s champion typist for a her year 


the exhibits—the hugeness of the exhibition [The amateur championship was won by 
Josephine Pitisan and the novice champion 


ship by Chester Soucek \ further report 


hall—the lack of one single inch of vacant 
space—all combining to make a _ decided 
ot this most interesting event appears else 


suUCcCEeSS 
As one entered the hall, the exposition where in this issue 


presented a very attractive picture—the pil Executives’ days, as in the past, were ob 


lars were attractively decorated with orange served on Tuesday and Thursday and were 


somewhat slowed up by the _ inclement 





drapes and the booths were decorated with 


the usual pergola effect as the foundation EDWIN O. TUPPER. Secr. weather, but, in spite of this hindrance, ex 
The advertising for the business show, taey Matienal Business cellent returns and hearty interest were re 
which appeared in the daily press, was Show Company ported by many exhibitors 
most unusual and unique Such head Saturday, as last year, was given over to 
ings as “In Swift-Moving 1928”"—‘“The Business Dol the commercial students and the usual questions were 
lar in 1928”"—“1928 + Your Business —?”—“Charles M thrown at the different manufacturers and their representa- 
Schwab Says—” and “ Re Competition in 1928,” called par- tives. “Youth must have its fling” and the present-day 
ticular attention to the fact that at the National Business outh wants to know what it’s all about 
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field 


which gives a firmer working basis 


turing concerns in the a greater operating capital is 


being brought to bear, 
for the inventions and new machinery, 
which could not otherwise have been developed. What the 


but there can be no doubt that 


progression ot new 
future holds, we car.not tell, 
greater heights and larger accomplishments will be written 
annals of this great industry. 

is a decided factor for good in the 


into the 
The business show 


office equipment industry and it is here to stay. Those in 


this field who have availed themselves of its opportunities 


have profited and profited handsomely. There can be no 


relaxation for the entire industry is swinging ahead and 
these expositions must keep pace if the general public is to 
proper picture of our great office appliance field. 


announced this year by the following 


get the 
New products were 
companies 
Add-Index 
Addressograph Company, 
American Multigraph Sales Company, 


Acme Card Company, 
Aluminum Company of America, 


Art Steel Company, 


Corporation System 


Burroughs Adding Machine Company, Russell Earnest 
3aum, Beck Duplicator Company, Bircher Company, Sikes 
Company, National Desk Company, Browne-Morse Com 


pany, P. F. Collier and Son Distributing Corporation, Ralph 
C. Coxhead Corporation, A. B. Dick Company, Dalton Add- 
Defiance Manufacturing Company, 
Dodd, Mead 


ing Machine Company, 


Diebold Safe and and Com- 


Lock Company, 





NEW YORK 
and kindred devices in the 


TWO VIEWS AT 
Dick Mimeograp) 


writer Corporation showing 


“VAN” 


SOME EFFICIENT OFFICE DEVICES INVENTED BY 
IN SKETCHES AT THE HERALD-TRIBUNE BOOTH AT THE BUSINESS SHOW. 
By the amalgamation of the largest machine manufac- 


background 


OF THE NEW YORK HERALD-TRIBUNE AND SHOWN 


Thomas A. Edison, Inc., Elliott Adding Machine 
Error-No, Inc., Gilman Fanfold Corporation, 
Globe Register Company, Graff-Underwood Company, In- 
Business Machines Corporation, International 
Postal Supply Company, Langford Sales Audit Machine 
Company, Marchant Calculating Machine Company, Fred 
W. Medart Manufacturing Company, Monroe Calculating 
Machine Company, Mosler Safe Company, Multiplex Dis- 
play Fixture Company, G. A. Murmann Sales Corporation, 
Neidich Company, North Light Corporation, 
Northern Corrugating Company, Powers Accounting Ma- 
chine Corporation, Rapid Adding Machine Company, Rapid 
Stencil Corporation, Rectigraph Company, Remington 
Typewriter Company, Safeguard Checkwriter Company, 
C. E. Sheppard Company, L. C. Smith and Corona Type- 
writers, Inc., Sengbusch Self-Closing Inkstand Company, 
Stationers’ Loose Leaf Company, Todd Company, Vari- 
typer, Inc., Victor Adding Machine Company, Wilson- 
Jones Company. 

Office Appliances wishes to express its appreciation to 
Remington-Rand, Inc., for the excellent furniture put at 
our disposal during the week, also for the use of the Rem- 
ington-Noiseless typewriter. To Charles P. Feinberg of 
the Knickerbocker Photo Service, Inc., 110 West Fortieth 
street, New York City, we extend our thanks for the con- 
tinued co-operation in the splendid photographic work done 
during the exposition. 


pany, 
Company, 


ternational 


Process 


CHECK- WRITER CORPC 











BUSINESS SHOW.—Booth of the Comptometer in the foreground and the A. B. 


On the right, a portion of the display of the Check- 


the Payeegraph System. 
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BUSINESS SHOW EXHIBITS DESCRIBED 


ACE PRESS, New York, N. ¥ Samples of this ce pal s 
work, including graphir multigraphing, et A dis 
played, particular mphasis being pla lon tl dire ma a 
vertising * vic vi lL. FE. Hauser wa n charge 


ACME CARD SYSTEM COMPANY, Chicag ill Visible re« 


ord keeping equipment was show! The new aux ur tra 
cabinets. the new ghteen tra cabir nd the new card b 
with the piat hinge were displayed for the first tin lL) 
trict Manager |! ( Norrington wa harge 

ADD-INDEX CORPORATION Girat Rapids Mic} Hers 
was featured the Add-—Index Port e-Electri ar idding 
listing machine wit! f tained mot weighing 27 pound 


Index har rated ma 


District 


d—op« 
Manager K i 


complete There 
chines and combinatior 
Phelps war 

ADDRESSOGRAPH COMPANY ) ig Ill 


in cnarewe 
This compan 


showed a complete line of addressing, duplicating, embossing 


and indenting equipment Of specia nterest were a number 


of new machines, including the new electrically-operated Dupli 


graph with its latest attachments and improvements Special 
demonstrations showed the wide range of uses in which Ad 
dressograph quipment employed Addressograph-—ed forms 
were on displas pointing out the latest developments in ir 
creased office eff ney } J. Ferris, New York, manager, and 
a corps of salesmen were in charge 
ALUMINUM COMPANY OF AMERICA, Edgewater, N. J 

Here was demo ited the company's file guides by showing 
them in the usu tem set-ups The feature of the exhibit 
tl ear was th ! f aluminum chairs which was shown for 
the first time These chairs are finished in mahogany, or wal 
nut grain, with up stery of genuine or imitation leather The 
ire at present in us« ! diners f the Pennsylva i Railroa 
Company and in the boxes of Carnegie hall, New York Cc. 8 


< 
7 
x 


McElratl Major ¢ |. Wagner and 


the exhibit 
AMBERG FILJI «& 


INDEX COMPANY Chicago Ii! 


wa howr Ver filing necessity and a f irds nd 
! lders t ilphabet i ecg! ! i ind t dexe 
of a siz \ i d in operati« with actual guide and rider 
equi t I t ty for ! I sing f ds nad 
ria ur net atee« ' t t us 
dest ne t " f cases 
ete wa lispla d I ij Amberg wa in charge 
AMERICAN MULTIGRAPH SALES COMPANY, THE, Cleve 
1 ©) Het was I ved j nt for iddressing 
| ! ‘ | folding desig d for fTi« 


" “ M h folds I ldressing ! 
wr i e iy } I ind address, the salu 
tat ! rf t f ‘ } ul ind add asses the I 
\ I i X | it I iddition of ar her 
attac? ter i rinted at the sa 
tir I 7 | olves the t ple f tu ng paper 
for right ‘ f ! turr i plished by art seles 
ba t : x wi ! r ites the i rigt ing rs ar 
be ve gea I ! ha i I of fiv t! sand 
! t and ] ‘ f nd sl ts per hour 
It w hand | t 13x19 folds and x1 or 
rig) ing f l VW Strair New Y\ ina rt ind < Ds 
of " ! Ww ! w W Dur vice-president n 
hare ‘ i \ I Ashburner f t iles director ind 
( Chisholn t of tl Compotyp« were also present 
AMERICAN SALES BOOK COMPANY LTD Elmira, N. ¥ 
Here were shown Rediform carbor records for tl ke 
operatior f busines ncluding sales and manifold books, W 
Autograpl register with Flatpakit for Continuous Inter 
fold for Elliott-Fisher and Underwoo machines; Continuous 
Inte ived for I uughs Moon-Hopkir nachine This exhibit 


was in charge of Tim Thrift, assistant sales manager, in chare: 
and Arthur H. Phillips, New 
bers of the home office 


promotion 


York, manager, assisted by two met! and 
the New York sales force 

AMERICAN TELEPHONE & TELEGRAPH CO New York 
N. ¥ Hiere 
fered the 


of sending an image 


was explained the new service which is being of 


business world, namely relephotography, the process 
telegraph wire for reproduction at 
Rich was in charge of the 
CORPORATION, Pittsburgh 
‘orporation.) 


STEEL COMPANY, New York, N. ¥ The 


over a 
rome distant point R. G exhibit 
ARLAC DRY STENCIL 
(See Rapid Stencil ¢ 


ART 


Penna 


company's 


line of cash bond, office and security boxes ates ecard index 
boxes and cabinets, letter files, transfer cases, document cases 
and letter trays, post office and billhead ses, ste« make-up 
boxes and new ird cabinets w) } have been recent added 
were on display Messr Levy La and Whit were 


dent and Treasurer \ B. Holme and 


esident 


\. Burger, p 


New 


AT-SITE TIME SAVING DEVICE CORPORATION 


York, N. ¥ Here was shown the At-Site calculator, used for 

roll mputation work; electric current consumption costs 

ng s tem as related to desired percentages of profit 

pret im, bonus or piece rate cost table; cost accounting 
distributi« table W \. Hoffman was in charg: 


BARR-MORSE CORPORATION, Ithaca, N. ¥ demonstrated 


t Bart pewriter, a sturdy compact machins especially 
adapted for business and personal orrespondence It weighs 
pounds in its case, has a standard keyboard, full size platen 
al ‘ ne spacer, shifting segment, column selector, para 
grapl dentation device ind mar other features found on 
irger ma ines The Poole electric clock was also displayed 


President John H. Barr and 
from the 


This display was in charge of Vice« 


intendent W E. Barnard Jerome A Fried 


Shite? 


office was in attendance 


BAUM, RUSSELL E., Philadelphia, Penna Here was shown 


a full lin f Baum High Duty folders with both hand and auto 
matic feeds The new Baum Pony folder with suction feeder 
ind the new Multigraph automatic air feeder was featured 
kK. M. Gardner was in charge 


ATOR COMPANY, THE, New York, N. Y 
Speedograph, a duplicator which feeds sheets 
Featured parti 


BECK DUPLI 


to the printing surface larly 


was the new insurance Speedograp! which was shown for the 
first time cS & 


COMPANY 


Goodrich was in charg: 


INC THE, Rochester, N. Y Here 


Wa shown mailing room equipment, including letter openers 
at envelope sealers, mail tables, et« as well as the 
vy Drytyp« ndestructible stencils for all stencil duplicating 
hines The new electrically-driven Lightning stamp affixer 
wa shown for the first time In charge of this exhibit were 
R. 1 Reed, R. J. Ludlow and H. H. Barroll 
BROOKS COMPANY, THE, Cleveland, Ohio Brooks Visual 
. as we is ccessories nd specimens of rd forms 
! juipn Wer! ‘ xhibitior Ss ple f ‘ 
Da } I = orgeat I i d otne i ‘ we ‘ 
1 lispla d strict Sales D or H. |} M r J was 
I I _ 
BROWNE-MORSE COMPANY Mu gor M S Clar 
ry (; t Inc.) 


ADDING MACHINE COMPANY Detroit 


Mix Here wa i complete exhibit of about ixty idding 
z t £ ind cak it macl é ling ti 
‘ mu st OOK ping ma \W ew! 
ng a bookkeeping ma s nd new al s i 
I Burroughs portable adding 1 subtracting ichines were 
| ed, ma r the first tin I \. Law ind W. A 
\ W charge 
| SHNELL COMPANY ALVAH, Philadel; I fea 
d the Vertex f pockets, also a complete line of red rops 
‘ fl ind expanding wa ts and Perf I binding 
s H. ¢ Landon was it PR assisted Alvah | 
I ind Frank Lawret! Ss. ] Read Ni n Bushnel 
f ! l I ‘ hia offic we Iso presé Tw t i 
1 Bush | icts W gi i gz tl 
we \ 
CENTADRINK FILTERS CORPORATION, New York, N. Y¥ 
See Pur Filter Co.) 
(LARK & GIBBY INC New York, N. ¥ displa dt hiing 
i t and s desks of the Browne—Morse Company; walnut 
gany nd ik desks in a grades of the National Desk 
Compar and office chairs in grades of the Sikes Company 
Particularly featured in the Sikes line was the new X69% 
postu cha the Browne-—Morse new All-American line of 
l filing abinets was interestingly shown TI new type 
writer desk, the product of the National Desk Company, with 
the mechanism which enables one sitting at the desk when it 
closed to sit comfortably without the troubk f having the 
knees touch the closed typewriter well, was featured In charge 
of this display were Messrs. Clark, Berry and Gibby eS & 


Parsons represented the Browne-—Morse Company and F. J 


Bloempot the Sikes Company 
COLUMBIA RIBBON & CARBON MANUFACTURING COM 
PANY, INC New York, N. Y 


carbon papers and inked ribbons for 


displayed a complete line of 
ill purposes A carbon and 
ribbon testing machine was on: f the features of the exhibit 
H. M 


Also in 


Trowern order department manager 


President H. W. A. Dixon, Vice—Presi 
Manager F. R 


was in charge 
attendance were 
Sales 
Nichols 

SON 


DISTRIBUTING CORPORATION, P. F. & 
1 includ 


New York, N. ¥ Here 


were shown various publications 








eg Dr Elliott's | I t Shelf of I ks Th Harvard 
Classics nd va = book titles, as we is Collier's New 
Er paedia at wf iry Dictionar _ « Kahn was 

irg f the S| 

COURAN LETTER OPEN DISTRIBUTOR, New York, N. Y 

Ss Hust \-1 { ) 

COXHEAD CORPORATION RALPH C New York, N. Y¥ 
showed th Mercedes ilating machine which multiplies and 
divides automaticall Let nstrated for the first time was 
t new Cox! | ng press This press, it is said, re 
| luces signs, forms, letters and any printed matter more eco 
nomically than can be ne with any other process Stuart P 
Coxhead was in charg of the Mercedes exhibit, assisted by 
ee ee swell, while O Ostbye had charge of the reproducing 
press displa 

DAGHISTAN COMPANY New York, N. Y Oriental rugs 
were shown in this display Frank H. Higgins was in charge 


of the booth 
DALTON ADDING MACHINE COMPANY, DIVISION, REM- 


INGTON-RAND, INC Cincinnati, Ohio Here were demon- 
strated the various models of the Dalton, including the new 
Dalton direct subtracting “‘“Multiplex’’ ledger posting statement 
machine for bank and mmercial use, direct subtracting port 
able, 381-4, and three shuttle position machine, 490-AK-100-AK 
T. J. Sheridan, metropolitan manager, accounting machine divi 


sion, and W. F 
salesmer! H \ 


from the fa 


Currie were in charge of the booth, assisted by 


a corps of Hicks and Ed Simonson 


were in 
attendance 
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%) 


held by merely New York Sales 
Manager R. E 


pressing three 
Owen was in charge. 


two or keys 


DIEBOLD SAFE & LOCK COMPANY, Canton, Ohio.—Record 
protection safes, a line of steel money chests and vault doors 
were on display The record protection safes consist of three 


lines, namely, commercial, one hour commercial filing, and B 
the vault doors are made up of two lines, the com-— 


Underwriters’ Label. The Diebold night deposit 


label, while 


mercial and the 


door was a feature of the exhibit. A. H. Longenecker, special 
sales representative, was in charge 

DODD, MEAD & COMPANY, INC., New York, N. Y¥.—The 
New International Encyclopaedia was shown. Featured particu- 
larly was the offer of a book table, especially designed to ac- 
commodate the New International Encyclopaedia. City Sales 
Manager V. E. Sutliff was in charge 

EDIPHONE, THE.—(See Thomas A. Edison, Inc.) 

EDISON, INC., THOMAS A., Orange, N. J Here was shown 


the new “Jubilee Model Ediphone,”’ completed by the Edison 


celebration of their fiftieth year. This model 
has a number of new features, such as an all-Bakelite speaking 


Laboratories in 


tube; safety signal, which rings when voice is not recording; 
new efficiency pedestal, holding nine cylinders instead of six, 
and the mail pockets in a better way. J. W. O’Harrow, Jr., 
director of Ediphone Extension, was in charge Nelson C., 


Durand, vice-president, was also in attendance. 


ELBE FILE & BINDER COMPANY, INC., New York, N. Y. 
The company’s complete line, including loose leaf binders, 
permanent folders, telephone indexes, telephone book covers, 








GCENERAL VIEW OF THE 

DAVIS L\UTOMA ( INKSTAND COMPANY Ne York 
N. 2 (See Er I ne.) 

DAVIS, IN¢ EMRY New Y N } H Vel show 
Lu b \ veral new r sand mat 
new 1! S I I I A. W. Dav wer harge f 
the t! ssisted | I Anderson and B. | I 

DAYTON SCALE COMPANY, New Yor _ S Inte 
na | s ess M } ( 1x it ) 

DEFIANCE MANUI RING COMPANY, ¢ £ N J 
cde ‘ ra rh ecKWriters, pa I Kwriters 
di ! KW i 1 writer st electri 
r dels ‘ feed wa howr n all models 
SS fe Ss al I S. M vere in irg G. W. Humphrey 
n i I f ti I> livision, wa ilso | se! 

CK COMPANY 7 New York, N. ¥ The new portable 
Edison—Dick Rotar M eograph was displayed for the firs 
time = were ils the ew Autoslip Inte for use on 
Edis I k R ry M graphs The Interleaver slip-sheets 
Mimeographed copies t prevent ink offsetting on the backs of 
succe ng sheets rT? 2 ir line of mimeographs and mimec 
scopes was als pron nt displayed I \. Bennett, New 
York manager, was i! irge of the boot! 

DICTAPHONE SAI S CORPORATION, New York, N. Y 
Here was featured the new foot control unit f the anscril 
ing Dictaphone which permits the operator to back—space or 
start ‘ achine t t slight touch of the f t The hotel 
and travel service offers by the compar to its users was 
explained New York Manager C. R. Fox was in charge Also 
in attendance was Frank H. Skipper L. €¢. Stowell, Swartout 
and M. | S is wer resent from the home office 


DICTOGRAPH PRO CTS CORPORATION, New York, N. ¥ 


Here was shown the Dictograph inter-communicating tele 
phone system, demonstrating how executives mmunicate with 
each other wit! t I necessity | King up a receiver or 
ta ng through a me¢ hpiece. and how a nference may be 


NEW 


SHOW 


YORK BUSINESS 


lip boards in striped wood, tarboard and aluminum, book sup- 


ports, brass binding screws, screw rings, loose leaf stenog- 
raphers’ note books, three-ring books, student loose leaf note- 

ks and fillers and postage stamp albums were shown 
M. Fine was in charge 

ELLIOTT ADDRESSING MACHINE COMPANY, THE, Cam- 
bridge, Mass.—On display were several models, including auto 

itic hand addresser, automatically feeding the envelopes to 
the printing point; index stencil machines; various styles of 
addressing machines with automatic selector and the machine 
for the use of publishers, known as the “Expirator,”’ which 
automatically picks out expired stencil after it has addressed 


the wrapper or envelope and places the stencil in a separate re- 


ceiving hopper; also shown in a high base hand machine; reg- 
ular lines of addressing machines, stencil cutters, payroll ma- 
chines, check writing machines, et turleigh E. Smart, New 


York manager, was in charge Harman P. Elliott, president 
of the company, was also in attendance 

ELLIOTT-FISHER COMPANY Harrisburg, Penna.—(See 
General Office Equipment Corporation.) 

ERROR-NO, INC., Rochester, N. Y.—The Error-No copy- 
holder with the new Crakalak finish was displayed. A new card 
tray attachment with full control by the line-finder has been 
added A new sheet holder for use with calculating machines 
was a feature of the exhibit Cc. C. Harper, Walter E. Brett 
ind S. Chlupsa were in charge of the exhibit. 

FELT & TARRANT MANUFACTURING COMPANY, Chi 


cago, lll Here 
onstrated by 


was shown the latest model Comptometer, dem- 
operators from the Comptometer school M. E. 
O'Brien was in charge 

FILING EQUIPMENT BUREAU OF NEW YORK, INC., New 
York, N. ¥ Filing equipment of various types was on display. 
the Verti-File, a for increasing file capacity 
and proper support Bi-Focal, Lock Label and 
Top-O-Graph 


including device 


giving to matter; 


three improvements in guides; Tripltop folders in 
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manila and five col Thr B products, the binder that builds 
books steel equipment including vertical and counterheight 
files, ledger trays and base for bank and commercial ledgers 
wood equipment ncluding orrespondence and legal files, with 
improved progre e ball-bearing suspension; F. E. B. line sys 
tem of filing, bank ledgers and statement commercial ledgers; 
full line of irds, guides and folders District Manager J. R 
Lambert was ir harge of the Filing Equipment Bureau exhibit 
while Sales Manager J. M. White of Three B Products, In 
explained the merit of that line 

GENERAL OFFICI EQUIPMENT CORPORATION New 
York, N. ¥ An extensiv variety of both Elliott—Fisher billing 
bookkeeping and accounting machine ind Sundstrand adding 


> 
COROMA . 


V, 


NINE VIEWS OF IMPORTANT BOOTHS AT THE SHOW 


~ 


S Tyth 


center top CC. Smith & Corona Typewriters, Inc Syracuse, 
York. N. ¥ center left, large display of Burroughs Adding Ma 
sive booth of the Addressograph Company. Chicago: center 1 
Company, New York. N. ¥ bottom left. display of the Neidk 
irray presented by the American Multiar Sales Company 
of the General Of Equipment Corporatio New York, N. \ 
trand adding 
calculating bookkeeping ind as) gister mac S wer 
exhibited and ds t ited fo Var : at . rds 
and work commonl\ it d by bus es ns t ns in 2g ra 
New York Distr Manager ¢ H. Reed wa charg issisted 
by competent emonstrat . Amone xe itive f ti 
company wl we t during tl “ wer I > Wae 
oner, president _M. S. Evia vice—president I Ee. Lentz, vie 
president Hi A. F thorap) vice-president | G. Julihn < 
president I H gear purchasing lgent ‘ Ss Du al 
treasurer Arthur Tongue inagetr I livisior M \ 
Seely, sales managet Oscar Sundstrand ventor, Sundstrand 
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rms on the Underwood fanfold 
mpanys product of printed c« 
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was H B. Gilmore general sales manager, from the home 
office: George W. Baker, Philadelphia district manager; J. J 
Moore, Boston, New England district manager; H. C. Collomb, 
\llentown office: L. P. Segel, Philadelphia office; D. N. Owens, 
Baltimore office, and Chester Satz of the Poughkeepsie office 

GRAFF-UNDERWOOD COMPANY, Cambridge, Mass.—The 
Company's products, including Graffco vise signals, Viz signals, 
paper clips, index tabs, pencil sharpeners, maptacks, picture 
hangers and push pins, were displayed Featured especially 
were the new Graffco Viz signals in various forms and sizes, to 
meet the needs of all visible index systems now on the market 
Charles W. Lipman, New York representative, and Sales Man- 
ager Leland S. Graff were in charge of this exhibit, assisted by 
Mrs. Dorothy Lipman President George B. Graff was also in 
attendance 

GRAHAM-CHISHOLM COMPANY, New York, N. Y Here 
was displayed a complete line of loose leaf and machine book- 
keeping devices and forms; G-C protective books and the 
Lefebure line of X-Ray and “Rapid Fire’’ fast action ac- 
counting equipment for machine and pen posting, indexes and 
steel office furniture Machine bookkeeping devices and forms 
were in charge of Mr. Dutcher Loose leaf systems were ex- 
plained by Mr. Thompson Mr. Speier has charge of the G-C 
protective book display, while Mr. Matthews represented the 
Lefebure line of X-Ray and Rapid Fire accounting equipment, 
indexes and steel office furniture. 

GREENE COMPANY, STEPHEN, Philadelphia, Penna Here 
were shown a line of continuous Multiforms and their uses 
explained New York Manager John D. Nickerson was in 
charge 

GREGG PUBLISHING COMPANY, THE, New York, N. Y.— 
A full line of textbooks was exhibited. Expert speed demon- 
strations were given by Charles L. Swem, who was personal 
secretary to President Wilson during his eight years in the 
White House and who has held the title of champion shorthand 
writer of the world Also in attendance was Martin J. Du- 
praw, present champion shorthand writer of the world, giving 
speed demonstrations President J. R. Gregg visited the booth 
during the show 

HOOVEN LETTERS, INC., New York, N. Y Demonstrated 
here was the Hooven automatic typewriter Horace H. Nahm, 
vice-president, was in charge 

HUSH-A-PHONE CORPORATION, New York, N. Y.—Here 
was shown the Hush-A-Phone, a telephone silencer, providing 
voice privacy, office quiet and quiet wire; the Auxil-a-Phone, a 
device for improving telephone hearing, and the Courant letter 
opener in two sizes President H. C. Tuttle was in charge, 
assisted by A. F. Waltzinger 

I. D>. Le. MANUFACTURING CORPORATION, New York, 
NX. ¥ The company’s various products including leather goods, 
wallets, bill folds, card cases, etec., and metal goods such as 
ticket hooks, protractors, mapping and artist's pens, as well as 
paper fasteners, eyeletter and eyelets, “Uptodate’’ calendars, 
steel files etc., were on display This company is also eastern 
representative for Northern Corrugating Company of Green 
jay, Wis President B. H. Roth was in charge 

INSTO ELECTRIC TIME STAMP COMPANY, New York, 
N. ¥ (See G. A. Murmann Sales Corporation.) 

INTERNATIONAL BUSINESS MACHINE CORPORATION, 
New York, N. Y¥.—The devices from all three of the company's 
divisions were shown, including electric tabulating and account- 
ing machines International time recorders and electric time 
systems, and Dayton computing scales and store equipment 
New models of various machines brought out within the past 
vear were featured, including several porcelain scales, a hori- 
yntal electric sorting machine and high speed automatic gang 
puncl More than four hundred machines were shown Tabu- 
latine Machine Company Division was in charge of L. H 
La Motte International Time Recording Company Division in 
charge of Walter B. O'Donnell; H. H. Jackson has charge of 
the Dayton Scale Company Division T. J. Watson, president 
ff the International Business Machines Corporation; S. M 
Templeton. vice president in charge of the scale division; C 
Ehert, vice president in charge of sales; E. E. Ford, sales man- 
izger, Division: J. T. Wilson, sales manager, Tabulating Divi- 
sion A. Davis, advertising manager, were among the officials 
who visited the booths during the week 

INTERNATIONAL POSTAL SUPPLY COMPANY THE, 
Brooklyn, N. Y Here was shown “K" high speed quantity 


check endorser; “Junior improved (new model) single feed, 
adopted by Federal Reserve in New York; “Sealometer’’ mod- 
els Ne 1 and No. 2 for sealing and mailing without stamps; 
post office models ‘‘Flier’’ and ‘“M"; special model for double 
printing In charge of this display were Messrs. Spellman, 


Zahn, Glesner, Randall, Reoch, Schroeder, M’Dermeid, Bock 


Yule and Byrnes 
INTERNATIONAL TIME RECORDING COMPANY New 
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York, N. Y.—(See International Business Machines Corpora- 
tion.) 

INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, 
Wis.—(See R. Orthwine.) 

JACLIN STATIONERY COMPANY, New York, N. Y.—(See 
Parrot Speed Fastener Corp.) 

KALAMAZOO LOOSE LEAF BINDER COMPANY DIVISION, 
REMINGTON-RAND, INC., Kalamazoo, Mich.—The company's 
complete line of loose leaf devices, especially featuring the new 
devices for mechanical accounting, and the new binders for 
public record work, were shown. Products of Index Visible, 
Library Bureau, Safe Cabinet, Baker Vawter and Kardex were 
also displayed at this booth. T. L. Kornmann, manager public 
records department, was in charge of the display assisted by a 
large corps of salesmen. George P. Wigginton, assistant gen- 
eral manager, was in attendance during the week. 

KEE-LOX MANUFACTURING COMPANY, Rochester, N. Y. 
—Here was shown a full line of all kinds of correspondence 
carbons, billing carbons, carbon rolls and inked ribbons for 
every purpose The new Indestructo carbon paper was also 
exhibited. Manager John A. Noonan and Assistant Manager 
E. R. Foudy were in charge. C. K. Hellebush, general sales 
manager, was present. 

KNICKERBOCKER PHOTO SERVICE, New York, N. Y.— 
Official photographers of the show. Products of the photographic 
art were displayed by Charles P. Feinberg. 

LANGFORD SALES AUDIT MACHINE COMPANY, Boston, 
Mass.—Here was demonstrated the newest models of the com- 
pany's sales record machines and the Langford sales audit 
machine The booth was equipped with counters, showcases 
and shelving to carry out the atmosphere of a department 
store, showing the machines under actual working. conditions. 
President L. W. Langford, Vice President H. E. Baker, L. L. 
Witter, R. E. Schirmer, L. A. Hausen, Earl Smith and W. H. 
Ballard were in attendance. 

LA SALLE EXTENSION UNIVERSITY, Chicago, Ill.—Here 
was exhibited actual working material of the higher vocational 
business courses offered by the university, as well as the Steno- 
type, a new division, and special exhibit for executives, intro- 
ducing Ref-Ex, a reference service for executives. New York 
Manager A. C. Shaughnessy was in charge. 

LEFEBURE LEDGER COMPANY, New York, N. Y.—(See 
Graham-Chisholm & Co.) 

LINE-A-TIME DIVISION, REMINGTON-RAND, INC., Roch- 
ester, N. Y.—Here was demonstrated the complete line of Line- 
a-Times including typewriter models, “‘Luminous Lens’’ model 
and improved models for the Underwood fanfold and Reming- 
ton accounting machine and the adjustable book model. Man- 
ager Louis Stock was in charge. 

R. J. LUDLOW, JR., & COMPANY, New York, N. Y.—(See 
Bircher Co.) 

MAIL ADVERTISING SERVICE ASSOCIATION, New York. 
N. ¥ Their co-operative advertising and printer service was 
explained. Fred W. Hoch was in charge. 

MARCHANT CALCULATING MACHINE COMPANY, Oak- 
land California, demonstrated hand and electrically operated 
models. The newest models with stop and start motor and 
1utomatic clearance features were shown for the first time. 
New York District Manager W. V. Black was in charge. Presi- 
dent J. H. King and Dean 8S. Patton, assistant general sales 
manager, were present during the week. 

McCASKEY REGISTER COMPANY, THE, Alliance, Ohio. 
featured the one-writing visible filing methods of the industrial 
division, including controlling stock, perpetual inventory, costs, 
production, planning, routing and dispatching, tool check and 
tool inventory, order control, machine control; carbon backed 
factory and office forms. C. Swoboda, manager, industrial divi- 
sion, was in charge, assisted by C. E. Donaghue, W. A. Young. 
Roy W. Price and F. E. West. 

MEDART MANUFACTURING COMPANY, FRED, St. Louis, 
Mo.—Here was displayed steel cabinets, steel lockers and steel 
shelving Featured especially was the new Medart boltless 
cabinet and the new Medart golf locker. The boltless cabinet 
can be assembled in less than ten minutes without tools. The 
cabinet sides are paneled, finished with Duco enamel and fitted 
with nickeled handles. The cabinet is equipped with a pin 
tumbler lock which is in the handle. It is furnished in thirteen 
sizes and finished in green, gray, walnut, mahogany and white. 
Manager R. 8S. Snyder was in charge. 

MERCEDES CALCULATING MACHINE COMPANY, New 
York, N. Y.—(See Ralph C. Coxhead Corp.) 

MONROE CALCULATING MACHINE COMPANY, INC., Or- 
ange, N. J High speed adding calculators, including the new 
Two-In-One All Purpose machines, both in automatic and full 
automatic models, as well as showing short-cut vision, short- 
cut addition, short-cut multiplication were featured. District 
Manager R. H. Halmage was in charge. W. J. Zangelein, do- 
mestic sales manager; R. M. Farmer, assistant treasurer; 











jew : 


Leiton Forbes, division manager; J. R. Monroe, president, and 
F. R. Britten, vice president, were among the officials who 
visited the show 

MOON-HOPKINS, New York, N. Y (See Burroughs Adding 


Machine Co.) 


MOSLER SAFE COMPANY, Hamilton, Ohio.—Here was ex 
hibited the latest type “A” and “B”" label safes, steel chests, 
round and square doors to take the lowest insurance rating 
improved house safes as well as small fire and burglar-proof 


safes for chain stores, oil stations, etc., and the latest model 
insulated vault door bearing the six-hour Underwriters Labora 
tories label, equipped with Mosler patented thermostat- 
ically-controlled valve door In charge of this booth were L. B 
Morris, New York branch Jacobs, 
engineering department; Carl Downs and A. Maas 


Also in attendance was D. H. Bellamore, who is in 


and 


manager; H manager of the 
sales repre- 
sentatives 
charge of general sales 

MULTIPLEX DISPLAY FIXTURE COMPANY, St 
Mo.—Here was shown Multiplex equipment for posting and dis 
materials, 


Louis 


playing plats, graphs, proofs, samples of 


drawings, 
blue prints 


maps, 
bulletins 
time 


schedules, photos, photostats, price lists, 
articles of 
printed advertising 
Multiplex all-purpose bulletin 


were exhibited for the first 


records, merchandise, duplicated 


matter, statistical rec- 
boards and revolving 


time H. B 


forms, specimens 
ords, ete 
type counter display 
Feldmann was in charge of this exhibit. 

MULTIPOST SALES AGENCY, New 
were the Multipost stamp affixer, parcel 
labe: affixing 
store use of price 
chines Nathan L. Caro was in charge 

MULTISTAMP COMPANY, INC., THE, New York, N. Y 
Here was shown the various models of the Multistamp including 


York, N. Y¥ Exhibited 
post stamp recorders, 


machines especially constructed for de- 


tickets, and envelope 


special 


partment sealing ma 


the No. 5 which prints a complete letter on a full-sized letter- 


head in neat, clear typewritten characters; No. 3 Multistamp 
a smaller model for printing post cards, short forms, and the 
No. 1 Multistamp A novel feature of this booth was the 
practical demonstration of the Multistamp worked out by Man- 
ager Nesslage Stencils were made up showing the pictures 
of Ruth Elder and Charles Lindbergh and a new vogue was 
introduced to the business show visitors by the printing of 
these two pictures on handkerchiefs, scarves or slickers. Much 


interest and enthusiasm was aroused during the week as a re- 
sult Manager G. H. Nessiage was in charge 
MUN-KEE PRODUCTS CORPORATION, Newark, N. J 
onstrated rubber base stamp pads, with reversible and replac« 
able inking surface, the rubber being guaranteed for 
twenty years Manager W. N. Hunter was in charge, assisted 
by Miss Claire Weinstein 
MURMANN SALES CORPORATION, G. A., 
time, dating, endorsing 
Instograph Time Stamp system, which 
clock attention 


dem 


base 


New York, N. Y 


Insto electri and number 


The new 


Showing 
ing machines 


works from a master attracted considerable 


Secretary J. H. Walker was in charge 
NATIONAL CASH REGISTER COMPANY, THE, Dayton 
Ohio Here were exhibited analysis machines, autographic reg 


bookkeeping and billing machines, busi 


cash registers, credit systems, hotel front 


isters, bank machines 
ness control systems 

office registers and installment account posting machines A. B 
sales promotion department, the home office 
bookkeeping-accounting 


Gary, head of the 
charg: J. W 
was also in attendance 


COMPANY, Herkimer, N. Y 


was in Briggs of the 


machine department 
NATIONAL DESK 

& Gibby, Inc.) 
NATIONAL SURETY BURGLAR 

York, N. Y (See Spear Mfg. Co.) 
NEIDICH PROCESS COMPANY, Burlington, N. J 


(See Clark 


ALARM COMPANY, New 


This con 


cern showed various inked ribbons and carbon papers of the 
company’s manufacture, demonstrating also the various stages 
of manufacture from raw material to finished product Espe 
clally featured is the new ‘“‘Transfour,”’ a new package of carbon 
paper This new package was attractively displayed in an 


electrically-—lighted cass with the cover opening and closing 


revealing the 
HERALD-TRIBUNE 


displays 


four packages of carbon 
New York. N. ¥ 
attractively decorated 


automatically, 

NEW YORK 
exhibit consisted of two 
and illuminated 


This 
wall 
illustrating points concerning the circulation 
of the New York Herald—Tribune A. G. Anderson of the na 
tional advertising department was in chare: 
NEW YORK TELEPHONE COMPANY 
The use of the telephone 


New 


sales force 


York, N. Y 


as an ally of the was effec- 


tively described with the help of specific examples of building 
business New colored inserts, used by national advertisers 
throughout the country, were shown _ Sedgwick was in 
charge of this display 

NEW YORK TIMES, THE, New York. N. Y Here was 
shown how the New York Times helps the business man through 


its news and advertising columns. and the various points of con 
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tact business opportunities advertising classified columns, 


news, the business page, et« all ex 
illustrated posters operating in an 
Also shown was the motion pik 


Taylor was in 


business and financial 


plained by auto 


means of 
device 
a Great Newspaper.” Mr 


matic poster machine 
ture, “The Making of 
charge of the booth 
NON-PLATE ENGRAVING COMPANY, INC New 
N. ¥ Here displayed samples of commercial and 
stationery and Christmas cards, particular attention to 
the company's Richard O. H 
Hill and A. L. Davis were in charg: 
NORTHLIGHT CORPORATION, New 
pany's full line of office daylight portable 
new line of semi-indirect overhead units for office 
trade, were on 


York 
was social 
calling 


standard business card service 


York, N. ¥ The com 
lamps, as well as the 
lighting and 
color display 


designed for the art and 


was in charge 


units 
John 

NORTHERN CORRUGATING COMPANY 
The Norcor line of files, with the automatic follow block work 
gravity principle, were prominently displayed by this 
numbers, such as the new 

Many adaptations of this 


Sublath 
Green Bay, Wis 


ing on the 


company, as Were also several new 
file and the 
been worked out and a most comprehensive line 


was in charges 


executive new recipe box 


principle have 
was presented F. M. Shotwell, director of sales 
of the exhibit 
NO-TARNISH PRODUCTS CORPORATION, New York, N. Y 
No-Tarnish, a product which tarnishing of 
all materials subject to tarnish, was demonstrated 
which is one of the many 


prevents the 


métals and 
The waterproofing of 
uses of this product, was particularly 
Ames, A. R. Rohrer and G. W. Vail 

OFFICE APPLIANCE COMPANY, THE, Chicago, IUl.—Office 
journal, and its serv 


straw hats 
stressed this year. C. H 


were in charge 


Appliances, the news and technical trade 
ices to readers, was explained. C. H. Everly, 
eastern manager, was in charge, assisted by D. N 
retary J. A. Gilbert of Chicago was also in attendance 
OFFICE EQUIPMENT CATALOGUE, INC 
(See A. W. Shaw Co.) 
OFFICE APPLIANCE @& 


vice—president and 


Briggs. Se 
Chicago Ill 
New 


EQUIPMENT COMPANY, 


York, N. Y (See Error—No, Inc.) 

Oo. K. MANUFACTURING COMPANY, THE, Oswego, N. Y 

Here were featured O. K. letter openers, O. K. paper fas 
teners and ©. K. sanitary erasers District Manager E. R 
Forster was in charge. J. V. Washburne, president of the com 
pany, was also in attendance 

ORTHWINE, R., 344 West Thirty-fourth street, New York 
ee Here were exhibited steel and wood furniture, display 


The steel filing equipment, dis 
play steel display, while 
commercial grades of furniture, as well as matched office suites, 
wood furniture display Leo Zorn was in charge 
Gibbs was in charge of the fur- 


fixtures, cabinets and counters. 
cabinets and counters constituted the 


represented the 
of the steel display, while J. L 
niture display 
PARROT SPEED FASTENER 
N. Y Showing the Parrot speed fastener in 
1, No. 50, and No. 100, and the speed fastener staples, 
are interchangeable in any of the three models It is claimed 
for this machine that it operates smoothly that 
it never jams, and that it is capable of fastening forty sheets 
of sixteen—pound bond paper Jack Linsky was 
in charge of the booth 
PLECHNER, M. M 
ing Machines Co.) 
POOLE MANUFACTURING COMPANY, 
Barr—Morse Corp.) 
PORTABLE ADDING 
The latest model Corona portable adding machine 
at this booth, together with the many adaptations of it 
registers Many features 
little machine. J. W. Kiplinger was 


CORPORATION, New York, 
three sizes, No 
which 


and speedily; 
in one operation 
Standard Mail 


(See 


New York, N. Y 


Ithaca, N. Y (See 
MACHINE COMPANY, Chicago, II 
was displayed 
to cash 
and autographic new have 
to this sturdy 
in charge of this exhibit 
POSTAGE METER COMPANY, THE, Stamford Here 
of Pitney—Bowes mailing equip 


drawers 
been added 


Conn 


was exhibited the complete line 


ment, including postage meters in all models; permit printers 
in all models; Mail—-O-Meter stamp affixing and sealing ma 
chines; Mail-O—Meter permit printers; Universal canceling ma 
chines for back-stamping hotel mail; Pitney—Bowes Ideal mail 

District Manager 


ing tables and Pitney—Bowes mail bag racks 
H. H. Robinson was in chargé Ww. I 
manager, and W. H. Wheeler, Jr 


in attendance 


Greenwood, general sales 


general manager, were also 


POSTAL TELEGRAPH CABLE COMPANY, New York. N 
Y., demonstrated and described their telegraph and cable serv 
ice The Morkrum-Kleinschmidt and Teletype machines wer 
used in the demonstrations. J. J. Edmonds was in charg: 

POSTINDEX COMPANY, INC., Jamestown, N. ¥.—Here was 


exhibited a complete line of visible files, including No. 1 and 


No models ally adapted to records requiring consider 
able posting; the No. 6 rapid reference drawer cabinet the RB 


espe 








model for 
is required, and the B 


cross indexes and other uses where scant information 


Junior for telephone indexes, et« 
was in charges 

POWERS ACCOUNTING MACHINE CORPORATION DIVI- 
SION, REMINGTON-RAND, INC., New York, N. Y Here was 
1 complete line of accounting equipment, demonstrating all ap 
plications on various machines. The alphabetical punch used in 
tion with the Remington front feed bookkeeping machine 
developments The alphabetical 

The company’s new 
demonstrated WwW. E 


F Backer 


conne« 
incorporates all of the latest 
tabulators have one or two new features 
high speed accounting machine was also 
Eckert was in charge of this exhibit 
PROUDFIT LEAF COMPANY 
Mich Here complete 
includes ledgers catalogue covers 


THE, Grand Rapids, 
Proudfit line which 
price books, meter 
county and municipal record binders as well 
New machine equipment 
considerable attention President A. J. Martell and 
Walsh were in 


LOOSE 
was displayed the 
journals 
indexing binders 
bookkeeping 


binders 


as photostat 


attracted 
District 


Sales Manager J. J charge 
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—_______—; 


leigh, general sales manager, and Claire Williams, advertising 
manager, were in attendance. 

RAPID STENCIL CORPORATION, New York, N. Y¥.—Show- 
ing Arlac dry stencils for duplicating work for use on all types 
of rotary machines. The new Secam rotary duplicator at- 
tracted considerable attention during the week. This machine 
has an automatic paper feed, automatic inker and automatic 
dryer, and it is claimed to be one of the speediest machines 
on the market. The new Shinn Auto Slipsheeter was also 
prominently displayed. Wm. F. Herterich, president of the 
company, had charge of the booth, and V. R. Shattuck of the 
Arlac Dry Stencil Company was also present. 

RECTIGRAPH COMPANY, New York, N. Y.—Here were 
featured photographic copying machines, photographic papers 
and chemicals, as well as the new Super Rectigraph, a machine 


for photographic copying which develops, fixes, washes and 
dries the prints as the exposures are made, with only one 
operator A. A. Krieg, G. C. Beidler, president, and C. H. 


Strong, sales manager, were in charge. 














THE SHOW 1 


SOME OF THE WELL KNOWN FACES AT 
ta Preston 


pany; J. H. Barr, | rr-Morse Corporation . a = 
S. Neidich and Arthur ©. Herzbrun, Neidich Process ¢ 





Tim Thrift 
advertising manager 
‘ompany 


assistant sales manager, American Sales Book Com- 
Safe—Guard Checkwriter Company. 3. George 
Feinberg, Knickerbocker Photo Service, Inc., 
and John F. Soby, Remington 


1. Charles P 


official photographer of the show 5. Mrs. Marguerite Schiels, W. 8S. Gilkey Printing Company 

Typewriter Company f 4. S. Barnes and Nathan L. Caro, Multipost Sales Agency. 8. R. 8S. Ludlow, Jr., Drytype Stencil 
Company, and M. Spenanza, Ensign Calculating Machine Company 9 F. A. Brantley, The C. KE Sheppard Company. 10. Le- 
land Graff, Graff—Underwood Company; Miss Lavender, Monroe Calculating Machine Company, and Charles W. Lipman, Graff- 
Underwood Company 11. J. C. Cooper, general sales manager, and A Brown, factory manager, Varityper, Inc. 12. F 


Schneider, International Postal Supply Company, and Joseph 


Houten, Automatic File & Index Company 14. Dwight N 

tior H. A. Van Houten, Automatic File & Index Company; A 

son S. Campbell, Underwood Typewriter Company 17. John A 
Corporatior 18 Monroe Goldman 


OF AMERICA, New York, 
cooling units and drinking 


PURO FILTER CORPORATION 
N. Y¥ The company’s line of filters 
cabinets were showr } C. Stone, director of sales and adver- 
tising, was in charge 

RALL COMPANY INC FREDERICK 
Here was displayed a complete line of O. C 


New York, N. Y.— 
White 
umination together 


adjustable 


fixtures and portables for securing applied ill 


with a full line of Quality daylight units consisting of special 
scientific iens ind sr ally constructed shades which give 
yrractically ninety-eight per cent daylight illumination oO. J 


> 
Fisher and Frederick Ball were in charge, assisted by A. J 


RAND KARDEX SALES CORPORATION, Tonawanda, N. Y 


This display neluded v ble record systems, vertical filing 
stems, vert | ledger records; record protection containers, 
namely Safe-Cabir fur ur display and an exhibit of 
r the spe Kardex services such a appl retail 


RAPID ADDRESSING MACHINE COMPANY, Roselle, N. J.— 


Here was de t ] rious models of dressing machines 
The new model B-4 hand Indexograph was shown for the first 
time I DePace, branch manager, was in chargé Jerry Bur- 


owa Standard 
Briggs, Office Appliances. 15. H. C. Tuttle, Hush-A-—Phone Corpora- 
H. Longenecker, The Diebold Safe & Lock Company. 16. Addi- 
Gilbert 


Mailing Machines Company. _ _. ‘Van 


Hunter, Mun—-Kee Products 


Office Appliances, and W. N. 
Standard Specialty Company 


REINER’'S ROTAPRINT, INC., New York, N. Y.—Here was 
shown the Rotaprint, a miniature offset press designed for use 
by the layman Maps, charts, illustrations, drawings, hand- 
writing, thumb prints, etc., can all be produced on the Rota- 
print in a short time. Those in charge of this exhibit were 
Harry S. Sanders, vice-president and general manager; Gilbert 
J Farmer, Carlyle Dix, George Shiner, Charles 
Meinecke, James J. Carroll, George Fendiesen, John Mondry, 
H. Sullivan and F. Jark Dr. Robert Reiner, president of the 
company, was also in attendance 

REMINGTON-RAND, INC., Tonawanda, N. Y.—(See Reming- 
mpany, Dalton Adding Machine Company, 

Machine Corporation, Line-a-Time 
Corporation, Kalamazoo Loose Leaf 


treasurer; 


ton Typewriter C 
Powers Accounting Com- 
Rand Kardex Service 
Binder Company.) 
REMINGTON TYPEWRITER COMPANY DIVISION, REM- 
INGTON-RAND, INC., New York, N. Y¥ Showing all models 
of machines, including the Remington Noiseless, temington 
electric, No. 12, portable, bookkeeping machines and statistical 


nes The features of this exhibit were the portables 


pany 


new 


ten colors now being available, and the new improve- 
temington 


ments on the No. 12 including the left hand lever 














a. 
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and other improvement John F. Soby w in charge of the 
exhibit A. Gg. R ‘ netalled the displa 
RITE-RITE CORPORATION, Chicage il Here was shown 
Rite-Rite mechani per Is and lead E. R. Rod ez Was 


in charg: 
SAFE-GUARD ¢ 
N y 
check 
prints in 


WRITER CORPORATION, New York 
standard model 
Model B 
checks just as 


HECK 


Hiere wa shown in addition to the 


called the “Speed whic 


writer i new ma 


word ind protects the payee name on 


do tl compat tandard machine, but the machine operates 
much faster Jame Collir and Solo Kalfon were in charge 
Edward Underriner wa n charge of the foreign machine de 
partment H P a tor advertising manager visited the 
exhibit 

SAINBERG & COMPANY, INC., New York, N. ¥ Here were 
featured the Elsane calendesk pad El combination desk 
pad, a folding desk pad with a removable desk director on either 


side Robert B. Sainberg, president, was in charge assisted by 


Milton 
SCOFIELD & 


Hapfenberg 


COMPANY, New York, N. ¥ Here were shown 


the Scofield telephone directory case and covers; Scofield tele- 
phone directory cabinet swinging and portable typewriter 
stands; portable dictionary ana mercantile stands telephone 


Hilo telephone 
receiver 


telephone arm; Burns and 
“Holdaphone 
eiver cushions and 
W eilaphone William 
the booth during the exposition 
INKSTAND COMPANY, Mil- 
inkstand Kleradesk 


brackets 
brackets 
holders; 
telephone 


Eequipolse 


telephone mufflers telephone 


telephone re« glass mouth-pieces; 
locks 
charge A. L 
SENGBUSCH 
waukee W isc 


and the Adams was in 
visited 
LOSING 


exhibited 


Scofield 
SELF -¢ 
Here 


were sets, 


Ideal moisteners, No-Over-Flo sponge cups and the new Dipa 
day pens and adjustable sockets Manager C. G. Tollefsen was 
in charge, assisted by I L. Watson 

SHAW COMPANY \. W Chicago, Ill Hiere were shown 
business magazines and business books, special emphasis was 


Office 
purchased a 


Equip 


Stin 


giveh to both the Magazine of Business and the 
recently 


furthering the 


ment Catalogue The company has 


son monoplane that is being used in interests 


ire 


of it busines Norman ©. Mick was in ch 

SHEPPARD COMPANY, THE C. E., Long Island City, New 
York The compat ne of loose leaf equipment, made up of 
binder and forn ‘ leaf catalogus ove bookkeéping 
machine supple \ ble records in box form and Vandex vis 
} vaten “ displaved The new Cesco tutomatk 
I iN nder was dis] ved for th fir tin ind wa favoralyy 


Goldstein was } irge 
CORPORATION New York 
the cor ny. including M 


recelved Vice-President A \ 
SHOTTLANDS MILOMETER 


charge 


Philadelp! 


Hietzel wa t 


THE 


nee & \ zel 
SIKES COMPANY 
& Gibby It ) 


SIMPLEX TIME RECORDER COMPANY 


l s di f ti comp f tin 
keepl ri Manage I iH K let was 
) we 
SMITH & CORONA TYPEWRITERS, IN‘ L. C., Syracuse 
N. ¥ \ mode f the L. C. Smith standard and Corona por 
ble typewritel vere hown, as well a ipplies 
mr) new port n el Corona, available in six color with the 
I } ‘ ffect, nickel plated key levers, bakelite 
platen knobs at pace irs created much interest during the 
“ } I rd ¢ Dinemore and H. J. Humphrey were in charg: 
of the 1 th a i} 1 corps of salesmen Visitors included 
F. | Ford, prt i F. E. Van Buskirk, \ president; I J 
Cor rt | ( Milner is t » the 7 lent 
A. do ler, | I Smit! A. BR. Ely 1 the followt mar 
rn the I Cc. Smit ind Corona branch offices wl were 
winners of the September sales contest, which gave them a trip 
t the Syracuse ind New York office i prize J Bs M 
( mick, Milw hk R. D. Lewis, Oklahoma City, Okla Pr. i 


svracuse 
SPEAR MANUFACTI 

NY Showing the National 

wn 9 of the ! oth 


STAFFORD, INC., 8. 8 


York 


Giles 


RING CORPORATION New 


Surety burelar alarm Mr 


New York, N. ¥ Here were exhibit 


iste, typewriter ribbons, carbon papers and 


ed ink mucilage 


polish 


Renol furniture In charge of this exhibit were C. A 
Fivnn., D. J. Murray, W. F. Becker and L. H. Teller N. 8S. Staf 
for president f the ompany visited the booth during the 
week 

STANDARD MAILING MACHINES COMPANY Everett, 
Mass Demonstrating the Standard postal permit printer and 
sealer, envelope sealers and stamp affixers Marcus M. Plecl 


dent; F. W. Storck 


Vanderhoof, sales manager we 


ner was in charge F. H. Holmes, presi gen 
ge? and A W 


visitors during the week 


eS 
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STANDARD REGISTER COMPANY THE, Dayt 7. - 


Here was shown Standard cash and charge autographic regis- 
ter hy ind flat ick style with tl pin wheel Kant Slip 
f tur I sk electric automatic register was also featured 
I M. He was ir harge 


COMPANY New 


Feat ng Standard filing cabinets with the suspe!r n that 

ne is oil ectional cabinets storage ca nets sates 
st he aur teel desks The Redyref rack for telephone 
books, steel sectional book cases, Uhl steel posturc! rs and 
tr el Universal isible indexes Monroe Goldman was in 
me if I ‘ I i 


LOOSE LEAF COMPANY, Milwaukee, Wis 


STATIONERS 


Ex! ted a complete line of Faultless loose leaf items, includ- 
Faultless Flexi-Post binders visiblk record equipment; 

I kkeeping utfits machine posting equipment catalogue 
er ind the ne Faultiess ring binder line Three types of 
visible record equipment were shown model A ring type 
with ball bearing shift model B prong type model C, ring 


Pohnke Harold E 
sales director, was in attendance during the week 

ADDING MACHINE COMPANY, Divi 
York, N. Y¥ Office 


shift George C was in charge 


without 
Hawkins 
SUNDSTRAND 


Cc, New 


sion of 


GOkE (See General Equipment 

c rp.) 
TAB 

ms 2 
rELEPHONE 


New York 
Corporation.) 


York, N. Y 


COMPANY, THE 
Machines 
New 


MACHINE 
Business 
COMPANY, 


LATING 
International 
AUXILIARY 


(See 


(See Hush-A-Phone Corp.) 

THREE B PRODUCTS, INC., THE, New York, N. Y (See 
Filing Equipment Bureau of New York, Inc.) 
TICKETOGRAPH COMPANY, New York, N. Y (See Inter- 


Machines 

THE, 
check signer, which 
them 


Corp.) 
Rochester, N. Y 
takes checks ir 


Business 
COMPANY 
Todd 
ff four, five or six and 
and 
Protectograph; other commercial 
luxe model of the Personal 
Todd Greenbac 


national 
TODD 
tured the 


fea- 


sheets 


Here were 
new 
reproduction of 
of 7,500 an 


imprints with a 


a genuine signature photograph at the rate 


hour; the models 
of the Prote 


Protectograph for 


Super-Speed 
tograph; a new dé 


individual use checks; a line 


f fir lithographed business stationery, and the Todd visible 
1dding machine New York Manager Julius Mentzel was in 
chars Walter L. Todd and George W Lee from the home 
office were visitors during the week 

TYPE-ADDER CORPORATION, New York, N. ¥ Her was 
shown the rype-Adder attached te Underwood Royal and 
Woodstock typewriters, demonstrating adding, billing and list 
ing done with Type-Adder equipped typewriters Messrs. Sam- 


chman were in charge 


TYPEWRITER COMPANY, New 


burg nd H 
UNDERWOOD 


kemonstrated standard typewriters bookkeeping machines 
continuous fanfold billers; wide carriage typewriters; condensed 
lling typewriters key set decimal tabulators, check writing 
' hir addres stencil typewriters; visible index card ma 
chine label writir machines quiet appliance t ewriters 
t du} t and portable typewriters An enormous 
k ‘ i matically turning pages s wing th seven 
stage f writing history was a feature of the ex t J. E 
N we il sale manacer was n hars f the booth 
Sy ial demonstrations are being given by the world cham 
. G Hossfield 


FIXTURE CORPORATION, New Yorl N. ¥ 


Hiere were shown steel shelving, steel tables, steel storage cabi 
nets Universal “Multi-Wing’’ display fixture ind =©bulletin 
boards rranged in attractive de rative ind ir gx styk 
Arthur Heir \ president in charge of sales was in attend 
u it ti boot! 

VARITY PEI INC New York, N. ¥ Featuring the nter 
changeable type and the variable letter spacing f the Vari- 
typer The latest model Varityper was exhibited f he first 
time This may e had either with or with the ectric 
motor Portable Varitypers and wide carriage machines were 
also a part of the display At the rear of the booth was a 


showing the wide range of work 
Manager C. S. McAlister of the 


very comprehensive chart 
possible on the Varityper 
and J C. Cooper 


irge E. C. Cudney 


offices 


York office was in cl 
from the 
VICTOR ADDING 


executive 
MACHINE 


present 


COMPANY Chicag Il! 


The Victor adding machine and the new Victor portable type 
writer were shown, the latter for the first time The Victor 
portable typewriter may be had in colors such as mahogany 


white and crackle W. F. Scranton 
charge A. W. Hitchcock 
the exhibit 

MACHINE COMPANY, INC., New York 
stamps 


walnut 
office 


green 
York was in sales 
rr nager attended 

VIDAVER MAILING 
The Vidaver mailing 


and counts 


machine which weighs 
The 


apparatus and to apply to ea: 


guarantee 
h letter the 


third or 


was shown manufacturers 


the iccuracy of their 


postage required. Cancelled or uncancelled first 








fourth class stamps used. By throwing a switch the 
envelopes can be run through the machine and stamped without 
sealing or sealed without stamping or both stamped and sealed. 
Harry Cohn, was in charge of the booth, as- 
sisted by R. F. Vidaver 
WATERMAN COMPANY, L. E., New York.—The new No. 7 
fountain pen was shown. It is the latest product of the Water- 
factories Each different pen point has a distinguishing 
color at the top of the pen. This feature has proved very 
ful in the selection of the proper pen point for each individua) 
hand E. J. Kastner was in charge F. D. Waterman, presi- 
dent, and F. D. Waterman, Jr., were in attendance at the show. 
WESTERN UNION TELEGRAPH COMPANY, INC., THE, 
New York, N. Y Here was demonstrated continuously a new 
type of printing telegraph known as the Simplex, which is an 
typewriter. were prepared 
for transmission on a machine resembling a standard type- 
writer At the distant terminal automatically 
typed in Roman letters on a pre-gummed tape which is affixed 
to telegraph blanks ready for delivery to the Mere- 
dith L. Lehman was in charge. 
WHITE COMPANY, THE O. C 
derick Rall Company.) 
WILSON-JONES COMPANY, 
—The 
turing 
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may be 


general manager, 


man 
use- 


automatic transmitting Messages 


telegrams are 
addressee. 


, New York, N. Y.—(See Fre- 
Chicago, lll., New York, N. Y. 
company’s general line of loose leaf was on display, fea- 
mechanical posting equipment and visible indexing 
equipment. New items shown for the first time were the Redi- 
Ref prong type and Hadi-Ref ring style visible record books, 
demonstrated in use with Underwood and Burroughs bookkeep- 
ing machines The new line of Grip-back ring books were al- 
so featured tjenjamin Okin charge Cc. M. Farrell, 
eastern manager, and Karl E. Castle, manager of the systems 
department, were in attendance during the week 

YORK SAFE & LOCK COMPANY, York, Penna.—Here were 
shown vault chests, and the burglar proof 
feature of all were stressed by those in at- 


was in 


and 
products 


doors safes 


these 


tendance at the booth. William E. Schubert was in charge. 
Office Appliances’ G uest Bucker, M. E., E. I. Du Pont 
Book at the Show de Nemours & Company, 


Wilmington, Del 


A Bunce New York, 
Abrams Albert B., Modern me 
Stationer, New York, N. Y Burgan, Ezra K., The Brooks 
Abramowitz Mary Peerless Company, Cleveland, Ohio 
Carbon & Ribb von Company, Bushnell, Nelson, Alvah Bush- 


New York, N. nell Company, Philadelphia, 
Alexander, W. H., New York, Penna 
iN. Be Butler, Ladson, Business 
Allen, Mr. and Mrs. Ivan, Ivan Training Corporation, New 
Allen-Marshall Company, At- York, N. Y 
lanta, Ga. Cc 
Allnold M., F. S. Webster Campbell, J M., National 
Company, Ink New York, Blank Book Company, Hol- 
_® | yoke, Mass. 
Ames, C. H., No-Tarnish Prod- Casey, Frank F LaPorte & 
ucts Corporation, New York, Austin, New York, N. 
~~ - Cerinti, Andrew, Unde rwood 
Anderson, John B., Postage Type writer Company, New 
Meter Company, Stamford, York, N. 
Conn Chambers, E. M., Bebarfalds, 
Andersor W. T., Anderson Ltd., Sydney, Australia 
Office E quipment Company, Cobb, C. H., Boston, Mass 
Newark, N. J Coc hrane, Harry | = New 
Arberg Cc P., New York York, } 
N. ¥ Calan Howard B., Coles Copy- 
Arnold M P Underwood h otder Corporation, New 
Typewriter Company, New York, N. Y. 
York, N. ¥ Colvin, George D., Office 
Equipment Company, Provi- 
Baer, Leonard A., Baer's, Can- dence, R. I 


ton, Ohio Conger, Ted, L. C. Smith & 


Bair, R. T., Victor Adding Corona Typewriters, Inc 
Machine Company, Philadel- Syracuse, N. Y. 
phia, Penna Conklin, S. W Moody's In- 


Banov, Leon, The Clarotype vestors Service, East Or- 
Company, New York, N. Y ange, N. J. 
Bardenheuer, William C., New Cooper, J. L., Varityper, Inc., 
York, ?! New York, N. Y. 
Barnard, W. E., Barr-Morse Cudney, E. C., Varityper, Inc., 
Corporation, Ithaca, N. Y New York, N. Y. 
feardsley, W H General Curphey, J. A., Curphey & 
Typewriter Exchange, New Jofre, Ltda., Santiago, Chile. 
York, N. Y¥ 
Becker, S. H., American Clip Daus, Ernest M., F. F. Daus 
Company, New York, N. ¥ Duplicator Company New 
Bennett, K. C., Office Ap- York, N ; 
pliance Company, Jersey Davilla, J A., Jr., General 
City, J. Office Equipment Corpora- 
Bennett, W. J., Modern Sta- tion, New York. N. Y 
tioner, New York, N. Y Davis, F., Sioux City, lowa 
Blad, C H., Fred Medart Derby, Ashton P., P. Derby & 
Mfe. Co., New York, N. Y Company, Inc., Gardner, 
toylan, tobert H., C N Mass. 
Smart & Bro., New York, DeWitt, F. R., L. C. Smtih & 


eS Corona 
Bowen Ww E., Corporation New York, N. ' 

Trust Company, Brooklyn, Dixon, H Ww A., Columbia 

N. Y¥ Ribbon & Carbon Company, 
Brightman, A. B., Woodstock New York, N. Y¥ 


Type writers, Inc., 


Typewriter Company, New Donnelly, William S., Modern 
York, N. ¥ Stationer, New York, N d 
Britten, F. R., Monroe Calcu- Dorian, Frank, Columbia 


lating Mac 
Orange, N 


hine Company, Phonograph Company, Inc., 
J N. ¥ 


New York, 


Jonas, 


i 
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Office Device 
Philadelphia, 


J. Frank, The Dun- 
Boston, 


Filing Equip- 


Dorsey, E. D., 
Company, 
Penna. 

Dunleavy, 
leavy Company, 
Mass. 

Dunn, E. A., 


ment Bureau, Inc., New 
York, N. Y. 
E 
Eggenberger, A. John, Victor 


Adding Machine Company, 
Pittsburgh, Penna. 
Ehlers, O. O., Cobb-Macey- 
Dohme, New York, N. Y 
Eismann, William, The Nelson 
- ren Company, Chicago, 
ll 


Eklund, R. E., General Office 
— arg nt Corporation, New 


Eldert, i D., Roberts Num- 
bering Machine Company, 


Brooklyn, N. Y¥ 


Ely, A. B. L. C. Smith & 
Corona ‘Typewriters, Inc., 
Groton, N. ¥ 

Ennis, Erwin, Newark, N. J. 


Eylar, M. S8S., General Office 
Equipment Corporation, New 
York, N. Y. 


F 

Farmer, R. M., Monroe Calcu- 
lating Machine Company, 
Orange, N. J. 

Finney, Edgar L., Weber Show 
Case’ & vier Company, 


New York, N . 

Flager, H. J., The Brooks 
Company, Philadelphia, 
Penna. 

Flyn, C. A., 8. S&S. . nates 


Inc., New York, N. 


Foulks, J. E., Climax Station- 
ery Company, New York, 
Fox Charles R., Dictaphone 
Sales Corporation, New 
York, N. Y. 
Friedmann, Hans, Ernest 


Simons Mfg. Co., New York, 
: ¥ 


Frohman, 


Louis H., Louis H. 


Frohman Company, New 
York, N. Y. 
Frost, H. E., Speed Key Mfg. 


Co., Brooklyn, N, Y. 


G 
Galland, J. W., Wholesale 


Type writer Company, New 
York, N. 

Gaston, J. H., General Fire- 
proofing Company, New 
York, N. Y. 

Gilmore, H. B., Globe Regis- 


Cincinnati, 


New York, 


ter Company, 
Ohio 
Goldman, Fannie, 
: ¥ 
Standard 
Company, 


Goldman, Monroe, 
Steel Equipment 
New York, N. Y. 

Gomes, Antonio, 
Cuba. 

Graff. George B., 


Santa Clara, 


Graff-Under- 


wood Company, Boston, 
Mass, 
Gross, Mrs. Vivian Martin, 


Chicago, Il. 

Guffing, L. A., L. C. Smith & 
Corona Typewrite rs, Ince., 
Rochester, N. Y. 


ane, L. T., Peerless 
Carbon & Ribbon Company, 
New York, N. Y. 

Hancock, Gratton E., Reming- 


ton Typewriter Company, 
New York, N. 

Harrington, E. C., National 
Business Company, 


Show 

New York, N. Y. 

Harwitz, Marcus, Regal hy = 
writer Company, Inc., New 
York, N. Y. 

Hasbrouck, W. H., Jr., Andrew 
Geyer, Inc. , New York, i. we 

Hays, R. B., "New York, N. Y. 

Higgins, Tracy, Charles M. 
Higgins & Company, Brook- 
lyn, N. 

Hill, Edward W., A. B. Dick 
Company, Chicago, II. 

Hillstrom, D. A., Corry James- 
town Mfe. Corporation, 
Corry, Penna. 

Hoffman, Mr., Parrot Speed 
ro Corporation, New 


Yoru, N. ¥. 
Hogan, J. P., New York, N. Y. 
Huff. Bob, J. Thomas Hill 
Company, Ine., Brooklyn, 
: ¥ 


J 
Richard A., Jr., Oxford 
Filing Supply Company, 
Brooklyn, ee 


Jones, V. S., H. M. Storms 

Company, Brooklyn, N. Y. 
K 

Kavanaugh, Leo F., Keystone 
Office Appliance Company, 
New se he Mass. 

Keeve, W. Remington 
Rand, a ‘New York, N. Y. 

King, William R., Victor Add- 
ing Machine Company, Bos- 
ton, Mass. 

Kiplinger, J. W., Portable 
Adding Machine Company, 
Chicago, Il. 

Knobloch, J. P., National 
Blank mea Company, New 


York, N 
Korb, A. H., Allen-Wales Cor- 
poration, New York, N. Y,. 
a S. Adam, New York, 
L 
= a harles W., New York, 
Lavery, CC. V., Woodstock 


Typewriter Company, New 
York, N. Y. 
Leedom, F. B., LaPorte & 


Ace. Inc., New York, 
Linsky, Jack, Parrot <> 
Fastener Corporation, New 
York, N. 

Lipman, Charles W., Graff- 
Underwood Company, New 


York, N. 

Loesch, Edward R., Kolber & 
Smith Company, Inc., New 
York, N. Y. 

Longenecker, A. H., The Die- 
bold Safe & Lock Company, 
Canton, Ohio. 

M 
L., W. L. 


McKay, W. McKay 


& Company, Chicago, Ill. 
McKee, Robert B., Aluminum 
Company of America, Edge- 
water, N. J. 
Macke, Bob, Wilson - Jones 
Ce New York, A 
Macke, R. Jr., Macke Office 


Systems ‘Company, Roches- 
ter, N. Y. 

Mahoney, C. H., Hudson Val- 
ley \ypewriter Exchange, 
Yonkers, N. Y. 

Mantero, Julio S.. Rambla 
Vouza Company, Havana, 
Cuba, 

Markle, Walter R.. McCarthy 


Inserting & Sealing Machine 
Company, New York, N. Y. 

Martick, William, Martick & 
Martick, New York, N. Y. 


Maury, Arthur G., Postage 
Meter Company, Darien, 
Conn. 


Mayer, P. F., Ames Suppl 
Company, New York, N. Y. 

Mick, Norman O., A. W. Shaw 
Company, Chicago, nl. 

“—. Mary F., New York, 


Miller, R. George, The Brooks 
Company, Baltimore, Md. 
Mills, G. L., L. C. Smith & 


Corona Typewriters,  Inc., 
New York, N. Y. 

Momyer, H. > a. Bae 
Brooks Company, Cleveland, 
Ohio. 

Montgomery, M. H., Philadel- 
phia, Penna. 


Montgomery, W. J., American 
Exchange Irving Trust Com- 
pany, New York, N. Y. 

Montgomery, W. J., Royal 
Typewriter Company, New 
York, N. ¥ 


Moore, Mr. and Mrs. R. &., 
Ault & Wiborg Company, 
( ‘incinnati, Ohio. 

Moses, E. Moses Station- 


ery Company, Hilo, Hawaii. 
Muckley, R. W., General Fire- 
os Company, New 
fork, N. Y. 
Munshausen, P. A., L. C. 
Smith & Corona Typewriters, 
Inc., Indianapolis, 


N 
Horace H., 


Nahm, Hooven 
a ine Inc., New York, 

Neidich, George, Neidich 
P rocess Company, New 
York, N. 

Newlands, A. J., Royal Type- 


writer Company, New York, 


SS 2 

Nichols, F. N., Columbia Rib- 
bon & Carbon Company, 
New York, N. Y. 


°o 
Okin, Benfamin, Wilson-Jones 
Company, New York, N. Y. 











J) 





Ge 


Olsen, Lewis A., McCarthy In- 
serting & Sealing Machine 
Company, New York, N. Y 

Orthwine, R., New York, N. Y 

Oswald, G., Victor Adding Ma- 
chine Company, Philade!l- 
phia, Penna 


Shep- 


York 


Henry, C. E 
Company, New 


Sanders 
pard 


Newark, N. J 


Schenkein, S., . 
San Fran 


Schubert, C. J., Jr., 
cisco, Calif 
John, 


Schuette, Invincible 


Metal Furniture Company, 
Paddock, Miner, Jr., Boston, Manitowoc, Wisc 
Parlette, O. P., H. K. Brewer Seely, M. A.. General Office 
& Company New York Equipment Corporation, New 
N. ¥ li . , York, N Y 
Parsons, C<. C Browne - Morse Shattuck, V R., Arlac Dry 
Company, New York, Y Stencil Corporation, Pitts- 


burgh, Penna. 

Sheehan, James J., Office Ap- 
pliance Company, Provi- 
dence, R. L. 

Shotwell, F M., Northern 
Corrugating Company, Green 
Bay, Wis 

Simler, Henry, American 
Writing Machine Company, 
New York, N. Y 

Smith, A M., Underwood 
typewriter Company, Brook- 
lyn, N. Y¥ 

Smith, Charles E., Underwood 

Company, New 


Patton, Dean S8S., Marchant 
Calculating Machine Com- 
pany, Glens Falls, N. Y 

Peltier, A B., Remington 
Typewriters, Ltd., Montreal 

Peterson, ; L New York, 


N. ¥ 
Phillips, M. V.. American 
Numbering Machine Com- 
pany, Brooklyn, N. Y 
Pitisan, Josephine, Underwood 
Typewriter Company New 
York, N. ¥ 


Preston, H. P., Safeguard 


Check Writer Ine New Typewriter 
York, N. Y . York, N Y vr. . 
Smith, Donald, National City 
R ‘ Company, New York, N. Y 
Ramsey, M., DuPont Cello- Smith, Hugh L., Yawman and 
phane Company New York, Erbe Mfg. Company, New 
N York, N. Y 


Reed, R. U., The Bircher Com- 
pany, Rochester, N 
Reeder, F. M., Mount Victoria, 


Smith, Roy T 
Company, 
Snyder, H. D 


, Speed Key Mfg 
Brooklyn, N Y 
American Clip 


Md Company, Long Island City 
Robinson A D Robinson New York 

Mfg. Company Westfield Snyder, H. J., L. C. Smith & 

Mass Corona ‘Typewriters, Inc 


Rohrer, A. R., No-Tarnish ye a | 


Products Corporation, New Snyder, R. S.. Fred Medart 
York, N. ¥ Mfg. Company New York 
Rosendorf, Samuel 8S South N. ¥ 
ern ae & Stationery Soby John F Remington 
Company, Richmond, Va Typewriter Company, New 
Roth, B. H., | D L Mfg. Cor York, N. Y 
poration, New York, N. ¥ Springer, R. E., New York 
s N. ¥ 
Sainberg, Robert B Sainberg Stafford, W S., 8S. S. Stafford 
& Company, Inc New York, In New York, N. ¥ 
N. ¥ Stapert Barney Underwood 
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Typewriter Company, Pater- v 

J Vanderhoof, A. W Standard 

Mailing Machines Company, 
Boston, Mass. 


son, ‘ 
Steinberg, A. Ralph, Monarch 
Desk Corporation, New York 


. N. Y. . Vaupel, Martin, Bremen, Ger- 

Stor Hermine M.,_ Tiffany many 

: Studios, New . ork, N. ¥ ‘ Voorhees, c& L., Standard 

Storck, F. N., Standard Mail- Products Corporation, New 
ing Machine Company, Bos- York, N. Y 


ton, Mass 

, , > 7 Ww 

Surprenant, F tae, F. Rae . . . 
Surprenant Corpora tion, Ww in ‘oe to ee Se 
Glens Falls, N. Y. pan: — = = : ° 


Swi “letche ioieain oe N. J 
Swain, Fletcher, Francis E. Wallace, Joseph, Myrtle Desk 


Fitch, Inc., New York, N. Y : Fut 
Sweyd. A M New York Company and Alma Furni- 
N. ¥ ' ture Co., New York, N. Y. 

a T Waltzinger, R. F., Hush-A- 
Tangora, Albert, Underwood —— N _ ation, New 

1 , nr ' bn Pato ork, N. . 

rypewriter Company, Pater Ward, Hugh J., Geyer’s Sta- 


Son, iN. « 


Tate, James F., tioner, New York, N. Y¥ 


Ward, James A., Shipman- 
Ward Mfg. Co., Chicago, IN 

Watson, Charles T., Peerless 
Key Company, New York, 
a we 

Watson, J. G., 
taltimore, Md. 

Welsh, W. E., Addressograph 
Company, Duluth, Minn 

Wheeler, Arthur 8S., New York, 
N. ¥ 


Montclair, 


N. d 

Taylor, M. W Regal Type- 
writer Company, New York, 
: ¥ 


Thomason, P H., Weber 
Showcase & Fixture Com- 
pany, Los Angeles, Calif 

Thorp, E. ! L. C. Smith & 
Corona Typewriters, Inc 
Omaha, Nebr 


Silverglo, Inc., 


Thrift, Tim, American Sales . . . 
Book Company, Elmira, White, Gerald D., Imperial 
N. ¥ Methods Company and Office 

New 


Specialty 
York, N 
Williams, Cora H 
N. J 


Tollefsen, C. G., Sengbusch _Company 


Self-Closing Inkstand Com- 
pany, New York ae 

Towne, H. L., National Blank Willia 
Book Company, Holyoke, iltams, 
Mass storms 

Tucker, F. R., Haviland & Wy 


Elizabeth, 


Harry , M 


Company Chicago, 


Abbott Company, New York, Wilson, L. § Remington 
N , Typewriter Company, New 
York, N. Y 


Tuttle, H. C Hush-A-Pt ’ . 
‘ — — Winkelman, G E National 





THE STAGE IN CARNEGIE HALL JUST BEFORE THE SIGNAI 
manager of contests, is to lx 


ING CONTEST.—J. N. Kimball, 


International Typewriting Contests 


George Hossfield Again Tops Professional List.—By J. N. 
Kimball, Manager of Contests 


Contest 18 a matter 
that 
way, and far ahead of any 
Hall, in 
a time when a sixty-mile gale was whipping 
fact, the 


Another International Typewriting 


of history, same history, 


and it leaves a big dent in 


for it was the biggest in every 


that have preceded it It was held at Carnegie 


New York, at 
big raindrops into the faces of 
that I began to get somewhat curious 


pedestrians. In 


weather was so bad 
as to whether or not anybody would venture out of doors, 


Corporation, New York, : - ‘ 
N , susiness Show Company, 
U New York, N. Y 
Ulbrich H Cc New York Wolkenberg, C H.. Hamilton 
N.Y. : . Metal Products Company, 
Underwood + R., American New York, N Y 
Writing Machine Company, 
Newark, N. J Zuber, F. G., Columbia Steel 
Underwood, J. C East Or- Equipment Company, Phila- 
inge, N. J delphia, Penna 
WAS GIVEN TO START THE TYPEWRIT 
observed standing in the center 
ind peeped through the parted curtains, hoping to see a 


dozen or two in the audience. Nobody was ever more sur- 


prised than I when I beheld at least fifteen hundred eager 
taces under the glare of the electric lights Then I was 
thankful for that storm, for, without it, the hall would not 
ive held a third of those who would have tried to gain 


1dmission 


h 


as much so as 
were 


[The stage setting was ideal, or at least 


permitted, 
somewhat crowded, but not 
The contest began on time, as it has a habit of doing, and 


for, big as it was, the operators 


sufficiently to hamper them. 


its size 


it the close of the first half hour the novices and amateurs 


were sent from the stage to the correcting rooms, leaving 











es 


~ 


— eS 
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the professionals to finish the 


hour Then came a moving 


picture program, to hold the 


audience until the correcting 


cf uid be done 


Records were broke espe 
cially the record of time taken 
for correction, and at the end 


of that part of the program, 


called tt the 


the winners were 

Stage to receive their edals 
and trophies Mr. Hossheld 
made a world’s record with 
his 133 words per minute 
Larger figures have been made 
but not under the method of 
stroke-counting that is used 
at present The novice winner 
also boosted the novice record 


He was a young man who 





to dream of the “fine time they 
had in New York.” 
Official Records of Winners 


World’s Professional Cham- 
pionship 
Open to all typists. One 
hour’s writing from _ printed 
copy. 


Hossfield, 133 net 
World's 


George L. 


words a minute. 


Champion Typist, 1926, 1922, 
1921, 1920, 1918. 

Albert Tangora, 131 net 
words a minute. World's 
Champion Typist, 1925, 1924, 
1923. 

Barney Stapert, 129 net 


words a minute. Former 
World’s Amateur Champion 


came to the contest “on his Typist. 
own,” and without fireworks World’s Amateur Typewriting 
he will get those, I hope, Championship 
when he gets back to Cora Open to any amateur typist 
opolis, Pa., where he lives who has not previously won 
More than forty states were this event. Thirty minutes’ 
represented in the novice class, writing from printed copy. 
and Pennsylvania, New Hamp: WINNERS OF THE INTERNATIONAL, TYPEWRIT- — Josephine Pitisan (New 
shire and Canada carried home fessional contest Lower left, Chester Soucek, winner York), 117 net words a minute 
the bacon. New York, Oregon World® school novice championship, Lower right. Miss Ruth Martin (Oregon), 111 
and Idaho shared the honors ship net words a minute. 
of the amateur class, while Richard Myers (Idaho), 110 
New Jersey furnished all of the protessio nners net words a minute. 
Che outstanding feature of the contest was the extraordi World’s School Novice Championship 


nary high rate made by a great majority of the novices, 
which only goes to show that the schools are giving more 
and better attention to the subject of typing. A few years 


a ways from the top, 
enough to have won, and | 


will make 


ago, those who were this year quite 


would have had speed venture 


to prophesy that in 1928 the winner a record of 


100 words per minute 


For the rest—the list will show the standing of the sepa- 
rate contestants As | am writing this the novices are 
shaking hands with President Coolidge on their way home, 


Open to students who have not used typewriter prior to 
August 1, 1926. Fifteen minutes’ writing from printed copy. 
Chester Soucek (Coraopolis, Pa.)...81 net words a minute 
Lucille Coulombe (Berlin, N. H.)..80 net words a minute 
Elsie Keniston (Brockville, Can.)..80 net words a minute 


Winner—Governor Alfred E. Smith U. S. School Trophy 
Chester Soucek (Coraopolis, Pa.)...81 net words a minute 


s| he 
typewriter. 


above named contest winners used the Underwood 





THE CONTEST IN CARNEGIE 
WHICH WAS NOT SHOW 


THE AUDIENCE AT 


{A 
I 


LL. WITH EXCEPTION OF THE TOP GALLERY 
N THE PHOTOGRAPH. 











Ge 

















William B. Carpenter 
William 


old, former 
the Globe 


After an illness of nine months, Bradtord Car 


and until 


Wernicke Company 


eighty ive years stationer 


penter, 


three years ago president of 


died at the Jewish hospital, October 16 
Mr. Carpenter's home was in the old Al’aise apartment 
building, Erie avenue and Edwards road, Cincinnati, Ohio, 





CARPENTER 


THE LATE W B 





but he was a patient in the hospital when that building was 
partially destroyed by fire several months ago 
Funeral services were held at the Wiltsee funeral parlors 
Mr. Carpenter, starting to work at the age of thirteen 
years, rose through the ranks as the years passed until he 


became president of the Globe-Wernicke Company and an 


official of several insurance and financial organizations 

At the time of his death he was treasurer of the Young 
Men's Mutual Aid Association, treasurer of the Citizens’ 
Mortgage Loan Company, and a director of the Eureka 
Security Fire and Marine Insurance Company He had 
retired from the presidency of the Globe-Wernicke Con 
pany after fifteen years’ service in that position 

Mr. Carpenter was born March 21, 1848, at Aberdeen 
Ohio. His father died when he was nine years old and 
at the age of thirteen he was forced to go to work He 
started as a clerk in the Blatterman Stationery Store at 
Maysville, Ky In 1860 he came to Cincinnati and became 


a clerk in the Robert Clarke Book Store 


In 1865 he organized the W. B. Carpenter Company, 
then located on Walnut street On December 6, 1886, he 
married Miss Margaret Coons of Maysville 

Mr. Carpenter was a member of the Chamber ot Com 
merce and Cincinnati Club, and had a gold card of life 
membership in Colonel Clay Lodge No. 159, Free and 


Ky 
a keen 


In 


interest in philanthropies 


Covington, addition to his busi 


took 


Accepted Masons 


ness activities he also 


%S 
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—_——_—_—— — He is survived by three children, Mrs. B. N. Ruby 
| ee F i Charleston, W. Va.; C. C. Carpenter, vice-president, Wil 
i son-Jones Company, Chicago, and Frank B. Carpenter, 
PASSED AWAY Cincinnati, and two sisters, Mrs. Margaret P. Shay and 
Miss Martha B. Carpenter, both of Macon, Mo 
: - + + 


Samuel K. Thalheimer 
Office 
ing of another veteran in the stationery 
of Samuel K. Thalheimer, manager of Mever & 
Md. After Mr 


It is with t that Appliances reports the pass 


regre 


trade, in the death 


Chalhemer, 


three days’ illness, Chalheimer 


died of heart disease, October & 

Mr. Thalheimer had been an active associate in the sta- 
tionery trade and all its movements for advancement since 
the Baltimore fire of 19094. He was a Scottish Rite Mason 
and was for years an enthusiastic member of the Masonic 
Choir and Quartette of Baltimore, having a baritone voice 
of fine quality 

Funeral services were conducted from his home in the 


Rabbi M. §S Pall 


bearers were employes of from fifteen to twenty-five years’ 


Esplanade apartments, by Lazaron 


service with the firm. He is survived by the widow, two 


sisters, and 


the 


brother, Sanders J. Thalheimer, a member of 
nirm 

+t + + 
William Peattie Moore 


Moore 


avenue, 


William P 
Mount Airy 


428 West 


Ser 
Oey 


passed away at his home at 


Philadelphia, Tuesday evening 


th 


»} 


tember twenty-seven 

Mr. Moore was a member of the Philadelphia Stationers 
Association and was at his post a tew days previous to his 
cle ith, apparently i good he ilth He was stricker witl 
tonsilitis follows d by con plic ations of acute diabetes and 
pneumonia 

Mr Moore's wite d ed three vears awo, lea ng hin now 


survived by her sister and brother-i1 


Brown 
oti 


in the Philadelphia store of the 


Moore rose 


irting as a salesman 
Manufacti 
o senior salesman in the Philadelphia territory. 
Mr. Wilbur, paid a 


ethcient service tor fis 


Dennison iring Company in 1899, Mr 


splendid tribute to his faithful 
company He was always pleasant, 
ind admired by all who knew him.—C. H 


+ + + 
Wm. A. Force 


Wm. A. Force, founder of Wm. A. Force & Company, 
Inc., passed away September 30, closing a long and useful 
life, sixty vears of which were passed in the marking de 
ice industry \ heart ailment carried him away He was 
the head of the business, and participated in its affairs al 
most up to the last davs of his life Mr Force begat work 
at the bench and acquired high skill in his calling. Some 
of his early years were spent at the plant of the J. F. W 


Dorman Company, Baltimore, Md., engaged on steel stamps 


and des About five vears ag Mr Force relit quis ed 
some of his duties in the business, but kept in contact wit! 
the work at the office, 105 Worth street, New York 

Mr. Force had early realization of the possibilities 
automatic numbering machine There was a good deman 
for both the hand and typographic types, which Americar 
jobbers had secured by importation from Europe Mr 


Force experimented tor some time, and was able finally t 
place on the market a much better machine than could be 
had from European sources The results of his practica 


and hi 


splendid plant in Brooklyn 


kn leada ]  } r : »A 1 +h 
now ledge Ss Keen Dusiness sense developed e pres 


Its activities have 


necessi 


tated offices in New York and Chicago, with business con 
tacts of world-wide range, handling the many and varied 


Brooklyn factory 
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services held October 3 at Fresh Pond 
Crematory. Surviving are the widow, Mrs. Katherine L. 
Force, and a grandson, Wm. A. Force, III, who has been 
elected president of the company. 
+t FF + 
William W. Lesley 


William W. Lesley of the Philadelphia office of Reming- 
ton-Rand, Inc., passed away early last month, after a visit 
to the Philadelphia office, from which he had been detained 
He died while still active 
in mind and body and enjoying the contacts, friendship 
most men and 


Funeral were 


for some months through illness. 


and respect of some of the prominent 
women in Philadelphia. 

He was a man of rare courtesy—a gentleman of the old 
who was never too hurried to be polite or con- 
siderate to had a great love for children. 
For many years it had been his custom to play Santa Claus 
He was 


a powerful man physically and used to dress up in the con- 


school 


everyone. He 
to the children of his many friends in Swarthmore. 


ventional clothes of Saint Nicholas, and after arousing a de- 
lighted child with his sleigh bells, would carry him down to 
see his pack of toys and other joyous magic things of a 
child’s Christmas Eve During this little 
would recite that beautiful old poem, “The Night Before 
Recently the state of his health has prevented 


ceremony he 


Christmas.” 
the continuance of his beautiful ceremony, but not until he 
had carried down the sons and daughters of some of the 
children he had carried down thirty years ago 

Mr. Lesley’s passing makes a break in the organization 
friends pro- 


that will not be easily mended, and his many 


foundly regret his passing 


+t + + 
Mr. P. S. Warden 
Mr. P. S. Warden, Bombay, India, succumbed to an 
attack of apoplexy August 24, and despite the best efforts 
of the physicians he survived the seizure but one day. The 
widow, a daughter and a son survive. Mr. Warden had 


established P 
months ago. 


S. Warden & Company, Bombay, about ten 
He was the sole agent for the whole of India 
New York, 


the International Multigraph Company, Cleveland, 


for the Underwood Typewriter 
a & 
Ohio; and various other manufacturers in the office appli- 


Young Mr. Warden 


had traveled twice to Europe, and had 


Company, 


ances trade was full of energy, 


broad 
} 


experience, 
veen all over India establishing agencies and branches for 

Within a short 
successful, 


business 
con- 


time he made the 
had 


his business. 


remarkably and increased the sales 


siderably 


Mr. Warden had been connected with Warden & Com- 


pany, Bombay, his father’s business, before establishing 
his own 
+' - + 
James E. Mitchell. 
James E. Mitchell, president and treasurer of the Utica 


New 
September 22 at his home in Genesee street. 
Utica. He 
Board of Education and held member- 
He died at home in 


Paper Company, Inc., Utica, York, passed away on 


the evening of 


Mr. Mitchell 


was president of the 


was prominent in the affairs of 


several fraternal organizations. 


chor wn) 
) ii 


“S 
the midst of his family, being stricken suddenly with acute 
dilation of the heart 

Mr. Mitchell was born in 
educated in the 
and Manhattan 


passenger agent for the 


1879. He 
Assumption 


Utica, December 11, 


was local public schools, 
He was first employed 
New York Central 


Railroad, serving two years in that position. About twenty- 


\cademy College. 


as traveling 


four years ago he entered the wholesale paper business, 


organizing the Utica Paper Company, of which he was the 











owner. In March the Utica Paper Company was merged 
with the Little Falls Paper Company and the Utica Paper 
Company, Inc., succeeded both. 

Mr. Mitchell was a member of the Utica Chamber of 
Commerce and during the World War served as a member 
of the Liberty Loan Publicity Committee. He was elected 
to the Board of Education in 1922 and reelected in 1925 
and from the first he served as president of the Board. He 
was a member of the Democratic Club of Oneida County, 
the City Club, Utica Lodge No. 33, B. P. O. E., the New 
York Athletic Club, the Automobile Club of Utica and 
Central New York, Rotary Club, and Utica Council No. 
189 of the Knights of Columbus. 

Mr. Mitchell was married in 1906 to Elizabeth Liddy. 
Besides his widow and mother, he leaves six children: 
Elizabeth, Margaret, Marion, James E. Jr., Rita and 
Charles; three brothers, Frank of Elmira and Thomas and 
John of Utica, and one sister, Mrs. Harry F. Faville of 


New Rochelle, L. I. 
+ + + 
B. W. Fenn 
B. W. Fenn, secretary and treasurer of the Kee Lox 


Manufacturing Company, Rochester, New York, died at the 
Battle Creek Sanitarium, Battle Creek, Michigan, on Sep- 
tember 27. He was buried at Rochester on September 30. 
Mr. Fenn had many friends who join his surviving rela- 
tives in sorrow at his passing. 


+ + + 
Abbott Parker 


Parker, who had been in business at 1396 Cam- 
Cambridge, Mass., more than fifty years, 
passed away in October. He had retired from his station- 
ery and news business. Mr. Parker was seventy-two years 
old. He was a past grand master of Dunster Lodge of 
Masons. 


Abbott 


bridge street, 


The widow and two daughters survive. 
* © © 


James McNally 


James McNally, representative at Marshalltown, lowa, 


for the Royal Typewriter Company, Inc., passed away 
suddenly some weeks ago. 
* © & 
L. A. Davis 
L. A. Davis, manager at Atlanta for the L. C. Smith & 


Corona Typewriters, Inc., passed away October 14. Mr. 
Davis was fifty years old. Before joining the Smith or- 
ganization he had been manager at Birmingham, Ala., for 
the Underwood Typewriter Company. 
'* & 
Ernst Faber 
Ernst Faber passed away at Nuermberg, Germany, No- 


He was chairman of the board of directors, 
Manufacturing Company, and one 


vember 1. 
Faber 
of the founders of this business. 


—__. 


Auto License Work Boosts Demand for Typists 

Wisconsin has a new law governing automobile licenses, 
which involves a tremendous amount of detail. The state 
civil service office at Madison was swamped last month 
with an order for 150 typists to begin work immediately. 
The reserve list of available typists was exhausted com- 
pletely. A special examination was held. In order to 
handle the work two shifts of typists were established. 
Seventy-five work from three in the afternoon until eleven 


Johann Pencil 


at night. 
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National Contracts 
J. Ogden Pierson 


This report, presented at the convention of the National On June 25, 1926, the Pacific Northwest Stationers’ Asso- 
Association of Stationers, Office Outfitters and Manufacturers ciation, as assembled in Portland, Oregon, passed a reso 
1t Boston last month, appears here, « t was the location , 

a bs , parr Ee > Sores ae = er on lution protesting against this method of distributior I 
of “The Thorn Under the Saddle,” referred m the report : 
quote herewith substance of this resolution 
MR. PIERSON: Mr. Chairman and gentlemen of the Resolution of Pacific Northwest Stationers 





“NOW, THEREFORE, BE IT RESOLVED: That we, 


conterence Your committee has endeavored to prepare a : 7 
: the members of Pacific Northwest Stationers’ Association, 

report of their findings during the past twelve months on in open meeting at convention at Vancouver, B. C., hereby 
this very important question that finally crystallized at protest that such practice is detrimental and harmful to our 
Washington last year at our convention, and as a result industry, and request that the practice on the part of the 
of which the committee was appointed. Upon the sugges manufacturers be discontinued 

Dated this 25th day of June, 1926 
tion of several of my committeemen we have had mimeo PACIFIC NORTHWEST STATIONERS’ 
graphed these extra copies, owing to the fact we would ASSOCIATION 
like you to carry home and back to your respective stores (Signed) By K. B. TERRY, President 
and factories the exact correspondence and minutes of the E. J. CHAPMAN, Secretary 
Chicago meeting that was held in January rhrough the Shortly after this date a questionnaire was prepared by a 
kindness of Mr. Byers, the report will be read to you by group of distributors and sent to dealers and manutac 
him, and after the report is read, if there are any questions turers throughout the country They received twenty-fhve 
that vou would lke to ask me as chairman of the com replies from manutacturers, and twenty-seven from dealers 
mittes I will be very glad to answer them All dealers condemned this practice, and all but a very tew 

ss 2 of the manufacturers also registered their disapproval 


For the benefit of those not present at the Washington On December 10, 1926, I was advised by Fletcher B 


i. 1 manager of the national association. that the 
convention of the National Association of Stationers, Office : general manager of the national a ciation, that the 
natinnal everutive en ttee hel 1eeting in Chicag 
Outfitters and Manufacturers held last September, and ask itional executive committee held a meeting in Chicago on 
vember 15 , 7 an resident , Neill Ste t 
ing the indulgence of those who were present, I will recite November 15, 16 and 1/7, and President W. Neil ewart 
, : ryt red the NOt “nt of 1e en sa)! 7, mitte 
the reason for the ippointment of this committee rmed e appointment f the pecia comn ee aS 
: ; ppointed by Chairman Edward L. Little 
During a session of the commercial furniture division at ee : . 
” On December 31, 1926, I called a meeting of our com- 
our last convention, the subject of “National Contracts a 
, , ittee for January 19 in the city of Chicago, | The 
made by certain manufacturers who operate branch stores 
' ' , minutes of that meeting are herewith quoted In my report 
was brought up, and after a free for all discussion, a motion 


as follows 
was made, seconded and carried that a special committee, 


Minutes of Special Called Meeting 
Special Committee of Furniture Division—National Asso 
ciation of Stationers, Office Outfitters and Manufacturers 


composed of four dealers and three manufacturers, to be 
appointed by the incoming chairman of this division. This 
committee to be known as a special committee on national Pasi : 
:, , to consider the subject of National Contracts 
contracts. Objects of the committee to confer with manu — 

Meeting called to order in room of Old Colony club, 
Chicago, Ill, January 19, 1927, at 10:30 a. m. Chairman J 
Ogden Pierson presiding 


Mr. Edward L. Little, the duly elected chairman of the 
: ’ ; Roll call of committee 


facturers and distributors on this very important subject 


and method of distribution 


commercial ep division, appointed the following men Deacons 
to serve on the committee H. B. McMaster. Ivan Allen. Carl Leopold, F_. H. West- 
Mr. H. B. McMaster, Mr. Carl | eopold Mr. F. H. West- | \. Wagener. B. C. McCov and J. Ogden Pierson 


lake, Mr Ivan Allen, Mr J A Waener, Mr. B. C. McCoy , 100 per cent attendance 


lake, 


and J. Ogden Pierson, chairman Invited and attending were 

Previous to the appointment of this committee, a group J. Dornette, Jr.. K. K. Chalmers, J. S. Ball, Francis B 
of dealers were actively working on this subject, having Irwin, W. G. Thompson, W. Neill Stewart, Chas. Garvin, 
taken notice with much interest to an article appearing in Ed. Little and Fletcher B. Gibbs 
the June issue of “Office Appliances,” 1926, title, “The Object of meeting outlined by chairman, namely, a state- 
Thorn Under the Saddle.” ment of the problem presented 











ea 


Reading article, June issue, “Office Appliances,” by Mr. 
Ivan Allen, “The Thorn Under the Saddle.” Reading by 
chairman of prepared paper containing excerpts from let- 
ters received from manufacturers and dealers on this sub- 
ject. General discussion and comments by all attending. 

Question by chairman: 

Are national contracts made by some manufacturers? 

Yes. 

Chairman asked 
dealers on committee: 

Is present condition a menace to the trade? 

Some discussion was had tending to regard the practice 


expression from manufacturers and 


more as an evil than a menace, and it was the unanimous 
opinion that the practice of some manufacturers amounts to 
unfair competition between manufacturers and his dealer, 
for consumer’s business. 

Question by chairman: 

How do national contracts affect the dealers? 

Short replies by: 

Mr. Ball, Mr. Allen, Mr. McCoy and Mr. Wagner. 

Question by chairman: 

Are national contracts recognized as binding upon the 
dealers? 

Replies: 

MR. BALL: 

MR. ALLEN: 
my company.” 

MR. McCOY: “We do not recognize.” 

MR. CHALMERS: “We do and do not. 


handle and at a profit and secure a profit on additional 


“Most certainly not.” 
“No national contracts are recognized by 


Sometimes we 


sales.” 
Adjourned for luncheon. 
Question by chairman: 
Can the practice in opinion of committee be shown to be 


Meeting resumed at 1:30 p. m. 


unfair? 

Statement by chairman that a free and frank expression 
was desired, object being that if the conference be of the 
opinion that modification of an unfair practice should be 
advocated, chairman was willing to devote time and energy 
committee would 


toward that end, otherwise activities of 


cease. Short talks by members of committee and visitors 
after which it appeared that consensus of opinion was that 
under present leadership of Chairman Pierson and plans, 
as started, much good will be accomplished. 

Motion made by Mr. Ivan Allen that committee be ap- 
pointed to draft resolutions covering sense of the meeting. 
Seconded and unanimously carried 

Chairman appointed following committee: 

Committee on National Contracts 

Mr. Ivan Allen, Mr. H. B. McMaster, 

Carl Leopold. 


Committee withdrew, reporting back in fifteen minutes 


Mr. 


Chairman; 


with following resolution 

Whereas, the special committee on national contracts of 
the National Association of Stationers, Office Outfitters and 
Manufacturers, met at the Old Colony club in Chicago upon 
the call of the chairman, Wednesday, January 19, 1927, and 

Whereas, after a free and full discussion of the subject 
by the committee, 
and dealers who were invited to attend, it was unanimously 
believed that such contracts are unfair and a detriment to 
the entire industry from the standpoint of both manufac- 


and other representative manufacturers 


turers and dealers; be it 


RESOLVED, That it being the sense of the meeting that 
amelioration of the evil can be accomplished by continuing 
the work of the 
chairman appoint a committee to appear before the various 
groups of manufacturers and dealers affected with the pur- 
pose of advocating such voluntary measures as will correct 
the said unfair competition; and further be it 


committee, it is recommended that the 
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RESOLVED, That the committee continue its efforts 
with all speed, consistent with definite progress, so that a 
comprehensive report may be submitted to the national 
association at its convention in Boston next October. 
IVAN ALLEN, Chairman; CARL LEOPOLD, H. B. 

McMASTER, Committee on Resolutions. 

Motion made, seconded and unanimously carried that 
resolution be adopted. 

No further business before the meeting, it was declared 
adjourned by chairman at 5:00 p. m. subject to call. 

Every member of our committee attended this meeting at 
his own expense, and sat through the entire conference, 
which lasted all day. We also had with us Mr. Stewart, 
president of the national association, as you will note by 
minutes, some other men who were in Chicago at the time 
of our meeting. 

Excerpts from replies to questionnaires which were sent 
out previous to the appointment of this committee, and as 
mentioned in the first part of this report, were read at this 
meeting without mentioning the name of dealer or manu- 
facturer. A number of the distributors, in answering these 
questionnaires, brought out a very strong point as to why 
they were opposed to these national contracts. Their re- 
plies showed clearly why a hardship on the distributor was 
inflicted for the reason that at frequent intervals national 
corporations opened branch offices in different cities, and 
called on a dealer for equipment. If this dealer will not 
recognize the contract that the home office of the corpora- 
tion has with a manufacturer, the dealer is penalized to 
the extent of displeasing the customer who is in the market 
for supplies other than those covered by the national con- 
tract. The majority of distributors of commercial furniture 
operate stationery departments, and in a great many cases, 
printing, steel and copper plate and 
other similar departments. So as these dealers bring out 
in their replies, they often make an enemy when they refuse 
to recognize one of these national contracts, which seeks 
to control his methods of distribution. 


also lithographing, 


In obedience to resolution passed at our meeting of Janu- 
ary 19, 1927, in the city of Chicago, I wrote, February 23, a 
letter to Mr. J. D. M. Phillips, secretary of the National 
Association of Steel Furniture Manufacturers. In this letter 
I asked permission to appear before one of their meetings 
with Mr. Ivan Allen, of Atlanta. Mr. Phillips refused our 
request, stating that the Department of Justice would frown 
upon such a conference, without stating his authority for 
that observation 

Now, gentlemen, bear in mind we are discussing a matter 
of distribution which we believe is detrimental to the in- 
dustry. Notwithstanding Mr. Phillips’ refusal to allow us 
to appear before his association, I attempted to perfect an 
informal meeting with the eight largest steel manufacturers. 

On March 30, I addressed a letter to the following gentle- 
men: 

Mr. Frank C. Morse, Muskegon, Michigan; Mr. W. D. 
Idema, Grand Rapids, Michigan; Mr. A. .J. E. Larson, 
Jamestown, New York; Mr. W. H. Foster, Youngstown, 
Ohio; Mr. P. E. Ryan, Cleveland, Ohio; Mr. L. C. Walker, 
Muskegon, Michigan; Mr. F. J. Yawman, Rochester, New 
York; Mr. O. A. Wilkerson, Avenel, New Jersey. 

I quote herewith my letter addressed to Mr. A. J. E. 
Larson, care Art Metal Construction Company, Jamestown, 
New York. This same letter was sent to the other steel 
manufacturers. 

Letter to Manufacturers. 

“My Dear Mr. Larson: As a result of a meeting which 
was held in Chicago on the 19th of January, I am writing 
you this letter. 

“Please find attached herewith for -your information 
copies of that meeting, copy of my letter to Mr. J. D. M. 














Phillips, secretary of the National Association of Steel 
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Furniture Manufacturers, copy of his reply, and copy of 
resolution passed by the Pacific Northwest Stationers’ As- 


sociation of Portland, Ore 


“Now, Mr kindly 
having a meeting in Washington with the other steel manu- 


Larson, will you seriously consider 


facturers, and permitting Mr. Ivan Allen, of the Ivan Allen 
Marshall Company, and myself to present to you in an in- 
formal way all the data that we possess on this subject? 

this same letter to the following gentle 


“IT am writing 


men in the steel industry 
“Mr. W. D 


Foste Fe 


Grand Rapids, Michigan; Mr. W. H. 
Ohio; Mr. P. E 


Ide ma, 


Youngstown, Ryan, Cleveland, 


Ohio; Mr. L. C. Walker, Muskegon, Michigan; Mr. F. J 
Yawman, Rochester, New York; Mr. O. A. Wilkerson 
Avenel, New Jersey 

“At your earliest convenience, will you kindly use the 


enclosed stamped enve lope ind let me have a reply to this 


communication Yours very truly,” 
Between March 30 and May 26 I had a great deal of 
correspondence with these manufacturers, and the result 


four gentlemen approved of an in 
held in the Washington 
Mr. L. C. Walker, Muskegon, Mich.: Mr. W. H. Foster. 
Youngstown, Ohio; Mr. Frank C. Morse, Muskegon, Mich 
Mr. O. A. Wilkerson, Avenel, N. J 


The other four mat 


was that the following 


formal conference to be city of 


ufacturers, for various reasons, dis 


approved of this meeting. Therefore, after careful considera 


tion, and after having conferred with the other members ot 
following letter to each member 


eight 


my committee, I wrote the 
ot the commiuttec ind sent a copy ol this letter to the 


steel manufacturers 


“May 26, 1927 
efiort to pertect a con 


with Mr 


“Dear Sir: I have abandoned the 


ference with the steel manufacturers together 


Ivan Allen, of Atlanta, 
“I beg to advise my 
lack of 


Chicago on the 19th of January, I have been in constant 


and myself 


committee that this is through no 


effort on my part, for ever since our meeting in 


correspondence with the eight steel manufacturers, as well 


as the secretary of their association | have had a great 


deal of correspondence with all of them, and up to the 


present time, only four of these manufacturers have signi 


fied their approval and willingness to attend an informal 


conference where this subject of distribution might be dis 


cussed. 


“It is a disappointment to me not to be able to carry out 


the resolution that you gentlemen passed at our meeting 


held in Chicago, but unless we could have a meeting with 


all of these manufacturers present, I do not think that our 


committee could accomplish much good 


“For your information, and in order to complete your 


th whom I have been in 
Morse, Muskegon, 
Mich.; A. J. E. Lar 
Youngstown, Ohio 
Walker, Muskegon, 
Rochester, N. \ QO. A. Wilkerson 


utacturers wi 
constant <« Frank ( 

Mich.; W. D Grand Rapids, 
son, Jamestown, N. Y.; W. H. Foster 
Pr. J Ryan, Cleveland, Ohio: L. ¢ 

Mich.; F. J]. Yawman 
Avenel, N. J 


file, these are the mat 


orrespo!l aqence 


“Up to now the following four manufacturers have ap 
proved of the conference and stated that they would at- 
tend: O. A. Wilkers« Avenel, N. J.;: W. H. Foster, 
Youngstown, Ohi Frank C. Morse Muskegon, Mich 


a ( Walker M iskegon 


“The other four mat 


Mich 
ufacturers have declined for various 


reasons 


“I might also state for your information that Mr. J. D 
M. Phillips, secretary of the National Association of Steel 
Manufacturers wrote me stating that his association could 
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not permit Mr. Allen and me to appear before a meeting of 


their association on this subject 
this 


‘l am sending a copy of letter addressed to you 


gentlemen to each one of these steel manufacturers 
“I regret, as chairman of your committee, that our work 


has been so positively interrupted by the refusal of these 


manufacturers to discuss with us this very important sub 
ject that is of such paramount importance to the industry 
‘l see no need of this committee trying to function any 
further between now and convention time, and would like to 
have a letter from you instructing me to draw up my report 
as far as the work has gone, however incomplete it may be 
“Trusting this action on my part will meet with your ap 
awaiting your reply, I 


proval, and remain, 


“Yours very truly, Chairman.’ 


Status of Manufacturers’ Branches 


From all the information that we can gather through cor 
respondence and personal contact, we find that these na 
tional contracts are made by branch stores operated by 
manutacturers Therefore, as the steel manufacturers are 
the only ones operating branch stores, to our knowledge 
we naturally believe that these national contracts are made 
yy the mannfacturers through these branch stores located 
in the large cities of our country, and so for this reas 
your committee has naturally centered its activities on the 
tee manutacturers 


We regret that these manutacturers t othce equipment 
dk ot seem t realize the importance of their distributors 
rom surveys that we have had made, we learn that no one 


steel manutacturers could exist through the 


isiness obtained by their branch stores Is it not, thers 


fore, very evident that the distributor or dealer is an im 


portant factor in the 


industry, and should so be recognized 


and consulted when matters of distribution, such as we are 
now dealing with, are contemplated? 


Whereas vour chairman feels that our committee has not 


accomplished very much, still we know that a great deal of 


publicity has been given to this most important subject, and 


through our very energetic and efficient president, Mr. W 


Neill Stewart, this message has been carried from coast to 


coast, and from Canada to the gulf 


A resolution disapproving of this method of distribution 


by the manufacturers as contracted by them through their 


branch stores was unanimously passed at the following 


regional meetings of the National Association of Stationers, 
Manufacturers 


Mass., February 14, 


Office Outfitters and 
District No. 1, 


1927; District 


Boston 


No. 3, Philadelphia, Penna., February 17, 1927; District No 
4, Memphis, Tenn., May 5 and 6, 1927; District No. 5, 


Cleveland, Ohio, May 3, 1927; District No. 6, Chicago, IIL, 
March 18, 1927; District No. 7, St. Paul, Minn., June 29 and 
1927: District No. 8, Kansas Citv, Mo., March 23, 1927: 
District No. 9, San Antonio, March 29, 1927; Dis 
trict No. 9, Dallas, March 30, 1927: District No. 10 
Colo., March 25, 1927; District No. 12, Fran- 
cisco, Calif., June 16 and 17, 1927; Annual Meeting of the 
Northwest Association Seattle, Wash 


+) 
Texas, 
ré Xas, 


san 


Stationers’ 


reso S passed i est al sca et Sec Ss 
should carry a real message to the manufacturers, and 
=} ld impress on the 1 how niversallv this met] 1o 
listribution is frowned upor by their distributors 


turers e« se we believe that they ive not nsidered 
the matter from the standpoint of the dealers, and, further- 
more, from the advancement and interest of the industry as 
i whole Unless the manufacturers will co-operate and 


take into their confidence their distributors, I see nothing 


irther that this committee can do, nor can I recommend 











ue 
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that the chairman of the commercial furniture 


division appoint another committee to carry on this work. 


incoming 


However, in closing, | wish to say that if there is any 
possible chance for this most harmful and detrimental prac- 
tice to be eliminated, I sincerely hope and recommend, as 
your chairman, that another committee be appointed. 

I want to thank each committee for the assist- 
ance that they have given me, and I also want to thank our 


that he 


one of my 


honorable president for the work has done to cor- 
this existing evil 
Very respectfully submitted, 
Committee: IVAN ALLEN, Atlanta, Georgia. 
1 A. WAGNER, Baltimore, Md; B. C. McCOY, Birming- 
ham, Ala.; H. B. MCMASTER, Jamestown, N. Y.; CARL 


S. LEOPOLD, lowa; F. H. WESTLAKE, 


rect 


Burlington, 


Bedford, Ohio; J. OGDEN PIERSON, Chairman, New 
Orleans, La 
October 10, 1927 
Discussion on Effects of National Contracts 
MR. THOM: Now, Mr. Chairman, | want to tell you 


the effect of this kind competition that the dealers are 


suffering trom my territory As a result steel cabinet 
manufacturers who maintain local offices and who are dis- 
tributors of both wood desks and chairs, they dispose of 


the wood desks and chairs in competition with the local 


] 


dealer at prices the local dealer cannot compete with, and 


they sell that commodity at a very low price in order to 


promote the sale of their own product on which they do 


make a profit; and the dealers in our locality are suffering 


to such an extent that one of our largest stores is now 
going out of the business. They are going out of the sta- 
tionery and office furniture business entirely, and are going 
to devote their entire time to the printing business. There 


is another large furniture dealer, the oldest one in the city 


of Detroit, who has been a large dealer in office furniture 


for pretty nearly forty years, who is going out of the office 
furniture business and is going to devote his efforts to the 


selling of vault equipment and safes. This method of dis- 


tributing office furniture through the steel furniture manu- 


facturers who operate their own branches in large cities is 


this business 


detrimental to 
LITTLE 


it included in the 


\ motion is in order to accept this report 


MR 


and have minutes of the meeting. 





(Such a motion was made by Mr. Carter, duly seconded 
and carried.) 

MR. LITTLE: Gentlemen, I happen to know just how 
much work this committee has done. They have been un- 
tiring in their efforts, they have spent their own money, and 
I would like to see a vote of thanks extended to Chairman 
Pierson and his committee for the work they have done on 





this subject. 

(On motion of Mr. Carter, duly seconded, a rising vote 
of thanks was extended to the committee.) 

MR. LITTLE: Now, gentlemen, what is your desire 
about continuing such a committee? 

MR. PIERCE: Mr. Chairman, it seems to me the com- 
mittee should be continued. I will so move. 

(Motion seconded, and carried.) 

MR. LITTLE: Several years ago at the Cincinnati con- 
vention, Mr. Byers came into the manufacturers’ conference 
and made a most marvellous address on the subject of re- 
sponsibility. When it came to making up the program this 
vear I asked Mr. Byers if he would not pass along a similar 
thought at this conference, and he has very kindly con- 
sented to do so, and I am very glad at this time to present 
Mr. Byers to you. (Applause.) 

(Mr. Byers then gave a brief talk on the subject referred 
to.) 

MR. LITTLE: We have a resolution here that I referred 
to in my report, which I would like to read for your con- 
sideration 

It is the sense of this meeting that the commercial 
furniture industry can be developed and brought to a 
higher standard through the medium of co-operative 
advertising, and in order to determine whether or not 
funds can be secured for this purpose, the incoming 
chairman of this division is directed to appoint a com- 
mittee composed of three manufacturers and two dealers 
to investigate and determine whether or not funds can 
be raised to conduct a three-year advertising program. 

If you are in favor of a resolution of that kind, will you 
move its adoption? 

MR. MITCHELL: 
committee? 

MR. LITTLE: Yes. 

MR. MITCHELL: 


(Motion duly seconded and carried.) 


Is that the recommendation of this 


I move its adoption. 

















MAIN ENTRANCE OF THE STOCK PAVILION, 
Stock Show Big Feature of ‘Great Central Market 
ning it with the story The Great Central Market 


Week" on 


UNION STOCK YARDS, CHICAGO, 
page 268 
Week" is an important event for merchants of the Mississippi Valley. 


This 


picture illustrates the article, 
was received too late to permit 


run- 
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THE RESOLUTIONS 

The ¢ ' i s. |. Owd P ( sirman: Sidney | Francis H. McChesney, W. W. Carp r,E.H. Se and J. S. Spr 
present “ Z j and am By-Laws which wer th convent 

| PRESIDI TS REPORT The R j Comm ated that it had given <« attention to the recommendations of President Stewart on 
the orga stion he prop trade rela wnittes In view of the fact that tl m f Association at pr wt is insufficient admit of 
ncreasing ’ ve machinery } t wummended that Mr. Stewart giv he subject furth nvestigat 1. and submit a report at the next annual 
meeting, embodying perhaps in more concre r uggestions a how th bject can | accomplished with ¢ least addition to the financial burdens 

fthe A cia 

2» SECRETARY'S REPORT RESOLVED That the men r f Na al Associa Stationers, Office Outfitters and Manufacturers are 
urge procure fron i leral Trade ¢ mm n, Washington, D. ¢ a I lire issucd Commission on th ubject f Standar r resale Price 
Legislation, and tha ) wer th yuer forth in that qu mnaire fu : ta y, t } end that the said ( mmi mmay be placed in possession 
of the broace > bie information on thus abjec indi that a f f thus re u be forwarded all local Associat for the prompt attention f their 
member 

+ REPORT OF COMMITTEE ON AMENDMENTS TO BY-LAWS From tl repor f the comm e having charg f the suggested 
amendment he t aw Resolution Committee recommended tt following chang: 

ARTICLE Ill Annual Meeting: Sex 4 Amend the paragraph to read as f w Sx n4 To fa ate he transa n of the business of 
the Associa 1 at it annual meeting n may be held by the retail dealers, wh : jlealers, manufacturers and field members prior to the joint 
sessions whi } the ar al re Zz ™ 

Amend the third paragraph of th ad as follow In like manner e wl a alers and reta lealers may meet in confer e, and their 
respective recommenda hall take th um ir in all respects as above in at 

Add a Ww paeragrap! Sex 4 of Ar Ill, reading as f w I ke ma t fi memb iy m rere and the Fourth 
Vice-Presider hall t uf wn ol the m 4 

ARTICLE ITV Men r re) The R iti Comm t nmende i gg i ndme Art al le fe to the 
view cxpress ‘ ai Manager 

ARTICLE \ Du Sex nl On fir sentence so that Sex nl of Ar all read: “The du ng the annua 
meeting and sul u t hall be paya 1 advance for one year from date of application and annual thereat t am at 

The Comm e for rea sted in connection with Article [V does not recommend the amenim Se 1 3 Art V, an 1 deference t he 
voluntary act ak marnutacturer ference held in connection wit! ‘ ention on © ber 11 ling ra intar rea n the due 
of manufacturing he Committ recommended the amendment of Sex 4 of Ar Vt changing tl “Wu $50.00 $60 00 hat the 
Sex m shall rea i? : a! dues of manufacturers shall be $600.00 

ARTICLE VII (Officers, Board of Goverr and Executive Committee x l am j read The ficer f th A ation all be a 
President, four \ Pr a Secretar a Treasurer, the officers specified in the next ar any members of the Boar {G rnors 

The President sha ulwa be on wh « usiness is largely of a retail character The | Vice-President ; be a manutacturer The Second 
Vice-President sha { ‘ awh aler or j ing stationer The Third V President ill b me whose busine arg { a retail character 
The Fourth Vice-President shall be a field member the Association 

ARTICLE VIII Du f the President and Other Officer Sect 2 Insert a new paragraph at the end nm as at present constituted 
read as follow The Fourth Vice-Presid he Association shall preside at all iferer« icld members wh are held as part th annual mee gs 
of the Associati und report any recommendations which may be made at i ’ rer nnual m ng he A ciation 

Sex < ew Section 5 and tl w Sex 6 is be added wh hall read a low 

Section ¢ Th uncial accoun t I ssurer and ofthe G ral Manager shall be au i annually a r public a inta at th atest 
practicabi« ate prior nm annual meeting, and tl port of such audit shall be pr nte iS Par proceeding eax : jal me ng 

Sec Vil Amen read as f " 

The Pr ll ha Ve Pow ap a Bud Committee of which tl Treasurer : a member, and such oth n : h 
udgment ‘ r Associatior : cate from time to time 

ARTICLE XII ( nm n ’ Entertainment at Annual M ing S Amend n ad as f “ 

Sex The I hall app s committee of thr »f which a member Execu Comm e sha : } 4irma . ity 
shall be re md invita ms for t? piace ' Xt ar ai rT ng amc anJl rep : ms f f msidera 
tion of the Ex Comm ¢ on or prior Mar fir K ar 

Section 4. Uniform S Catalogs 

RESOLVED That the member f the Na al Associat “ta fT © wd Manufactur » ar < assem th 
thirteenth day f Oct 92 hereby heart endors kd urge : om ; : i it at nr ar ffice ft if : lipmen ms 
of a standard 1 1x8} catalog or catalog sheet, with a binding margin of 1} inch 1 n itha il wh m ' ling Tt pian ¢ 
include al! advert na matter iby sa nen in connection with catalog 

R ; ubmitte 
SIDNEY J. BURGOYNI FRANCIS H. McCHESNEY W. W. CARPENTER 
E. H. SELL, }.S.SPROTT, J}. OGDEN PIERSON, 
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Stationers Hold Remarkable Meeting in Boston 


Twenty-second Annual Convention, National Association of Stationers, Office Outfitters and 
Manufacturers Held at Statler Hotel, Boston, October 10 to 13 Inclusive, Marks High Tide of 


Interest 


GENERAL impression of an event so successful, 
fruitful and well attended as the Boston convention 
is hard to convey in a few words. Probably in fea 
tures of real interest and value to those attending and to 
the industry generally, the Boston Convention stands su 
preme. This success resulted directly from the intelligent 
labor put into the preparations for the event, the faithful 
and able performance of those in charge, and the lively 
participation of everyone attending; and finally and by no 
means least among the success factors was the hospitality 
of Boston and such parts of New England outside of Bos 
ton with which visitors came in contact The whole big 
convention bubbled with energy and activity which was 
each day manifest in a dozen different and interesting direc 
tions Nothing less than a numerous staff of men could 
have covered fully the many events, each worthy of greater 
lescriptive and reportorial ability than the writer possesses 
Usually figures are cold. Here, however, are some which 
suggest more good numbers to those who have attended 
previous national conventions: The total registered attend 
ance oft all classes was 564 T here were 119 dealers; 114 
manufacturers; 16 associate members; 28 held members; 
five associate dealers; one affliated member; three trade 
publications; one hundred forty-seven visitors; two paid offi- 
ers: one hundred twenty-four ladies and five non-resident 
sitors 
Every class of membership was well represented and 
every section of the country sent someone able to voice the 
views of his fellow stationers in the part of the country 


from whence he came 


When the final curtain closed the scene very early Friday 
morning after the dance orchestra had played “Good-Night 
Ladies,” there was a feeling of regret among all visitors 
that their stay in Boston had to end, for nowhere in all the 
land have people been more kind than in Boston; nowhere 


has hospitalitv rung a truer note: nowhere have old friends 


Large Attendance and Many Unusual and Interesting Features Mark the Meeting. 


been dearer and new ones more delightful Che writer is 
certain that in stating these impressions he but inade- 
quately echoes the opinions of others who came from north, 
south and west to be the guests of Boston—Boston the 
bountiful—Boston the rich and thriving—Boston of the 
warm heart and the open hand. Where everyone did his 
utmost to make the national convention successful and 
every visitor happy it would be invidious to mention names 
except in the natural unfoldment of the convention story 
First Day’s Session 

The session of Monday, October 10, had been thor 
oughly prepared for on the previous day, officers and com- 
mittees having held meetings for the final smoothing out 
of the work in order that the convention might accomplish 
the most in the least time possible. 

The convention was called to order in the Ballroom of 
the new Statler hotel at 1:30 p. m. on Monday by Charles 
P. Garvin, chairman of the convention committee. After 
the national anthem had been sung, Dr. Harold Major of 
the First Baptist Church of Boston pronounced the invoca- 
tion. The chairman next introduced M. D. Liming, secre 
tary of the Boston Chamber of Commerce, who presented 
the address of welcome. He assured delegates and visi 
tors that they had honored the city by choosing it as their 
place to meet. He said that whether the visitors knew the 
city or not, the convention would enable all to become 
better acquainted. He pointed out that few groups are so 
closely associated with trade and industry as the stationers 
He expressed the hope that the work of the convention 
would be done, but that a generous portion of the time 
might be saved for other things. He said that he hoped 
and believed that in return for what the convention brings 
to Boston, Boston may enable those who came from other 
sections to take away a better understanding of the city as 
a business community, as well as of Boston as a place of 


high historical associations - 
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TWO INDIVIDUALS AND SOME WHO MISSED THE BOAT No. 1. The bus which was late for the boat trip 

down Boston Harbor In the picture the readers will recognize Mr. and Mrs. C. C. Cobb, Toledo, Ohio; Mrs. 

F. ©. Dennis, Buffalo; Mrs. Wallace Lovett and Mrs. James T. Towhill of Boston; Mr. and Mrs. Uri Doolittle 
of Syracuse and several of the Canadian delegation. No. 2. Mr and Mrs. J. H. Hill of New York City. 


Boston hospitality, said the speaker, is sincere and stead a better fellow to work with. He referred to the work 
fast. As to Boston, the city, he said that only three metro that the president does for the Association and in conclu- 
politan districts of America have more people. He referred sion presented Mr. Stewart with a historic gavel and stand 
to Boston's air port, to its four thousand factories, to its made from the wood of the United States steamship, “Con- 


growing industrial output, its new buildings and many of stitution, ’—“Old_ Ironsides”’—which is being rebuilt at 
the other activities which go into the mak Charleston at this time. The set was auto- 
ing of a great city Che crowded streets graphed on the bottom by the officer who 


and terminals each morning bring down took it out. The wood is oak; it is hun- 


town 900,000 peopl So far this vear 744, dreds of years old and served a great pur- 


000 convention visitors have assembled in pose. The copper plates are also from the 


“Constitution.” On the front of the set is 


soston Mr. Liming referred to the shoe 


factories of the Bay State, to the unexcelled an inscription which reads—“W. Neill Stew- 


harbor whose tonnage has nearly doubled art—Presented by his many friends in the 
stationery industry at Boston on October 13, 
1927.” 

In responding President Stewart said that 
he accepted the beautiful token with a feel- 
ing of gratitude for what all of his friends 
in New England had done for him during 
the time he had served as president. He 


since 1915 He said in conclusion 

“You will See a city with more money, 
nore people and more business than it has 
ever had before You will see signs of the 
industrial diversification that is going on 
here You will see, for example, a great 
modern blast furnace Strange sight. New 
+} 


iron making! In spoke feelingly of his first reception in New 


short, | believe vou will find a growing cit) 


England skies lurid w 





England nearly a year ago and expressed 


proud of traditions, but dealing in modern wypp.Am F pAWSsoN, the hope that the gavel will mean as much 
realities and looking with abundant con Charles F. Dawson, Ltd in the affairs of the organization § as 
Montreal, Canada Governor : : : 
dence to the future: and so it is with mixed District No. 13 “Old Ironsides” meant in the affairs of 
feelings, all of them pleasant, that I wel America. 
ome you. May your stay be pleasant and profitable and Following his preliminary remarks, President Stewart 
may vou come again soon.” presented Herbert R. Marsh, general secretary of the Sta- 
Following the address of welcome, Mr. Garvin intro tioners’ Association of the United Kingdom, London, Eng- 
duced President W. Neill Stewart with the comment that land, and referred to the many kindnesses he had accorded 
he had never worked with a man who was a better boss or American stationers who have visited the other side and to 





HALF A DOZEN PEOPLE PROMINENT AT THE CONVENTION No. 1 Mrs. Fred O. Dennis, Buffalo, N. Y. 
No. 2 Mr. and Mrs. Sam Iseman of Richmond, Va No. 3 Miss Frances E. Johnson of Chicago and Miss R 
M. Madden of the Add—-A-Unit Partition Company, Chicago No. 4 Millington Lockwood of Buffaloy N. Y. 
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his high standing in the stationery industry in Great Britain 
Mr. Marsh was greeted with great applause, and his re 
sponse, which was enthusiastically received, appears in full 
on another page 

Mr. Marsh's remarks were 
report, which was received and referred to the Resolutions 


followed by the President's 
This report is presented with others in full on 

On motion of Mr. Lockwood, seconded by 
Mr. Brooks, account 1926 annual meeting as 
printed in the National News of November, 


1926, was accepted as the minutes of the last annual meet 


Committee 
another page 


the of the 


’ Association 











S. Sprott, General Fireproofing Co., Youngstown, 
Ogden Pierson, Dameron-Pierson Company, New 


Ohio; J. 
Ohio; J 
Orleans, Louisiana 
Other committees were likewise appointed as follows 
Necrology Richard B. Carter, The Carter's 


Ink Company, Boston, Mass 


Committee. 


Budget Committee.—-Chas. L. Mitchell, chairman, Crane 
& Company, Topeka, Kansas; Frank Towne, National 
Blank Book Co., Holyoke, Mass.; Eberhard Faber, Brook 
lyn, N. Y.; C. C. Cobb, Conklin Pen Co., Toledo, Ohio; 


Ivan Allen, Ivan Allen-Marshall Co., Atlanta, Ga 


ing Special Delegation—Mr. Marsh—Eberhard Faber, chair 
Next followed the report of the secretary, Mortimer W man; Chas. L. Mitchell, Wm. F. Dawson, W. J. Chaplin 
Byers, presented elsewhere in full. This report was referred Reports were received from the treasurer, Charles D. 
to the Resolutions Committee At this point President Brewer of New York City, which was: received and filed, 
HANDS ACROSS THE SEA No. 1. Waldo H. Rice, Boston; Herbert R. Marsh, London; Samuel Groom, Bos 
ton; W. J. Chaplin, L. KE. Waterman Company. Boston; P. H. Barringer of Eberhard Faber, New York No. 2 
Herbert R. Marsh and Charles L. Mitchell pledging friendship No. 3. C. C. Carpenter, Herbert R. Marsh and 
Charlies L. Mitchell No. 4. C \ H. Thom, Detroit Eberhard Faber, New York, and Herbert Marsh 
Stewart appointed Wilham H. Greenleaf of the Carter's and from the general manager, Fletcher B. Gibbs, of Chi 
Ink Company, chairman of the Minute Men’s Committee, cago, to be incorporated in the minutes of the meeting. 
as the first sergeant-at-arms and each member of his com [The President next requested Mr. Garvin, chairman of 
mittee as assistant sergeant-at-arms Che following nomi the convention committee, to introduce Roger W. Babson, 


committee was then appointed to nominate officers 


nating 
for the ensuing year 


in O 
Antonio, 
Co., 
Crucible Co., 
ory, Maver & 
Wilson-Jones Company, Chicago, Illinois; 
Yawman and Erbe Mig. Co 
Massachusetts 


chairman Antonio Printing Co., San 
Texas; Wm. Henry Brooks, W. F. Murphy & 
Philadelphia, Pa.; Herman Price, Joseph Dixon 
Jersey City, N. J \. H. Thom, Greg- 
Detroit, Michigan; C. C. Carpenter, 
Harvey P. Rock 
N. } Ralph 


Clegg, San 
sons 
Chas. 
Thom, 
well Rochester 


Bauer, Lynn 


President Stewart then appointed the Committee on 
Resolutions, as follows 

Sidney J. Burgoyne, chairman, Philadelphia, Pa.;, Mr. 
George Grimes, Grimes-Stassforth Co., Los ‘Angeles, 
Calit.; Francis H. McChesney, Hall & McChesney, Syra- 
cuse, N. Y.; W. W. S. Carpenter, Sanford Mfg. Company, 
Chicago, Ill; E. H. Sell, E. H. Sell Company, Colmbus, 


the distinguished business expert. Mr. Garvin introduced 
Mr. Babson as the man who really founded business phil 
osophy. He was presented as a man known to everyone 
on the floor. Mr. Babson’s remarks are presented as given 
elsewhere 
At the conclusion of the speech the convention gave Mr 
Babson a rising vote of thanks 
Mitchell 
to the 


at 


L 


visit 


The president next introduced Mr. Charles 
regarding 
Stationers’ Association 


Mr. Mitchell's 


remarks his 
British 


of 


some 
the 
London, The 
to be found on another page 

Following Mr. Mitchell's report the chair requested Mr 
introduce the speaker, Joe Mitchell 
Seymour introduced Mr. Chapple as an old 


who presented 


recent meeting of 
England text remarks is 


to next 


Chapple. Mr 
friend who had a peculiar faculty for understanding human 


Seymour 


nature, for inspiring confidence, making people better citi 
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zens and of recognizing more and more their responsibility 
to their business and their country. Mr. Chaplin's remarks 
are given elsewhere in this issue 

After a few remarks in acknowledgement of Mr. Chap- 
ple’s address, the president introduced the chairman of the 
By-Laws Committee, Fred P. Seymour, whose report is 
reviewed substantially in the report of the Resolutions 
Committee presented at the head of this account. The 
report was received and referred to the Committee on Reso- 
lutions The report of the auditor was presented by 
Secretary Byers That report is also presented on another 
page 


Session of Tuesday Morning, October 11 


The convention was called to order by President Stewart 
at 9:40 a. m Che president introduced the chairman of the 
Research Committee, Fred P. Seymour, who thereupon 
made his report of the survey made by the Harvard Bureau 

Business Research his report is given elsewhere in 


ull The chairman stated that a limited number of the 





paaifiinis 


—* S v. 








parlors A, B and C. These were the only divisional meet- 
ings held during the convention. 

The following day was devoted to round table meetings 
which will be reported in the next few pages. 


Conference of Retailers, Wholesalers and Furniture Dealers, 
October 11, 1927 


The conference of Retailers, Wholesalers and Furniture 
Dealers was presided over by Woodson P. Waddy, third 
vice-president. The first report to be presented was that 
of Mr. Waddy h'mself. This report is presented elsewhere. 
It was followed by a report from B. A. Tuttle of South 
Bend, Indiana, on Uniform Sized Catalogues. This report 
also appears elsewhere. 

An article on the “Standardized Catalogue Binder and 
Its Advantages,” by W. B. Wooley, Secretary National 
Trade Extension Bureau, originally published in “The Sam- 
ple Case,” was also given. 

There was also an article read on “How and When to 
Use the Loose Leaf Catalogue.” 


a the ha oe emt roe | 


NINE MEN ALL OF WHOM WERE LEADERS IN CONVENTION ACTIVITIES.—No. 1. Richard B. Carter, president, The 


Carter's Ink Company No. 2. Left to right Charles P. Garvin, 


F. S. Webster Company; W. Neill Stewart, Stewart Office Sup 


ply Company: Eberhard Faber: L. B. Clegg, San Antonio Printing Company; Fred P. Seymour, Horder’s, Inc.; Ivan Allen, Ivan 


Allen—Marshall Company and E. Clifton Wilson of the Wilson 


every event going on schedule time The Minute Men were 27 


Stationery and Printing Company No. 3. William H. Greenleaf 
f The Carter's Ink Company, head of the Minute Men who did 


so much to smooth the activities of the convention and kept 


in number, including the chairman himself. All these men were 


prominent and well known and every man was a worker 


inted Research Reports were delivered to the convention, 
ne copy to be delivered to each subscriber to the original 
financing fund. If there were any reports then lett they 
might be purchased from the committee at $7.00 per copy 

On motion the report of Mr. Seymour was received and 
referred to the Resolutions Committee. Mr. Seymour was 
then requested to present Dr. Malcolm P. McNair of the 
School of Business Administration, Harvard Univers‘ty 
Mr. Seymour said that Dr. McNair had been a wonderful 
aid in working with the committee and helping to consum 
mate the plan that the majority of the Association wished 
to have undertaken. Dr. McNair and his organization have 
completed this work and he has taken time from his regu 
lar work at Harvard to give a few sidelights to the con 
ventionites resulting from the research work 

Dr. McNair was received with applause and presented a 
nost interesting address, given in full on another page 

At the conclusion of Dr. McNa‘r’s address the conventior 


retired ‘ . ¢ ¢} thre livisional meetings held . 
ed i once oO the ec aqaivisiona meeting 1¢€i¢ if 


This completed the business of this session. 
Field Members Conference 

The field members held a lively conference in parlor C on 
Tuesday forenoon under the direction of H. B. Elmer, sales 
manager of the house of Eberhard Faber, and chairman of 
the Field Division. Mr. Elmer presented a report on the 
progress which the Field Division has made during the 
year in getting new members and supporting the activities 
of the National Association. He referred particularly to 
the fine work which the Southern Travelers are doing under 
the leadership of their founder and president, Roy Simpson, 
of the Sanford Manufacturing Company of Chicago. He 
referred also in a complimentary vein to the cooperation 
he has received from the Mid-West Travelers, the North- 
west Travelers and the Texas Travelers. 

Official announcement was made of the creation of the 
office of fourth vice-president of the National Association, 
the new officer to preside over the meetings of the Field 
Division 
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Wilson-Jones Company, 





activity of the Field Division. Statements were also made 
by C. C. Shee of the Oakville-American Pin Division of the 
Scovill Manufacturing Company, and by James O. Hobart 
+} 


of the Boston office of Eberhard Faber, who said that steps 


are being taken to form a travelers’ club in Boston 

At the conclusion of the meeting, Mr. Elmer was given a 
rising vote of thanks for his efhcient administration and 
earnest efforts during the year. 

[The manufacturers’ conference held on the morning ot 
Tuesday following the General Session was fully reported 


by E. S. Towne, and appears on another page 
Afternoon Session General Convention 

[The meeting was called to order by President Stewart at 
2:15 p. m Mr. Seymour was requested to present the 
principal speaker of the afternoon and accordingly intro 
duced Chester Leasure, associate editor of “Nation’s Busi 
ness.” It had been planned to have the editor of that pub- 
lication, Merle Thorpe, present the address, but Mr 
CThorpe’s duties prevented him from coming, and Mr. Leas 
ure at the last moment accepted the invitation by telegram 
Mr. Leasure spoke on the subject, “This Business of Get- 
ting Together.” He was received with much applause, and 
his speech was thoroughly enjoyed. His remarks will be 
found in full on another page 

Chis address was followed by an address by Samuel S. 
Rosendorff of the Stamp Manufacturers’ Association, who 
outlined in an interesting way certatn ideas of cooperation 
and told of the work of the International Stamp Manutfac- 
turers’ Association, of which he is an ardent member. Mr. 
Rosendorff’s remarks are presented in tull in the present 
ssue Chey were followed by the report of E. S. Towne 
on the Manutacturers’ Conterence At the conclusion of 
Mr. Towne’s remarks the secretary suggested that the 


action of the manufacturers in volunteering to accept an 


increase in manutacturers’ dues probably ought to be re- 
ferred to the Committee on Resolutions so that a proposed 
amendment to the by-laws might be reported This was 
accordingly done 

The secretary next submitted for Mr. Waddy a copy of 
a resolution adopted by the Dealers’ Conference after lis- 
tening to the report of Mr. Tuttle on the subject of uniform 
catalogues. This resolution appears substantially as given 
in the report of the Resolutions Committee at the head of 
the present article 

At this poimt the president turned the meeting over to 
Edward L. Little, Chairman of the Commercial Furniture 


Division, who presented the report of the executive com 


mittee of that division [his report appears in full else 
where rhe report was accepted and made a part ot the 
record 

Mr. Little next introduced Alvin E. Dodd of the U. §S 


Chamber of Commerce who spoke on “Facing the Facts in 


Distribution.” The interesting speech of Mr. Dodd will be 
found under an appropriate head in later columns. The 
address of Mr. Dodd was intently listened to and heartily 
ipplauded. It was followed by a vigorous speech by Carl 
M. Schutz, sales manager of the Browne-Morse Company, 
Muskegon, Michigan, governor of District No. 5 Mr 
Schutz spoke on “A Better Commercial Furniture Indus 
try.”’ His address 1s also given elsewhere 

At this pomt Chairman Little appointed a nominating 

mimiittee§ te nominate the executive committec for the 
Commercial Furniture Division for the next year He 


pointed Carl Schutz, Ed. Sell and ,erry Sprott 
Che chairman next introduced J. Ogden Pierson of New 


Orleans, chairman of the special committee appointed at 


the Washington conference on the subject of “National 


Contracts.” He complimented the committee on its indus 


try and conscientiousness, each member coming to Chi- 


cago at his own expense and charging the association 
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nothing in connection with its work. Mr. Pierson’s report 
is given in later pages. 

After some remarks by Mr. Thom of Detroit a motion 
was made and carried to accept the report and include it 
in the minutes of the meeting. On motion of Mr. Carter, 


duly seconded, a rising vot 


e of thanks was extended to the 
committee 

committee be 
This 


Byers of New 


Hartford moved that the 


continued [The motion was seconded and carried. 


Mr Pierce of 


was followed by a brief talk by Secretary 


York on the 


resolution was then read and adopted: 


subject of “Responsibility.” The following 

“It is the sense of this meeting that the Commercial Fur- 
niture industry can be developed and brought to a higher 
standard through the medium of co-operative advertising, 
and in order to determine whether or not funds can be 
secured for this purpose, the incoming chairman of this 
Division is directed to appoint a committee composed of 
three manufacturers and two dealers to investigate and de- 
termine whether or not funds can be raised to conduct a 
three year advertising program.” 

Passage of the above resolution was followed by the re- 
port of the nominating committee which presented as mem 
bers of the executive committee of the Furniture Division 
for the ensuing year the following: 

Ralph S. Russell, Doten-Dunton Desk Company, Cam- 
Mass., Wittstein, Globe-Wernicke 
Company, Cincinnati, Ohio; B. A. Tuttle, The Tuttle Cor- 
David 


Equipment Company, Co- 


bridge, chairman; A. H 


poration, South Bend, Indiana; McConnaughey; 


William R. Diehl, Diehl Office 


lumbus, Ohio 


Che report was duly accepted and on motion the nomi- 


nations were closed and the gentlemen nominated in the 


report were chosen as members of the executive committee 


of the Commercial Furniture Division for the ensuing vear 


Chis concluded the business of the session and of the day. 


Third Day’s Session 


Wednesday's session of the 


convention was devoted to 


round table conterences which were very effective in pro 


moting a change of ideas According to Fred P. Sey 
mour, chairman of the program committee, the round 
table idea was an unqualifed success Che conterences 


caused many old-time stationers to get on their feet and 


express their views who had se:dom done so betore 


[There were four conferences starting from 9:30 a. m 


and each of the four rooms was filled every minute until 


the close of the conferences late in the day 
In all four of the conferences much time was devoted 
to the subject of buying and stock control and to the work 
of the Harvard Bureau of Business Research 
Round Table 1 
Georgian room of the Statler 


Woodson P. Waddy, as 


Irwin, governor of regional dis 


This conference met in the 
otel. It was presided over by 
chairman and Francis B 


trict No. 3. as vice chairman Five dealers’ commodity 


reports were read before this conference. These included 
report of the committee on paper and envelopes, G. P. 
chairman; social stationery, William M. Davis, 
pencils, W. ¢ 


fountain pens and mechanical pencils, Francis K 


( ampbe ll, 
Northern, chairman; 
Adams, 
Bayless, 


Throughout the session there was lively dis 


chairman; pens and 


chairman; leather goods and novelties, O. G 


chairman 


cussion of these reports, practically everyone present 


participating in the debates. The chairman led the round 


table discussion on “National Index.” Then came “Man- 


Financing,” taken up under the leadership 


Stewart of Trenton, N. J. 


agement and 
of William N. 

This completed the work of the session up to luncheon 
time 


In the afternoon the subject of “Personnel” was the first 





MORE WHEEL HORSES.—No. 4. Kenneth Gallien, Al- 
hany, N. Y.; Ben Okin, Wilson—Jones Company; A. Pomer- 
antz. Philadelphia; R. C. Macke, Wilson—Jones. No. 5. A. H. 
Longenecker, The Diebold Safe & Lock Company; F. Y. 
Brown, P. Derby & Company; J. O. Davenport, Orpin Desk 
Company; Joseph P. Healey, Ault & Wiborg Company; Fred 
Fenne. Van Dorn Iron Works Company, in informal converse. 
No. 6. F. Y. Brown of P. Derby & Company; Robert Gillette, 
Hampshire Paper Company, and Percy W. Brockman of P. 
Derby & Company, who has just thought of a wonderful joke. 


to be taken up, the discussion being led by George E. 
Damon of Boston. Charles A. Stott of Washington, ca; Gos 
took the lead in discussing “Buying and Stock Control.” 
This is a which has been of foremost interest 
throughout the year. K. E. Castle of Chicago presented 
some informative charts on buying and stock control, and 
it appeared that everyone of the dealers present partici- 


subject 


pated in the discussions. - 
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No. 1 A. H. Barkerding, Mittag & Volger, Inc No, 2 

about to sample the only available liquid refreshment at 

Boston office No. 4. Charles D. Brewer, New York City 
Company, Chicag ind T. Harris Keon, United States 

ingtor who headed 
he subject oT! Selling’ was presented by Samuel Iss 
man of Richmond, Virginia [he discussion of “Retailing 
Problems” brought out warm arguments on many phases 
of the subject Che discussion was led by A. A. Pomer 
antz of Philadelphia Charles | Mitchell introduced the 
subject of the Harvard Bureau research work and carried 


the group with him on the idea of keeping up this valuabk 


work 

In addition to the reports mentioned above the char 
man of the Manufacturers’ Committee on Paper and En 
velopes, Mr. Fay, read the Manufacturers’ Committee re 
port. Mr. Irwin read the Manufacturers’ report on Social 
Stationery, and the Manufacturers’ report on Pens and 
Pencils was also read 

Round Table No. 2 

Ivan Allen presided over this grou The session was 
held in the ballroom foyer and the meeting was charac 
terized by keen interest and many valuable suggestions 
the dealers participating freely in the discussions. rhe 
following reports were read Blank books, William N 
Stewart; numbering machines and rubber stamp goods 
Ray Frost, chairman; miscellaneous items, C. W. Honey 
well, chairman; steel and copper plate engraving, Hugo 
Sauer Each report was discussed with interest Ivan 
Allen read the discussion on the “National Index.” Since 
Mr. Al'en is the originator of the plan, the subject was 
taken up in great detail 

Rowland A. Waltz of Spokane, Washington, led the 
discussion on “Management and Financing,” which was the 


} »? 


‘ ; ‘ 
nal discussion before luncheon 


Leonard Baer of Canton, and H W Martin of Chicago 
Wayside In Ni 3 UW. OC. Witte Mittag & Volger 
No. & Sidney Collins Automatic Pencil Sharpener 
Pencil Company Philadelphia Ne §. James K Arm 
the golf committec 
[The afternoon session was devoted to the discussion of 
‘Store Arrangement” under the direction of Alvin B. Rob- 
erson, Wilmington, Delaware Among the features of this 


resentation was a number of fine photographs and plans 


' 
' 


tor store arrangement 

George W. Grimes of Los Angeles, California, led the 
discussion on “Personnel.” 

During the afternoon session an innovation was made 
permitting Round Tables Two and Four to meet together 


for a feature discussion of “Buying and Stock Control,” 
under the joimt leadership of Waldo H. Rice of Boston 
and Carl M. Schutz of Muskegon, Michigan Unusual 
interest was manifested in this discussion, and a growing 
understanding of its details were evidenced 

Following the foregoing, Round Table Two continued its 


subject of “Selling” was presented under 


leadership of J. F. Molloy, Meriden, ( 
and Window Display 


program and the 


th 


the onnecticut 


“Advertising was the subject next 


discussed, led by Arthur J. Walker of. Minneapolis, Min 
nesota 
B. E. Sanford of Ithaca, New York, led the discussion 


Antonio, 
work thgse 


work alre ady 


and L. B 


Harvard 


on “Retailing Problems” Clegg of San 


the Bureau research 


Texas, outlined 


present adding their stamp of approval to the 


done 

The following manufacturers’ committee reports wer 
read at this session Blank books report, read by William 
N. Stewart; manufacturers’ report on blank books was 
read by Mr. Towne; manufacturers’ report on numbering 
machines and rubber stamp goods, by Mr lice: miscel 
laneous items by James Armington 
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Round Table 3 
This group met in Parlor A under the chairmanship of 
Horder, of Chicago, and the vice-chairman, James 
Boston The 


Dealers’ report on blue print 


Harry G 
r. Towhill ot following reports were read 
paper, drawing and artist 
naterial, B. E. Sanford, chairman; carbon paper and inked 


Wilham 


greeting cards, G. T. Buchanan, chairman; dealers’ com 


ribbons, Schmiederer, chairman; dealers’ 


rept yrt 


mittee on hardware and glassware, J. Thomas Hill, chair 


man; dealers’ committee report on inks and adhesives, 
Willis H. Brownville, chairman. 


hardware and glassware was also read 


Manufacturers’ report on 


Each of the foregoing reports aroused lively discussion 


and keen interest was manifested on the part of everyone 


in attendance Mr. Horder led the discussion on “Manage 
ment and Financing.’ 

In the afternoon Frank Welsh of Philadelphia presented 
Arrangement” and led the discus 


John M. Ward of New York 
Modene of Chicago led the 


e subject of “Store 
sion He was followed by 
City on “Personnel Oscar 


| 


discussion on “Buying and Stock Control.” Many dealers 


session closed 
John Y 
Display,” by 


gave interesting personal experiences The 
with the following discussions “Selling,” by 


Bailey of Boston; “Advertising and Window 


Charles L. Mitchell of Topeka, Kansas; “Retailing Prob 
lem,’ led by James T. Towhill of Boston, and the discus 
sion of the Harvard Research report led Charles D 


Brewer of New York 
Round Table 4 
Che Commercial Furniture Division met at Round 


\ 4 parlor ( The session was presided over by 


Little, chairman of the Division, and Carl M. 
Schutz, governor of Regional District No. 5. 


Edward L 


Che :ollowing reports from Dealers’ Commodity Commit- 
office chairs, C. J. Nachtigal, 
A. Netzhammer, chairman; 
filing cabinets and steel equipment, B. J. Bristol, chairman; 
fling Charles M. Marshall, chairman; 
metal safes and safe cabinets, Charles V. Sinisgalli, chair- 


tee were read and discussed: 


chairman: wooden desks, C. 


cabinet supplies, 


man 
The discussion of “Stock Control” was held jointly with 

Round Table No. 2 under the direction of Vice Chairman 

Schutz, and Waldo M. Rice of Boston. 

Aen 

Ogden Pierson led on the subject of advertising. 


Ivan led the discussion on mailing lists and J. 
Francis 
Irwin of Philadelphia was the leader in discussion of Mar- 
ket Analysis, while J. 


the discussion on The 


Victor Barr of Nashville, Tenn., led 
Used 


address appears elsewhere in this issue. 


Equipment problem. His 
Ed. Pierce of Hartford, Connecticut, led the discussion 

on “Salesmen.” This last subject brought forth much com- 

ment on various plans of compensation. 

Table No. 4 passed a 

manager of the 


[The members present at Round 


resolution suggesting that the general 
National Association be instructed to investigate the course 
in salesmanship for stationery salesmen now being offered 


by La Salle University and report on its merits 


Final General Session, Thursday Morning, October 13 


\t this session officers were elected, and final committee 


reports occupied much of the last day of record breaking 





SOME CONVENTION SMILES PERHAPS THE MEN 
IN PICTURE NO. 2 No, 1 Ben H. Potts, Van Dorn 
Penna Fred Fenne Van Dorn Iron Works Company; 
time Stonhouse, W. A. Sheaffer Pen Company No 
renton, N. J Mrs. J. T. Hill and Eddie Gash, George 
reproofing Company) 
o. 4. Louis Tavernier, Fulton Specialty C 
tionery Export and Import Compan) 


ae 
Fi 
N mpany Ray 
Charles 


B 
William Hoge. The General Fireproofing Company, and F. B. Bleakly of Bleakly Bros 


\ 


WERE SMILING IN SYMPATHY WITH THE LADY 
Iron Works Company; Herbert H Herr, Lancaster, 
F tedham, Blake—Redham Company; Tom “Life— 
J. Thomas Hill, New York City: William N. Stewart, 
Hurd & Company No. 2. C. A. Wilger, The General 


Urmston, J. 8S. Staedtler. Inc.; F. H. Hosselet, Sta- 
Davis, Automatic Pencil Sharpener Company 
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convention sessions. The session was called to order a Field Members Meeting 
9:30 a. m. by President Stewart who called for the report : . 

i th B. ; a r isy oe n b et \ conference of field members was held at 10:30 a. n 
) ’ ard ot Governors, which was rea y the secr : ‘ , 
os om —" marines ' _—e ager Tuesday in parlor C under the direction of H. R. Elmer 


tary After reading, the report was accepted and made part : : 
f i y chairman of the Fie'd Division The meeting was the cli 
of the records The report of the Executive Committee : 
max of a year’s work in promoting interest in associatio! 
came next lhis report was a] proved and adopted [he 


: affairs and attendance at regional meetings Mr. Elmer 
report of the Grievance Committee submitted by H. W 


; and his associates are to be heartily congratulated for thei 


Rowers and Mortimer W. Byers, was read, received and ‘ 
: ' efforts and for the success they had already wor Cwo 
1 ved | resi nt tn call ) . )' Se nour 
ipproved | e pre ¢ en il ed on | red | evyvmou ow lubs have heen formed this year the iv cas lr ve as 
chairman of tl Program Committee, to present a very . joni ; 
- ; ; . . i and the Northwest Travelers Reports trom these orga 
distinguished speaker {r. Sevmour thereupon in appre 
1 Ed 1A Fil i ’ PI zations and from Souther: Travelers and Midwest ira 
priate terms introduce “dwar ‘tlene of the hrm 
a enih elers vere features of the meeting New IDS 
ilene’'s Bost it Filene’s remarks were listened t 
' I rmed from time to time 
with great interest and attentior riis speecn wi pe tound . . 
. \f a ; id \ nong the spe ikers at the ‘ terence vere H. |] Elme 
Ise where ! thre resent msswue T ‘tiene 8S adaress was . 
, ; ri ice B. Va Dort Jr ( ( Shee lames O. Hobart ar 
followed by a re rt of the Budget Committee which was . 
thers 
ipproved ' 
. Mr | Vas wive i . re ote I inks : 
Then followed the report of the Resolutions Committ ck during the ea 
wiven im su tance it the head of the present account I - 
the ve nes Lhe ( edentials ( ommiittesc re Th A ] B 
e nnua anquet 
ported the utnber and the classification of the differe: 
, nauet is said to hi heen the largest in t “¥ 
ersot nresent Nir Doolittlh chairman. expressed appre i j ile ive i 
“ +} : . 
‘ " ‘ ' T t iss¢ ition more t seve ~ 
latior} or t i ible assistance rendered by Mrs \kers . 
ticipating in th losing feature of tl convent \t 
nd Mrs. Watkin t the Chicag fee, and of the Misses — & © £80 et . I ‘ ‘ 
' . take wo Charles P. Garvi Loot nf ol . : 
‘ : , . ‘ ead table was narie ! sarvin, ad 
Lincoln ar Locke f the Boston Office Filing Equipment . ; 
st? na 1) ter ; ' } ‘ (yy sther ‘ 
, " , ' et and maste ceremonies é . 
Bureau t D. Patterson and Mr. Todd of Thorpe ; : 
" ' ' vere ke iadiers n the tr ide al l the I icdiies ] x t 
& fart e¢ ed to the idies’ registratior assisted ; 
a \ly - re : —_ — _ ~ 
, > , dace ead Guile of the Boston office of oll ne and Mr Iva Allen, M ind M 
} : ( | Bauer Mrs. Charles N Bellman, Mr. and Mrs. ¢ ries ) 
‘ \ i ‘ il 
rewer Wilham Henry Brooks Mortimer W Byers 
my . + gf el . , —" ' . o- ; , : : , ' 
i ‘ ‘ ‘ Necre low Lo mittee was ead ine ichard B Carter George | Davis. Williar I Yawsor 
elves The report of the Nominating Committee f Mrs. C. P. Garvin, Fletcher B. Gibbs, J. K. Gill, Williar 
| ‘ .< +1 nimous nonroved th ce, , , . . 
ed animously approved, and the secreta H. Greenleaf, Mr. and Mrs. William J. Kennedy, Mr. ans 
vas requested to cast the unanimous ballot of the conver Mrs. Millington Lockwood. George F. Maginnity, Alfre 
© B* a en named in the report Mr. Sell wa rt Marchant. Herbert R. Marsh, Mr. and Mrs Charles | 
ippointed to escort Mr. Waddy to the plattorm, where he — Mitchell, J. F. Molloy, Mr. and Mrs. Robert D. Pattersor 
is introduced y President Stewart and responded wit! | Ogden Pierson. Waldo H. Rice. Mr. and Mrs. Edwit 
wrace a the ene to the hearty ovation given hin {. Sell. Mr ind Mrs. Fred P. Seymour. Mr. and Mrs. W 


On request of Mr. Mitchell, Mr. Waddy took the chan Neill Stewart, Mr. and Mrs. Herbert S. 1 ne and Mr 


— ' ? ' 
i moment and with a rising vote the convention e% imid Mrs W ox ason | W addy 
ressed its deep gratitude to retiring President W. Neil At a signal from Toastmaster Garvin, the curtains wer 
7 ' k he had d lrawn at the end of the large banquet hall, disclosing th 
Stewar rt exceptional work he had done tor the ass draw i e en ot € arwe anquet ha liscl v 
tiot \l; Mitchell's moti t the above effect vas ind ot the Ancient and Honorable Artillerv Con pany 
sec nded \ir | iber and carried by a rising vote and the stawt \ toast was proposed to ( alvin 4 oolidas and 
three rousing cheers the banqueters stood at attention while the band plaved tl 
hold ef Star Spangled Banner The flaw was curried to the center 
Mr. Mitche then moved that the secretary express t , pang , | * 
' th , , oT ’ ‘ r ry? ) mo (Creorge wna 
Mr. Percy Barrington, the president of the British Associa le stage and toasts were given to King G Be a 
ti + , | Ada: Keene. chairman of the British Sta e Don é of Canada while the aporopriat ‘ 
’ ry! } nea he } ' try! ‘ 
' 1 ‘ ‘ \ » & ti arad ot o rs te Ow 
thoners q , neil, thy vratituce ot the stationers oft the iver a e parade colo ‘ 
{ } j | Gl Club of the Dennison Manutacturing ( nN 
Lnited States for having had the opportunity to meet and ‘ << lub of the Ise fanuta u I 
} } } : Sasate of 
j en sang the international anthem, after whi é t 
ten to Herbert Marsh during the week of the convention Sette. ’ ; 
‘ ‘ | r} st th ‘ nytt +} } na 
' , quet was serv hroughou e eve : e band 
! motion was seconded by Mr. Burgoyne and carri ' . Throug S 
' ' j the | club gave many fine numbers which 
by a rising vote amid cheers Mr. Marsh thanked the cor oe" 
' : ' " ' } tk th ntertainment ) the event 
entior refi alter which President Stewart expresse¢ ads tia: ol 
} ’ } } , j 
] he ainner being over ( wt { 1 cal 
wratil t nd appreciation ot the compliment t 5 . : . : 
} , ! hi } , oft ‘ ; 
’ ss re 1 ( vl . 
‘ d that he would always look upon the . ‘ . . . ~_°P . 
1 s the wreatest experience of fis te . . 
‘ ! rat r ed dred fold ft ent ‘ anque he his é 
, , zat e then int ed Wil (sree 
‘ ‘ ‘ rhe : ree i \ eT 
, " ‘ 1 I t committe ti M te ‘ ‘ 
l¢ x ‘ wratituce the members ms tel \ ~ 
tioned s pably throughout the convent 
nee arvcl tive ‘ tion an ura committees tor the : 
: ;' eaf presented a irilhant. ell sick d addres 
, ‘ eet re ind t¢ ik ed T t way cas . . 
ine the guests nd delegates t Ros 
. t the ear He suggested that a vote « . . . . 
| nelans i conclustor e san WN 
i ‘ ‘ ‘ ca té¢ . and the ( vent , 
vith us a glimpse of the <¢ t ing a 
i t vi ( tre cet vv | P 
erce e then reviewe thre rogress ‘ 
ant ; wees Nir ide the tier te s en tiene wie he a 
\f } ‘ rr ad ' 1 ' ; ' 
Vas e¢ “< WW Ss Ca c vriting ate s took up Ss stan | c + 1s 
¢ , ‘ ‘ ai tees va P the - . 4 ‘ the trade \< he re T ‘ ‘ e ‘ , , 
3 vention ti diourned ght in the hall 1s extinguished at ¢ ght < 
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delegatior left to right Mrs. Robert Fortier 
sholm, J. P. Cook, R. C. Everett, William F 
iadian descent, was inadvertently overlooked when 
k Company: F. Y. Brown, P. Derby & Company; Fred 
Ault & Wiborge Company \. H. Longenecker, Diebold Safe & Lock 
W. A. MeLaughlin, Gunlocke Chair Company, and J. N. Hobbs of 
Adams, Wilson-—Jones Company: Benjamin Okin. H. L. Frater 
Company, and Karl Castle Wilson-—Jones Companys No. 4 
Underwood, Fulton Specialty Cor 


G. Briggs. James E ool T cy 
Mrs. Harry Horder,. also of Car 
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focused on the stage where appeared Guy W. Hart dressed 
as Ye Original Stationer in sixteenth century attire with a 
trayful of wares. Quill pens appeared on the tray as 
well as ink, paper, etc., and quill pens were stuck in the 
band of his cap. Ye Original Stationer was dressed after 
the manner of the original stationer shown on the banquet 
program, giving an ancient English scene where Ye Orig- 
inal Stationer had his stand or station at the corner near 
the sign of Ye Bean Pot. This picture was, by the way, 
supplied to the banquet committee by the L. E. Waterman 
Company. It is a copyrighted picture and should not be 
used without the permission of the house of Waterman. 
The effect was striking and brought forth much applause. 
Mr. Greenleaf emphasized the fact that all stationers are 
brothers and that through their cooperative efforts those 
things seen but not yet done will be ‘brought to pass, 
influencing the final union of great nations and everlasting 
peace 

Mortimer W. Byers, secretary and counsel of the Na- 
tional Association, introduced the next speaker. He 
emphasized the international flavor.cf the banquet and he 
then introduced Mr. Marsh with the comment that they do 
things better in England than we, including the selection of 
a secretary. Mr. Marsh made an appealing address, ex- 
pressing thanks for the thousands of kindnesses he had 
received since he landed. He expressed the hope that the 
two associations and the two nations would continue to 
work toward the extension of commerce and preservation 
of peace. His remarks were received with a fine ovation 

James R. Armington, chairman of the golf committee, 
was next called to the platform, where he presented prizes 
won at the tournament held that afternoon. A list of the 


prize winners is to be found elsewhere. 


Ivan Allen, third member of the Toastmasters’ Union, 
concerning which Mr. Garvin had made some remarks 
previously, introduced the retiring president, paying tribute 
to the sterling qualities of Neill Stewart and to his able 
accomplishments. As Mr. Stewart started to tell the meet- 
ing that the rewards of his office had outweighed the 
responsibilities and expressed some comment laudatory to 
the work of Mr. Garvin, the latter interrupted and started 
a mock initiation which admitted Mr. Stewart to the Toast- 


masters’ Union He was presented with an enormous 
diploma which required the united efforts of two men in 
its unfoldment The ceremony evoked laughter and 
applause As Mr. Stewart started to continue, Mr. Davis 


rose and presented him with a gold watch and Mrs. Stewart 
with a beautiful silver service, the gifts being from a group 
of personal friends The scheduled program was once 
more interrupted by Mr. Armington, who presented Mr. 
and Mrs. Garvin with an oriental rug on behalf of many 
friends of the trade Mr. Stewart finally took the floor 
and introduced his successor, Woodson P. Waddy, who 
was received with resounding cheers and was greeted by 
Mr. Garvin, who presented a gavel and stand made from 
wood and copper taken from Old Ironsides. President 
Waddy closed the meeting with an informal speech 
expressing his appreciation of the confidence placed in him 
and promising his utmost efforts for a successful and profi- 
table vear. The evening was concluded by dancing which 
lasted until a late hour 
<p 
Convention Entertainment Features 

The ladies’ entertainment events were supervised by a 
remarkably efficient committee consisting of Mrs. Charles 
P. Garvin, chairman; Mrs. Ivan Allen, Miss Jean Chaplin, 
Mrs. Samuel B. Groom, Mrs. Fred P. Seymour, Mrs. E. H. 
Sell, Mrs. R. S. Moore, Mrs. Waldo H. Rice, Mrs. James 
lr. Towhill, Mrs. G. M. Wilson, Mrs. Walter F. Wyman, 


Mrs. Sam Narcus, Mrs. Ralph S. Bauer and Mrs. Guy 
W. Hart. 

The first entertainment trip was made to historic points 
in Boston on Monday at 2:00 p. m. This was preceded by 
a luncheon in Parlor A of the Hotel Statler. Many his- 
torical points were visited on this trip, including part of 
the route covered by Paul Revere and his companion on 
the memorable ride to warn the Colonists of the approach 
of the British. The old church tower was visible where 
the lights were placed. Other points of interest included 
the Harvard bridge; buildings of the Massachusetts Insti- 
tute of Technology; Public Gardens; Museum of Fine 
Arts; King Chapel; Longfellow’s house; the old state 
house; Paul Revere’s home; Boston Common; Faneuil 
hall; Bunker Hill monument and other places. 

The next event of Monday was the welcoming party 
given by the Boston Stationers’ Association at a dance and 
entertainment in the Georgian room of the Hotel Statler. 
A very fine nine-piece orchestra supplied the music and the 
Hurley dancers, four attractive girls, gave a number of 
exhibition dances. Favor dances were also enjoyed and the 
party broke up at midnight with rousing acclamations for 
the Boston Association, which is the oldest organization in 
the trade. The dance and entertainment committee which 
engineered this excellent event consisted of Waldo H. Rice, 
president of the Boston Association, assisted by Guy Hart, 
William Chaplin and William Greenleaf. 

At twelve o'clock noon on Tuesday, the ladies took 
busses and proceeded to Belmont Springs, where a lunch- 
eon and bridge party was given at the Belmont Springs 
Country Club. The winner at bridge was Mrs. W. H. 
Stanage of Cincinnati. Twenty-five tables of bridge were 
arranged after the luncheon. Other prize winners were: 
Mrs. H. J. Ferry, Long Meadow, Mass.; Mrs. Ralph Hal- 
pern, New York; Mrs. K. C. Castle, Chicago; Mrs. J. R. 
Kelly, Louisville; Mrs. C. B. Mathes, Toledo, Ohio; Mrs. 
F. H. Palmer, Pittsfield, Mass.; Mrs. E. J. Worth, Need- 
ham, Mass.; Mrs. Robert Brundage, Brooklyn, N. Y.; Mrs. 
R. S. Moore, Cincinnati, Ohio; Mrs. Fred O. Dennis, Buf- 
falo, N. Y.; Mrs. James T. Towhill, Boston. 

In the evening there was a theater party for all those 
registered at the convention, at the Copley theater. The 
play produced by E. E. Clive was a mystery story entitled 
“Murray Hill.” 

On Wednesday at 11:30 a. m. the ladies were taken on a 
trip to Lexington, Concord and Wayside Inn. Luncheon 
was served at West Winds, the Concord home of Mr. and 
Mrs. George P. Metcalf. This was one of the most delight- 
ful entertainment events during the convention. The trip 
lasted until dusk and many historic points were visited. A 
stop was made at the Wayside Inn where the visitor had a 
chance to examine the many relics of that historic spot 
now owned and maintained by Henry Ford. The party 
then proceeded over historic roads through Lexington and 
Concord, stopping a moment at the bridge where the shot 
was fired that was heard ‘round the world. The luncheon 
at the historic home of Mr. and Mrs. Metcalf was an event 
which will long be remembered. The house though old, 
has all the advantages of the most modern structure plus 
the quaintness and beauty of the colonial period. Mr. and 
Mrs. Metcalf are ideal hosts and the luncheon and service 
were perfection itself. Mrs. Richard B. Carter assisted 
Mrs. Metcalf. Everyone left with a feeling of profound 
gratitude for a most delightful time. On the way back to 
Boston the party stopped at the house where John Adams 
and John Hancock once stayed and where they slept on the 
night they were aroused by couriers who announced the 
advance of the British. 


On Wednesday evening there was a “bridge party and 














ae ; ee a caida a 75 el “mg ~ —HS 
Page 50 OFFICE APPLIANCES For November, 1927 














e ; 

















No. 1. Mr. and Mrs. J. N. Hobbs No. 2 Mrs. W. H. Stanage of Cincinnati, who won the bridge trophy No 
of ‘ 


M Charles EF. Davis Battle Creek No. 4. Mr. and Mrs. Guy W Hart of the Joseph Dixon Crucible Con 
par Ni Mrs. Charles P. Garvin, chairman of the ladies entertainment committee No. 6 Mrs ] W 
Tamany Mi Harry Hordet Mrs. George M. Harrington and Mrs. Frank ©. Morse No. 7. Miss Louise Koch 
ind her father Frank J Koc} f Koch Bros Des Moines 
<ia e wive vy the Connecticut Va Ie \ Stationers Associa pat\ iva enterta ned Iriel ds it al Cnyoy il le dint er orig 
To! im the Ge rwian room oft the tlotel Statler This was inally intended tor Parlor ( but later moved to a larger 
a del gwhttul occastor thore ughly enjoved by evervone roon ol the mezzanitre floor Je ry Sprott we neral sales 
he ladies’ first prize at bridge was won by Mrs. I. Shul manager, presided Among those present were the fol 
in: ladies’ s¢« nd prize by Mr B. Fk. Upham: men’s first lowing 


os Mr. and Mrs. F. S. Bleakly of Camden, N. J.; Mr. and 
Mrs. Ralph S. Bawer of Lynn, Mass.; Mr. and Mrs. L. B 


On Thursday at noon there was a joint luncheon for Clegg of San Antont Texas: Mr. and Mrs. W. R. Diehl 
udies and delegates at the lotel Statler This was tol of Columbus, O.; |]. Clarke Evans of Tampa, Fla.: Wilham 
wed by a boat trip down the Harbor, given particularl) Dupre ot Lakeland, Fla Mr. and Mrs. Charles Everly 
tor the achie ind those wil did not care to attend the of New York; Mr. and Mrs. James Neary of New York 
golt tournament One of the busses headed tor the pret Mrs. Andrew Geyer of New York: Hobart Martin and his 
ssed the boat and al out thirty peo} Ie were if rt oa hit d daughte rT, Mrs P \ (;ross, ot (¢ hicag ) tiarry L | rater ol 
infortunately, while a number of others nearly missed the New Orleans, La.; C. R. Thomas of Philadelphia; James 
trip by the tailure of one of the Statler elevators to operate Fee'ey of Springtield, Mass.; Mr. and Mrs. Charles Mitchell 
keeping an elevator load contined tor about twenty mn of Topeka, Kan.; A. W. McClure of Macon, Ga.; Mr. and 
ites Mrs. Charles Honeywell of Wilkes-Barre, Pa Mr. and 
The event the evening, of course, was the annual bat Mrs. Clinton Honeywell of Scranton, Pa Mr. and Mrs 
juet held in the main ball room of the Statler hotel! his S. B. Hudson of Muskogee, Okla.; R. H. Llewellyn of 
s reported under a separat ead, as ts also the golf game Manchester, N. H.: Mr. and Mrs. Alvin B. Roberson ot 
ot Thursday atternoot Wilmington, Del; Miss Margaret | Tadman of Wilming 
Special Features of Entertainment ton. Del.: James Sheehan of Providence. R. I.: Flovd Soule 
(On Monday evening at the invitation of The General f Lynn, Mass.: Jerry Sprott, William Hoge, and C. A 
ireproofing Company, thirty friends of the company were Wilger of the home office; C. J. Batz and T. H. McCarthy 
entertained at an enjoyable dinner dance at Leo Bora’s of the Boston office; Mr. and Mrs. C. A. H. Thom and 
restaurant Jerry Sprott, general sales manager of the ( \. H. Thom, Jr., of Detroit, Mich.; E. S. Pierce of 
‘ pany ! assistants acted as hosts 


Hartford, Conn.; David McConnaughey of Dayton, O 
. ' Mr. and Mrs. W. Neill Stewart of Dallas, Texas: Mr. and 


On Wednesday evening The General ireprooting Com Mrs. H. R. Frisbie and Mr. and Mrs. Edward M. Stephens 
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of Portland, Me.; Mr. and Mrs. Frank Koch and daughter 
of Des Moines, la.; Edmund Little of Haverhill, Mass.; 
Mr. and Mrs. L. R. Horton of Hartford, Conn.; Fred 
Davies of Bridgeport, Conn.; L. G. H. Palmer of the 
Boston office, and Edward C. Fulton of Lawrence, Mass. 

Among the speakers were Herbert R. Marsh of England 
and Charles L. Mitchell 


* * * 


On Tuesday, a luncheon was given in the main ball room 
of the Statler by the Boston Rotary Club to the men of 
the National Association of Stationers, Office Outfitters 
and Manufacturers. Mr. Garvin was introduced by Alvin 
H. Marchant, advertising director of the Boston Post and 
president of the Boston Rotary Club, as Carbon Paper 
Charlie. Mr. Garvin spoke briefly of the happiness this 
convention had given him and of the privilege of addressing 
a joint meeting of the Rotarians and stationers. He re- 
ferred to the large registration and to the spirit of good 
will pervading the whole gathering. He then introduced 
several at the speakers’ table, including Fletcher B. Gibbs, 
general manager, father of the National Association; Ivan 
Allen, head of Atlanta’s big advertising drive; Herbert R 
Marsh, the distinguished visitor from England, and others. 
The speakers at the luncheon included Mr. Allen and Mr. 
Marsh The latter told of his pleasure at the reception 
accorded him, emphasizing the importance of the stationery 
yuSsINess comphmented the stationers of the United States 
and emphasized the importance of brotherhood among 


English-speaking people as a stepping stone to that larger 


brotherhood, without which the world can not go forward 
in prosperity and usefulness. 
— 


How Some of Them Got to the Convention 

We were not informed that any convention delegates 
came by airoplane to Boston as they did to Washington 
last year, but rail, water and automobile were the usuai 
means of conveyance. A number of delegates came from 
Chicago by automobile, including Mr. and Mrs. Harry 
Horder. Others came by automobile from various points, 
mostly from New York and New England. The Chicago 
delegation went in two parts, some of them including Mr. 
Gibbs and his staff, leaving on Friday night so as to be in 
Boston on Sunday: Mr. and Mrs. Seymour also arrived 
early. It might be well to note that Mr. and Mrs. Harry 
Horder came to Boston by way of Canada, and enjoyed a 
most interesting trip through New England. Those who 
were on the regular Chicago train which left on Saturday 
evening, October 8, over the New York Central, included 
the following: 

Mr. and Mrs. Rowland A. Waltz, John W. Graham & 
Co., Spokane, Washington; D. F. Perkins of H. C. Boye- 
son, St. Paul, Minnesota; P. A. Hoffman, Smead Manu- 
facturing Company, Hastings, Minnesota; Mr. and Mrs. 
H. L. Blackman, The Parker Pen Company, Chicago, IIli- 
nois; Harry L. Murdock, Irving-Pitt Manufacturing Com- 
pany, Chicago, Illinois; Joseph H. Hildreth, Esterbrook 
Steel Pen Manufacturing Company, Chicago, Illinois; H. 
W. Martin, Othce Appliances, Chicago, Ilinois; Mrs. Viv- 








AN OCTETTE OF CONVENTION VETERANS No. 1 w. 


George W Harringtor Cooke & Cobb Company No 
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The General Fireproofing Company No. 7 Ss. A. Wittke 
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H. Steele, Sanford Manufacturing Company, Chicago. No 
Benjamin Josephson, Josephson Manufacturing Corporation, 
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Edward EB. Huber of Eberhard Faber. No. 6. J. 5S. Sprott, 
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Pike Company _ 
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SOME WHO TAKE IT SMILING AND SOME WHO TAKE IT SERIOUSLY No. 1 Leon Banov. The Clarotype Company, and 
Harry Narcus of Worcester, Mass No. 2 M. ©. Thompson, Quality Park Envelope Company and L. S. James of the same 
company N George B. Graff and his son, Leland Graff, both of the Graff-—Underwood Company No. 4 Louis M. Froeh 
lich of The J. I Dietz Company, Cincinnati, and A. W McClure new governor of District No. 4, Macor Ga No. 5 = €& 
Shee, Oakville-American Pin Division, Scoville Manufacturing Company, and C. F. Kuch Ir of the Hotchkiss Sales Company 
No, ¢ H. BR. Elmer, sales manager, Eberhard Faber, and H. CC. Shart sales manager Esterbrook Steel Per Manufacturing 
a pany 
ian Martin Gross, Chicago llinots Mr. and Mrs. Karl and H. W. Springborn of Geyer’s Stationer, with Mrs 


Mrs 


Larpen 


hicago, Ilhinots 


llinois: W. W. S 


lones Company ( 


Katherine D. Castle, Chicago, | 


ter, president, Sanford Manufacturing Company, Chicago, 
Illinois: H. Griswold, vice-president, Sanford Manutactur 
ime 4 ompany\ { hicago Illinois (,eorge S Mandeville vice 
president and sales manager, Wilson-Jones Company, Chi 


Johnson, Chicago, Illinois; 


Illinois; Miss Frances | 
M. Madden, Add-a-U nit 


Montgomery 


Cano, 


Miss R Partition Company, Chi 


Barnes, The Brooks Company, 


Fhe regular New York delegation came to Boston by 
boat Monday morning Chose on the boat inc!uded—lo 
seph S. Epstein and A. Martin Gould of the Old Town 
Ribbon and Carbon Co.. genial Eddie Gash of George B 


known as “Casey” 


and A | 


\be Goldberg better 
ind Mrs. Halpern 
Oxford Filing Supply Co., George | 
Myers of the J. Myers 
Matteson and F. I 


Hlurd & (¢ 
Raly h 


Petersen of the 


Halpern Robert Jonas 


Letkaut, Harry Printing and Sta 


tionervy Co., Mr 


Reid of the russe 


Mig. Co., Louis Tavernier of the Fulton Specialty Con 
pany, William N. Stewart of Trenton, N. ] Ray Urn 
ston , > Staedtler In Ray Wessenborn of the 
General Pencil C Albert B. Abrams and William Dor 
nelly of The Modern Stationer, Dwight N. Briggs trom the 


Mayni I 


York office of Office Appliances 


Springborn 


Dancing and bridge were the features of the trip. Other 


New Yorkers came by motor and rail 


- — 
The Golf Game at the Convention 


The of Thursday did not break In fact it 


Was 


morning lair 


raining and the forenoon presented one of the hardest 


showers we have ever seen Despite the weather a large 


number of amphibious golfers proceeded to the Sandy Burt 





Country Club: 50 im all braved the elements and were 
rewarded tor at one o'clock the weather leared and the 
atternool was exceeding! bright ind beautiful lhe re 
sults of the tournament and the distribution of prizes was 
unnounced during the banquet Thursday evening 

Low score for the tournament was won by F. QO. Dennis 
second, H. E. Sweet. Various winners and their respective 


handicap classes were as follows 
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R. H. Llewellyn; A. E. Berolzheimer; Theodore Becker: 
Gordon Bingham; James J. Towhill; C. H. Everly; L. H. 
Tavernier; St. Elmo Newton; Robert Sanberg 

Class 4—Low Gross, F. H. Palmer. Low net, H. E 
Hawkins; T. H. Keon; P. E. McAuliffe 

The famous Faber Cup was won by the eastern golfers 
> to 17> 


by a score of 22 


[he oldest golfer in the Association, Charles K. Wadham 


of Z. & W. M. Crane, was presented with a book as a 
memento of his golfing activities at conventions 
> 
Some Brief Convention Notes 
Herbert H. Wittstein, vice-president and sales manager 
of The Globe-Wernicke Company, Cincinnati, and several 


members of his sales staff were active at the convention, 


meeting and entertaining friends from all sections Che 
absence of J. Ed. Staffan, who was unable to be present, 
was noted with regret Mr. Staffan is the company’s able 


i1dvertising manager 


> 


Those who were interested 


in the many historical relics 
at Wayside Inn will find additional interest in the tact that 
the old clock on the stairs was the property of the family 


of Fletcher Wood Taft, advertising manager ot the Car 








a) 


ters Ink Company, for seventy-five years or more and was 
purchased by Henry Ford from the Taft family to be 
included among the historical mementoes at the Inn. The 


old clock itself has an interesting history. 
+ 7 * 

Regional Governor and Mrs. E. Clifton Wilson of Hous- 
ton, Tex., were called home on Tuesday night because of 
the illness of their six-year-old son. 

> > * 

One of Office Appliance’s cameras “sprung a leak” in a 
film holder light trap and ruined a number of pictures. If 
any one who was “taken” fails to find himself among the 
convention pictures, he will therefore know that accident 
and not design prevented his appearance. 

* * » 

On Tuesday evening the Art Metal Construction Com- 
pany gave an enjoyable buffet luncheon in its rooms at the 
Statler. H. C. Chadwick and others were active in dis- 
pensing hospitality. 

* = > 

Wednesday of convention week was the twentieth anni- 
versary of the business partnership existing between Frank 
C. Morse and R. H. Browne of the Browne-Morse Com- 
pany, Muskegon, Mich. 


—_ 


©. 


MORE CONVENTION SMILES.—No. 1. C. H. Everly of Office Appliances and Fletcher Wood Taft of The Carter's Ink 


Company No. 2 Ben H. Potts, Van Dorn Iron Works Company No. 3 William P. Nichols, Weis Manufacturing Com-— 
pany, and W. C. Pratt of the Loring, Short & Harmon Company, Portland, Maine No. 4 Fred Fenne of The Van Dorn 
Iron Works Company and A. H. Longenecker of The Diebold Safe & Lock Company No. 5 F. H. McChesney of Hall 
& McChesney N t I ¢. Coates. Burrows Bros.. Cleveland: Fred Fenne, Van Dorn Iron Works Company, and Mont 


gomery Barnes, Brooks Company, Cleveland 
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SOME CONVENTION SMILES AND OTHERWISE No. 1 W «(. Pratt, Portland, Maine: Paul A. Burgess 
Cutler Desk Companys W \. McLaugehilir Ted Hargen Yawmar ind = FEirbe Manufacturing Company No 2 
: i 


H. C. Chadwick, Art Metal Construction Company: J. F. Dunleavy. The Dunleavy Company No. 3. W. J. Chay 
lin. The L. EK. Waterman Compar head of the reception committer whose zeal and tact and energy during 
the convention places him in the front rank of men who manage bie affairs Robert D. Patterson The L. E 


Waterman Company. former president of the Association N ‘$ W J. Driscoll, The Carter's Ink Compat 
Selden W Twlet : f The Carter's Ink Compar ind + Vi. BRerry Lewist Maine 


Roy Simpson Named Fourth Vice-President ern Travelers Club now has a membership ot one hundred 


. . i d tour { ae? his le adershi mit h work nas een done 
Lhe honor ot eing the imuitial tourth vice-president 
1 } neluding rranoen nt varith ] 1; . uth 
. . sucn is 0 idinwe arrangements with eadcine soutnern 
ot the National Association of the Stationers, Othce Out : : . 
hotels whereby the wives of the members of the lub are 
fitters and Manufacturers fell upon R L.. Simpson of the : : é ; : : 
, extended the compliments of the hotels while traveling 
Sanford Manufacturing Company. Chicago Mr. Simpsor i , : 
vith their husbands Every member of the club has se 
was nominated at the meeting of the eld members held : : ~ 
5 . cure 1 msurance under the wzroup plat tor ess than $10.00 
. ; leet al i the o ntiot 1] } se h > . . 7 
prior to the . - a wa ri “ een m er thousand At all southern regiona meetings the club 
h sti miery busimess s } hood +} loc } ‘ . 
the tatu I 1 ‘ nee i eleven puts on an entertainment during one evening Mir Sim] 
“ h +t} Sanford nutacturi mMmipat ; : ' , 
veat with tive i i Ma i w \ ipa . tor whon ent has eel nstrumenta in forming man\ stationer\ 
he coveréd Texas and Arkansas He rganized the South clubs in cities throughout the sout! He has the honor of 
} } , } , ? ‘ ; | | I ‘ ‘ , 
ern Travelers’ Clu i (hark t ( aroima at «the Naving set a 1 france during the war vhere r saw 
regional esnivention held there 1 ANT aad RO 

















MISCELLANEOUS GROUPS AND INDIVIDUALS No. 1. J. S. Luckett, president, Toronto Stationers’ Ass 
t , » nd Robert P. Jonas of the Oxford Filing Supply Company and H. H. Herr of Lar 
aster, Pem Ne W. F. Dawson. secretary. Montreal Stationers’ Association, Regional Governor Distr 
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W. P. Waddy Heads National Stationers Asso- 
ciation 

As noted on a previous page, W. P. Waddy of the 
Everett-W addey ( ompany was elected president of the Na 
tional Association of Stationers, Office Outfitters and Man- 
ufacturers at the twenty-second national convention held in 
Boston, October 10-13 inclusive. This honor comes as a 
reward of long and consistent work in behalf of the organ- 
ization. Mr. Waddy is a man of attractive personality and 
fine presence, with a broad understanding of association 
affairs and of the stationery business generally He will 
be an efficient presiding officer and is peculiarly well qualh- 
fied for the duties to which he has been elected, because, 
added to a sincere desire to advance the interests of the 
stationery and office equipment industry, he possesses mark 
edly the gifts and graces the public speaker 


Mr. Waddy was born December 11, 1875, in Richmond 


Virginia After finishing the course in the public school 
he entered the Virginia Polytechnic Institute. graduating 
from that school in 1895 While in college he was much 


interested in sports, playing on the football and baseball 


teams (on graduatio1 he received the degree ot Bachelor 
of Science For a vear he worked as a reporter on the 
Richmond Dispatch, but late in 1896 he began his business 
ireer with the Everett Waddey Compat is a clerk in the 











store. He is now first vice-president of the company in 
immediate charge of the stationery stores and engraving 
department. 

Mr. Waddy is a member of the local stationers’ associa- 
tion of Richmond and served two years as governor of 
District No. 3. He was elected third vice-president of the 
National Association at Washington last year. He was 
instrumental in bringing the convention to Richmond in 
1919. 

Mr. Waddy is married and has one daughter fourteen 
years old. He is a member of the Commonwealth Club of 
Virginia, is prominent in the Chamber of Commerce, 
belongs to the Virginia Golf Club and the Country Club of 
Virginia. 

It is his sincere desire to carry on the Association re 
search work and any other helpful movements which will 
be of advantage to the stationery trade, and through the 
fourteen regional conferences to present the advantages oi 
organization work to the 2,460 or more stationers in 
smaller communities who are not organized and bring as 
many as possible into the National Association. It will be 
his sincere attempt to get non-members particularly into 
the regional conferences in order that the national mem 
bership may be increased and that it may be as far as 
possible thoroughly representative of the stationery trade 


in the United States. 


L wade —_ 
—- 


FIFTEEN MEN FROM VARIOUS SECTIONS AND DIFFERENT BRANCHES OF THE TRADE.—No 1.j Percy 


L. Jacobs of the Jol 

pany and EF. J. Moran, Nev—A-—Clog Products Manufactt 

Company and James Treanor, Peerless Key Company 

pan and Harr Murdoct Irving—Pitt Manufacturing 

H. T. Griswold, vice-president, Sanford Manufacturing 

Perkins bot or the tussia Cement (Company o | 
Ise ft W \. Sheaffer Pe c pans 


if 


No 


R. Rembert Company, New Haven, Conn. No. 2. F. L. Reid, Trussell Manufacturt Com 
Ren 


nz Company No. 3. James Pelton, The C.* iibson 
No. 4 Harold E. Hawkins, Stationers’ Loose Leaf Com 
ympany No. 5 W. W. S. Carpenter, president, and 
Company Chicago No. 6 E. G. Swanson and R DD 
H. FE. Waldron, Carl K. Hart and Tom “Lifetime” Ston- 
: I. FE. Colton, Eaton, Crane & Pike Company 


senna —E 











*— . 


Page 56 OFFICE 


al) 


APPLIANCES For November, 1927 





REPORTS OF THE OFFICERS 


PRESIDENT’S REPORT 








Twenty-three years ago this association held its first conven- 
tion in the city of Chicago, where gathered that small group 
of some elghty pioneers of this industry who set into motion 
the machinery of this organization, that has revolved in ever 
increasing intensity for the betterment of conditions within this 
important industry tefore we enter into the work of this, the 
twenty-second convention, | would pause in reverential respect 
to honor those men of vision, who saw the need of an organi- 
zation, such as this, and in the spirit of devotion to the interest 
of others as well as their own banded themselves together, and 
thus was born the national association I would also pay 
tribute to those men who, through succeeding administrations 
have sacrificed so much of themselves in promoting the ideals 
of the founders Each has contributed an unselfish service 
toward the building of this great trade association, so let us 
today consecrate ourselves to carrying on, that ther efforts 
may bear the fruits they so much desired 

At the outset of this report I would also acknowledge my debt 
of gratitude to mys o-workers during this administration, who 
made possible whatever success we have achieved 1 desire 
to publicly recognize the loyalty to me and the fealty to the 
organization of the fficers and district governors, who have 
given #0 unselfishly of their thought and time in promoting the 
principles of this organization Especially do | wish to thank 
our general manager Mr. Fletcher B. Gibbs, for the splendid 
co-operation accorded me Mr. Ivan Allen and Mr. Charles P 
Garvin, the two members of my executive committeé, without 
whose vlvice ind counsel | would have been greatly handi 

pped I desir t acknowledge a sense the deepest grat 
tude t Mr. Garvis is chairman of the convention committe: 
ind Mr Fred FP. Seymour, the chairman of the program com 
mittee who have been untiring in their efforts to make this 

ventior i pre-eminent success. | am sure they will find the 
reward in the stamp f approval that uu will give their ef 
fort 7 ar oO! ] on of tl nventior 








The honor you bestowed upon me in electing me your presi- 
dent is one that I shall always cherish, but as such I have not 
een unmindful of its great responsibilities and have con- 
sclentiously striven to be loyal to the trust imposed upon me 


Immediately following my election I gave most serious con- 
sideration to the way in which my administration could best 
promote the interest of the association, and concluded it would 


be best to energetically promote the activities in which the asso- 
ciation was already engaged rather than inject some new 
scheme at the sacrifice of the vast amount of effort that had 
been put forward by previous administrations in promoting the 
then present activities Consequently, I set up the program 
which purposed 
The Program of the President 

(1) The development of our regional organization to a higher 
point of efficiency 

2) The development of our regional conventions, and the 
promotion of a highly constructive educational program at these 
Tie tings 

(3) The organization, if possible, of a Travelers’ Club in 
those districts where none existed 

(4) The institution and conducting of the Survey of the Cost 
of Doing Business in the Stationery Trade by the Harvard 


Business Research 


Bureau of 


(5) The development of a better understanding of the ideals 
and purposes of our organization in our individual members 

(6) Further promotion of the National Index Making an 
earnest appeal to those manufacturers not listed in the index 
to place their catalog list in it—bringing the index to a higher 
point of efliciency 

(7) To solidify our present membership and increase it, to 
he end that the organization would be self-sustaining and thus 
wield a greater influence in affairs pertaining to the interest of 
fe member 

Regional Organization 
Immediat following the Washington conventior teps were 
ken through correspondence to further perf t ir regional 


OTHER GROUPS OF MEN ACTIVE IN CONVENTION AFFAIRS.—No. ! Left to right Donald B. Grant, 

F. Y. Brown, Fred Fenne, J. P. Healey, A. H. Longenecker, W. E. Adams, J. O. Davenport, J. N. Hobbs. No. 2 

George E. Doughty, The Cooke & Cobb Company Geo ree Nitschke Automatk Pencil Sharpener Company 

No. 3. Harry Tehan of Charles M. Higgins & Company George Purvis of Irving-Pitt Manufacturing Company 

Ate Goldberg of Ralph Halperir No. 4. Guy Hamlin, Me Millan Book Company; Walter DeRouville, Albany, N. ¥ 
S. W. Church, Wagemaker Compan) nd Donald Grant, McMillan Book Company 
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organization and to acquaint the newly elected governors with 
their duties, then followed the two days’ conference of gover- 
nors in Chicago on January 18 and 19, where every phase of the 
association's activities was thoroughly discussed and plans for 
the year’s work perfected The regional organization was con- 
siderably enlarged this year through the appointment of a 
number of lieutenant governors, many of whom did much valu- 


able work for the association Too much praise cannot be 
given the governors for their unselfish service to the association 
this year I have maintained a close contact with them 


throughout the year, and I know they have given their best 
thought, much time and effort in promoting the interest of the 
association in their districts 
Regional! Meetings 

Early in the year General Manager Gibbs and I set about to 
establish a calendar of regional meetings, which was accom- 
plished through the fine co-operation received from the gover- 
nors, and resulted in a definite date being fixed for the meet- 
ing in every district thirty days in advance of the date of the 
first meeting in District No. 1, February 14, and six months in 
advance of the last meeting in District No. 7, June 29 and 30 
The advantages of such a calendar are obvious, and I am posi- 
tive had much to do with the success of the meetings 

Through the manv fine suggestions relative to district meet 
ng programs made at the Chicago conference the close co 
operation between the governors, the Chicago office and my 
self, the absolute fidelity of the governors themselves and the 
splendid c« yperation of the many representatives of both 
manufacturers and dealers, we were able to present with but 
i single exception a very highly instructive educational pro 


gram at all of these meetings 


One day meetings were held in seven districts, tw day meet 
nzs in three districts, evening meeting in one district and ir 
tw districts two one-day meetings were held in different se« 


ons of the districts, making a total of sixteen meetings he 


he fourteen regional stricts with a combinec ttendance of 
nearly 2,006 ndividuals engaged in his business 
rt val this r betw so mar . as CF 
y san ! ness innot | mated It 
t ref I sir tandards of persor ? itionship 
hich has n h tl forming « business 
| les ~ 0 \ ears ago tl lea of bring 
x face to face such a rge number of individuals in this 
ndustry was but ar iea t ambition of many, and the con- 
fident expectation f ! Ivar Allen, in the adoption of his 
} f regional operat I must be t sour intense 
gratification to those original proponents of the regional plan 
to see such visible evidences of its success In the building 
{ i emectis 1istr rzaniza r the conventi the 
indament upon wl h it w be maintained and | most eart 
estly recommend their continued promotion 
Travelers’ Clubs 
m pleased to report that two new Travelers’ | I have 
en organized during the year, the Texas Travelers’ Club in 
District No. $, and the Northwest Travelers’ Club in District 
N There are now five efficiently organized clubs rendering 
iluable service to the association 
Our field members have done fine work under the leadership 
f Mr. H. B. Elmer I am pleased that they have been recog- 
ed vy the organization through the creation of a Fourth 
Vice-President to be elected from their division They are ir 
positior te render ar invaluable service t the association 
through their contact with the trade in moulding favorable 
pir n and in bringing to the attention of non-members of the 
issociation the value of perative effort They have ren 
dered conspicuous service this year, especially in the promotion 


The Commercial! Furniture Division 
This division under the leadership of Chairman Edward L 


Little has done fine work during the vear, and I am sure that 


those of you interested in office furniture will be very much 
nterested in his report that will be delivered at the proper 
me during the conventior \ special committee of this divi 
sion known as the Committee on Preferred Discounts to Na 
tional User f which Mr |. Ogden Pierson is hairman, has 
splendid work in their efforts to bring the manufacturers 

f office furniture and the dealers into a common understand 
f this most perplexing bole Tr ndition is proving 

‘ ’ y «ft x g r nan of i dea rs nd [1 1» 

} , “ " rte , tior t< } r ‘ or 
le t } 1 that ti d relations be ma f turers 

s ma lve red 
YY «ft eet! y y . +} * 3) incon y . 9 t : 7 
par lar attentior elopment t Commercial 
I nitur vis ‘ gz to lve son pian tf interes 
I f sma T T t re manufact re? na xclusive 
f re dealers in the t es of this t portant div 
s f e< atic 














SOME SMILES AND OTHERWISE.—No. 1. John H 
Duncan, H. C. Cook Company; Harry G. Meyers, New 
York City; James E. Feeley, Springfield, Mass.; Samuel 
S. Rosendorf, Richmond, Va No. 2. Stanley M. Babson, 
vice-president, Bates Manufacturing Company No. 3. 
Grant Sclater, Rand—McNally Company, New York City 
No. 4. E. J. Kastner, L. E. Waterman Company No. 5 
Frank J. Koch, Des Moines; Fred P. Seymour, Chicago; 
Harrie Copeland, Boorum & Pease Company 


Research Work 


This work was instituted early in the year and has been 
carried on under the direction of our research committee, of 
which Mr. Seymour is chairman Il am sure that everyone is 
looking forward to his report, which will be presented tomorrow 
morning 

I am sorry we are unable to present a finished report to this 
convention, but when this report is finished and distributed I 
strongly urge all retailers to analyze it carefully, to the end of 
making it a basis of standard operation or as nearly so as 
possible You should use the par figures of successful operation 
that will be given you to seek out those high points in your own 
figures, and make a determined effort to reduce them, that the 
iverage overhead of the stationers of the country may be re- 
duced We must keep pace with the increased activities and 
improved facilities of our manufacturers, and find a way to 
land our products in the hands of the ultimate consumer at a 
less cost than has prevailed in the past Never again will suc- 
cessful operation permit such overheads 

We have now made a fine start in gathering facts relating to 


our business, and I most earnestly recommend that these efforts 
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be continued in a udy of other phases of the busines Fact I ivs gone | the conflict was between buyer and seller, 
and figure® are ibeolutely es#eential to success under preset j the conditions mn our ndustry today would indicate that 

tonditions ame ve must continue our efforts to procure ree nflict was between the sellers themselves The very 
accurate inf mat ' mpon which we can depend neditions that exist betwee! the buver ind seller today have 


National index een brought out largely | the conflict between the sellers 





In all regional meetings upon which your president has bee I ‘ s 1 organized effort anywhere to deprive any industry 
privileged to attend the National Index has been presented f a legitimate profit. or that s Interested n anything other 
While time did not permit a lengthy discussion of the index hut fair price nd it would seem that the time had arrived 
was strongly con ded to the dealers as a source of most when we should vaken to the fact that it is because of the 
valuable informatior when consistent isedi would prove ‘ esti ned action of the members of this industry that we 
nvaluable aid f ‘ nditions that exist today nd should establish some 

Universaliv thy enters ¢ the index but complain te ger which a determined effort could be made to correct 
suse of its incompleteness—especially the lack of the list of these 


some of our irge inufacturers, particularily the loose k Trade Relations Committee Proposed 








and filing equipment manufacture Concrete evidence of tl 
Vherefore I recommend the organization of a Trade Rela- 
desire of the dealer that those manufacturers, whose lists are ' ' 
ms Committe con s of re resentatives trom th thr > 
not now in the nde. should be placed there: without dela —— nist ‘ : : me = 
ranche of the ndustry manufacturers, wholesalers and reé 
was ecured in the form of a esolution passed at all region 
tilers whose duty t will be to search o abuses and to pre- 
meetings vith the exception of District No. 13, calling pon , 
t! m f n ecoming trade customs o act as a clearing 
those manufac iret t co-operate vithout delay it is m 
‘ - ' , +) fi harges of trade abuses and seek elimination through 
arnest hope t t ‘ manufacturers will accede 0 le eX 
, , , - friendly mediatior it should be the duty of this committee to 
ress wish of « dealer to the ene that the « ciency of the 
operate with the ‘rade Relations Committe ft Ch ib 
ndex will be great! reased 1, als hope it will be found : z . . ; = - _— oy 
' ' has et , - (Commerce of the United States nd the Federal Trade Com 
possible ne pr t t ssue a tat ition a eas o le re 
! the or! latior of their les of con oe t? 
port f the resea work on tndex sheets for filing hehir nu : i« . ‘ du . — ot es 
wise n carrving ut their purpose he national cham r has 
Tab lt whic vill add further to the ndex as a most valuabl ! | | i i la Yi} 
! ] ited a trade re tions committee to encourage self-govern 
wok of refere? ‘ » the clealer! 
mt i ndustr umal te issist it placing the relationship be- 
Your officers and governors have triven unceasingly to , ' } 
een governmenta iwencies ane trade groups ona constructive 
serve the members pand the indust is a whole in a manne! : : , : — 
:' ' fid - , , I i helpful basis rl Federal Trade Commission is 
that woutd mer ipproeva anal « nfldence ‘ ive soug , 
t or expressing its willingness to co-operate with busi 
n every wa yo ble to impress both dealers and manufa« . if ' 
es ! flert t ‘ minate trace ibuses who it root faith 
irers with the hue f co-operative efforts in the industr , , : } 
Vitlings te et p the ma her necessar t eek out the 
‘ he end tl ir members might be nore loyal in their alle : 
gian to the ‘ itior ind nor embers might be iImpresse 
, lt ou Standards of Fa Pract ‘ ‘ ive ilread idopted 
viti the ! ‘ j effort it their behall 
eT wl standard of business practice e ks seriously 
We have re howr ‘ increase nm membership we wo : 
ts effectivenes it should e the dut f this committee 
mve tiked " ‘ be |} ed in the report of our general mat 
re ‘ I Onle ! mn etiort te ediuce generalities to a mini 
iger iy thre f ‘ the eport ib embarrassing but T " 
rr ind to eliminate vague ispirations o embody clean 
inalysis develops lifferent aspect Being confronted witl ! 5 
= n ! f specific eViis wrong pract es, and abuses, the 
roblem of increa the membership for twelve months I 1 ; 
nat 1 of w hie sought he oce t t hservance, 
eached some rat efinite ol ons | consider just thr : 
efi ! l of enforceme is esse! " 
hings the most vit factors in retarding the progress of ar 
norenned mami hiy r) e trac itions ft i ‘ ichieved s ess nd have 
ve | lift tT ‘ T tr ‘ ; t } ! ‘ el | ive rt ’ ‘ ‘ 
influences in Membership Campaign ! , id ‘y . . ve m done s 
‘ i ‘ a) ‘ ‘ mroble s } 
ling vit he difficu ! mpli ted roblen by 
First Federal Trade Commission [Inquiry tusiness men hes- : ; eon i : 
} f t t) ‘ , r ’ f phrase or glittering yeneralities Thev have had the 
tate to econ rie tet an organization i” is uneer thie 
Ml ht < ize t ick vledge the existence of the worst trade rbuses 
re of 1 rovernine ta genes (hur secretary t vers \“ —_ 
nad frankl lefines then Then set t work group to ecify 
eport to ¥ 1 the present status of this litigation therefore ! . : : oul 0 3S] 
| : trade ter these problems nd made definite suggestions 
purposely reir fron one nt “at adetalis n ‘ nhectlo - 
I leal with the When crystallized they have put the strengtl 
herewit l rea <ceedingly that we cannot repor t you 
hat these proceeding ive beer disposed of ind the Roan ; , , ‘ ode pet 
‘ ive na method f enforcement Ir a few nstances the 
ame of thi asst ation has beer fully.and completely vind . 
tho« of entore rie t was ett of ‘ intar' DASsIsS t he pres- 
ated it certal: ' be deeply regretted that we have had : ' . ' 
re of trade prurteite opinior;r being deemed sufficient to achieve 
o labor for another ear under the cloud of this inquirs , : 
bservance but in most instances the retaining of membership 
Second (hu na t to wet into the National Index the ‘ 
; ; ‘ om ition was condit ried ipon the dherence to rules 
f a group of « ger manutfacturet that are essentia to 
i ce ‘ 
he efficient ‘ f the nolex bv the dealer The index appeals 
The mi tte ik nd ny gens « ducation to so- 
t nealty t } ' ealet mat f whom joined the iss80O i ' ' : , 
pport of procedure ‘ublicity within the trade s alse 
n wher “ rat presented to the membership ind’ late , , 
l 1 deft } mportant factor n the enforcement of trade standards 
‘ gned be ‘ ible et e proved deficient throug! 
. . \\V f ed with se ous | siness because I m convinced 
he lack he 
Third The «de pment f mat erplexing problen nd nd unfair practice have reached such proportions 
rads »buse , = the » mseerarisa t . ipparently is tota , +? dus t) t the good vill between different branches 
inab t ' f t ! placed upon trad ! st that should preva s well as the future pros 
isso tier ' tlhe " ft ntr — nar of « tne ' t erious threatened 
‘ ! ‘ } Ss sx t S ) 
nes men fa f ippreciate that the fundamental ax t imbent t 1 hould take 
f any trade tion in this count: « education, nor « e def ection toward relieving ndition, which wil 
, 1 — it ' ' f is tio et t\ 
hey appre« te 1 ver lefinite, tl gh perhaps indirect, bene . . ' . . . ivi 
ts they ad ese effort I vhole progra of vout ‘ ‘ P nel e! , for hes 
sacdministratior ' een education maxing in this on ‘ rn | " ur t 
the kevnote { h is Hette Merchandising Methods mer 
The progran ‘ h regional meeting has been entirely ed Srey 
: ' } ‘ ) ddress¢ por ver phase f ret . this ( \ Ke Se t) ' } 
: thor t) 7 «} nt Trad tor Con 
ne; ; ‘ 
Ther ‘ 1 lefinit nee ! t rect he ! r president ippoir sx 
' ‘ ’ ? ! metho« I industr here . irged vit t . r I d 
7 ' existing tod f nfair pra ‘ ‘ ‘ ‘ 
rade al that ence of mer lising car t mie Resale Price Maintenance 
The pr ties manuf turers | wholesalers selling to the ‘ ments would s« t d t t 
. i ’ P The 1 . fn , fact er = t . ry nt ' 1 ers . 
ne nt ‘ t na user { ‘ very of their pr ! srirrie ‘ ! ite » I . i iv t rhe 
hrough their | dealer age s to lt 2ery i ‘ . Commissior f issu anne ement tha 
lealer at 1 ‘ ed by ti manufacturers without ‘ R e |] tenance al phase will be made tl 
sultation wit! he dealer, and without regard for the dealet ect road investigation soon | the Federal Trade 
manifest right to a easonable compensation for this service ‘ mmission for tl benefit of trade and industry nd with a 
The so-called dealer operating on a brokerage basis The ur ew to establishing a guide for congress in future legislati 
restricted acts f the ignorant, who does not know his cost n price fixing, distribution and kindred topics This announce- 
the selfish and mal is who seeks tft ' ire his competitor nt ? t he mmissior f » broad « mon surve\ f the 
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the Sandy Burr Golf Club and were rewarded by a 

») a Worth, W Cc. Pratt No. 2 In this foursome 
timer and Willis Brown No. 3 Right to left, George B. Wray 
eft to right, W kr. Lovett, P. E. MeAuliff, C. B. Willey and 
6 W. H. Brooks, the younger, and C. D. Brewer No. 7 Har 
lau Tavernier, Herman Price No. 9% J. N. Kager, H. C. McPike 
R. Armington and Harry G. Horder No. 11 Harry L. Murdoch 
Agnew is taking the golf balls out of the bag. No. 12. H. 

a lone committeeman No 14 This group includes 

Shee x @ Urmston and Ray WeissenbDorn No. 16. 

Bingham No. 17 Frank Palmer, F. O. Dennis, J. H 


Perkins 
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problems involved in resale price control, paves the way for so modified to permit complete price fixing arrangements under 
action, and there is every indication that the next congress government supervision There are others who feel that our 
will proceed to vote upon the Capper-Kelly bill present laws should be clarified so that we w uld know what 
In a recent ldress at Kansas City Senator Capper made tl we can do towards price control as well as what we cannot do 
statement but as for myself, I have 1 fixed ideas on how the legal situa 
‘The question of price protection is rapidly assuming seriou tio in be improved lam very much inclined to agree with 
proportions \ few years ago it was a murmut today it has Mr. John W. O'Leary. past president of the Chamber of Com- 
developed into a steady roar In almost every field of retatl meree of the United States, when he said with reference to 
business price cutting is one of the main topics of conversation laws that place restriction on t! ide associatior ictivities 
at ull gwatherings nd it is discussed n feature irticles in ill When trade associations generally as i number already 


MR. IVAN ALLEN MR. CHARLES GARVIN 


SAMUEL B 
GROOM, Chair 
man Sightse« 
ing Committee 


W J. CHAP- 

LIN, Chairman, 
Transportation 
Com mittee 
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LISTENING TO THE ORATORS 
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Some Prominent Association Workers at the Boston Convention. Portraits and 
Sketches Are Reduced Reprints from Stationethics, the Publication of the Boston 


\ssociation. Charles P. Garvin is Editor. 











WILLIAM H. GREENLEAF, Chief 





lent 126-1927 f the Minute Men 
MR. BROOKS CROSBY 
Registrar 

trade ournal The need for legislatior s dawning in the have, work out the single purpos« lass into the class of well 
public mind as well as in the minds of those most interested rounded trade organizations. we will be ible to find those 
in the expansion of American business things w h we are working for We will lx ible to develop 

Your personal efforts are needed to assure the passage of a team work program and will have i solidarity which will 
this bill when it omes before congress, so | urge you to in convince anyone that there is a real place in our economic life 
mediately communicate with your representatives and indicat« for the trade association ind that regulation f industry can 
your stand n this legislatior that so vitally concerns the well be referred to the trade associations themselves 
future of your business In conclusion, permit me to express the hope that you will 

Among commercial leaders there is a sharp division of opinior find this convention one not only of pleasure, but of much profit 
as to the extent to which prices should be regulated There Your committees and officers have been untiring in their efforts 


are some who believe that our present anti-trust laws should be to make it one of exceptional pleasure and to give you a busi- 
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ness program both interesting and constructive The success 
of the convention is entirely in your hands, and I urge you to 
participate in every phase of the program I know you will 
not fail to attend all social functions, and I plead with you 
to attend all business sessions—and to be on time 
Respectfully submitted 
W. NEILL STEWART, President 

On motion of Mr. Hutchinson, seconded by Mr. Brooks, the 
president's report was adopted 

It was then moved by Mr. Lockwood, seconded by Mr. Brooks, 
that the account of the 1926 annual meeting as printed in the 
November, 1926, number of the National Association News be 


accepted as the minutes of that annual meeting 


FIRST VICE-PRESIDENT’S 
REPORT 


In my opening report to the conference I stated that the 
manufacturers’ division has loyally supported the regional meet- 
ings during tl past year, and, as has always been the case, 
is ready and willing to co-operate in anything that will work 


Finally our stationers’ association “ceased firing’ prices, 
shook itself together and in 1924 divided the country into thir- 
teen districts and added one more for Canada. This was done 
in order that we might get closer to the situation and study 
more closely our difficulties. With the splendid assistance of 
fourteen regional governors topped off with fourteen regional 
district meetings each year, the last three years have not been 
spent In vain 

foday your association realizes as it has never done before 
that “Better Merchandising Methods’ if adopted by the sta- 
tioner will bring the success that should belong to him. Stock 
control, scientific buying, better arrangement of the store, 
treining and educating the personnel of your establishment, 
proper advertising and window displays that create the desire 
to purchase are the topics we must discuss tomorrow, here and 
hereafter Prices are an unnecessary topic. The American 
public has always been willing to pay a reasonable amount for 
an article which price naturally varies with the amount of 
service and quality demanded. 

Education is a long slow process, however, but as our work 
is continued its effect will be felt in rapidly increasing ratio. 
It will benefit not only the dealers themselves, but those whom 
they employ, those from whom they obtain their merchandise 
and the public to whom they cater 








No. 1. Mrs. F. P. Seymour and Mrs. Herbert S. Towne 


Mr. and Mrs. Frank H 


te rd t ‘ d oof the trade and the progress of association 
w“ + 
president has found a ready response for any 
oe perath that fhe has asked for during the past vear but 
lue to the fact that there have been very few developments 
r necessities for concerted action on the part of the manu 
facturers r ip, there s nothing of special importance to 
repo 
Che <s ition seems t be n good shape and the manu 
cturers feel that a continuation of association work is of 
t n mporta ! trad 


THIRD VICE-PRESIDENT’S 
REPORT 


The old order of things has changed 
For many ears the report of the third vice-president has 
dealt principally with the resolutions made at the retailers’ 
nferences But as these nierences are to occur tomorrow 
it round t le discus ns our third vice-president will have 
te confine s remarks t this time to what has already taken 
; 
' ea ‘ , ip opi f ere t the 
er n of i was the s f prices 
Re mme n p n t s at m h t ‘ ibor ind 
ex nse n requel! different points all over tl intr 
" ss 1 pages 1 page rices for all stat ! con 
= n “ s wil I pri s t I highly 
r n ‘ we neve ved In the meantin reta 
mer indising was fast changing, chain stores sprang up in all 
ts of the ntr it I stounding rate Department stores 
devoted large nd prominent spaces to books, stationery, and 
raving Deep inroads were made on the retail stationery 
store The met is em] ¢ were better window displays 
scientific buying ett I ngement of stores and much bet 
t 1dvertising 


No. 2. Mr. and Mrs. Harold Springborn, Geyer's Sta- 
tioner J. Maynard Morgat Gevyer's Stationer, and Robert P. Jonas, Oxford Filing Supply Company No. 3 


Fargo, Bridgeport, Conn 


Never in the history of our organization has our future been 
so bright Never has our association had so much assistance 
to offer the dealer membership, never was there a time so ap- 
propriate for every stationer in the country to join hands with 
us in our great work and undertaking Attendance at those 
group meetings and conventions affords acquaintance. Ac- 
quaintance begets friendship which results in confidence and 
good will This leads to co-operation, which in time ends in 
success and happiness 

There are loyal hearts, there are spirits brave, 
There are souls that are pure and true 
Then give to the world the best you have 
And the best will come back to you 
Respectfully submitted, 
WOODSON P. WADDY, 
Third Vice-President. 


SECRETARY’S REPORT 
x 4 4 J 4 x 4 

The following matters seem to require mention in this report: 
(1) The Pending Proceedings Brought by the Federal Trade 

Commission 

Since the date of the last report, testimony has been taken 
before the examiner as follows 

In Chicago, from November 30 to December 7; 

In New York, from January 20 to 25 

In Washington, on March 11 

At the hearing last named the taking of testimony closed 
and in all about 208 witnesses had been examined, 7,103 pages 
f testimony had been taken, and over 2,000 exhibits had been 
offered 

Under date of April 30, the examiner submitted his written 
findines of fact, of which twenty-nine refer to the National 
Association, sixteen refer to the Wholesalers’ Association, and 
the findings with reference to the various local associations 


may be summarized as foliows 


Atlanta Stationers’ Club 5 
Baltimore Stationers’ Association 10 
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Boston Stationers’ Association 2 
Buffalo Stationers’ Club 10 
Chicago Stationers’ Association (not in existence since 
1921) 1! 
Colorado Stationers’ Association 12 
Kansas Book Dealers’ Association 7 
Louisville Stamp and Stationery Club “ 
Northwestern Stationers’ Association 8 
Omaha Stationers’ Association " 
Pacific Northwest Stationers’ Association li 
Philadelphia Stationers’ Association 1s 
Pittsburgh Stationers’ Club s 
Richmond Stationers’ Association ‘ 
St. Louis Stationers’ Association 14 
Stationers’ Association of New York 10 
Stationers’ Association of New Orleans li 
Stationers’ Association of California 18 
Stationers’ Association of Southern California 1% 
Connecticut Valley Stationers’ Association 10 
Missouri! Valley Stationers’ Organization 


Of the foregoing associations with reference to which findings 
Valley 


Stationers 


are made the Connecticut Stationers’ Association and 
the Missouri Valley 
respondents in the 


Not all of the 
important. if true 


(Organization are not named as 


proceeding 
fact made by the 


findings of examiner are 


The Wholesale Stationers’ Association and many of the locals 
ure represented by counsel other than the undersigned, afid, of 
ourse the local associations that were not named as respon 


lents in the amended 
at all 


Under 


complaint are not represented by counset 


date of May 23, 1927, counsel for the 


Federal 


examiners re port 


Trad: 


‘“‘ommission filed exceptions to the indicating 


hat such counsel was not satisfied with some of the findings 
actually made and the failure of the trial examiner to find 
ertain other fact that the counsel for the Federal Trade 


Commission thinks the evidence discloses 


The undersigned, of course filed exceptions for the respon- 
lents that he represents, and it is the report of the trial 
examiner on the facts which will come before the Federal Trad: 
(Commission sitting in Washington, within the next few months 
and the exceptior and the briefs of counsel which will forn 
the basis of the determination by the commission 

Counse! for the Federal Trade Commission has filed a brief 
444 pages in length in which nearly everything that the ass« 


lation has ever talked about, from the time of its organization 
in 1904 down to the ite of the taking of the last testimony 
presented for the nsideraion of the commission na light 
which is least favorable, of course t the national associatior 
and all it works 

Qur brief tis n course if preparatior ame the ommission ha 
rdered that it be filed not later than December 1 Of course 
his may not be } manly possible which is fact that the 
Federal Trade Commission will probably not take into cor 
sideration 

When one contrasts the criticisms from members that hav: 
been made against the association, on the ground that it never 
does anything, with the monster of iniquity which the counse 
for the Federal Trade Commission has depicted in his brief 
me is reminded again and again that nothing makes mor: 
difference in this world than the point of view 

(2) Court Decisions 
it is unnecessary to dwell at length upon that which the 
Supreme Court of the United States has said during the past 
year with regard to the activities of trade associations The 
most important victory which the Federal Trade Commission 
has won is in the Pacific Coast Paper Trade Association cas¢ 
decided by the Supreme Court of the United States January 
last The salient feature of the case turns upon the effect of 
price agreements betwee paper merchants covering transac 
tions within the several states in which they did business, as 
affecting sales of paper made by those merchants in one or 
more outside states It was the contention of the respondents 
that their transactions in interstate commerce were not con 
trolled by their price agreements within their home states, and 
on this subject the court said 
“The fact that there is no established rule that the lists 


(price lists) shall be followed in taking orders for interstate 
that the 


complaint 


shipments or quoting of lower prices is an infra 


tion for whic may be made, is not controlling 


in favor of respondents An understanding, expressed or 


tacit, that the agreed prices will be followed is enough to 
constitute a transgression of the law No provision to 
compel adherence is necessary It would appear difficult for 


these jobbers to maintain a uniform price list in the state 
while making sales across the line at different and com- 
peting prices 

The case is also notable in that it decides that so-called ‘‘mill 
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made by the manufacturer to 
direct though the 
dealer's state, are transactions in 
that the federal laws 


shipments namely, shipments 
to the customer of the 
made within the 
interstate commerce, 
govern 

This decision 


dealer even sale is 
and closed 
and, consequently 
transactions 


become 


such 
of the 
general statement 


and is 
of the 
undersigned to effect 


has part of the law land 


referred to for your information, as a 


law ind not because it is believed by the 


the members of this association 


(3) Standard Price Legislation 


The Federal Trade Commission is about to make an economik 
survey as a guide to Congress in legislation touching this im- 
portant subject We are advised that questionnaires will be 


sent to manufacturers, wholesalers and retailers who are known 


to be interested in the subject of standard price legislation, and 
ipparently these questionnaires will have to be solicited and 
will not be issued broadcast 

This means that any member of our association who wishes 


directly of his expe- 
legislation will have 
which he will 


to inform the Federal Trade Commission 


rience and his attitude toward resale price 


to write to the commission for a questionnaire 


answer and which will be confidential It is believed that the 
commission will hold hearings on this subject, at which atten- 
dance will be purely voluntary 

Some years ago the Federal Trade Commission went on record 
is favoring resale price legislation, under proper restrictions 
ind the subject has been agitated in Congress for many vears, 
and it has been the custom of this association to pass a resolu 


tion in favor of such legislation 


Something more than perfunctory support is now required and 


if the manufacturers and dealers in this association are really 
nterested in expressing their affirmative views for the benefit 
of the commission, the opportunity is now afforded to them to 
place the commission in possession of all relevant facts and 
ee ence 
In order to bring this subject sharply to the attention of this 
innual meeting it is suggested that a resolution’in the follow 
ne form be presented for yvour consideratior 
RESOLVED That the members of the National Associa 
tion of Stationers, Office Outfitters and Manufacturers are 
reed tk procure from the Federal Trade Commissior 
Washington, D. C.. a questionnaire issued by that commis 
sion on the subject of standard or resale price legislatior 
ind that they answer the queries set forth in that ques 
tionnaire fully and fairls to the end that the said con 
mission may be placed in possession of the broadest possible 
information on this subject, and that a copy of this resolu 


tion be forwarded to all local associations for the prompt 
ittention of their members 

In bringing this report to a close, | wish to publicly express a 
leep sense of appreciation to General Manager Gibbs for the 


elp that he has consistently given in connection with the 


pending proceedings brought against this association, and par- 
ceularly during the last month when the demands upon him 
were many and pressing 


submitted 
MORTIMER W 


Secretary 


Respectfully 
BYERS 


and Counsel 


On motion of Mr. Brooks, seconded, the report of the secre 
tary and counsel was adopted 
GENERAL MANAGER’S REP j 
Jivul 4 4 Sa 4 4 4 Jiu x 4 OR] 
The twelve months brought to a close September 30, 1927 
have been the busiest of any similar period during the eight 


served the association as its general manager 


activities of an energetic 


vears that I have 


Due to the president and the gover- 


nors of fourteen regional districts, more work has passed 
through the Chicago headquarters office than in any previous 
vear and it has been handled by a reduced office staff hardly 
adequate at times to cope with it 

! am happy to state, however, that all employes have cheer- 
fully responded even when the pressure has been greatest, and 
have worked overtime when necessary 

It is a pleasure to tender this slight tribute of appreciation 
of the interest which they have taken in the work and of 
their faithfulness in its performance—efforts to which the 
entire office has been inspired in no small degree by the active 
co-operation and sympatheti understanding of President 


Stewart 
Unlike 
representative of an 


this association is 
mem- 


who distribute 


most national trade organizations 


entire industry It includes in its 


bership both those who make the goods and those 


them, and as auxiliary members, it also includes managers of 


departments, sales and advertising managers and the salesmen 


n the field 


Thus vou will observe that there is embraced in our member- 


N from the personnel of the entire industry 


in representatives 
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A Dual Organization 


it was the thought of its founders that greater benefits would 
come from a union of interests than from two separate 
organizations, each selfishly working for its own advantage; a 
spirit of mutual understanding and help and the friendly 
arbitration of differences seeming to be preferable to threats 
of reprisals or organized boycotts, which—outside of labor and 
agricultural circles—we know to be not only creative of dis- 
sension but to be illegal, and time has not caused any change 
in this opinion 

Organized in 1904, the association has functioned for twenty- 
three years, during which period no points of difference have 
arisen between the two branches of the industry so serious as 
to be impossible of calm and well considered discussion. 

There may exist at the present time sales policies on the 
part of some manufacturers that are not strictly in harmony 
with the association's “Standards of Fair Practice,’ and, on 
the other hand, some of our dealers may be at fault in assum- 
ing privileges beyond those limits to which they are entitled 

These faults should be corrected and doubtless will be in the 
course or time In organization work the movement is slow 


and members must learn to exercise patience 


Three Outstanding Problems 


While there are many side issues to the work that an or- 
ganization of this character is called upon daily to perform 
for its members, there are three outstanding problems upon 
which your administrative officers and governors of regional 
districts are working all the time These are 

(a) Increased distribution through the adoption by dealers 
of “Better Merchandising Methods ’° 

ib) The solution of some successful way of increasing the 
membership to the point where the association's income from 
dues will cover the expense of operation; and 

(c) Some practical service that will hold the interest of those 


members who will not attend meetings 


The Regional District Pian 


\ careful study of these three problems made a few years 
ago led Ivan Allen in his presidential message delivered at the 
Cincinnati convention in 1924 to suggest a plan for dividing 
the territory covered by our membership into a number of 
regional districts, each district to be in charge of a governor 
and each governor to be assisted by a number of lieutenants 


It is a well recognized fact that the success of any organiza- 
tion, whether religious, political, social or business, depends 


largely upon the number of its members who can be interested 


in active participation in its work 

The plan introduced by Mr. Allen received the approval of 
the convention Then came President Mitchell, upon whom 
devolved the labor of directing its development; President Sell, 
who added to its efficiency, and finally President Stewart, who, 
through his unprevedented efforts during the year just closed, 
erystallized the work of his predecessors by making “Better 
Merchandising Methods"’ the slogan of not only all the regional 
meetings held during the year but of this convention as well 

A governor of a regional district is nominated by his district 
and elected annually at the national convention 

These governors, with the elective officers and past presi- 
dents of the issociation, form the board of governors, the 
association's governing body 

Subject to the approval of the board of governors, the presi- 
dent each year appoints from that body an executive committee 
consisting of the president and two other members of the board, 
ani this committee exercises all the powers of the board of 
xwovernors when the latter is not in session 

The planning of the vear's work is the task of the executive 
committee, the members of whicn meet at intervals during the 
year, and the carrying out of these plans is the duty of the 
general manager, all of whose acts are “subject to the author- 
ity of the president and the executive committee.” 

The first and most important task of a new administration 
is the organization of the newly elected governors, instructing 
them in their duties, preparing the annual calendar of regional 
mcetings in such manner as will enable the president to attend 
all meetings with the least expense and the shortest absence 
from his business, and the arrangement of a definite type of 
program that can be followed with slight variations at all of 
the meetings 

In January, 1927, all the district governors met in conference 
with President Stewart in the La Salle hotel, Chicago, when 
two days were spent in discussing the year’s work—when and 
where the regional meetin=s were to be held, the character of 
the programs and the calendar of dates upon which they were 
to be held 

It was agreed that the programs for all meetings, aside from 


special addresses, should be so arranged as to promote “Better 
Merchandising Methods,”’ and should include, among others, 
such topics as “Advertising,” “Improvement of the Store and 
Sales Personnel,”” “Stock Control,” “Budgeting Purchases,” 
and “Study of the Cost of Doing Business.” 

This program was carried out at all of the meetings, which 
were held with few exceptions on the dates which had been 
selected at the Chicago meeting. 


The Regional Meetings 


February 14, 1927. The first of the year's regional meetings 
was held in the Chamber of Commerce, Boston, Mass., under 
the guidance of Charles P. Garvin, governor of District No. 1. 

February 17, 1927. The third regional district, of which 
Francis B. Irwin is governor, held its meeting in the Bellevue- 
Stratford hotel, Philadelphia, Penna. 

February 21 and 22, 1927. Two meetings were held in the 
thirteenth district, covering eastern Canada, of which William 
F. Dawson is governor, the first in Montreal and the other in 
Toronto on the following day. 

March 18, 1927. Regional District No. 6, of which Daniel S 
Hansen of Moline, Ill, is governor, met in the Congress hotel, 
Chicago. 

March 23, 1927. District No. 8 of which S. B. Hudson of 
Muskogee, Okla., is governor, met in the Baltimore hotel, 
Kansas City, Mo 

March 25, 1927. District No. 10, of which George E. Horne, 
Greeley, Colo... is governor, held its annual meeting in the 
Albany hotel, Denver, Colo 

March 29 and 30, 1927. In the ninth district, which covers 
the state of Texas and of which L. B. Clegg of San Antonio 
is governor, two meetings were held, one in the Gunter hotel, 
San Antonio, March 29, and the other in the Baker hotel, Dallas, 
on the following day 

April 21, 1927. District No. 2, of which Uri Doolittle of 
Syracuse, N. Y., is governor, met in the Hotel Onondaga of 
that city 

May 3, 1927 District No. 5, of which Carl M. Schutz, Mus- 
kegon, Mich is governor, met in the Cleveland hotel, Cleve- 
land, Ohio 

May 5 and 6, 1927 District No. 4, of which E. H. Clarke, 
Memphis, Tenn., is governor, held a two day meeting in the 
Peabody hotel, Memphis, Tenn 

June 14, 1927 District No. 14, of which Joe E. Harvey, Los 
Angeles, Calif., is governor, met in the Commercial club, Los 
Angeles 

June 16 and 17, 1927. In District No, 12, of which Howell D. 
Meivin, San Jose, Calif., is governor, a two days’ meeting was 
held in the Fairmont hotel, San Francisco, 

June 22 to 25, 1927. In District No. 11, of which Jas. S. Ball, 
Portland, Ore., is governor, the regional meeting was held in 
the Olympic hotel, Seattle, in conjunction with the annual con- 
vention of the Pacific Northwest Stationers’ Association. 

June 29 and 30. District No. 7, of which Sterley F. Jerue is 
governor, held a two days’ meeting in the Hotel St. Paul, 
St. Paul, Minn 

At all of these meetings commercial furniture was given a 
prominent place on the program. Edward L. Little, chairman 
of the association's commercial furniture division, was present 
at most of them and early in the year he appointed representa- 
tives of his division to assist and co-operate (in each district) 
with the governor and his lieutenants in the planning of the 
meetings and the preparing of the programs. 

President Stewart was present and took part in all of the 
meetings except those held in Canada, the thirteenth district— 
the sudden death of his father having caused his immediate 
return to the South as he was about to take the train in New 
York for Montreal 

Through these regional meetings, our officers and the gov- 
ernors of the regional districts are now reaching and interesting 
a large number of our members, also many prospects, and while 
the expense of operating in this way is necessarily large, the 
work gives great promise. 


Membership 


Our membership on September 1, 1926, (13 months ago) was 1,338 
We have lost during the year: 


Dropped for non-payment of dues wis. 
Because of resignations ; ; : 86 
Gone out of business paseobe 4 
Deceased ; : ; 5 
— 174 
1,164 


We have added during the year 
New members : : 133 
Manufacturers 
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t is our aim to make the ‘New interesting t« ir members 
so far i we in within the restr ted ame t t s each 
ear budgeted f its production 
At the convention held in St. Louis seven year igo, I recom 
mended that the paper be permitted to accept ivertising but 
this was quashed by the convention and inder the Tule estab- 
hed at that time, we re not privileged to publish advertis- 
‘ f al character 
The Harvard Bureau Research Fund 
| Chicage headquarter office undert ' f t! national 
research committee the printing ind mailing the circular 
te “ citir fron members subscriptt f I or more 
un ‘3 ach. to the fund to be sed for f neing the 
surve f tl etationet! indust that has ‘ made during 
the ear by tl Harvard Bureau f Busine Researcl 
! ‘ hundred and seventy-four subscr r pledged $7,- 
S01 As soon as the subscriptions to the amount of $7,000.01 
had bee pledged we began, according to the agreement t 
isk for remittances ot the rmmounts subscribed we have col- 
ected including interest and deposits, $7,518.37, leaving out- 
standing only fifteen units of $7.00 each, a total of $ ».00; most 
f wl I am confident will be ultimately paid 
This trust fund, designed for a specia purpose has been 
t separate from the general funds 
The National index 
The Na nal Index now tains the italogue lists of 
f ur manulfacturers It sa service that highly valued 
< t ‘ ler members Some manufacture ‘ oined the 
ition r the privilege of having their list ncluded 
! ne I if the ery ‘ f sendir t ‘ lists and re- 
4 f one te mem nad coy f rhe mplete 
Ir ew members has : $ 6.50 
he ft t f this serv f the rm ‘ t ‘as egun 
{ been $6,244.97 
if 4 tv necessal t furr ist rie rr eT witt i new 
f ! eX iss itior ‘ \ ind eithe ‘ nd binder 
f . e « new ndet fa ype t t will securely 
thout tearir tw tl number f ke t present in 
k | Re problem that w li} t tne worked out 
t ming ea l ded the nece funds are avail 
VN [pe efore nother twe ‘ rr ! t ‘ able to 
' ' the roon ! r s ‘ f fT th fac ties 
' ‘ t? ontent f the Index the purpose of 
re} ng new nders for new members At pr t this work 
uw ! outside f the office and is costing us $2.40 per 
in With the prope f es, this rccomplished 
j ‘ emploves t ntervais wt ‘ re t usy on 
} n tor 
Fif ! pies of the mple te Index I e been sent to 
\ ! ring the and thirt f taloguse lists 
\ nn ed in eight separate deliveries 


‘Who's Who in the Stationery and Office Equipment World” 


r} * anotl public o of the iss¢ t I contains 
! ! ind addresses fa member i £ I illy it 
; } t eS ind towns ind Ipha be nader eact 

‘ Attached to each dealer's 1 e is = f key let 
ex] mir the ut “a such member STOCK ind 
I rtr nts wh t é yn ites alse I mes of his 
er Under the name f each manuf I there s 
t 2 class of goods which |} r ' It has beer 
he " n publish this annua ri t edition gotten 
january 1 127, cost $1,02 cy printed on 
heet x punched to f the Nationa t = furnished 
‘ ma weturer nd dealer free re Copies ir 
or? fit the } ket are distributed hout ! ge to 
i mer r nd extra copies sold at t } $1.4 ¢ 
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plete the effective work accomplished by President Stewart dur- statements from the bank. The amount shown as interest on 
ing his administration; and we must devise some means of se- Liberty Bonds includes interest accrued at the date of sale. 

uring the support of those many stationers who have not as Receipts from miscellaneous sources were not verified by us. 
vet become identified with the association During the period under review the national research commit- 


We are engaged in a carefully laid out and conscientious 


endeavor to encourage “Better Merchandising Methods,” an 
effort that will lead to increased distribution and is worthy of 


the support of all interested in the industry 


tec was authorized to solicit subscriptions for the purpose of 
financing a national investigation of the cost of doing business 
in the retail stationery trade, through the services of the Har- 
vard Bureau of Business Research The fund, which is held 


in trust by the general manager and separately accounted for, 


” ‘TCHER B. GIBBS, General Manager. The general man- " > 
FPLET : : . consisted, at September 30, 1927, 
wzer’s report was adopted on motion of Mr. Hill, seconded by 


Mr. Brooks 


T REASU RE R’S RE PO RT Voluntary contributions 


of a bank balance of $2,504.37, 
which was verified by certification obtained from the Standard 
Trust and Savings Bank, Chicago, Hlinois The transactions 


recorded during the year are summarized as follows: 


. $7,479.00 


To October, 1927 Interest and exchange 25.37 

RECEIPTS EE 

Sale of Liberty Bonds $ 2,800.01 Total $7,504.37 
Interest on Liberty Bonds 71.76 Payments made to the Harvard Bureau of Business 

Bank interest 177.21 Research 5,000.00 

From Fletcher B. Gibbs 38,915.85 — - 

$41,964.83 Balance $2,504.37 

Frem Mr 4. H. Child 4,330.22 We examined the vouchers supporting all disbursements made 

from the treasurer's fund for the year ended September 30, 

Total receipts 46,295.05 1927, including checks reimbursing the general manager's fund 

DISBURSEMENTS for petty cash disbursements. All vouchers were approved by 

Vouchers from General Manager 44,366.92 the general manager. 

Exchange and collection 1.92 We verified the general manager's fund by count of the cash 

. on hand, and by certification obtained form the Standard Trust 

44,368.85 and Savings Bank, Chicago, Illinois, as to the amount on 

Ralance October 5. 1927 1,926.20 deposit in the name of Fletcher B. Gibbs. The treasurer's cash 


$6.295.05 balance was verified by certification obtained from the depos- 


A. H. CHILDS, Treasurer 
tober 6, 192% Yours truly, 
The treasurer's report wa idopted on motion of Mr. MeChes- HASKINS & 


ney, seconded by Mr. Near) NATIONAL ASSOCIATION OF STATIONERS, 


AUDITOR’S RE PO RTS OUTFITTERS AND MANUFACTURERS 


: f Summary of Cash Receipts and Disbursements for 
Octoer 7, 192% Ended September 30, 1927 


BALANCE SEPTEMBER 30, 1926: 


Mr. W Neil Stewart 


President, National Association of Stationers, Office Outfitters 
ind Manufacturers Held by treasurer $ 4,330.22 
1810 Main Street, Dallas, Texas Held by general manager. ; 1,000.00 
Dear Sir We have iudited the cash receipt and disburse- 
ment records of the treasurer and the general manager of the Total 
National Association of Stationers, Office Outfitters and Manu RECEIPTS 


facturers, for the year ended September 30, 1927, and submit 


Dues (including $595.50 for subscription to 
National Association News) 


Summary of Cash Receipts and Disbursements for the Year Sustaining members $ 3,800.00 
Ended September 30, 1927 cant “wraps psy 
Dealers 17,745.10 
r record of the collection of members’ dues was tested by Associates 1,188.75 
detailed comparison with the ficial membership roll of the Affiliated members 80.00 
issociaticn for the states of Alabama, Arizona, Arkansas, Flor- Field members 1,200.00 
da, Illinois and Vermont, as listed in the 1927 edition of ‘Who's Cash subscriptions to National Association 
Who in the Stationery and Office Equipment World,”’ after giv- News 9.97 
ne effect to changes occurring since publication Correspond - Sale of extra copies of ““‘Who's Who in the 
ence with respect to delinquent accounts was inspected by us Stationery and Office Equipment World” 52.00 
Our xaminatior f the record of cash receipts showed that Sale of extra copies of “National Index’ + 45.00 
the collection of dues from all members residing in the afore- Income from Washington exhibit and con- 
mentioned states had been properly recorded vention. net 2921.40 
The report of the chairman of the convention committe Sale of electrotypes and half tones 3.25 
which handled the funds for the exhibit and convention held at Lists of prospects 30.20 
Washington D Cc September 20 to 23, 1926, was not com- Sale of Liberty Bonds (par value $2,750.00) 2,800.01 
pleted in time to be incorporated in the records for the year Interest 
ended September ®, 1926, and is therefore reflected herein Bank balances 177.21 
The receipts aggregated $11,560.50, of which $8,639.10 was dis- Liberty bonds 71.76 
bursed for expenses incident to the convention and extibit Refund from regional governors 14.18 
The unexpended balance of $2,921.40 was turned over to the - 
treasurer The report was approved by the executive commit- Total receipts 
tee ind the vouchers accompanying the report were exam 
ned by us Verification of receipts from the limited informa Total 
tion vailable was not practical 


DISBURSEMENTS 


Liberty bonds having a par value of $2,750.00 were sold in 


itary. the Bankers’ Trust Company, New York, New York 


SELLS 


OFFICE 


the Year 


$5,330.22 


$41,663.83 


$46,994.05 


Budgeted 
January 1927, for $2,800.01 and accrued iterest, the proceeds Amount of 
being properly accounted for A summary of the transaction Budget Disbursement 
follows Salaries and pay-roll $26,000.00 $25,422.50 
Par Selling Rent, light, ete 2,700.00 2,665.86 
Description Value Price Profit Office expenses, ete 2 000.00 1,626.31 
Second Liberty Loan 44% $ 1,250.00 $1,259.80 $ 9.80 Traveling expenses 2,500.00 1,513.81 
Third Liberty Loan 44% 500.00 906.78 6.78 Stationery and printing § (in- 
Fourth Liberty Loan 44% 1,000.00 1,033.43 13.43 cluding National Association 
- News) 4,000,000 5,612.05 
Total $2,750.00 «$2,800.01 $50.01 Dues to organization, etc... 300.00 642.00 
Interest on bank balances is shown in the accompanying Expenses for regional gover- 


Summary is in agreement with that shown by the monthly nors 200.00 3,868.04 
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turer rging compliance with the dealer's request that the 
for which he had paid be delivered, and, after hearing 
m the manufacturer, we repeated the suggestion under date 
of March 29, calling attention to certain specific reqhests to 
ffe« which appeared in the dealer's letters 
) April 1 we were advised by the manufacturer that this 
st had been complied wit! and we quote the substance 
f the closing paragrap! f ir final letter from the manu 
re s follows 
! s r obvious t t I overlooked their specifications 
ng is to end the envelopes back to them which 
ee you quote from their letter of January 14 and I 
r t this versight on n I 
retur was mad requested, and t s the dispute 
4 s rminated 
I D» s xpresse appre ior a services of 
n r d Ph s small matter ind further 
' ! seen not to be red 
2) It i fA i dealer member wrote to com 
manufacturer 1 member explair Xv hat some 
Ss ag ! lealer had I nduced to put in a line of the 
se roduced the manufacturer, upor he nder- 
. ding the deal lis ! was 40 per cent from the 
facturer’'s list 
r? built up a sideral istributi he device 
der e of Janua 27, was advised it the manu- 
I ! had reduced to 25 p ‘ t 
We wel sked to intercede with the manufacturer and 
reinstatement of the former discount 
We advised the dealer that the Federal Trade Commission 
would interpret any such action on the part of the association 
or any < ts agencies as violating the law which the Federal 
Trade Commission seeks to enforce ind that the only practical 
re ess whk the deals would seem t have would be to 
nue handling tl line in question 
We did write the manufacturer, asking if we were correctly 
rmed as t the facts, and were advised the latter that 
the tatement made by the dealer was in error, and that the 
trade discount quoted by that company had never been in 
x s of 25 per t 
We repeated this nformation to the dealer, again pointing 
ir inability to d nything to correct the practice of the 
tac*ure 
he dealer advised us that he was prepared to produce for 
nformation of the committee invoices from the manufac- 
turer covering a considerable period of time during which the 
scount of 40 per cent was quot 
unfortunate that the attitude of the federal authorities 
serms to be opposed t ul association activity which would 
| i st misur s ling of this natur+ 
Your committee takes the liberty of believing that it might 
et possible t t I constructive service to the trade 
roving to the manufacturer the truth of the dealer's 
ments w regar prior dealings, by ex ting copies 
! ! s ul by asking the manufacturer 
re nside his reduction from 40 per cent to 25 per cent, if 
shed ¢ build up listribution through the dealer but 
ire that any s ! ctivity on the part of the associa 
would encounter official criticism and, perhaps, condemna 
! nd the expense t trouble involved in defending such 
efore the Fede Trade Commissior is the members 
‘ hy < t | . ] e out of p wort nm f any 
gT fair adn stration « the law 
i t s attitudes n t his 
‘ t tT I r est 
f the t tors » secure fron ducers 
n of their problems 
submitt 
H. \ re ERS, MORTIMER W. BYERS 
- . ° . ° 
Report of Executive Committee 
Byers Your ey t ommittee has eld meetings 
st tw eT ths s follows At the Mavyflower 
VW ; ‘ _ r I é a* the ger ral 
f ti ‘ 2 Nit n nd 17 
¢ 2 ‘ ~ ‘ 
hotel, M ! Tens Ma 
7 7 Ss } Bos © ’ 27 
r such = ‘ poin 
r | “ following 
} . rt? fon I r 
\r ¢ Gon y nual 
‘ al ¢ r ! 


Assistance rendered to the national research committee in 
connection with the survey to be made by the Harvard Bureau 
of Business Research. 

Recommendations made to the executive committee of the 
commercial furniture division with regard to the activities of 
that division 

Program of annual meeting 

Supervision of all activities conducted in the general office 
of the association and constant consultation with the general 
manager 

We have no affirmative recommendations to make in this 


Respectfully submitted, 
W. NEILL STEWART, IVAN ALLAN, CHARLES P. GARVIN. 


Necrology Committee Report 


Mr. Carter Once more we pause for a moment in a friendly 
eddy of the stream of business, to acknowledge the inscrutable 
mystery of Divine Providence 

‘uring the past year twenty-four of our members have com- 
pleted their earthly courses. With sadness we here record their 
names and stand in token of respect while they are read: 

H. CC. BRoyeson of H. C. Boyeson Company, Inc., St. Paul, 
Minn 

‘jeorge L. Stevens of Clarke & Courts, Galveston, Texas 

H. C. Miller, president, Stationers’ Loose Leaf Company, Mil- 
weukee, Wise 

Richard H. Stevens of L. E. Waterman Company, New York, 
_ 

W. E. Cooper, formerly of Pittsburgh, Penna. 

Major Neill M. Stewart, Dallas, Texas, the father of our 
president 

DeWitt C. Dunn of Willlam Mann Company, Philadelphia, 
Penna 

Thomas H. Pancoast, formerly of Thaddeus Davids Ink Com- 
pany, Ine New York, N. Y 

Robert H. Robertson of Rand, McNally & Company, Chicago, 
1) 

\. H. Childs, president, S. D. Childs & Company, Chicago, Il. 
Charter member of the National Association, who from its 
rganization to the day of his death gave it his constant 
interest and active service, not only in the ranks but as direc- 
tor, auditor, and six years as treasurer 

Henry Russell Curtis, president and director, Curtis 1000, Inc., 
St. Paul, Minn 

Maximilian J. Roth of M. J. Roth, Inc., New York, N. Y. 

Joel L. Isaacs, president, Milwaukee Chair Company, Mil- 
waukee, Wisc 

George C. Whittemore, formerly of Thomas Groom & Com- 
pany. Boston, forty-four years an active stationer, an organizer, 
first treasurer and a vice-president of the National Association. 

Junius B. Irving, president, Irving-Pitt Manufacturing Com- 
pany, Kansas City, Mo 

George R. Simpson, vice-president, Robert Keller Ink Com- 
pany, Detroit, Mich 

Bert G. Bishop ot The Office Supply & Printing Company, 
Cleveland, Ohio 

Richard M. Van Valkenburgh, general manager, Irving-Pitt 
Manufacturing Company, Kansas City, Mo 

Arthur N sushnell, president, Alvah Bushnell Company, 
Philadelphia, Penna 

Byron B. Goldsmith. vice-president, American Lead Pencil 
Company, New York, N. Y. 

John L. Grant, president, Grant's Book Shop, Inc., Utica 
mum F 

John Fischer superintendent Dameron-Pierson Company, 
New Orleans, La 

Franklin Henry Whitlock, vice-president, Brown, Lent & Pett, 
Inc., New York, N. Y 

Sigmund Thalheimer of Meyer & Thalheimer, Baltimore, Md 

We do not know why they have been taken from us It is 
hard, especially for those to whom they were nearest and 
to be reconciled to this bereavement Too often it 


lé rest 
seems as if a promising life had been cut off in the height of 
its usefulness 

In such a mood, a new light and a comforting thought come 
to us from the story of John Quincy Adams at eighty years of 


age, when an old friend who met him on the street in Boston 


shook |} trembling hand and said, “‘good morning, and how is 
John Quincy Adams today” “Thank you,"’ replies the ex- 
president John Quincy Adams himself is well, quite well, 
I thank you But the house in which he lives at present is 
becoming dilapidated It is tottering upon its foundation 
Time ind the seasons have nearly destroyed it Its roof is 
pretty well worn out Its walls are muchvshattered and it 
trembles with every wind. The old tenement is becoming 
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almost uninhabitable, and I think John Quincy Adams will have 
to move out of it soon But he himself is quite well, quite 
well.” 

If we believe, with John Quincy Adams, that it is only the 
earthly tenements of our friends which have yielded to accident 
or wear and tear; if we belleve that our friends themselves 
remain as before in the care of a Higher Power Whose infinite 
love and wisdom we cannot question; if we believe that in our 
Father's house are many mansions of opportunity and happy 
usefulness, where some day in the spirit we shall meet our 
friends again,—then our sadness for the loss to ourselves will 
gradually give place to rejoicing for their gain in freedom and 
power, and we shall find new inspiration in all the good that 
they have left behind to bless our memories and to strengthen 
our ideals 

tespectfully submitted, 


RICHARD B. CARTER, Committee 


Report of the Tariff Committee 


At a meeting of the National Executive Committee held in 
Chicago in November, 1926, a new committee of the National 
Association was appointed—designated as the Manufacturers’ 
Tariff Committee. The duties as outlined to the members by 
Manager Gibbs in his letter notifying them of their appoint- 
ment was summarized as follows: “‘to keep an eye on the tariff 
and to report their findings to the headquarters office from 
whence they will be distributed to manufacturing members.’ 
In the March, 1927, issue of the National Association News, the 
duties were expressed in a little different manner as follows: 
“it will make a study of the tariff and report to our manufac- 
turing members through the Chicago headquarters any changes 
that are made that adversely affect such manufacturers’ in- 
terests."" As the tariff has not been changed in any way since 
the last convention, it is possible that no report was expected 
from this committee. We might even say that it was “hoped” 
that no report would be made, for the tariff is a notoriously 
dry subject and we ordinarily feel that it should be left in the 
care of those who make a specialty of it. Regardless of this, it 
is such an important subject that we feel a brief report is 
justified and that a tariff committee should remain as one of 
the standing committees of the association. We know that it 
is quite possible to alter the present tariff so as to produce 
serious results to manufacturers and dealers alike and al- 
though a committee doubtless would be powerless to prevent 
any changes. yet it could at least keep in touch with proposed 
legislation and advise interested parties when any adverse pro- 
posals were made 

As no changes have recently been made in this law. there 
are no current revisions to consider, but we thought a brief 
review of the present tariff, especially as it applies to some 
duties on articles with which we are all familiar, might be of 
interest rhe present tariff act is known as the Fordney- 
McCumber Act of 1922, and was effective September 21, 1922. 
over five years ago. The most interesting provision of this law 
was that empowering the President of the United States to in- 
crease or decrease rates of duty not to exceed fifty per cent of 
the rates originally specified, but this authority has been very 
little used, although various demands have been made for its 
application. Whether any change in the tariff will be proposed 
in the coming Congress cannot be predicted at this time On 
April 13, Representative Green of Council Bluffs, Iowa, stated 
that tariff legislation would not be included in the subjects to 
be considered by the House Committee on Ways and Means at 
the sessions to be held before the convening Congress How- 
ever, the recent flurry with reference to the French discrim- 
ination against the United States in their new tariff may 
change this attitude and the entire act might be subject to re- 
vision at the present Congress. 

We have selected a few examples of the tariff rates which 
apply to articles in which the members of this Association are 
interested This schedule is certainly not meant to be author- 
itative as various exceptions are omitted, but it is simply noted 
to give a general idea of the charges assessed against imported 
goods The “ad valorem” duties are, of course, percentages 
levied on the value of the goods as invoiced by the foreign 
producers: while the specific duties have nothing to do with 
the invoice value 


Ad Valorem Specific 


per Ib 
Newsprint paper Free Free 
Rag and wood pulp and wood for making 
pulp : Free Free 
Printing paper not especially provided for 10% 4c 
Writing ledger er bond 15% 3c 
Writing, ledger or bond—ruled or printed 15% plus10% 3c 
Tissue and carbon not over 6 Ib. to ream.. 15% 6c 


Tissue and carbon over 6 Ib. and less than 


10 Ib. to ream....... inth ind bbedsews 15% 5c 
Wrapping paper iheeined / ..-. 30% 
DORGeES DOGO ci cccanccwdoune tnapanwie ewe oe 30% 
Paper boards and pulp boards. 10% 
Envelopes 
Envelopes are subject to same duty as paper from which 
they are made and the following additions: 


EMO: on cncaevnsseesehes cnevens . 5% 
Printed envelopes ..... po askew , ie 10% 
Lithographed envelopes ...... ‘ 30% 
Books 
Printed books by foreign authors....... 15% 
All other printed books not especially pro- 
.c. nce ecesebs aedbaoenes ¢ 25% 
De Dn oct chenseCenecenbesas 25% 
Cards 
Post cards (not including American views) 30% 
Greeting cards with text or greeting. . 45% 
Greeting cards without text or greeting.... 30% 
De DD caseceiucnendecesees - , 20% 10c pack 
PU OED cecccecssddbeccccvescess jenanana See 
Manufactured articles of paper not espe- 
GEE BUOUEOS GER i cccwccccccvescceses 35% 


If a new tariff law is introduced at the present Congress, we 
think it should be the duty of the committee to keep as closely 
in touch as possible with the rates proposed on articles which 
are of interest to our members and to notify the Chicago head- 
quarters of any unfavorable changes. Another way in which 
the committee might serve would be to have members send 
through the Chicago office for their attention instances where 
the present tariff law affects in any special way articles which 
they handle, as it might be of value to the entire association 
to have this information tabulated and presented at future 
association meetings. 

IVAN E. GARVER, Roaring Spring Blank Book Company, 
Roaring Spring, Penna., Chairman; J. FRANK DUNLEAVY, 
The Dunleavy Company, Boston, Mass.; EDWARD L. 
LITTLE, The Wabash Cabinet Company, Wabash, Ind.; W. 
W. S. CARPENTER, The Sanford Manufacturing Company, 
Chicago, Il.; JAMES R. ARMINGTON, Dennison Manufac- 
turing Company, Framingham, Mass. 


Used Equipment Problem 


By J. Victor Barr 


The subject assigned me, “The Used Equipment Problem,” 
is rather delicate and difficult. There are so many angles to 
the office furniture situation, that it is not easy for many 
dealers to comprehend the many difficulties which the office 
furniture dealer encounters without a great deal of patience 
and thought when confronted with the matter of trading in 
old equipment for new 

In the sale of office furniture, as in every other division of 
interest. ideal conditions are not always to be attained. The 
difficulty resolved today is replaced by another tomorrow. There 
is no finality; new circumstances favorable on the one hand 
are unfavorable on the other 

Office furniture is a logical and necessary part of the com- 
mercial stationery line. But it must pay on its own account, 
and I firmly believe by having a used furniture department it 
will help to make it do so. A great many of us shy at this 
subject as the words “second-hand dealer’ does not sound digni- 
fied. But there is nothing in the game that will compare with 
an up-to-date, intelligently-operated used office furniture de- 
partment as a money-maker. 

There is a vast difference between second-hand furniture 
and junk. Don't deal in junk at any price 

The towns in which we all operate are full of good prospec- 
tive customers who are hanging on to their old equipment, as 
it is too good to discard and they do not feel able to junk it, 
but if they can be shown that they can trade in their old fur- 
niture towards new, and acquire the new with a reasonable 
expenditure it will, nine cases out of ten, result in a nice sale 

But, on the other hand, you must have some one who can 
visualize values of old furniture and make an allowance that 
will enable him to realize a profit from the sale of his new 
equipment, in case he does not have a very ready market for 
his old trade-in 

Where dealers do take in old furniture they should operate 
it as a separate and distinct department on the same basis and 
principle as their new furniture department, taking into con- 
sideration the cost of doing business and should allow such a 
trade-in price that will enable the dealer to mark up his used 
equipment at a profit and still sell his customer so as to make 
him believe he is getting a big bargain in his purchase. 

[I firmly believe that within the very near future all office 
furniture dealers will have to resort to taking in used furniture, 
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because all over the country there is a tendency to improve 
the appearances of offices. 

It is coming to be understood by the business man himself 
that he spends the greater part of his life in his office and 
that there is no reason why he and his business associates and 
guests should not enjoy aesthetic beauty equal to that de- 
manded in the home. This tendency has not yet attained its 
growth, but will, I believe, increase as the years go on, widen- 
ing the opportunities for the office furniture dealer and giving 
rewards to those who studiously examine the conditions with 
which they are surrounded 

So we must help educate Mr. Business Man up to these high 
ideals of a well-equipped office. We must offer him a way in 
which he can dispose of his old equipment for new, and the 
solution will be to trade it in 

Summing up, I believe you can make a paying proposition 
out of used furniture if it is handled in an intelligent and 
business-like manner by not making too large an allowance on 
your trade-ins. 

There are six salient points I believe it would be well to 
consider regarding used furniture allowances. 

1. Have your customer thoroughly understand when he 
trades in his used equipment that he is making a purchase— 
not a sale—that you are simply applying his used equipment 
as a credit toward the purchase price of his new equipment. 

2. That his used equipment has only one fundamental basis 
of value; i. e.. what the dealer who accepts it in trade can get 
for it in the used furniture market. 

3. That his used equipment has seemingly different values 
because competitive dealers are bidding to sell him new equip- 
ment. 

4. That the largest allowance is not necessarfly the best deal 
for him. Sometimes it is—sometimes it is not. 

5. That excessive allowance may mean that he is paying 
an excessive price for the new equipment in comparison with 
its real value. 

6. First have your customer judge the merits of the new 
equipment in comparison with its price, including all delivery 
and finance charges, and then weigh any difference in allow- 
ance afforded on the used equipment, 


Report of Committee on By-Laws 


MR. SEYMOUR: Mr. Chairman and Gentlemen: I am very 
glad, indeed, that this very dry report is printed, as I would 
dislike very much to have to read this dry material at this 
time. I will therefore say that the report of the committee on 
revision of by-laws has been sent to every member of the 
association in the September, 1927, issue of the Association 
News. I recommend, therefore, that the report, having been 
so published, be considered as before this meeting for action. 





September 1, 1927. 
Mr. W. Neill Stewart, President, 
National Association of Stationers, Office Outfitters and Manu- 
facturers. 
Dear Mr. Stewart: 

Following is the report of your special committee for the 
revision of By-Laws: 

Section 4, article 3, change the word “shall’”’ at the end of 
the second line to “may.’’ Omit the word “and” in the third 
line after “wholesale dealers’’ and substitute a comma. After 
the word “manufacturers’’ which ends on the fourth line, in- 
sert ‘‘and field members."’ 

Third paragraph, section 4, article 3, change the word “shall” 
at the beginning of the second line to “may.”’ The following 
paragraph should be added at the end of section 4, article 3: 

“In like manner the field members may meet in conference 
and the fourth vice-president shall be the chairman of the 
meeting.”’ 

Section 1, article 4, shall be changed to read as follows, 
which includes the addition of associate members and the 
dropping of affiliated members only, and change of the order 
of the names: 

“This Association shall be composed of its officers, gover- 
nors, club, association, individual, associate, honorary, field 
and sustaining members.”’ 

Section 8, article 4, is to be dropped entirely. 

Section $, article 4, is to be changed to section 8. 

Section 10, article 4, is to be changed to section 9. 

Section 11, article 4, is to be changed to section 10. 

Section 1, article 5, drop entirely, the first sentence of this 
section beginning with “‘Annual dues” and ending with “each 
year.”’ 

Second paragraph of section 3, article 5, reading “annual 
dues of affiliated members shall be $10.00" drop out entirely 


Section 3, article 6, drop out the word “affiliated” in the 
first line. 

Section 1, article 7, second line, change the word “three” be- 
fore “vice-presidents” to “four.”” Third line omit entirely the 
words “an auditor.” 

At the end of the second paragraph of section 1, article 7, 
add the following: “‘The fourth vice-president shall be a field 
member of the association.” 

Section 2, article 8, insert a new paragraph at the end of 
the section as at present constituted to read as follows: “The 
fourth vice-president of the association shall preside at all 
conferences of field members which are held as part of the 
annual meetings of the association and report any recom- 
mendations which may be made at such conferences to the 
annual meeting of the association.” 

Section 5, article 8, shall be omitted entirely. 

Section 6, article 8, shall become section 5. 

A new section 6 for article 8 shall be added to read as fol- 
lows: “The financial accounts of the treasurer and of the gen- 
eral manager shall be audited annually by a certified public 
accountant at the latest practicable date prior to an annual 
meeting and a report of such audit shall be presented as part 
of the proceedings of each annual meeting.” 

Section 11, article 8, change the word “Chairman” at the 
beginning of the third line to read, “A member." 

Section 1, article 12, insert after the word “shall” at the end 
of the second line, the word “preferably.”’ 

Your committee wishes to state that the changes and addi- 
tions which are herein reported for section 1, article 7, and 
section 2, article 8, in reference to the fourth vice-president, 
are noted in the report of the resolutions committee made at 
the 1926 annual meeting at Washington. 

Your committee has been handed a proposed amendment to 
section 1 of article 3 of the by-laws signed by six members in 
good standing of our association in St. Louis, Missouri, having 
the effect of changing the date of the annual meet&ig to the 
month of June and reading as follows: 

“Amend Section 1 of Article Ill, by striking out the word 
‘October’ in the second line and inserting the word ‘June’ in 
lieu thereof, so that said section when amended shall read as 
follows: 

“Section I. The annual meeting of the Association shall be 
held on the second Monday in June of each year at such place 
as shall have been named by a resolution passed at the last 
previous meeting. In the event of an emergency warranting a 
change of place, the president shall have the power to make 
such change subject to the approval of a majority of the board 
of control. Notice of such change shall be sent to each mem- 
ber at least thirty days previous to date of meeting.” 

Your committee is unable to report any recommendation along 
these lines, having well in mind the recent thorough considera- 
tion given to this subject at the Des Moines convention and 
which for reference was reported on page 35 of the November, 
1923, issue of our “Association News."" To our knowledge, ex- 
perience has demonstrated that the second Monday in October 
is in accord with the convenience of the greatest number of 
members. 

Respectfully submitted, 
F. P. SEYMOUR, 
Chairman committee on revision of by-laws. 

On motion of Mr. Mitchell, seconded by Mr. Sell, the report 
of the committee on revision of by-laws was referred to the 
committee on resolutions. 

THE PRESIDENT: Gentlemen, you have heard Mr. Sey- 
mour’s suggestion and the Chair will entertain a motion that 
the report be received and referred to the Committee on Reso- 
lutions. 

MR. MITCHELL: I so move, Mr. President. 

(The motion was seconded by Mr. Sell, and adopted.) 

THE PRESIDENT: Just one other item which we have to 
go back to and take up because we did not have the Auditor's 
Report at the proper place in the program. Our Secretary, 
Mr. Byers, will present this report at this time. 


Report of the Executive Committee, 
the Commercial Furniture Division 


It has been the desire of your committee to bring the activi- 
ties of this division before the greatest number of people 
possible that are engaged in this industry and with this in 
mind presented a plan to President Stewart to appoint what 
would be known as regional and local chairmen, their duties to 
be as follows: 

Regional chairman to work in conjunction with his governor 
with a view to securing a place on the program of the regional 
meeting for considering items that are sold in commercial fur- 
niture departments. 

The local chairman to use his efforts in intéresting the local 
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Scoville Manufacturing Company, stated that the New York 


ty group hopes to make the regular Monday luncheons the 
fti 1 gathering of the field members James ©. Hobart, of 
Bostor ffice of Eberhard Faber, also stated that steps are 
being taken to form a travelers’ club in Boston in the near 
future 
The meeting gave Mr. Elmer a rising vote of thanks for his 
efficient administration and earnest efforts this year All be- 


that, with four sectional clubs and two prospective new 
ear will be a most successful one 


idership of its own vice-presi- 


Successful Joint Luncheon With Rotary 
For the first time in history Rotarians joined with a trade 
convention when the Boston Rotary held a joint luncheon with 


t! convention delegates Tuesday noon in the ballroom of the 
Hi Statler 
The affair was an outstanding success from every angle, and 
developed a great deal of enthusiasm on the part of members 
of both groups. Charles P. Garvin, chairman of the convention 
ommittee and also a prominent Rotarian, arranged the 
ncheon and presided Alfred H. Marchant, advertising direc- 


tor of the Boston Post, and president of Boston Rotary, was 
present. 

After rousing songs and cheers during which enthusiasm 
renched a point which would breed jealousy in an All-American 
college cheer leader, Mr. Garvin gave a fine speech on the 
aims and ideals of Rotary. He said that the chief feature of 
the luncheon was the unusual opportunity offered both loca! 
business men and leaders in the industry for mutual profit 
through friendship and open criticism. 

He then introduced Herbert R. Marsh, general secretary of 
the Stationers’ Association of Great Britain and Ireland, and 
ivan E. Allen, successful Atlanta stationer and former presi- 
dent of the national association. 

Mr. Marsh expressed his appreciation of the wonderful wel- 
ecme and hospitality accorded him during his official visit here 
and brought a message of good will to all present from the 
trade abroad 

Mr. Allen gave a most interesting talk on the activities ol 
the committee, of which he is chairman, which recently raised 
a fund of $1,000,000 to advertise Atlanta all over the country. 

The gathering expressed its appreciation of the three fine 
speeches by enthusiastic applause in each case. 


Mr. Mitchell’s Report on Meeting of British Stationers’ Association 


MR. MITCHELL [who followed Mr. Babson] Members of 
the Mortician Association (Laughter.) First, I am going to 
express to you men a kinder sense of appreciation than I ever 


entertained before for the honor which you gave me in 1923 
ind again in 1925 of acting as your president and thereby 
having the privilege of representing this association at the con- 
vention of the British Stationers’ Association as a past presi- 
dent of our association To try to tell you the hospitality 
hown me over there would be absolutely impossible I know 
Mr. Faber and Mr. Burgoyne Mr. Ivan Allen and Fred 
Seymour and others will tell you the same thing—it just simply 
nnot be expressed in words. When we landed at the station 


ve Were met by Mr. Howard Barringer, the export manager for 
Eberhard Faber, and they took our trunk and bags and we 
vere delivered, bag and baggage, at the hotel Mr. Percy Bar- 
ringer was presiding at the meeting at the time we landed, but 
within an hour he was at the hotel and took Mrs. Mitchell and 





myself for an automcbile trip through several of their wonderful 
parks, and from that time on for the eighteen days we were in 
London we were in complete charge of that bunch of stationers, 
morning. noon and night They seemed to think that the only 
e we ought to sleep was between two and three in the morn- 

nz and seven o'clock 
This human dynamo, this man Herbert Marsh, whom you 
tened to today has a habit of getting to the office about seven 
lock in the morning Our hotel was on the way to his office 
Laughter.) And they not only took care of us to see that we 
ere irefully entertained in the hotel, but they would call us 
t two or three in the morning and wake us up to find if we 
vere sleeping well. (Laughter.) To describe to you the ban- 
juet night is beyond my power of expression When we saw 
that gathering, when we entered that wonderful banquet hall, 
th Mrs Mitchell on President Barringer'’s arm, your repre- 
. tive following with Mrs. Barringer, and the rest of the 
members of the top table is they call it, entering the hall, I 
! feeling mingled witt well, I just don’t know how you 
describe it I don’t mind telling you 1 was scared stiff 
(Laughter.) And in the introductory remarks of that wonder- 
] ym 2 Barrir challenged the audience te give 
representative in ovation I don’t know how 
tion actu sted. but to me it seemed it lasted 
1 And I ar here t tell you when I first started to 
a a first two or three minutes. I don’t know what I 
never went through such an experience in my life, never 
gair I don't believe it would be possible for any 
bn s wonderfully nd hospitably received as we were 
I oniv wisl that vou mer every one of vou might have 

ge of attending that association meeting 
British Association Has High Standing 

sh that you knew the high standing of that organization 
r country And the reason of their high standing is the 
have ors nization that they have laws to 
p then it in establishing and maintaining prices, and 
have the confidence and the respect of the buying public 
t? prin rea f their standing Another reason 
f ! ness in that intry is the fact that they have 





this human dynamo—on the elert every minute of the day and 
of the night If there is any trouble any place, he is right 
there, right on the job. If there is any breach in the ethics or 
price cutting, it doesn't take but about twenty-four hours for 
them to find it out at headquarters. We, of course, in this 
country cannot operate on that basis the same as they do on 
account of our laws, as brought out in our reports here today. 
I hope this action of the Federal Trade Commission is going to 
bring about the possibility for our establishing some protective 
measures in our country, where we can be placed in the busi- 
ness to command that same confidence and that same respect. 

I don’t know how many of you know that in the British Isles 
during the last fifty vears seven of the Lord Mayors of London 
have been stationers and printers. The present Lord Mayor of 
London is a printer and stationer. Stationers’ Hall, in London, 
is the most historical hall in active use in that great city. Am 
I right, Mr. Marsh? 

MR. MARSH: Yes. sir. 

MR. MITCHELL: All of the great events in London, like 
King George entertaining the President of France, and such as 
that, these receptions and these banquets are in this famous 
Stationers’ Hall 

My time is nearly up, and I just want to say that we were 
entertained every minute of the day and night, and when it 
came time for us to take the train for Dover to go to Ostend to 
attend the Rotary convention there, we were seen off by—lI 
will not tell you how many of the stationers of London. The 
officers were there; their wives were there We were loaded 
with flowers, boxes of candy and magazines, and there was 
such a heartfelt feeling that we just hated to go. Words just 
fail me to tell you how much we appreciate the wonderful 
reception we were given, and this was simply brought by this 
feeling that they entertained toward us of friendliness and 
fellowship, and in order to have a better understanding with 
us In checking over the membership of the British Associa- 
tion I believe we counted eleven who are American manufac- 
turers ind I wish you could know the reception given our 
American manufacturers by the English manufacturers—not 
one of competitiveness, but one of real reception Mr. Faber 
an bear me out on that fact. We have eleven of the American 
manufacturers members of the British Stationers’ Association 
operating under their protected list 

My time is up I just hope that every one in this hall will 
do his part to see to it that Herbert Marsh is made to feel 


perfectly at home When I was introduced by Mr. Barringer, 
his remarks were—‘“no matter what kind of an ovation you 
give him, it will not be one-tenth of the reception which was 


afforded me when I visited America.” And let me throw the 
challenge right back at you, that no matter how much atten- 
tion, how much courtesy, how much interest you show in 
Herbert Marsh, it will not be one-tenth of what was shown us 
as your representatives in London (Applause.) 

THE PRESIDENT: Charley, I want to thank you very much 
for that very fine report Every one of us envies the very great 
privilege that you and the other American representatives had 
in attending’ that meeting 
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ADDRESSES 


OF THE CONVENTION 


Greetings from Britain 


Being Some Remarks by Herbert R. Marsh, General Secretary, 
Stationers’ Association of the United Kingdom in Response 
to His Introduction by President Stewart at the 
Opening Session of the Boston Convention. 


Mr. President, Ladies and Gentlemen I feel today a feeling 
which has been strange to me all my life; I feel a diffidence 
in facing an audience. And strange as it may seem, that feel- 
ing has been brought about by you good fellows, because you 
have extended to me such a cordial, such an affectionate wel- 
come, and you have poured upon me praises which, I am sure, 
are all too good for whatever I may have been able to do, and 
so I feel that you will expect from me something which I am 
quite sure you are not going to get. But I assure you, ladies 
and gentlemen, that if I may never have been so diffident as 
at the present moment, I never have been so happy as I am at 
this time 

When I was selected by my Council to come over to this con- 
vention, I can assure you that I felt a thrill. I felt a thrill at 
the idea of crossing the great Atlantic. I felt a thrill of coming 
into personal contact with the stationers of another land, but 
above all I felt a thrill at meeting some of those good fellows 
on this side of whom I had the pleasure of meeting samples, 
as they have come over from time to time. (Applause.) 

I think that the nearest approach I have had to breaking 
down was when I saw my dear friend Charley Mitchell. And 
when I remember that he has traveled from Topeka, Kansas, 
very largely, I believe, on my behalf in order to be here and 
extend to me the right hand of welcome, I felt how really good 
that was and how far you can go in extending hospitality to 
brother stationers from other lands 

Mr. President, you have had before you in former years some 
of our finest men. Aye, some of the finest men in the stationery 
trade in the whole world, and you yourselves will be only too 
ready to admit that, I know. In Mr. Percy Barringer, our 
President, who in our country can claim that his name is a 
household word in the stationery trade, we have also a master 
of oratory, a master in the art of using those happy phrases 
which are so pleasing to listen to, but which to an inex- 
perienced speaker like myself do not come to mind until I have 
taken my seat again (Laughter.) In Mr. Clifton Tollett you 
had one of the geniuses of the stationery industry. In Mr 
L. G. Sloane, you had not only one of the geniuses of the trade, 
but you had a man whose heart is full to overflowing with the 
love of his fellowmen, and his desire to extend the brotherhood 
of mankind. Mr. Bridges, that master of organization, has been 
here and probably has told you something about the organiza- 
tion of exhibitions. He is one of the proprietors of our official 
journal, The British Stationer. And last, but by no means 
least, and I am sure you will agree with me when I mention 
the name of Mr. Owen Jones whom we sent over last year to 
represent us. (Applause.) 

Well now, Mr. President, I can only say this, that as on the 
15th of last month a number of gallant men left the shores of 
this country as ambassadors of good-will to France,—I refer 
to members of the American Legion—and who have since their 
visit to that country been entertained by my fellow country- 
men in London—just as they went as ambassadors of good will, 
so I in a very humble capacity come to you today as an am- 
bassador of good will from the other side. (Applause.) Espe- 
cially do I want to emphasize this, that however unwise my 
Council may have been in selecting one of the smaller men in 
the trade, I come to you not as an individual, but as represent- 
ing five thousand stationers of Great Britain and Ireland, and 
I desire to read to you without further delay the message 
which I bring. 

(Reads letter to President Stewart from officials of The 
Stationers Association of Great Britain and Ireland.) 

W. Neill Stewart, Esq., President, 
The National Association of Stationers, Office Outfitters 
and Manufacturers, National Convention, Boston, Mass 
Dear Sir: 

The Council of the Stationers’ Association of Great Britain 
and Ireland send fraternal greetings to the National Association 
of Stationers, Office Outfitters and Manufacturers of the United 
States of America on the occasion of their Annual Conference 
at Boston, U. S. A 

Whilst recognizing that the trade problems which will engage 
your attention may be, in many respects, different to our own, 
we feel that a communion of interests and ideals closely unites 
our respective Associations. 


To labor unceasingly for the advancement of our craft and 
the betterment of the status of its individual members is an 
ideal worthy in itself. It is enhanced by the unselfish service 
of those men of vision and experience who, sacrificing time and 
personal interests, have come long distances to assist at your 
convention 

We very cordially wish unqualified success for your delibera- 
tions and trust that your convention will be followed by an in- 
crease in that spirit of brotherhood and co-operation which 
alone can secure the future prosperity of our craft 

Yours fraternally, 
Percy Barringer, President 
J. Adams Keene, Chairman of Council 
Herbert R. Marsh, General Secretary 

19th September, 1927. 

Mr. President, not only do I bring you the greeting of the 
stationers of Great Britain, but I am glad to tell you that I am 
the bearer of a message of good will from the Lord Mayor of 
London who on the eve of my departure sent me a personal 
note expressing the hope that this convention would be a 
wonderful success, and that I would be able to learn, as I am 
sure I shall learn, very much from listening to your various 
deliberations. 

The National Chamber of Trade, which is a very great 
organization, comprising through its various affiliated assecia- 
tions several hundred thousand members, also has commissioned 
me to bring you cordial and fraternal greetings, and I am 
pleased to be able to say that that organization has already 
decided at its recent autumnal convention to visit America next 
year. (Applause.) 

It has been our pleasure, Mr. President, in some cases to 
lead the way, and I can claim that our policy of sending rep- 
resentatives to America to these conventions has led the way to 
this great organization taking the same step. I have had the 
pleasure of putting up to that organization on a number of 
occasions the desirability of such fraternal visits. Now their 
delegation will probably run into a great number of members, 
and I am sure that when they come, as they will come next 
year, you in the different towns they visit, and I hope they will 
come to Boston, will give them that same cordial welcome which 
you have extended to me 

Now, I think this is not the time, Mr. President, for me to 
talk about association matters. I hope that in the course of this 
convention there will be opportunities for me to deal with some 
questions connected with our own organization, and to see 
where we can be of mutual benefit to each other. But I know 
that you have your own business to transact, and I am not 
going to interpolate any remarks of the business side here and 
now. I do wish to say this, however. Gentlemen, while I am 
in this building, and during the course of this convention, I am 
at your service, and if at any time you see me about and you 
want to ask me anything about matters affecting your trade 
or what is being done on the other side, I do hope that you 
will use me to the fullest possible extent 

And now Mr. President, I am going to say no more excepting 
this: I have, and here present. a little token—I have a very 
pleasant duty, indeed, to perform. I am going to ask you, sir, 
as President of this great Association, to accept from my Coun- 
cil, and my Council are acting on behalf of the whole of our 
membership,—these four volumes which are, as you will see, a 
short history of the English people, and in asking you to accept 
these volumes I do not wish it to be thought for one moment 
that you are lacking in knowledge of English history. 
(Laughter.) I am quite sure that you know quite a deal about 
us, and I am quite sure that early in life you, like myself, 
probably were compelled to learn more than you wanted to at 
the time regarding the history of the English people. But in 
presenting these volumes I am hopeful, sir, that you will in 
perusing their pages find very much even new to you, and that 
even that which you have learned previously will be revived 
in your memory, and that knowing more about us you will 
better be able to understand us. (Applause.) 

I am not quite sure who it was, but some one of our 
important men on the other side said at a dinner the other 
night that there were only two things which divided America 
from England,—water and ignorance. (Laughter.) Well, al- 
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though we have had a very rough passage over here, I have 
managed to bridge the first difficulty, and to come here to greet 
you. I hope that these volumes will help you to bridge the 
second difficulty, if it exists at all. But in any case, I feel sure 
that you will accept these favors as a token of our regard and 
our esteem, and a desire that you and we shall become better 
acquainted. 

And now, sir, I have one more little duty, of a purely per- 
sonal character (and I hope nobody will listen to this) to per- 
form. Sir, you and I are very much in the same position. I 
read an account of your life and doings and I found that you 
started business in a very, very small way, a single office, with 
a very small stock. I started in a very, very small way, indeed. 
You, sir, now have the blue ribbon of the stationery trade of 
the United States of America; you are the President of this 
great Association of this great nation. I cannot go up so far as 
that, but I do feel that I have reached part of the way, when 
as a very small retailer I have traveled on to the position of 
being the chief executive officer of an association which I think 
I can claim, if it is not equal, it is second only to your Associa- 
tion here. (Applause.) Now, sir, the volume which I am going 
to present to you is also about the English people, but it is 
about one particular class of the English people; it is a volume 
which is called “A Short Account of the Worshipful Company cf 
Stationers,’’ and it was prepared for presentation to the Arch- 
bishop of Canterbury at the 500th anniversary of the founding 
of the company. Now, sir, this is a short account of that great 
company.—not one of the biggest, but one of the most ancient 
of our citizen companies. And this volume I might tell you will 
be feund intensely interesting, but it is more than that: It is 
unique, and I am sure you would like to have something unique. 
Now, let me tell you that there were very few of these left. 
They were produced for private circulation, and they were very, 
very few left in the hands of the clerk of the company, and he 
was instructed that they should be eked out only on very 
important occasions. I have been able to secure for you, after 
some little trouble, a copy of this volume. I bring it to you, 
and I present it to you, sir, with feelings of affectionate re- 
gard, and if you will also accept that, which will perhaps help 


you to keep in mind the face of the man who has just been 
addressing you when he is thousands of miles away, I will take 
it as a very great privilege and very great honor. (Great ap- 
plause.) 

THE PRESIDENT: Mr. Marsh, unfortunately in climbing 
that ladder from that very small beginning to my present 
position, I did not acquire the same ability that you acquired 
of being able to bring such a message to us in such an at- 
tractive manner. You have touched our hearts with your mes- 
sage and with your greetings. It will be quite impossible for 
me to tell you just how I feel in accepting these tokens of 
your esteem. I will say this: That this moment will remain 
in my memory as one of the most important in my life. And in 
reading these volumes that you have presented to me and 
this wonderful book and all that it typifies, it will continually 
bring to mind this most happy occasion. 

I wish I had time to respond more fully to that wonderful 
greeting of friendship and fellowship that you have brought to 
us. I do not believe I could possibly express to you in words 
just how the men here today feel toward you and to our fellows 
across the sea. I believe it can best be expressed in the warmth 
of our handshakes, and I do want you to carry back to your 
Association and to your Council the most cordial greetings of 
good will and friendship from this Association, and our earnest 
desire that we may be continually drawn closer and closer 
together in the cause of complete understanding. (Applause.) 

Now, in that connection, at this time it gives me great 
pleasure to read a cablegram which I have received this morn- 
ing from your esteemed President, Percy Barringer, with whom 
it has been my privilege to exchange a number of letters 
throughout the year. It has been a most delightful correspond- 
ence, I assure you. 

(Reads.) 

“President Stewart, Stationers’ Convention, Statler Hotel, 
Boston. British Stationers send greetings and best wishes for 
successful conference. 

“Percy Barringer, President, 
“Adam Keene, Chairman.” 
(Applause.) 


This Business of Getting Together 





By Chester Leasure, Associate Editor of “The Nation’s Busi- 
ness,"" Who Appeared for Merle Thorp, the Editor 





Mr. Chairman and Gentlemen of the Convention: No matter 
what its character intrinsically, there is always a bit of disap- 
pointment about a substitute. I say that so that you gentlemen 
will understand that I fully realize the handicap under which I 
labor in appearing here this afternoon as a substitute, or as 
your chairman has aptly stated, pinch hitter, for one of the 
most eminent, entertaining, forceful speakers on business and 
economic themes in the entire country, my very good friend and 
distinguished chief, Mr. Merle Thorpe. Moreover, gentlemen, I 
am under an additional handicap because I discover on con- 
sulting your program that another of the eminent gentlemen of 
the Chamber of Commerce of the United States is to come on a 
little later. However, gentlemen, I assure you that whatever 
may be the handicap, I am very happy to be with you and to 
be privileged to take a small part in your deliberations. 

I hope that you all understand, Mr. Chairman, that I am 
not here in any capacity as one qualified to advise with you 
with respect to the intimate problems of your business, ques- 
tions of manufacture, questions of distribution and of mer- 
chandising, nor yet to counsel with you in relation to the inti- 
mate problems of your organization In short, gentlemen, I 
am not an expert. 

I wonder if you gentlemen—no doubt you have-—heard that 


newer, later definition of the word “‘expert.”” An expert, ac- 
cording to this definition, is one who knows more and more 
about less and less. (Laughter.) I repeat, gentlemen, that I 


am not an expert. 

If I have any justification whatever in being here this after- 
noon, it is as an observer, a tremendously interested observer, 
in this fascinating, romantic drama of modern business. As 
such an observer, gentlemen, the truth is borne in on me more 
and more that as for me I know less and less about more and 
more. (Laughter.) However, I should like to invite your at- 
tention for a few moments to the significant and outstanding 
development of this kaleidoscopic drama of modern business— 
this habit, this custom, indeed this very thing that brings us 
together today. In short, this business of getting together. 

Community of Interest for Tradesmen 

There was a time when business was content to go it alone 

and to trust largely to luck to shape the destiny of its larger 


affairs. But the logic of events has long since taught business 
men that they have common interests, and has taught the in- 
dividual business man that members of groups with common 
interests ought to get together. Questions of markets, ques- 
tions of raw materials, questions of production, of competitive 
methods and of sales methods, and the long train of questions 
to which attention has been given in late years by the growing 
habit of government to inquire into and regulate the process 
of business—all these questions, I say, press in upon the indi- 
vidual. Singly and alone, no matter how carefully his study, 
the individual is unable to successfully cope with those ques- 
tions. No matter how careful his study, his horizon is some- 
what limited by the horizon of his own enterprise. And, as 
like as not his judgment is clouded a bit, distorted perhaps, by 
little devils of suspicion as to the fairness and squareness of 
his competitors. But the broader vision ef organization and 
the courage of group action have long since taught business 
that collectively and together business can solve these prob- 
lems that were almost beyond their power as individuals go- 
ing it alone. 

Outside factors contribute greatly to this urge for getting to- 
gether. Prominent among these outside factors is this new 
competition. Individuals continue to compete, as you gentle- 
men all well know, but there is & broader, more far-flung com- 
petition, than the competition between individuals. There is 
the competition of industry with industry; there is the compe- 
tition of material with material, and of method with method, 
each battling largely for the same market and for a larger 
share of the consumed dollar, and as a result of this new com- 
petition never was the battle for the consumer's dollar more 
vigorously or more effectively waged. 

ice vs. Mechanical Refrigeration 

Let me cite some examples of what I mean by this new com- 
petition, this competition within industry. Not long ago the 
manufacturer of ice had things practically his own way in the 
business of domestic refrigeration. He had simply the old- 
fashioned iceman, who used to harvest his ice from the creeks, 
but soon came along the inventor of mechanical refrigeration. 
Now, in the face of this new competition, what did the ice- 
man and the manufacturer of ice do? Did he lay down and 
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constantly certain commodities which, owing to special condi- 
tions. are selling almost below cost of production And so we 
eannot say with all commodities the tendency will be one of 
decline For instance, coal, oil, copper, rubber, and certain oth- 
ers which I might mention should show a _ strengthening 
tendency during the next few months and perhaps during the 
next year 

But the long tendency of commodity prices will probably be 
downward on the average for some years to come, and that 
means that with the exception of certain specific commodities, 
it is best to follow a hand-to-mouth buying policy 

To those of you who are national distributors, let me say 
that I have just returned from a trip to the northwest, that is, 
Vancouver, Seattle. Portland coming home on the St. Paul 
Railroad, and let me say that you certainly are going to have 
better business in the northwest during this fall and winter 

For the past eight or ten years the northwest has suffered 
from poor crops and became pretty discouraged, but that sec- 
tion of the country has had bumper crops this year, and I be- 
lieve that you stationers who come from that section, and you 
national distributors that sell throughout the country, will have 
a distinetly better business in the northwest this coming winter 
If vou don't, it is the fault of your selling or advertising de- 
partments 

South Is Looking Up 

Let me also say that the South is looking up A year ago,— 
yes, six months ago, the South was very blue, with cotton 
twelve and fourteen cents a pound. But now, with cotton over 
twenty cents a pound, the South is feeling very, very much 
better. That makes a difference to the Southern states of $600,- 
060.000 or $700,000,000, and you stationers who are in the South, 
especially those states, the Carolinas, and Georgia, which have 
been so tremendously depressed, and Texas, should take heart, 
because that section of the country is destined for better busi- 
ness this fall and winter 

I hope that none of you men are borrowing money, because 
1927 is a good year to get out of debt But for those of you 


who are, let me say that 1928 will have low money rates on 





prime paper the same as 1927. Although there will be some 
stiffening in the money rates this fall due to certain move- 
ments, yet taking 1928 as a whole it will compare favorably 
with 1927 so far as low money rates is concerned, and that 
means naturally that bond prices, or rather the prices of high 
grade bonds, should likewise continue firm during 1928 But 
of course a great many bonds are being put out today—call 
bonds—which are not really bonds at all,—secured by common 
stocks and misvellaneous securities. However, good, high grade 
bonds should hold well, so long as money rates are low 

And now when it comes to the stock market, there again we 
have a most paradoxical situation The general impression of 
ill of you is that the stock market has gone up a great deal 
during the last year or year and a half; and certainly stock 
like General Motors, Steel, and others that I might mention 


have gone up tremendously On the other hand, certain stocks 
like United States Rubber, Foundation Company, and various 
others I might mention, have had very severe declines And 
this is where the paradox comes in You read the papers each 
day and you see General Motors soar to a new high, or Steel 
soars to a new high, and yet when you come to take all the 
stocks listed on the New York Stock Exchange and average 
them in a scientific manner, that is, considering the transac- 
tions and the amount of shares outstanding for each company, 
we find that the stock market reached its highest point in 
November, 1925, and has gradually, although only slightly, de- 

ned from that time to this In other words, stocks do not 


taking all the stocks listed on the stock exchange, for the 


aver e price today that they did six months or a year or 


Serve and Work for Sales 


And so it seen to me that the moral of all this to you men 
s to stick to your knitting, not bother about commodity prices 
perhaps one way r the other, or the stock market one way or 
the other uut to render good service and work for sales 

But I do think that those of you who have stores in given 
cities should. as I have already said, give a careful study to the 
ndustries which are especially prosperous, and send your men, 


our salesmen, to those interests or industries, instead of a hit 
and miss business soliciting which is so common And those 
of you who are national distributors should devote your 
energies to those sections which will be in funds this fall, those 
sections which will have a good business, because a dollar spent 
in advertising in those sections will get five times the amount 
that it would if spent hit or miss, according to customs or ruts 

And this coming fall and winter is going to be a specially 
good time to clean house. During the prosperity which we have 
had during the past few years, clerks have gotten indifferent: 


expensive or unnecessary istoms and habits have grown up in 


the business; the overhead has gotten top heavy. Now, when 
a depression comes,—and one is coming some day—it is diffi- 
cult to make those adjustments. But now you can let that 
man go, and he can go out and get a job somewhere else, and 
you can replace him by a more virile, a more keen and more 
energetic individual, for less money. It is surprising how busi- 
ness has been increased by reducing the number of clerks. You 
know there are many stores and many factories where people 
are actually in one another’s way. I just dictated a bulletin 
for my own clients entitled “Increasing Business by Reducing 
the Number of Employees." This is a winter when you should 
do that. The time to clean house is when you can clean with- 
out hurting any one, and this will be a time to do it. 

However, speaking of time reminds me of the statement 
which I made, and so I want to scrap the balance of my talk 
and carry along the thoughts which General Manager Gibbs 
threw out as | was coming in, and of which I made a few notes. 

Figures on Trade Uplift 

But I want to say first that I have here some figures which 
should be interesting to you men. I just got them from one of 
our compiling departments as I came along. Taking forty- 
eight states and comparing the first of October with the first of 
October a year ago,—a year ago ten showed good, today twelve 
show good. A year ago nineteen showed fair, while today 
thirty-one show fair. A year ago October first, nineteen 
showed poor, and today only five show poor. We have repre- 
sentatives in 264 cities, the Babson statistical organization 
has. A year ago seventy-seven of these cities showed good; 
today 100 of these cities show good. A year ago 123 of these 
cities showed fair; today 109 show fair. A year ago sixty-four 
showed poor; today fifty-five only show poor—making a total 
of 264 cities 

Now, just a few heart to heart remarks before I go. First, 
let me say that when I got back from the Northwest, I found 
twenty-one invitations from trade associations to speak before 
them this fall at their annual conventions, and of those twenty- 
one I accepted only one, and that was yours. (Applause.) I 
did that for two reasons: First, for my friendship for Mr. Henry 
Dennison, and secondly, because I feel that you men, the sta- 
tioners of this country, the four thousand stationers of this 
country, have the greatest opportunity for business service of 
any group of business men in the country. Now, why? First, 
because you touch all different lines of business. Although 
there are only four thousand of you, and there are some two 
million retailers in this country, yet you cross section that 
entire two million. There isn’t one of the two million dealers, 
or one of the five hundred and sixty thousand manufacturers, 
who does not buy of some one of you four thousand stationers. 
Now there is no other group of men in America, there is no 
other association in America, which can have any such record 
as that. And as I gathered when I came in the door, out of 
those four thousand stationers this association has only about 
500 dealer members. Why those remaining 3,500 don't know 
that they are living in an automobile age. (Laughter and ap- 
plause.) I suspect those 3,500 are today traveling in stage 
coaches and using wheelbarrows. 

Rut there is a second reason why your work is so import- 
ant, namely, that while the cost of manufacturing has con- 
tinually gone down during the past twenty years, the cost of 
retailing, the cost of distribution, has constantly gone up. Now 
that is a very serious indictment of your customers. The cost 
of production, that is to say, the man who sells the machinery 
to produce all kinds of machinery, that man has been onto his 
job and he has reduced the cost of production so that prac- 
tically everything costs less to make today than it did twenty 
years ago. Yet to sell these products costs more today than at 
any other time in history. And so with most products today it 
costs more to sell than to produce. I doubt if there is a single 
thine in this room, from that picture on the wall to the piano, 
to the neckties. to the chairs, to the chandeliers, to the shirts 
on our backs, but what it costs more to sell them than it does 
to make them. And you are the men, of any group,—this little 
bunch of four thousand stationers, in my humble opinion,— 
you have the greatest opportunity of rectifying that situation, 
greater than any other group in America. 

A Bit About Babson’s Reports 

Now for the reason of these remarks Mr. Garvin, in in- 
troducing me, very kindly referred to the Babson Reports, 
which are published near by here, and which through a slow 
growth have gradually become a great factor, I believe, for 
better and more successful business life. Men who operate on 
the budget system are absolutely dependent on the Babson 
chart for correctly diagnosing and estimating their budget re- 
quirements It serves the national distribution interests so 
that they are dependent on Babson's Reports for ascertaining 
those communities and those industries where they can get 
business at the lowest cost And buyers, investors, bankers, 
and hosts of other business men are constfintly using Bab- 
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son's Reports. We started over twenty-five years ago in the 
humblest possible way, and have grown to our present dimen- 
sions slowly, wholly through subscriptions. That is to say, we 
have never accepted any business excepting on a year’s sub- 
scription of $120.00 a year. Now, during the last two or three 
years we have had a great many requests for single reports, 
and so this year we decided to sell single reports, reports simi- 
lar you might say to the report that you have here on station- 
ers’ trade. One week that report will be on where to sell; an- 
other week our report will be on what is the best bond to buy; 
another week our report will be what commodities to accumu- 
late, and so forth. Now, this is what I am getting at. My asso- 
ciliates and I met in a conference and made a careful study of 
the different classes of business that would be best adapted to 
handle these reports individually. That is to say, in order to 
sell them individually it would be necessary for us to put them 
on sale in some one class of a store. Well, one of my experts 
selected the drug stores as the best place. Another selected 
news stands in hotels and office buildings. But we finally de- 
cided, basing our conclusions on paper, that the stationer’s 
store, that the stationer should be the ideal man to distribute 
these reports, because, as I have already said, every one of the 
two million retailers, every one of the five hundred manu- 
facturers, does business with some one of these four thousand 
stationers. And so it seemed to me the simplest thing in the 
world to make connections with those 4,000 stationers, and 
for the first time in our history put these reports on sale. They, 
of course, are consigned. They sell for $3.00 each. There is no 
risk on the part of the stationer. They are fresh,—like yeast 
cakes, we take back unsold ones, and give back the fresh ones 
each week. 
Most Stationers Are Not Booksellers. 

Well, we next started on a study of stationers, and what 
do you suppose we found? (Laughter.) Why, we might as well 
put them on sale at undertaking establishments as stationers. 
(Laughter.) First, the boss, the owner of the business, seldom 
visits your store. He sends a clerk around, the stenographer, 
and he sends the office boy around. Now, that is a great mis- 
take, and you have sort of catered to the office boy rather than 
the owner of the business. 

Well, to make a long story short, I hope that the Harvard 
Report which you are going to have tomorrow will not be as 
impractical as the Babson Report. But the Babson Report, 
that is to say, my compilers sitting in their arm chairs, de- 
cided that the 4,000 stationers were the ideal group to dis- 
tribute Babson’s Reports to the three million retailers and 
600,000 manufacturers, and when it comes to actual practice and 
getting down to brass tacks and putting that plan into action, 
we found that we about as well put them on sale in a cemetery. 
(Laughter.) And so as a result, two weeks ago the first of 
October, our reports went on sale in the news stands. 

Now that is all wrong, men. I turn my reports over to a 
bunch of men to sell who never saw the inside of a college and 
don’t know the word “economics” from “hysterics.” (Laugh- 
ter.) Now what is the point of all this? I want to do some 
selling for you here, Mr. Gibbs. You know, outside of my own 
job. I would rather have his job, of any man in the United 
States. Yes sir, I would, Mr. Gibbs, because you have got the 
pulse of business and you have got the opportunity of show- 
ing the business man how to work to sell efficiently. 

A group of financiers were at my office the other day. They 
wanted me to make a study of different lines of business, to 
suggest the possibility of a new chain store system, and after 
great study, we recommended to that group, the financiers, 
the stationery business. Why? Because it was so dead and 
80 inefficiently operated at the present time, and the greatest 


opportunities in any line of business, when you go into a new 
business, if you have got an efficient organization and got 
system, is to go in where the organization is inefficient and the 
system inadequate. And I hope that the day is coming when 
I can take my reports out of the hands of these news dealers 
and put them into the hands of men like you. 

Stationers Should Guide the Retailers 

Men, this great retailing business is like an army. The 
farmers are supplying the food for the army; the manufacturers 
are supplying the ammunition for the army; the bankers are 
supplying the funds for the army; but the army are those two 
million retailers. The officers in this army are the sales man- 
agers, advertising men and clerks; but there is a great army of 
retailers. It is the army, not of bankers or of manufacturers 
or of farmers or generals, that ultimately wins the war, but it 
is the men in the trenches. You not only are the men in the 
trenches, but you are the one group, you 4,000 are the one group 
that is functioning with all these men in the trenches, all of 
these two million. Why it seems to me that I might compare 
your Association with the strategy branch of the army, with 
the engineering branch of the army; with that branch of the 
army that is making the plans for other branches. And what 
do I mean? Just very briefly, by way of illustration, instead 
of handling simply desks and pens and pencils and stationery 
and the like, it seems to me you should handle business books. 
Books, for instance, on business problems, so that the owner 
of the business would browse in and look over your stock. In- 
stead of handling simply these raw commodities, you should 
handle certain magazines that deal with business, that inspire 
a business man, and, as I have already indicated, I believe some 
day you are going to handle Babson’s Reports, because the 
great big thing that you need is, not only to supply the com- 
modities, but the efficiency and the inspiration and the emo- 
tions that really put things over. 

Men, we have always had clay in this country. The clay 
has been laying dormant for millions and millions of years. And 
we have always had iron in this country. The iron has been 
laying in the ground for millions and millions of years. We 
have always had water. This water was the first thing on the 
earth. We have always had copper and we have always had 
oil, and we have always had all these other natural com- 
modities. But it has been only in the last seventy-five years, 
out of these millions of years, that men have come along with 
courage and vision to show others how to use these com- 
modities, how to make bricks from clay, how to make steel rails 
from iron, how to transport electricity on copper wires, how 
to run automobiles with oil. Just think! Although all of these 
commodities have been laying in the ground exactly as they 
are now for millions of years, it has been only within the last 
seventy-five that men have taken the pains to show others 
how to use them. It seems to me that that is the situation 
with you today. I go through this program, and I see you have 
paper and envelopes, pencils and pens, looseleaf devices, blank 
books, numbering machines, carbon paper and inked ribbons, 
inks and adhesives, office chairs, wooden desks, filing cabinets, 
steel safes, and so forth. But have you shown the business 
man how to use them? Have you gotten the owner of the 
business into your store and shown him new methods in effi- 
clency and fired him with inspiration to use them? Oh, it 
seems to me that what Jesus of Nazareth said to the Jerusalem 
Chamber of Commerce two thousand years ago applies to you 
men, namely, that the harvest is great, the laborers are few; 
pray the Lord of the harvest that He send laborers into His 
vineyard. (Great applause.) 

On motion of Mr. Hice, seconded by Mr. Faber, the meeting 
gave a vote of thanks and appreciation to Mr. Babson. 


The Exalted Stationery Business 





Joe Mitchell Chapple. 





Have you ever thought that there is an inspiration in the 
stationer’s calling that surpasses any other one line of mer- 
cantile trade? The beginning of stationers is associated with 
Stationers’ Hall in London, through which all copyright and 
registration of books were secured, dating back even prior to 
Shakespeare's time. The guildhouse of the “‘Master and Keep- 
ers or Wardens and Commonalty of the Mystery or Art of Sta- 
tioners of the City of London” is the rather elongated and im- 
posing historic title of the stationer’s vocation It makes a 
most impressive sign, and represents a voluntary association of 
Stationers, organized in 1403 and incorporated in 1556. For 
three centuries stationers regulated the publication of all the 
books in England, including titles that are now classics in 
English literature Even today it is necessary to register a 


book at Stationers’ Hall to secure a copyright in Great Britain 


When I took out the copyright on my first novel “The Minor 
Chord,”’ in London, I visited this same Stationers’ Hall, a grim 
and gray landmark, on Ludgate Hill. Here I had my first in- 
spiration of the guild who held inviolate and gave me all the 
rights and privileges accorded to the famous English authors 
who had made English literature. It is not far from here at 
Adelphi Terrace, that I found George Bernard Shaw, busy 
with the implements you sell, writing a new play. With the 
simple armament of pen and paper, this long-faced. blue-eyed, 
red-whiskered gentleman, set all the world agog. Later I 
called on Sir Arthur Sullivan, composer of the matchless “On- 
ward, Christian Soldiers,”’ the “Mikado” and operas that are 
still being played today. He too, was using a simple pen, pur- 
chased from a stationer, writing musical scores that will live 
as long as human beings love melody and harmony. 
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In all this, I felt a thrill for the calling of stationers, in fact, 
my first business experience was as a clerk in my father’s 
store, selling stationery. At an early age, I sold pens and 
pencils to school children, business men, aspiring authors, to 
say nothing of the fancy box of stationery for the love-lorn 
spinster poetess of the village, foolscap for the essays of the 
sweet girl and gallant graduates of the high school, legal cap 
for the justice of the peace and lawyers, who purchased a 
ream or two with a lively anticipation of a litigation to come. 
There were the dainty lace-like floral valentines when I had a 
glimpse of Cupid's secrets—and all these sweet and tender 
memories are bound together with the memory of selling rubber 
bands to Colonel Stebbins to hold together the files and archives 
of the city council chamber. The long waits between custom- 
ers encouraged me to read the few books, and periodicals, that 
completed this stationer’s stock. Here I met the hero of my 
youth, Judge Trainor, who had purchased the very paper from 
me on which he had written a real book, a book bound in 
pretentious covers, with his name in gilt letters on the back. 
No matter about the title, it was a real book that could adorn 
a library shelf with just as much dignity and take up as much 
room as a volume of Shakespeare. It was an elaborate treatise 
on what to feed hogs, with an account of how to meet the 
ravages of hog cholera then playing havoc with the revenue of 
the farmers. There was a tradition that one of my customers, 
a spinster lady and recluse, had at one time written a book 
of poems. I never saw a copy of the book, but it was enough 
for me to know that she was an author and had written a real 
book, said to be bound in silk cloth. 

The Author Was a Stationer “Way Back When” 

Over the show-case and through the picket fence wicket 
of the firm of Chapple & Stebbins, I gathered the first penny in 
the stationer’s trade—more than that I found the life ambition 
to become an author and write a book some day crystalized 
while I was engaged in the stationer’s trade. It encouraged me 
to become a printer’s devi! at $1.00 a week to learn the trade, 
with the ambition of some time writing for the village paper in 
a flowing hand, concerning social events, recording that “A 
good time was had by all,"’ as George Gallarno described it after 
his dramatic review of Uncle Tom's Cabin as played in Union 
Hall by the Stewart Dramatic Company amid the howling of 
the blood hounds. 

How the old guild of stationers would have rubbed their 
eyes after reading a program of the National Association of 
Stationers, Office Outfitters and Manufacturers. Modern busi- 
ness methods with all its complexities would have puzzled them 
more than trying to read the manuscripts of rare old Ben 
Johnson or the dictionary of the later Dr. Johnson would have 
seemed a primer in comparison to the cross-word puzzles that 
are being solved in modern business. Now that we have “set 
the watch” let not tradition fail; for it is out of these tradi- 
tions that come the triumphs of modern business. Merely to re- 
view the topics you are discussing in the divisional conferences 
and your round tables furnishes a sweeping view of the present 
ani future of the stationery industry. 

The genius of the age is business, and all business today is 
attended upon the equipment which you sell. It is a basic trade 
and now comprehends al! the activities—literature, art and 
science, as well as all the detail associated with the conduct of 
modern business. 

There are attractive possibilities of even expanding the sta- 
tioners’ trade. This is the day of home economics, and the 
time is coming when pen, paper and semi-office equipment is 
as necessary in the well-ordered home as a refrigerator. There 
are seventeen million homes and if you extend the trade to the 
extent of $25.00 for each home, it would constitute a handsome 
increase. A suggestion in your advertising as to having a con- 
venient tabloid office equipment in the home, suggesting that it 
would lead to a saving in expenditure by reason of accurate 
records that might make it as popular as a radio set. People 
are buying on the installment plan, and there is nothing so pa- 
thetic as a well-regulated household with the accounts unknown 
or scattered, letters remaining unanswered and the actual cost 


of living a mystery. Millions of people are buying other house- 
hold equipment on the installment plan without any arrangement 
for keeping accurate accounts in the home. George Washing- 


ton, the father of our ceuntry, established a precedent in the 
management of Mount Vernon, keeping a record of household 
accounts and having pen and paper always at hand ready to use. 

In my work as a newspaper man and magazine editor I have 
met face to face and interviewed over seven thousand celebrities 
and near-celebrities. In every instance the fame and distinc- 
tion of these individuals rests upon the use of the equipment 
which you sell. What would Will Rogers be without his type- 
writer, conceive of President Coolidge without a supply of pens 
and pencils, picture Mussolini without plenty of paper on which 
to issue his proclamations! What would George Cohan do with- 
out that little yellow pad on which he makes his notes? Or 
would Irving Cobb’s worst story ever see the light of day? 


Edward Guest wrote six poems in my attic with equipment 
which I have purchased from a stationer, and even Gene Tun- 
ney has inclined to bookish habits and has made new purchases 
at the stationers to sustain and maintain the reputation of the 
champion. The thousands of items included in your inventory 
are all essential to the machinery of production in every walk 
in life, covering the seven ages of man, from the record of the 
pewling infant to the slippered old age of sans teeth, sans sight 
and sometimes san sense, when it comes to dealing with women 
in this flapper age. 

On my last visit with the late Judge Gary, I saw on his 
desk a globe which gave his office the atmosphere of the library 
studio. He said that he felt that office equipment was incom- 
plete without the globe from which the children study in early 
youth and from which we get our idea of the world. From his 
desk flashed a sign, as we sat there in the soft light and semi- 
darkness, with two messages: First, “It can be done,” and the 
other: “Nothing is impossible.” It stood out with all the vivid- 
ness of the bright lights on Broadway, and presented a vivid 
phase of office equipment, alive and alluring in letters of light. 
Why not have a few messages scattered around the stores, and 
brighten up the dark corners, with suggestions to customers and 
your own employees. From this you may conclude that every 
man knows the other fellow’s business better than his own. 
Every man can run a magazine or a hotel and there are brave 
souls who think that running a stationer’s store involves the 
mere pastime of ringing up the cash register. 

From the very word indicating your vocation comes the word 
“station.” In early days, the stationer was the station from 
which began in one way or another literary and business activ- 
ities. It has continued so on through the centuries and there 
may be a time when a stationer will receive a degree quite as 
hallowed and time-honored as that of LLD. or PHD. from col- 
leges and universities. Forsooth, what would these colleges and 
universities do without the stationer, for the center of activities 
and long-time credits in the college town is the stationer’s shop. 

In these national gatherings you are following the basic ideals 
of the republic. Every state is represented, and you are viewing 
your problems from a national standpoint. Curiously enough, 
state pride is the cohesive power of the union. When your na- 
tive commonwealth or city is mentioned your eyes glisten with 
alert interest. You must not forget that the United States of 
America was first of all the thirteen colonies represented 
in the bars of red and white and blue, which is the back- 
ground for that cluster of stars representing forty-eight states. 
The supreme purpose of national conventions as I see it, after 
addressing more than fourteen this year, is to cultivate a 
friendly spirit among those in the same vocations and profes- 
sions that flowers into a unity and co-operation signified in the 
motto of “All for one, and one for all.”" The interests of sta- 
tioners everywhere are affected by the conditions to be met by 
each individual dealer. Prosperity is never real unless it is 
distributed. The time is coming when stationers will co-operate 
and help each other to meet the varying conditions, of floods, 
disasters, poor crops and idle factories, as a problem in com- 
mon rather than a sectional calamity. 

We are hoping that this meeting in Boston will prove 
memorable. You are in close touch with the very beginnings of 
the republic and the pages in the old school history and geog- 
raphy will be brought to mind as you visit the historic shrines. 
You will carry away from here something of the magic of 
memories for entries in your daily pleasure book. This con- 
vention as with all other national assemblies has one supreme 
object in view, and that is to assiduously cultivate the flowers 
of friendliness, which is nothing more than friendship in ac- 
tion. The greetings and the smiles, the little chats in the by- 
ways and the corridors and lobbies, count quite as much as the 
agenda outlined in your program. In all this, the flowers of 
new friendship, “‘ne’er forgot” are beginning to bud and blos- 
som, to come back with refreshed vigor and perennial beauty 
as your conventions foregather year by year. I can think of 
nothing more appropriate to leave with you than a picture of 
the flowers of your state and my state as they bloom in the 
garden of Uncle Sam's domains, heralding to the world a mes- 
sage that speaks the language of Heaven and which eliminates 
every unworthy thought of hatred and malice, leaving only the 
fragrant and sweet memories of our meeting again under the 
bright sun that greets you in good old Boston town today sym- 
bolizing the smile of the loving Creator, who has ever blessed 
the work of mankind in useful pursuits. 





THE PRESIDENT: Gentlemen, we have just a few more 
things before we adjourn. I am sure that I express the senti- 
ment of every man in this room when I say, Mr. Chapple, that 
we deeply appreciate this beautiful address that you have given 
us this afternoon, and the spirit of friendship which you have 
engendered in this meeting. It certainly was a treat to all of 
us, and we are deeply grateful for your befhg with us this 
afternoon 
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The Age of New Competition 


Address by Sam S. Rosendorff of the International Stamp Manufacturers’ 
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Survey of the Harvard Bureau 


Including Address by Dr. Malcolm P. McNair 


The sale of the 1,000 $7.00 unit subscriptions for the re- 
search undertaking by the Bureau of Business Research of 
Harvard University on operating expense, gross margin, net 
profit and stock turn of the retail stationery and office outfitting 
completed and slightly oversold in the spring of this 


The total number of units subscribed for was 1,011 in addi- 


to one separate subscription for $500.00 


The sul ription list was made up as follows 

71 Manufacturers 67 Units 
271 Dealers 66 Units 
Ass ite 1 Unit 
2 Asso on ; Units 
AmMiliated 3 Units 
t Field 4 Units 
26 Non-Memb 7 Units 
78 rot 1011 Units 
miscellaneous sul ription received for $500.00 

On the st report 988 units and the $500.00 subscription were 


paid for, leaving twenty-three units still unpaid. The total re- 


ipts, therefore, plus interest on bank balance of $23.01, was 
$7,439.01 Of this amount five monthly payments of $1,000.00 
eact starting February 19 27, were made to the Harvard 
Bureau, making a total of $5,000.00 paid and leaving a present 


research account of $2,439.01. 


credit of the 


ertain printing and postage expenses to the amount of $165.73 


have been paid for from the regular funds of our association. 

We are advised from the Harvard Bureau that probably 
$500.00 additional will be needed to cover the actual expense of 
tl study of the research up to October 1, 1927, in addition to 

h charges as to cover the cost of printing the result 
! etin and a few minor 

As a result of the field activities made by the Harvard 
I eau wide ndividu ort by association officers, gov- 
ernors and thers, as well as | mail, complete and satis- 
factory replie t q res were received from 262 retail 
dealers Separate and satisfactory replies on the Office Fur- 
ture Division of our trade were obtained from twenty-seven 
dealers carefully selected by the bureau From a study of 
similar research activities for the first year, in other lines of 
trade, your hairman believes this to be a healthy return of 

mplete nd satisfactor questionnaire replic 

With the replies in hand the Harvard Bureau of Business 
Researcl has devoted recent months to th completion of 
th repor which has i been printed and is to be dis- 
tributed for the first time at this convention 


In keeping with the policy of the Harvard Bureau no data 
been 


have made available t ndividual firms or officers of the 





associati« previous to the distribution of the report to the 
trade as a whole Consequently, no comments can be made— 
or perhaps are called for m the part of the committee It 
has been planned, however, in connection with the distribution 


of the printed reports at this convention that Doctor Malcolm 
McNair Harvard College is to be with us to comment ir 


part on our research findings 


Your chairman wishes to recommend the continuation of the 
researcl indertaking in our trade As has been proven in 
ther trades, it is the comparative figures from year to year 
that show the trends of an industry, reveal the greatest num- 
ber of facts and conditions, and in the end do the most for 
merchants who know how to use information of this kind and 
apply it to their businesses 

I recommend that a committee of five be appointed for the 
coming year to be composed of two retail dealers, two manu- 
facturers, and one wholesaler to plan for finances and to con- 
Harvard 
Bureau, as a result of its past study and present knowledge of 


second year's research activities T he 
: nite and concrete recommenda- 
tions to make as to the form of succeeding research work, now 
the first and most difficult work has been completed 
Your chairman is already in receipt of recommendations for 
i future program which he will be glad indeed to turn over to 
ur new committee if, and when, appointed 
I wish to take this occasion, in completing my three years’ 
work in connection with this research undertaking, to thank 


the subscribers and all others who have assisted your commit- 


te for the splendid support and evidence of confidence 
Respectful submitted 


FRED P. SEYMOUR 
National Research Committee 
ist like to make this additional announcement in 
onnection with the research work A limited quantity of the 


printed research reports have been delivered to this convention. 
One copy is to be delivered to each subscriber to the original 
financing fund, when registered upon presentation of creden- 
tials. If any reports are then left, they may be purchased from 
the credentials committee at $7.00 per copy, or at some later 
time from headquarters of the association, I believe at the 
same price 

THE PRESIDENT: Gentlemen, the chair will entertain a 
motion to receive the report of the chairman of the national 
research committee, the same to be referred to the resolutions 
committee 

MR. PIERSON: I make that motion, Mr. President. 

(The motion was seconded by Mr. Mitchell and adopted.) 

THE PRESIDENT: I am going to ask Mr. Seymour now to 
present Dr. McNair. 

MR. SEYMOUR: You gentlemen that attended the Washing- 
ton convention had the pleasure and advantage of listening to a 
most interesting talk and selling argument regarding research 
work made by Dr. Malcolm P. McNair of the School of Business 
Administration of Harvard. Dr. McNair, in the vernacular, has 
been a “peach” in working with this committee and helping 
to consummate the plan that the great majority of this asso- 
ciation wanted undertaken. He and his organization have 
completed this work, and Dr. McNair has been kind enough 
to take time today from his regular work at Harvard to come 
over and give us a few side lights, as he sees them, as a result 
of this research work. I have great pleasure in introducing to 
this convention Dr. Malcolm P. McNair of Harvard College 
(Applause.) 

* * * 


ADDRESS BY DR. MALCOLM P. McNAIR 

Mr. Chairman and Gentlemen: That very kind introduction 
by Mr. Seymour I think puts me almost at a disadvantage in 
trying to live up to the nice things that he said about me 

Now, gentlemen, I presume that according to ancient and 
time-honored methods of conducting conventions, you had 
yesterday an address of welcome from somebody, and I hope 
it will not be amiss for me to add a word of welcome from 
the Harvard Business School, because it is not located in the 
city of Boston Our new buildings of the Harvard Graduate 
School of Business Administration are located on the other 
side of the river, and we want as many of you as can con- 
veniently do #0 come out there and see the school We are 
located out where the streets are not quite so narrow and 
crooked as they are in the downtown section of Boston. You 
know we are a bit slow here in Boston, and in that connection 
I heard a pretty good one the other day. A man from Phila- 
delphia was talking to a Bostonian and making unfavorable 
Soston and Philadelphia in regard to the 
layout of city streets and so forth, and said that Philadelphia 
better laid out with its streets, whereupon the 
Bostonian retorted, “If Boston had been dead as long as Phila- 
delphia, they also would be properly laid out.” (Laughter.) 


comparisons between 


was mucl 


Operating Expenses of Retail Stationers and Office Outfitters 
in 1926 

Bulletin No. 67, copies of which have been placed in your 
hands, presents the results of the first survey of operating ex- 
penses which the Harvard Bureau of Business Research has 
made in the stationery and office-outfitting trade. The study 
was undertaken in accordance with arrangements made early 
in 1927 with the National Association of Stationers, Office Out- 
fitters and Manufacturers through its research committee. 

From the standpoint of the association, the particular pur- 
pose of this survey was to establish a firm foundation for fur- 
ther research, and to determine, through the study of expenses, 
mergins and profits, what problems in the trade appear to be 
most critical and what opportunities exist for improvement 
through the use of more efficient merchandising methods. 

The bureau exists primarily for the purpose of providing 
information for use in teaching in the Harvard Graduate Schoo! 
of Business Administration. Its efforts for several years have 
been devoted principally to studies of distribution costs, because 
of the general lack of knowledge of such costs on the part of 
students, business men, and the general public. In all its 
studies of this character the bureau endeavors to present in- 
formation which, in addition to its general educational value, 
will be of definite service to individual firms in the conduct of 
their businesses. 

In undertaking a research in any new field, the bureau first 
develops a standard form of profit and loss statement by means 
of a study of the accounting methods of representative firms. 
Accordingly, a member of the bureau's staff visited a number 
of stationery and office outfitting stores in various parts of 
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the country to determine the details of a classification of ac- 
counts best suited to the collection of comparable expense 
figures. When the preliminary field work had been completed, 
in the spring of 1927, profit and loss blanks, together with 
explanations defining exactly what was included under each 
heading on the standard form, were prepared and mailed to 
stationery and office outfitting dealers throughout the United 
States, and to a few firms in Canadian cities near the border. 
As a result of this circularization and of personal calls, 297 
firms submitted reports to the bureau. Twenty-one of these 
reports, however, could not be used in the study, either because 
the information given was inadequate or because the businesses 
represented by the reports did not come within the scope of 
the study; 276 reports, therefore, were actually used as a basis 
for this bulletin. In securing the co-operation of retail sta- 
tioners throughout the country, the bureau received excellent 
support from the national association and from many of its 
regional branches 
Typical Cost and Margin Figures 

For the stationery and office outfitting dealers reporting to 
the bureau for 1926, the total cost of merchandise sold 
amounted to 66.6 per cent of net sales; the gross margin, 
therefore commonly was 33.4 per cent Total operating ex- 
pense, including rent on owned real estate, interest on the 
net capital investment, and fair salaries for all proprietors, 
partners, or executives, amounted to 32.3 per cent, leaving a 
typical net profit over and above return on investment of 1.1 
per cent of net sales. 

The gross margin typical amounted to 33.4 per cent of the 
That gross margin figure included the discounts 
it was computed without any manufacturing or 
printing costs. The total expense amounted to 32.3 cents out 
of each dollar of sales. That included a charge for interest 
on owned capital It did not, however, include any printing 
or manufacturing costs. The net profit amounted to 1.1 per 
cent; that is, net profit over a fair return on capital. The 
common figure for net profit of 1.1 per cent of sales does not 
include any return in the form of interest on investment, 
interest on owned capital having been charged as an expense. 
The net gain in the business after including both interest and 
net profit, however, would be presumably 2% per cent of net 
sales, although exact figures for this have not been worked out. 

The report of stock turnever was 2.7 times for the year. 
Now those figures are what we call typical or common figures. 
The method those are worked out is illustrated in 
our report on Page 4, where you will find the tabulation sheet 
for the item of gross margin based on the figures from every 
firm reporting, and in this case it was a figure of 33.4 per cent 


net sales. 
received but 


by which 


for the gross margin 


Now, a note of comparison with some other trades. We 
have made a study in our research work of various lines, 
stores, jewelry, lumber dealers, building 


including department 


materials, paint and varnish. Now, where does the stationers’ 


trade stack up with those? As regards expense and cost of 
doing business, in the stationery trade it was higher in 1926 
than any one of those trades, except the retail jewelry busi- 
ness. Now, how about profits? The profits in the stationery 
business were lower than those in large department stores, 
lower than those of the jewelry trade, lower than those of the 
building material dealers. On the other hand, the profits of 
the stationery dealers were higher than the small department 
stores, with sales of less than $1,000,000; higher than the 
lumber dealers, and higher than the paint and varnish. As 
regards net profits, the stationery trade stood in a midway 
position. As regards total expenses, it was higher than the 
cost of doing business in any other one of these lines, with 
the exception of the retail jewelry trade. 

Expressed in dollars and cents, these figures mean that for 
every $100 of sales at retail made by a typical stationery and 
office-outfitting dealer, $66.00 was required for the cost of 
goods sold (including the dealer's own production costs if he 
operated a manufacturing plant); $32.30 was absorbed by the 
operating expenses, and $1.10 became true net profit. Since the 
common rate of stock turn was 2.7 times a year, the mer- 
chandise sold was in stock approximately four and one-half 
months. 

The gross margin and total expense figures were made com- 
parable among firms by treating all production costs incurred 
for printing, ruling, binding, engraving, or other manufactur- 
ing as a part of the cost of goods sold, and not as operating 
expenses. The figures for gross margin, therefore, represented 
the amount of net sales remaining after all the actual costs 
of purchasing or producing the goods sold had been deducted, 
and consequently the figures for total expense included only 


the expenses of distribution. 
Some of the other significant points indicated by the bureau's 
study of the operating expenses of retail stationery and office- 


outfitting dealers in 1926 were as follows: 
High Net Cost of Sales 

Total salaries and wages (except delivery) in stationery and 
office-outfitting stores commonly amounted to 18.0 per cent of 
net sales. This figure is higher than has been found by the 
bureau in any other trade which it has studied—the nearest 
figure being that for retail jewelry stores, which spent 17.1 per 
cent of their net sales in 1926 for salaries and wages. 

Firms with relatively large sales in 1926 commonly ob- 
tained a slightly lower gross margin than small firms; the total 
expense of the large firms, however, was lower than that of 
the small firms by an amount even greater than the difference 
in gross margin, with the result that the large firms typically 
made a higher net profit. 

Firms in large cities characteristically had the highest 
expense for total salaries and wages and for delivery, and con- 
sequently had the highest total expense. 

Stationery and office-outfitting dealers turning their stocks 
at a relatively rapid rate had the lowest ratios for total salaries 
and wages, for rent, and for total interest. The total expense 
for firms turning their stocks 4.0 times or more a year com- 
monly was only 28.1 per cent of net sales as against a common 
figure of 34.7 per cent for firms turning their stocks less than 
2.5 times. 

The firms which earned relatively high net profits did so 
in general by virtue of low total expense in proportion to net 
sales, rather than by high gross margins. In other words, high 
profits usually were made possible by low total expense. 

Reports received from twenty-seven office furniture stores 
and office furniture departments indicated that the gross 
margin commonly obtained by such stores and departments was 
31.7 per cent of net sales. Total expense commonly amounted 
to 32.0 per cent—higher by 0.3 per cent than the gross margin— 
with a common net loss of that amount as the result. 

Stationery and office-outfitting dealers selling ordinary com- 
mercial and social stationery without handling office furniture 
or engaging in printing or other manufacturing work common- 
ly obtained a higher gross margin and had higher total expense 
than did firms whose receipts from printing, ruling, binding, 
or other manufacturing constituted more than forty per cent of 
their total sales. 

Firms located on the Pacific coast commonly had higher total 
expense and obtained a higher gross margin than did firms in 
other parts of the country. Their typical rate of stock turn, 
however, was lower 

Sales in stationery and office-outfitting stores in December 
commonly were found to be sixty-five per cent higher than 
sales in the average month; in other words, in 1926 almost one- 
seventh of the annual sales in this trade were made in the 
month of December. The lowest sales commonly were made in 
July. 

For sixty dealers who reported the division between outside 
and inside sales, it appeared that about twenty-five per cent 
of the sales of stationery and office-outfitting dealers were 
made by outside salesmen. The average outside salesrnan ap- 
peared to have annual sales of approximately $21,000, and his 
total compensation commonly constituted about 11.5 per cent of 
his net sales. Total salaries and wages typically were found to 
be higher, in proportion to net sales, for dealers selling largely 
through outside salesmen than for firms which did no outside 
selling. 

The foregoing conclusions are based on reports from 276 
stationery and office-outfitting dealers covering their opera- 
tions for the fiscal year 1926. These 276 firms were located in 
forty-two states and four Canadian provinces. The aggregate 
net sales of the entire 276 firms amounted to $53,814,062. The 
sales of individual firms ranging from $15,000 to over $2,000,000, 
the typical figures being $100,000. 

Table 1.—Common Figures for All Firms 
262 Stationery and Office-Outfitting Dealers Reporting for 1926 
Net Sales—100 Per Cent 


Interquartile 
Range* 
Item Common (Middle 50% of 
Figures Figures) 
Operating Expenses: 
From To 
Total Salaries and Wages (except 
a a ey ey ee 18.0% 15.01% 20.48% 
Salesmen's Traveling and Other Di- 
rect Selling Expenses................ 0.8 0.35 1.77 
SS a 1.2 0.53 1.92 
1.6 0.91 2.50 


BPGTCGT TEMORGS oc ccccccvcccees 





*Neither all the low nor all the high figures of the inter- 
quartile range are from any one firm, of course, consequentiy 
they cannot be totalled. 
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Office Supplies, Postage and Statienery 0.7 0.47 0.95 
Telephone and Telegraph............. 0.3 0.22 0.46 
Dr (lous siGhtaceaoeeuanancd otek ae 4.0 2.46 5.54 
Heat, Light, Power and Water....... 0.5 0.28 0.68 
i. - déescactne 6006656 tekeas eae 0.4 0.19 0.68 
EE  . onnons6uéuevetssecsevh al 04 0.28 0.58 
Repairs of Store and Office Fixtures.. 0.2 0.07 0.28 
Depreciation of Store and Office Fix- 

DT in ebiakc be Gb eawewew hadhenee eee 0.35 0.21 0.62 
SE ic esctcaubae +nseaeenee 2.2 1.57 2.79 
Losses from Bad Debts............... 0.3 0.15 0.60 
Dues, Subscriptions and Contributions 

i Se bebdbes Jqden6e6es04cbunken 0.25 0.10 0.40 
Miscellaneous ....... Pn, re Ae 1.1 0.53 1.56 

Total Expense ..... suacewenen ae 28.67 36.28 
CO ee rrr 33.4 30.17 38.24 
Dt DE wcchaudedseeseaeus 6socnnaenen 1.1 Loss 0.96 3.80 
Stock-turn (times a year)............. 2.7 2.1 3.5 


Table 2.—Gross Margin, Total Expense, and Net Profit Accord- 
ing to Net Profit or Loss 
262 Stationary and Office Outfitting Dealers Reporting for 1926 
Net Sales—100 Per Cent 
Net Profit or Loss 


Profit Profit 
Less than 5.0% 
Item Loss 5.0% and over 
Number of Firms......... oie ateeninel 95 115 52 
I occ cals wee cbha be ened 32.8% 33.2% 35.0% 
Total Expense ........ avee«e eee 31.5 27.6 
Be PE crak nnn diebeasdee dled Loss 3.0% 1.7% 7.4% 


Table 3—Operating Results According to Size of City 
262 Stationery and Office Outfitting Dealers Reporting for 1926 
Net Sales—100 Per Cent 
Size of City—Population 
Less than 50,000- 250,000- 1,000,600 
50,000 249,000 999,000 and over 


Number of Firms..... ‘eebene 89 89 61 23 
Total Salaries and Wages 

(except delivery) ............ 16.5% 17.4% 20.2% 19.9% 
Delivery Expense .......... + ae 1.6 2.4 2.9 
DED | iaw0b06e0006cens dbsvodeses 4.3 4.3 3.2 4.1 
PD Ce ccgtiduntvesedtonse eas 2.7 2.1 2.1 14 
All Other Expenses..... ctwsme Se 6.8 6.0 5.7 
Se ED, weenanendeacess 30.8% 32.2% 33.9% 34.0% 
Pn. o.sanvedceceehennt 32.5 33.4 34.4 34.5 
Cs i veetceu admins ~s ae 1.2 0.5 0.5 
Steck-turn (times a year).... 2.4 2.6 2.9 4.2 


Table 4—Common Figures for Office Furniture Departments and 
Office Furniture Stores 
27 Firms Reporting for 1926—Net Sales—100 Per Cent 
Office 
Furniture 
Item Common Dep’ts 
Figures and Office 
forall Furniture 


Firms Stores 
Ee ee eer 262 27 
Operating Expenses: 
Total Salaries and Wages (except delivery) 18.0% 17.3% 
Salesmen’s Traveling and Other Direct Sell- 

Be BOD n.n0 cn 04056600000ntnnndeomes 0.8 1.3 
DEE ib icco onavievetsnaee+éecnenameeren 1.2 1.6 
DG TIGGE . i.0nn icc cvescnovensweusesane 1.6 1.7 
Office Supplies, Postage and Stationery...... 0.7 0.5 
Telephone and Telegraph...............s00+. 0.3 0.4 
DE innkunt bg vheedn eet adsnadheteseaeuemeanee 4.0 3.9 
Heat, Light, Power and Water.............. 0.5 0.3 
0 a eee ers ae ee he 0.4 0.6 
DED ncincbcascendhadeiadboanaseeeesnne tos 0.4 0.4 
Repairs of Store and Office Fixtures......... 0.2 } 0.3 
Depreciation of Store and Office Fixtures.... 0.35 § 

SE, EE © pen dweancsoenedsé<cewesbaashoseans 2.2 2.1 
Be 0.3 04 


Dues, Subscriptions and Contributions to 
CEE occceduventenecadvann veebdbeoutuaann 0.25 | 1.2 








PD ..s edb aka ae stedensceeethenenave 1.1 § 
Total Expense ..... path ssonueendadenseand Gee 32.0% 
Gross Margin . cthvdinssotneéseneen aeee 33.4 31.7 
Bes ao dannes inieetes 1.1 Loss 0.3 
Steck-turn (times a year) 2.7 2.7 


This study of the operating expenses of retail stationery 
and office-outfitting dealers in 1926 shows a common figure for 
total expense in this trade in 1926 higher than that in any other 
trade the bureau has studied, except the retail jewelry trade. 


The high ratio of expense for the item of total salaries and 
weges was particularly noticeable. The figure of 18.0 per cent 
of net sales for this expense was higher than the bureau has 
found in any other trade—not excepting the jewelry trade. 
Total salaries and wages for stationery and office outfitting deal- 
ers not only constituted on the average more than half the 
total expense but commonly absorbed more than half the gross 
margin.** 

The high expense for salaries and wages in the stationery 
ani office-outfitting trade is not easy to account for, since, just 
as wholesale trades commonly have lower salary and wage 
expense than retail trades, so firms whose business is to a 
large extent with commercial customers might be expected to 
have relatively low expense for salaries and wages in pro- 
portion to sales, because of the presumably larger size of the 
average sale. Clearly this is not the case in the stationery 
trade. 

Salesforce expense, constituting in general over half the 
total salaries and wages, was particularly high. To what extent 
this situation is due to the use of outside salesmen is one of 
the questions which requires further study. In general it was 
found that, in 1926, firms which sold largely through outside 
salesmen had substantially higher ratios for total salaries and 
wages than did firms which did little or no outside selling. 


It is to be noted, furthermore, that one of the principal dif- 
ferences between firms which incurred losses and those which 
obtained net profits of five per cent or over lay in the item of 
total salaries and wages—this expense being lower by 4.5 per 
cent of net sales for the latter group of firms. 

These figures suggest the need for a study of selling prob- 
lems in this trade. Such a study should accumulate data on 
sales per salesman, average size of the individual sales trans- 
action, both cash and charge, proportion of sales delivered, 
average size of orders delivered, and similar information. Be- 
cause it was particularly noticeable that the higher expenses 
of stationery and office-outfitting dealers in large cities were 
due largely to higher expense for salaries and wages and for 
delivery, it appears that a study of sales problems by such 
firms is especially desirable. 


Stock Turn Depends on Planning 


It is significant that in this trade distinctly more favorable 
results were shown by firms that turned their stock four times 
or more during the year than by firms turning their stock less 
than 2.5 times annually. The differences in the common ex- 
pense figures and in the rate of net profit or loss were notice- 
ably greater as between these two groups of firms than the 
differences in expenses and profits between large and small 
firms and between firms situated in large cities and those 
situated in small cities. It appears, therefore, that the char- 
acteristic advantage of a relatively rapid rate of stockturn 
obtain in the retail stationery and office-outfitting trade. This 
conclusion, of course, suggests the importance in this trade of 
thorough departmentizing, effective stock record systems, and 
other devices calculated to facilitate the check-up of fast and 
slow-moving lines and to bring about a healthy co-ordination 
of sales, stocks, and purchases. It is particularly important, 
however, to bear in mind the fact that rapidity of stock-turn 
is not by any means attributable primarily to so-called hand-to- 
mouth buying. Proper selection of goods, avoidance of unneces- 
sary duplication of stock, effective sales promotion, and other 
elements of a sound merchandising policy are essential to the 
attainment of a rapid rate of stockturn with its attendant ad- 
vantages. 

Now gentlemen, I have simply been touching on some of the 
high spots here, showing what is in this report, hoping to stimu- 
late you to read this report carefully and see what you find in 
it yourselves. 

Now there are certain tentative conclusions that I want to 
place before you. Probably a lot of you will disagree with me. 
In the first place, it is our conclusion that the ratio of total 
salary and wage expense in this business is too high. It is 
over eighteen per cent of sales. That is higher than the salary 
and wage expense in any trade that the bureau has ever 
studied, not excepting the jewelry trade. Now, please note that 
does not include expense of employees in the manufacturing 
and printing departments, because that is already taken care 
of before we get down to that expense. That appears in the 
merchandise statement, not in the expense statement. So this 
figure is typically a figure applying to the selling end of the 
business. Eighteen per cent, in our opinion, is too high a 





**It is to be borne in mind that total salaries and wages, as 
here used, did not include the salaries and wages of production 
employees in printing departments or other manufacturing di- 
visions, but only those of the store officers and employees who 
were concerned wholly with the selling and distributing of mer- 
chandise. . 
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factors in the chain-store movement. The first was rapid turn- 


over That is the success of any industry Whether it be in 
the chain form, the manufacturing form, or the retail form 
or any other, it deesn’t make any difference. Rapid turn-over, 


and I hope I understand Mr. Dodd correctly—that was not 
rapid turn-over of anything but invested capital—is the first 
essential of the chain-store success But that is an essential 
of any successful business The second essential was central- 
ized control At this same meeting in Seattle it was a great 
pleasure to listen to the president of the Schwabacher Whole- 
eale Grocery Company, the largest as I understand it, in the 
West. Mr. Eckstein. I believe the gentleman's name was He 


is a man who is looked up to in his community with a great 
deal of admiration and respect for what he has accomplished 
Mr. Eckstein’s analysis of the problem in that direction was 
this: In the last two hundred years there have fallen on this 


be many forms of government Within the last ten years we 
have seen the breaking down of more monarchies than I care 
to mention We have seen kings deposed, and republican forms 
of government set up During that same period of time two 
great republics have come into being. One of them has grown 
to be the greatest and largest country in the world, and that 
is this country. And it is based upon—what? Upon a decentral- 
ized form of government This is not a centralized form if 
you will go over a list of the presidents of the United States 
I am willing to make the statement that not twenty-five per 
cent of the men in this room can name more than three out- 
standing men, depending upon your political persuasions, and 
still the business of running the government of the United 
States is decidedly the most complex and most gigantic of all 
industrial endeavor, and it is merely an industrial business 
after all 
The Quest for Leaders 

And still this country has grown and prospered through a 
decentralized method of government, and that has made the 
United States for this reason: Mr. Eckstein points out that the 
great chains that have been successful have been headed by 
unusual men, men of unusual mental capacity They have 
been the hub about which the wheel of this great industrial 
existence has revolved, and Mr. Eckstein asked the question, 


where are we going to find more outstanding men to step into 


the leadership of these great chains when these men who have 


organized and nurtured and nourished these chains, and have 
gotten them to their present position, die. And Mr. Eckstein 
pointed out in connection with the three presidents that we can 
all name, that we have one hundred and ten million people to 
draw from in this country, and we do not always get the out- 
standing man to run our government. And by that he means 
this: that in spite of the fact that there are one hundred and 
ten million upon which to draw for the leadership of these 
great centralized chains, you are not always going to get the 
big man, and his contention is that there will be a breakdown 
when you get the dominating personality away from the throne, 
just as there have been breakdowns in great monarchies after 
centuries of rule, when there was not available a man that was 
equipped with the intelligence and intellect, and of the caliber 
to hold the great mass of the people together and carry on. 
And so, gentlemen, a decentralized form of government and a 
decentralized form of business control seem analogous. And 
so it seems to me that the very essence of the chain-store field, 
if it has a field, that exists today, is broken down in just two 
things. As far as we are concerned, the first is that we are 
dealing in shopping goods, the kind folks shop for; the kind 
that requires service; the kind that requires intelligent selling 
and intelligent salesmanship, which unquestionably is the cry- 
ing need in this industry. The second is that it does require a 
centralized control. These charts which Mr. Dodd referred to 
show why there cannot be successfully operated a chain of 
stores dealing in heavy shopping service goods, the same as 
there can in convenience goods of the type that does not re- 
quire brains to sell. And that is that you have to have that 
overhead, and you will notice where it comes from. It comes in 
total salary and wages, and you have to have them up if you 
are going to have any brains in your organization, and as long 
as you are going to continue that, how are you going to make 
this chain business a success in this industry as it has been 
in some of the others? 

While I have no place on the program to plead for the sup- 
port of your fellow stationers in your home town who are not 
members of the association, I am going to make that plea here, 
out of turn, so we can get these four thousand stationers in 
one body and get behind a movement of more intelligent sell- 
ing, more intelligent merchandising, more intelligent manage- 
ment, and got the red off these charts. I thank you. (Applause.) 


Facing the Facts in Distribution 


By Alvin E. Dodd, United States Chamber of Commerce 


Facing the facts in the distribution situation is a good deal 


like facing a swarm of bees You may be used to handling 

es You may know all about bees. But suppose there are 

or two or three whose minds are unsettled You can never 

tell There also is another resemblance in the fact that those 

who bring in the most honey—or money, if you please—do not 
always buzz t loudest 

From having been. not so many years ago, as simple as the 


lifference between cash and credit, distribution today is as 


ymplicated as the traffic rules in a strange cit) Look where 
i please and you will see signs and lights supposed to tell 
u to stop or to go ahead it just what they mean is another 


matter, and guessing is out of luck in traffic and in business 
» begin at the beginning, but 


It's always best if ¥ 1 can t 


ir present case what was the beginning? | mean, of course, 
t was the beginning of distribution; and that would be, so 


far as you and I are concerned, when there were not any foun- 


t pens or revolving office hairs or adding machines or any 
but a few f tl 57,000 varieties which fight. each other for 
isiness in the trade f which you are representatives 

those primitive days the wholesaler; was just what his 
name implies; he bought in large quantities And the retailer 
was a retailer; h ought principally of. the wholesaler No 
t ugcht of group u z iin stores or department stores 
r mail-order houses or of manufacturers doing their own re- 
t ng by use-to-house canvassing Costs of doing business 
ind turnover did not dog the footsteps of a business man all 
I long nd then sneak nto bed with him to disturb his 
dreams if a man kept his feet on the ground and bought only 
what he felt sure of being able to sell at a profit, his job was 
done and he could snap his fingers at styles, at new devices 


almost at competition 
In those days vour boy came into the store is soon as he 


had learned the rule-of-three and when you passed on he took 


ir place He knew the business as a business and not as a 
il-ticket Or. if you had no boy, your daughter married 
your smartest salesman and he carried on Certainly there 


were “tricks in all trades’ even then There were good mer- 


ints, poor merchants and indifferent merchants But almost 


any kind of merchant could go to church and listen to the 
minister without being disturbed by wondering when the next 
brick would hit him Today he makes up a foresome for 
Sunday and works for a high handicap on a low score at a ball 
a hole When he plays a “friendly game of cards" it’s auction 
bridge with something worth while on every point, and he holds 
his hand close to his vest. So, whether it’s work or play, it's 
competition 

What I am trying to convey is some idea of the high blood 
pressure not only of distribution but of a distributor's life. 
Look at the program of most conventions. It's a competition 
between meals and meetings; between repast and report; be- 
tween soup and speeches. Competition may be the life of trade 
but carried to its ultimate conclusion it is the death of peace 

Varieties of Merchandise Carried 

I mentioned the 57,000 varieties of merchandise. yet the 
number doesn't matter. There are too many for a merchant s 
contentment of mind at any number. They are like a ravening 
horde of locusts with an insatiable appetite for every profit that 
they come across The steel pen drove out the good goose 
quill; the fountain pen left the steel pen gasping for breath; 
and now we are witnessing a knock-down-and-drag-out contest 
between the fountain pens. It is the same story in typewriters, 
and I understand that office furniture men whisper confidentially 
to each other that there may arise some question between wood 
and steel 

Please don't get the idea that I am unsympathetic toward 
new devices—better devices; but some of you sometimes must 
feel keenly those words of Hamlet that “one woe doth tread 
upon another's heel, so fast do they follow.” 

Let us face the facts from another point of view: 

Competition is bred in the very bones of our social body. It 
is enforced strictly by the courts and if you ever feel any doubt 
about it ask a manufacturer of pottery in Trenton, N. J., It 
has its disagreeable features There is a rigidity about it 
which restrains us in some measure, but even if it is a skeleton, 
it is seen to be ingeniously articulated when you come to 
examine it. Where on earth can a real merchapt succeed better 
than under the benign smile of our Uncle Sam? Where can an 
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ambitious boy find a better ladder on which to begin his climb? 
We are free individually, every one of us, to engage in any 
business at our own sweet will; to manufacture or sell any 
merchandise that we please; and to change our method of 
doing business at any moment that seems best. 

It has been suggested that there should be some sort of 
licensing system because some of us fail in business. Yes, and 
some of us fail in medicine, in the practice of law; and quite 
a few of us fail in marriage, notwithstanding a universal licens- 
ing system! In this vale through which we pass and which we 
call life there are many tears, there are disappointments and 
suffering, but there are glorious moments of success—of accom- 
plishment; and for most of us the sour is balanced agreeably by 
the sweet. 

I cannot tell you much that will be new to you about your 
own business but there are certain factors common to all 
business which, like the salt in butter, preserve it for our use. 

First, foremost and all the time is the absolute dependence 
of our 120,000,000 people (you and I are among them) on the 
present general scheme of distribution. It may change in detail! 
—Iit does change in minute detail constantly—but the same 
principle of free competition without government interference 
except to enforce it will continue until our children and grand- 
children and their children to the nth generation have gone 
West. If—or when some other scheme replaces the present one, 
it will come so gradually as to be unrecognizable or it will come 
so suddenly as to amount to a social catastrophe such as we 
have witnessed in Russia. 

Here is another fact to face: While our great western area 
was being penetrated by railways and was inviting settlers by 
hundreds of thousands, stores were few and far between. There 
were no highways to the nearest town; it was the horse-back 
age for a good while. But there was the Post Office Depart- 
ment and there was a man in the ambitious city of Chicago 
bearing the euphonious name of Montgomery Ward. He evolved 
a scheme for supplying these straggling settlers with good mer- 
chandise in great variety at reasonable prices. Hence, the 
mail-order house. Originally it exhibited scarcely a sign of 
competition with any other form of distribution, but it became 
a household word and its catalogues were about the only litera- 
ture in many thousands of homes! Was it to retire from 
business when the immediate purpose was fulfilled, or should 
it search for new markets—as it has?—and is. 

But there is one fact which gives us pause: The department 
store. It has had a more profound effect on distribution than 
any other single element. While it is neither more or less 
than the grown-up offspring of the country general store, it has 
been nourished and made possible by the large city. It was the 
first of the recent indications that the retailer could exist with- 
out the wholesaler; and again the development was almost— 
perhaps quite unintentional but equally inevitable. It was in- 
evitable that a department store owner, whose sales exceeded 
those of many wholesalers, should attempt to deal directly with 
manufacturers not only to obtain lower prices but to avoid 
what he regarded as a circuitous route. 

The Rights of Wrongs 

It is not a question of right or wrong. We are facing a fact 
and, what is more, a legal fact, since the law maintains the 
principle that a man may buy from any one who will sell to 
him, and, on the other hand, that a man need not sell to any 
individual unless he wishes. Many manufacturers protect the 
wholesaler, and you are familiar, undoubtedly, with the Mennen 
case where the concern of that name refused to sell its products 
at wholesale prices to a group of retailers on the ground that 
their buying organization was not a wholesaler, and the courts 
sustained this contention. It was in this case that the signifi- 
cant definition was stated: “A dealer is known by the way in 
which he sells, not by the way in which he buys.” 

We may thank the World War (or damn it, if you wish) 
for the most unexpected changes experienced in distribution 
during the past century. I refer to house-to-house canvassing, 
installment selling and the chain store. All of them were known 
somewhat vaguely before the war and indeed the first two did 
not attract any attention until prices began their extraordinary 
gymnastic performance in 1920. They are, indeed, twins of the 
same parents: over-production and the immediate need for 
sales—any means for disposing of the merchandise which sud- 
denly began to fill the storage space and shipping floors of ware- 
Wholesalers quit buying because retailers quit buying 


houses. 
Not absolutely, of course, but 


because the public quit buying. 
very relatively. 

What could be done? Why not send salesmen from door to 
door? Certainly. So our doorbells rang from early dawn to 
dewy eve. Who could blame the salesmen and saleswomen, 
without jobs and stranded because their previous employers were 
without business. Among them also were great numbers of the 


American Expeditionary Force who came back to find their old 


jobs taken by others, or who for some other redson could not or 
did not get employment. We are, I believe, pretty well adjusted 
to what was called the house-to-house canvassing “nuisance.” 
It is here, nevertheless, but like most sudden growths it has 
receded measurably and has survived usually where it found a 
favorable environment. 

Installment selling appeared in the same manner, displayed 
the same extravagant growth and about two years ago was 
going to be the insidious disease which would attack and de- 
stroy the vitals of business. It may have attacked the vitals 
of business but it has not destroyed anything—yet. 

It seems to be a self-limiting disease which to an unexpect- 
edly general extent diffuses a poison by which ii destroys itself. 
I do not believe that there ever was a real danger connected 
with it. 

Chain stores are in a class by themselves but they neverthe- 
less are a fruit of the tree of circumstances just as is every 
other manifestation of change in the channels and methods of 
distribution. There were chain stores before the world war; 
comparatively few of them and they had not aroused the hue 
and cry which has followed them for the past six or seven 
years but to which they have paid no attention,—as why should 
they? 

A common defect in most pictures painted by the public is 
that we see either a thunder cloud spitting fire or a rainbow. 
It is never a calm, sunshiny day with contented cows in the 
foreground, with father and mother standing in rapt admira- 
tion of their new car and with more (or less) children playing 
happily with Towser. Chain stores are bad without a mitigat- 
ing virtue. Chain stores are good without a qualifying fault. 
Is there not a middle ground where the storm of controversy 
is stilled? I believe so. Is the chain store prosperous? It cer- 
tainly is even in the stationery business. 

Why is it prosperous? This was an unfortunate question. 
You could not distinguish a single intelligible answer in the 
overwhelming volume of exasperation and attack so we had 
better take a different line. 

Reasons for Chain Stores 

Chain store success has been due principally to three factors 

and I state them in what I believe to be the order of their 


importance: 
1.—Their discovery of the fundamental importance of rapid 
turnover as a means for accomplishing economies in costs of 


doing business. 
2.—Centralized purchases and management. 

3.—Slightly lower prices on certain articles made possible by 
the results of 1 and 2. 

Observe please that here we have not only cause and effect 
but effect reacting upon cause. That is, turnover, centralized 
purchases and efficient management first permitted lower prices 
which resulted in greater sales which made possible even more 
rapid turnover and larger purchases. This is merely stating 
the general principles dominant in all merchandising success but 
we have seen their most spectacular manifestations in the 
extraordinary adoption of the chain store idea. 

Hitherto I have discussed the facts in distribution reduced 
to their simplest forms which, although subject to some com- 
plications and controversy, are undisturbed and surrounded by 
an atmosphere of peace compared with the Cave of the Winds 
which I shall now enter. 

Every school boy knows that manufacturers manufacture. 
Yes; but how many grown-ups know that some of them sell 
entirely through wholesalers, some partly through wholesalers 
and partly through retailers; others wholly through retailers; 
again others operate their own retail stores; still others sell 
direct to the consumer; and finally, many of them combine two 
or more of these methods. 

It is almost as true in the wholesale function where many of 
them have their own factories for special articles and many of 
them have organized retail chains of their own in order to en- 
sure a market. Retail also exhibits eccentricities not only in 
group buying but in the actual formation of chains, as well as 
in some control of manufacture. 

Who is to blame? Echo answers “nobody, unless it is Old 
Man Economics." People are beginning to realize that you 
cannot hit him without hurting yourself but sometimes you can 
get around him; and here is where we emerge from the Cave of 
the Winds into something like daylight in which facts are seen 
in a truer proportion. Much of the confusion is not strictly of 
an economic nature but has been pyramided on misunderstand- 
ings due to bad trade practices which have been accepted as 
necessary because they are ancient.—ancient but distinctly not 
honorable. We call the subject trade relations and it embraces 
all trade practices of an objectionable character, whether for- 
bidden positively by statute law, such as commercial bribery,— 
or merely repugnant to the moral sense of all honest business 
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You will agree, I am sure, that as distribution has extended 
its arms to great distances and always greater distances,—as 
the personal contact between proprietors of earlier times has 
been replaced by dealings between subordinates or communica- 
tions by mail, the opportunities for misunderstandings increased 
immeasurably. A complex civilization also has played its part 
in creating ever increasing complications in trade. This was 
recognized by the National Chamber which adopted a series of 
Principles of Business Conduct, the XVth of which is: 

“Business should render restrictive legislation unneces- 
sary through so conducting itself as to deserve and 
inspire public confidence.” 

Here is the real crux of the matter: Shall business regulate 
itself—do its own housecleaning—or shall government establish 
a business health department with all of the embarrassing and 
costly conditions which that activity always implies? 

All Manufacturers Are Wholesalers 

Recognizing a need for more definite action, the Chamber 
calied a national distribution conference in January, 1925, and I 
quete from the committee report on trade relations: 

“A great variety of unethical practices or trade abuses exist 
in dealings between distributors which, although many in num- 
ber and widely different in character, are to be attributed large- 
ly to a state of distrust and misunderstanding between the 
parties concerned Although no true approximation of the 
cost can be attached to these factors in distribution, it amounts 
evidently to a stupendous sum annually, which, although borne 
originally by manufacturers, wholesalers, and retailers, falls 
ultimately upon consumers in the form of higher prices. . .. 
Manufacturers have made material progress in eliminating 
wastes by group action through standardization of products and 
uniform accounting methods This report indicates that the 
same group action and combined effort will prove equally suc- 
cessful when directed toward the establishment of amicable re- 





lations between manufacturers and distributors.’ 

On the strength of this report the chamber’s board of direc- 
tors authorized the appointment of a trade relations committee 
which has been employed constantly in studying objectionable 
trade practices; and at the annual meeting in May the chamber 
emphasized its attitude by the following resolution which was 
passed unanimously: 

“Resolved, that the Chamber of Commerce of the 
States urges the elimination of all wasteful practices and trade 


United 


abuses through the formation in each trade of a joint trade 
relations committee, composed of representatives of every 
branch of that trade, which committee in co-operation with the 
Federal Trade Commission will seek out and define trade abuses 
and co-operate with that commission in their elimination.” 

We are not alone in this great movement. For several years 
the Federal Trade Commission has been regarded by many busi- 
ness men as a sort of Old Man of the Sea whose only concep- 
tion of duty was to “ride” business without reasonable regard 
to its needs and difficulties; but a little more than a year ago 
the commission established an intermediary known as the divi- 
sion of trade practice conference to sit largely as an advisory 
body to aid business in arriving at its own definitions of un- 
fairness and te give these definitions an effective character. In 
the July number of “Nation's Business,” W. E. Humphrey of 
the Federal Trade Commission, made this statement in an 
article entitled “A New Spirit in Federal Trade Cases": 

“Business will have a splendid opportunity to correct exist- 
ing evils, voluntarily, intelligently, effectively, without agita- 
tion, without crimination or recrimination, without publicity in 
its sinister sense, wthout the expense and injury necessarily 
incident to compulsory adverse action by the commission. 

“The statute directs the commission to prevent the use of 
unfair methods. Good conscience and good judgment require 
business to co-operate with the commission. With intelligent 
and sympathetic co-operation the task will be made shorter and 
easier, to the benefit of all.” 

This is a recognition of the very plain fact that distributors 
cannot act effectively as individuals to correct these evils. It is 
an old saying that two are required to make a bargain and, 
therefore, true that at least two are needed for a controversy. 
Your very existence as an association proves that you recognize 
the need for collective action; and I am quite sure that you 
have evils you would like to correct; which are quite as objec- 
tionable and quite as susceptible of correction as have been 
discovered in other trades. 

In order to accomplish this you need only express a willing- 
ness—a desire—to our trade relations committee who in their 
turn will co-operate with you in putting the machinery in mo- 
tion. In plain terms, we will provide the steam if you will 
open the throttle either by a resolution of this convention or, 
better still, by the appointment of a small committee to confer 
with our national committee on trade relations. 


Uniform Size Catalogues 





BY B. A. TUTTLE 


It gives me a great deal of pleasure to come before you on 
the subject of catalogue standardization. I will try and make 
this report short and to the point, but the subject is of such 
to those identified with it that it is going to be 


great interest 
I will take 


difficult to cover all cf the points in a few minutes 
up only time enough to interest you in the vital points of the 
subject, and in the data secured on thig subject prior to the 
time of the convention 

Information on this subject has been gathered, both from the 
manufacturer and the dealer identified with this work, Cata- 
logue standardization is a step forward—one that will be of 
great value to the dealer and manufacturer alike. It is esti- 
mated that the proper standardization of catalogues will save 


the stationery business thousands of dollars in the next few 


years. 
Catalogues have one purpose, and one purpose only—to sell 


goods—thousands of dollars are wasted annually in the send- 
ing out of circulars, booklets, catalogues of varying sizes, that 
is impossible to find when they are needed. Many catalogues 


now find their way into waste baskets, such loss of printed 
matter can be eliminated 

To fulfill their functions economically and efficiently cata- 
logues should be easily available, of a uniform size. A stand- 
ard size catalogue is an assurance of availability; they can be 
easily filed in a letter file, and make possible a uniform system 
of handling catalogues. By increasing the availability. of cata- 
logues in standard size, catalogues will become real sales helps 
and thereby increase sales, as all information pertaining to a 
line will be in an accessible manner 

Catalogue standardization also makes possible a standard 
salesman’s catalogue It seems that the salesman will have in 
one cover, compactly assembled, all descriptive literature on 
the various lines handled by his house No more pawing 
assortment, searching in his pockets, and at 


through a varied 
circular wanted has been left at the 


last realizing that the 

store, or misplaced. 
Many a sale has been lost because the salesman could not 

show a picture, or did not have a technical description 

in the hands of 


standard size catalogues in loose leaf form 


your salesmen—the dealer's salesmen, or the jobber's salesmen 
is a complete catalogue always up to date. 

Standard size catalogues will help you sell more goods, as 
your dealers will have the information available when needed. 
It provides the dealer's salesman with an efficient tool to 
work and information in proper form. 

One authority today says, we are now only about five per 
cent efficient in catalogue advertising. The various sizes issued 
do not permit of them being handled or filed successfully. 

Standardization will produce economy in manufacturing costs. 
The jobber and the dealer have long suffered from lack of 
standardization, as many are not economically in a position to 
print their own. If the manufacturer will produce his printed 
matter in a standard 11x8% in. size, these to be furnished to the 
manufacturer's salesmen, the jobber’s salesmen, the dealer's 
salesmen, and to all stationers for their house catalogues, every 
size otherwise can be eliminated. All of the sheets can be filed 
satisfactory and bound when wanted. 11x8% in. sheets 
whether used single as a 11x8% in. sheet or 11x17 in. used as 
double or four-page folder cuts economically from all standard 
sizes of bond, ledger and book papers. This size permits of 
ample description, allows of illustrations, so that the customer 
can visualize what he is purchasing. 

Sample Binders on View 

Through the courtesy of some catalogue cover manufactur- 
ers we have brought to this convention several styles of covers 
which are available for loose leaf catalogue work. Some of these 
manufacturers do not make anything else but catalogue covers. 
Some of the loose leaf manufacturers make all sorts of loose 
leaf devices, but do not pay much attention to catalogue covers. 

We have assembled in these sample books, plain sheets and 
printed sheets of varying styles of printing, papers, etc. 
Through the medium of the questionnaire it was suggested that 
the manufacturer be allowed to use his own discretion as to the 
type of advertising that he wanted to use on the loose leaf 
sheets, same as he has been doing with his bound catalogue. 
One of the strongest recommendations for the standardized 


(Continued on Page 245.) ~ 




















How Business Must Develop . 


An Address by Edward A. Filene, President, William Filene 


Sons Company, Boston, Mass 
! ; 
\ 
’ 
Ne ] ] 
i i 
‘ ¥ 
Similarity of Mass Production Methods \ Ke & “ 
d , 
I 
) 
‘ I 
we d i . 
" f ‘ I The Spread Between Cost and Selling Price 
ii I { ‘ ? t ! t i t 
Similarity of Distributive Method 
) | 
I 
i d re re 
n al he t ! 
het ’ 
‘ 1 « 
How Manufacturers tmprove Their Methods per } 
hat , jam hae 3 a fa eohir wht f . etic ; 
‘ . . d 
\ hin ' na \ 
Fr Amer } tt 
f ’ y) < dr e 
’ t “ , ! ‘ 
n ' : ! VaVvs ‘ . 
, - S 
Z . ‘ I 
“ t i that 1 ped 
t , ’ ‘ , iy ) ’ ‘ S 
mprov N 
How a Paper Mili Doubled Production t zg g \\ r 
I rs Writir very few ears ‘ r rr : z ‘ ) 
I f Ma B. A. Franklin, the t t n faced w R 
“ff | = 7 y . 
gl i ther < 
\ | n 
. oO 
\ “ | “ ) ‘ 
¥ ’ , ; 4 ts 
\ were ( i A ( 
making ‘ \ > 
? hod ' : ge 
\ for tine machine being Consolidations in the Field of Distribution—The Growth of 
ind I ke ' . Chain Stores 
‘ R k } m 











>) Ge — ee 
Page 87 OFFICE APPLIANCES For November, 1927 : 


NEW MACHINES 











—E : 






































and DEVICES | 
i] 
) 
: ; 
: Important Accessions to Mimeograph Line several thousand copies from one or more stencils. Re- 
; The A. B. Dick Compa: 720 West Jackson boulevard, Charging the cylinder with ink is simple; emptying the con- 
4 Chicago. Ill.. showed two important additions to the Mime: tents of a small can of ink into the cylinder chamber is the 
line for the first time at the New York business Only operation—no muss, no brushing, always cleanly. 
show For the moderate user the portable Mimeograph repre- 
he Edison-Dick portable rotary Mimeograph renders sents the most important improvement of all time in the 
complete Mimeograph service, taking a sheet up to 8%4x Stencil duplicating field. 
hes, with a printing surface of 7%4x10 inches. When he “Autoslip” interleaver is designed to place slip sheets 
ked for carrying the new portable Mimeograph takes automatically between the mimeographed sheets as they 
ppearance and compass of a smart traveling bag. The emerge from the cylinder. It is applicable to Nos. 78B, 
ne is equipped with a closed cylinder, carrying a 77B,78A and 77A rotary Mimeographs. For the most care- 
ful Mimeograph work the use of slip sheets is important. 
: The “Autoslip” provides these interleaves by positive me- 
chanical action, without requiring additional effort for the } 
hand driven Mimeograph, or extra power for the elec- 
: trically driven machine. Its use is imperative where Mimeo- 
graphed copies are to be used at the earliest possible mo- i 
ment, and important in achieving neatness. 
. The “Autoslip” is synchronized with the feeding mechan- 
ism of automatic fed Mimeographs. This is true also of 1 
hand fed machines so long as there is a supply of slip 
sheets in the holder. As fast as the copies come through, 
; a slip sheet is forced mechanically on top of the printed 
page as soon as it falls upon the receiving tray. Gravity 
s not a factor. When no paper passes through the Mimeo- 
graph, the impression roller does not rise, and no slip sheet ) 
is delivered. For convenience the reserve supply of slip 
' sheets is set on the supply shelf, ready to be dropped into 
he holder in an instant 
5 The “Autoshp” is so attached to the Mimeograph that } 
the cylinder is free for affixing and removing the stencil 
sheet, and the printed copies are visible and easily access- 
e , lk « . , w is le | P le Dhe printed copies are removed by opening the end 
bie rhe e uses standard “Mimeotype” paper and #8at« Either letter size or legal size sheets may be inter- 
snerinl fk “Ba cm d production it is the same leaved without any adjustment 
; s the standard chines, and produces the same quality of The A. B. Dick Company supplies at a moderate price 
wents slip sheets cut to the right size and accurately die punched { 
ee oe iain In case a stencil is ‘°° msure perfect operation. H 
vritten with slight inaccuracy of position, provision is made , _ 
,djustment of one line each way from “normal.” The The New Victor Portable Typewriter 
operating speed is forty-five copies a minute or more, de The Victor Adding Machine Company, Chicago, IIL, 
pending on the feeding dexterity of the operator Once announce an addition to their line—the new Victor portable 
the ink cvlinder is charged and the pad _ saturated, the typewriter, which will retail at $60.00 in colors F. O. B. 
le Mimeogra e used continually for printing Chicagi [The new Victor portable typewriter, which is 
| 
f 
ij 
) 
t 
| 
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said to embody many new and improved methods of con 
struction, made its first appearance at the National Busi- 
ness Show at the Madison Square Garden, New York City, 
the week of October 17. 


According to the makers, the machine incorporates new 
principles of construction. Many parts have been either 
entirely eliminated or combined with other mechanism to 
form a fast-acting unit. The new cradle shift swings the 
carriage back and forth instead of raising and lowering it 





THE VICTOR PORTABLE TYPEWRITER 


This movement allows for a more quiet operation and more 
perfect alignment 

Rapid action is one of the most notable features of the 
This has been accomplished by the improved 
The key 
action is thus equalized and highly responsive; lost motion 
is practically eliminated 


new Victor. 
type bar action having only three working parts 


The key action is very fast, light and smooth. Each 
key leaps into action in response to the same amount of 
touch and due to proper spacing of the type bars, piling of 
type is almost entirely eliminated. Short type bars are used 

Among the outstanding features of this new typewriter 
is a new positive back spacer, improved ribbon mechanism 
with automatic reverse on one stroke, no lost motion rotary 
escapement, improved feed roll mechanism and automatic 
centering and locking device, which instantly centers the 
carriage preparatory to putting on the case. The new 
snap-on case may be adjusted quickly, offering an unusual 
feature for portability 

The new Victor portable has a standard keyboard and 
is equipped with all the advantages of the standard type 
writer, including marginal release at both the left and 
right, two-color ribbon and stencil mechanism, shift lock, 
paper guide, a temporary and permanent variable line space 
mechanism, etc 

Distribution of this new portable will be chiefly through 
office equipment merchants who are now selling the Victor 
standard adding machine The engineers of the Victor 
Company have patterned the typewriter after the same 
principles of construction that are embodied in the adding 
machine. 

_— 
Year’s Menu Record in “Norcor” Line 

The Northern Corrugating Company, stamping division, 
has won increased favor with the house- 
The steel card 


Green Bay, Wis., 
wife for its “Norcor” file for the home. 
tray, 6x4, with the company’s automatic follower, has been 
adapted for household use by the preparation of index 
cards on which the menus for each meal, every day of the 


year, can be recorded. Different colors are used for daily 


cards, Sunday and holidays, printed so that the day’s dietary 


can be recorded conveniently. Mother can tell by re- 
ferring back what dad enjoyed most on his last birthday, 
or what made a hit with the girl friends when they were 
invited in for tea, or a game of cards. The boxes are 
finished attractively to suit the home environment. 


ES 
New Ajax Stamp 


The Ajax service stamp is the name of a recently per- 
fected time stamp made by the Ajax Time Stamp Company, 
81 Washington street, Boston, Mass. This stamp is said 
to be unique in that it prints through a ribbon. This stamp 
has been released by the company~as the greatest improve- 
ment in its class which the company has made during its 
ten years of continuous business. The company gives a 
five-year guarantee to repair without charge any Ajax serv- 
ice stamp that fails to function properly within five years 
of its purchase date. It is understood, of course, that 
injury caused by deliberate abuse is barred and that new 
ribbons must be provided by the purchaser from time to 
time. 

The impression handle is topped with velvety sponge 
rubber, making it easy on the hands. The handles of the 
ribbon spools turn easily, a slight turn each day insuring a 


fresh inking surface. The machine has radio style date 





AJAX SERVICE STAMP 


dials, plainly marked in white and beveled. Wide milled 
edges make them easy to operate. The impression pad is 
self-leveling and is pivoted to insure a perfect impression 
each time. The base is of sponge rubber and date wheels 
and face of stamp are made of metal. The base and stamp 
arm are of heavy cast iron heavily japanned. 

The Ajax service stamp uses Mittag and Volger ribbons 
and various colors may be had such as purple, black, blue, 


red and green. This stamp retails at a moderate price 


— - —_ 
Diebold Line Now Includes Commercial Safe 


The Diebold Safe & Lock Company, Canton, Ohio, has 
designed a new commercial filing safe, which was built to 
suit the needs of users requiring one-hour rating safes, 
which offers distributors a line which gives maximum 
turnover with minimum stock investment. The three sizes 
adopted as standard enable dealers to fill every average 
requirement. From small to large each safe offers the 
maximum of filing capacity for the floor space required. 

Full swing hinges allow the doors to be turned against 
the side of the safe, where they are out of the way during 
office hours. Swivel ball bearing casters permit easy 
handling. The base, with apron covering the casters, im- 
proves the dignity and appearance of the safe. Moreover, 
the base adds materially to the resistance offered by the 
safe in a severe fall, by absorbing the shock. Each size 
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safe has fully interlocking tongue and groove. The mesh 
of the door into jamb is ideal when the door is closed. 
The front of the safe is sealed effectually. 

A Diebold combination lock is used, built by the same 
experts who have made the company’s combination locks 
and time locks famous on bank vaults. All appointments 
of the safe were designed to add to its attractiveness. 
Beauty and quality are combined admirably. The com- 
bination dial and ring are brushed bronze, with black Bake- 
lite knob. The bolt handle is likewise of brushed bronze 
with black Bakelite grip. The hinge tips are brushed 
bronze. The standard finish of the safe is olive green 
lacquer enamel with fine gold stripes. 

The interior metal equipment of the Diebold commercial 





DIEBOLD COMMERCIAL SAFE—ONE HOUR 
RATING 


filing safe is carried in stock sections which are adjustable 
and interchangeable within the safe. The hardware is solid 
brushed bronze. The design of the equipment was de- 
termined with great care. Service and flexibility are its 
characteristics. The equipment is finished to match the 
safe. All suspensions were selected for service under load. 
The equipment is readily installed within the safe, and 
easily adjusted. This new safe is offered to the trade to 
meet the need for a moderately priced one-hour safe offer- 
ing safety, strength and security. With the range of the 
Diebold line of safes, vault doors and commercial burglar 
proof chests, a complete line of record and burglar protec- 
tion is available to dealers. 

This safe was shown for the first time at the New York 
business show held in October 

Ses 


Autopoint Widens Color Range of “DeLuxe” 
Models 
The Autopoint Company, 4619 Ravenswood avenue, Chi- 
cago, Ill, has increased the color range of the “DeLuxe” 
models, timely in view of the approaching holiday demand 
for these handsome pencils. The Bakelite barrels of the 


“DeLuxe” line vary in opacity—cloudy, semi-cloudy or 
transparent—to suit all preferences. 

The cloudy barrels are available in amber and jade. The 
ivory color is wholly opaque, while the transparent colors 
now supplied are ruby, sapphire and rose. These colors 
are available in the four Autopoint “DeLuxe” models: 
No. 18, full length with clip; No. 17XR, ladies’ model with 
ring in bell cap for handy attachment to ribbon or chain; 
No. 19X, short length model for vest pocket or purse; the 
Bakelite cap matching the barrel color; the oversize 
“DeLuxe” model No. 52, with the large diameter barrel 
now popularized. In the short length models (17XR and 


19X) a deep amethyst shade is furnished also, transparent. 
—__»p——— 


Sheaffer “Giftie” Sets of Solid Gold 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
has placed on the market three beautiful “Giftie” sets of 
solid gold, the blue bloods of the line, for the clientele 
seeking “ne-plus-ultra.” Each set includes a fountain pen 
and mechanical pencil, packed in beautiful cases of tooled 
and embossed leather of the finest grade, lined with buff 
velvet. A panel of generous size is provided on both pen 
and pencil for the owner’s name or initials. These writing 
instruments are made of 14 karat solid green gold or 18 
karat white gold, in three distinct designs. The engraving 
is by master craftsmen. Retail prices range from $55.00 
to $70.00. 

—_—_»>—— 
Dacor Clothes Tree 

The Davis Tool & Engineering Company of 6481 Ep- 
worth boulevard, Detroit, Michigan, manufacturers of the 
“Dacor” clothes closet hooks, are now producing a new 
and unique clothes tree. This tree accommodates six or 
more coats, six hats and an equal number of umbrellas. 





THE DACOR CLOTHES TREE, 


The coats and hats are held compact, yet without crowding 
and the entire rack takes very little floor space. The equip- 
ment is said to be valuable for offices, restaurants, etc. 





19X SHORT LENGTH AUTOPOINT PENCIL FOR VEST POCKET OR PURSE 
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ELLIOTT-FISHER SINGLE PEDESTAL 
CABINET MOUNTING 





SUNDSTRAND MODEL S8020-A 
New Model Sundstrands and Elliott-Fisher Cabinet 


The Sundstrand Adding Machine Division of the Ger 


eral Office Eq ment Company has just gotten out a new 
’ , | ~~ a eas ! 
model Sundstrand known as No. 8020-A-2-52-5 Standard 
on this model are direct subtraction feed, non-add key 
oa sh.tnéal luminum 
five inch stationary carniawe, aufOmatic sub-total, alun 
1! 
cast wit! ( ta line nisn capacity up to one rl I ‘ 
} j Ee ! i 
iars plat ree eve to ewuilate Spacing il tcned 
total ke \ i e added at » additional cost Lhe 
tal _— le] ill ead tnn them tus 
new mae ita ¢ q KIV a i Mant ie ipe 
wit! the i t talie | aut itica ly detact i ‘ W he 
the total key ~ otched down the ser lists the te S 
| j j ‘ } total Th tor rel far 
tne usu wa il prints the i 1€ ipe reicases i 
enough to enable one to tear off the whol u witl t 
turning up the platen by hand 
The machine permits single spacing or ‘ump total te 
‘The jum feature can be regulated so that the tape Ww 


move up a maximum of 1 5/16 inches or only one single 
space by using the platen feed lever at the right The 
notched total key ts optional it 1 idditional cost Eacl 


item takes up a single space The total prints two spaces 


below the last item It is said that there is no othet 
machine on the market at e same price with the jump 


total featur 


a new convenience for users of Elhott-Fisher machines 
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SUNDSTRAND MODEL 1-722 


New and Convenient Card Table 
Che Beacon Steel Furniture Company, 1841 Carroll ave 
ue, Chicago, manufacturers of steel folding chairs, have 
just placed on the market a new all steel folding card table. 
his table folds flat to a thickness of 1% inches Che legs 


when open are secured by a patent lock which holds them 
| 


rigid and prevents them from collapsing When closed, 
the legs lie fat against the top and are held in position by 
the same patent lock which prevents them from opening 
w he the table 1s beng carried or stored away Che entire 
frame is made of steel The legs are of one-inch square 
tubular steel tipped with polished steel floor contacts which 
revent marring of highly polished floors The top is 


covered with imitation leather both water and alcohol proof 


Che table is 2834 inches square and stands 2¢ inches high 


[It weighs without the carton, 15 pounds 
In conjunction with the Beacon new steel chairs this 


1 


ible makes an ideal cars t It will last, of course, in- 


, 


ind when not in use can be stored away in verv 














ng s my Ss 
~ ull space [hese card sets can be | id i < e of three 
colors C] se red ipple green and mahogar A five 
ear guarantee covers the entire outfit by the Beacon Steel 
furniture Company, insuring the user against faulty work 
manship Chis card set is suggested as a suitable holiday 
gitt item 


Portable Adder Offers Accounting System 
The Portable Adding Machine Company, 343 South 
Dearborn street, Chicago, IIL, has devised an accounting 
system for users of the Corona accounting cashier. This 


hese columns. 


machine has been described heretofore in t 
The “Daily 


Statement” is a condensed accounting system prepared to 


Sales and Expense Analysis and Financial 
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simplify the merchant's bookkeeping. It includes a daily 
summary sheet with instructions, and forty-eight pages of 
ledger sheets for individual accounts A ring binder is 
provided for the ledger sheets The dealer's records are 
provided day by day, with monthly totals. The method is 
presented so clearly that any individual can operate the 
system from figures developed by the Corona cashier. The 
introductory pages state “Anyone who can read and 
write, set down figures, add and subtract, can keep this 
record in perfect order.” 

The manipulation of the cashier, leading up to the use 
of the simplified records, is very simple. There are but four 
classes of transactions to be handled: Cash sales, charge 
sales, received on account and paid out. Each of these 
classifications is indicated clearly by the cashier key- 
board. For instance, the kind of commodity sold is re- 
corded by depressing the corresponding figure in the 
seventh column of keys. Details of paid out items and 
received on account are recorded on the tape, while the 
sales slip register issues or takes a receipt for such moneys, 
ndicating the name of the firm or clerk involved, or both. 
The remainder of the daily accounting is simply a matter 
of summarizing on the daily summary sheet, and trans- 
ferring to the “Line a Day” on the daily sales and expense 
The complete accounting system, including 300 daily 
summary sheets, and forty-eight individual ledger sheets, 
is suppliedat the Portable Adding Machine Company’s net 
cost, which is $4.00., including 12x12 “Standard” ring b:nder 

ss 
New German Desk Lamps 

\ recent issue of Die Buro-Industrie shows pictures of 
two new portable desk lamps and a wall-bracket lamp 
which have been put on the European market by Industrie 
werk Auma, Ronneberger & Fischer, of the town of Auma, 
in Thuringia, Germany [The desk or table models are 
made in both the gooseneck and double-joint styles. A dis 
tinguishing feature of both desk models is that the clamp- 
ing device uses only a minimum of the writing surface of 


the desk or table. The wall 


‘ 


model is of the gate type. 
al 
New Loose Leaf County Record Books 
Hall & McChesney, Inc., Syracuse, N. Y., have a new 


oose leaf county record book for which a number of im 


] 
provements in the keep ng of county records, are claimed 


When shut the book has the outward appearance ot a 


ind volume, the mechanism being concealed. It is said 
that the number of pages has no bearing on opening and 
closing the binder because the mechanism operates inde 
endently of the filler [The binder has a metal back with 
rectangular shaped pin and punching. An exclusive feature 
sted is that the mechanism is not dependent on the cover 
d consequently there is no loss in efficiency when the 
cover becomes worn out The new number is furnished in 
demy (16x10'4) and medium (18x11™%) sizes and in 


THREE PICTURES OF THE NEW HALL & McCHESNEY 
SCRIBED ABOVE.—-On the left, essential parts of the book are 


w, when the book is closed, the rounded back gives the appe 


¥Y filled ind the final re shows t 


shown 
rrance of a bound book The center cut shows the book par 


istening the mechanism 


all standard capacities and bindings. When desired a Cor- 
bin pin tumbler lock may be added at additional cost. 
Prices and fuller details may be obtained from the makers. 
« _<f-—-- - 

De Luxe Calendar Pad for Executives’ Desks 

B. E. Lawrence & Company, Inc, 200-08 East Ohio 
street, Chicago, Ill, manufactures the “4 in 1” calendar pad 
for the use of executives. It harmonizes with the fittings 
of modern desk sets, and offers conveniences which facili- 
tate work. In addition to serving as an appointment 
calendar, it serves as a diary, as the leaves are turned 
under day by day, preserving the year’s record. A cover 
assures privacy for the business man’s memoranda. The 
ring binder feature makes it easy to refer back to previous 
dates. A self-closing feature economizes useful desk space, 
and keeps the notations on the top sheet from inquisitive 





DAILY MEMOS ARE 
TURNED UNDER 





EXECUTIVES ‘4 I 
CALENDAR PAD 





SHOWING RING BINDER 
FEATURE 


PAST MEMOS EASILY 
REFERRED TO 
eyes Refill calendars for succeeding years can be ob- 

tained from the manufacturer. 

The “4 in 1” calendar pad is covered attractively with 
Du Pont buffalo hide pattern textile leather, either brown, 
green or red. The trim is German silver with supporting 
ornaments and heavy brass calendar plate. The leaves are 
interlined with aluminum; rubber buttons on the base pro- 


tect the desk. All metal parts are lacquered to prevent 
tarnish. This pad, complete, retails for $5.00. 
= 


New Alloy for Pen Nibs 


rhe British Stationer for September states that the 
Mentmore Manufacturing Company, Tudor Grove, Hack- 
ney, E. 9, England, have put a new pen nib on the market 
made of a new metal alloy called “Platignum,” which is 
declared to be non-corrosive, retaining this quality even 


ifter its surface has been removed. 
anime 
(Other New Machines and Devices Starting on Page 268.) 





LOOSE LEAF COUNTY RECORD BOOK, WHICH IS DE- 
with a full complement of leaves on the posts, showing 


which is simple as well as efficient and 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of this 


journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, and the staff at the 


branch in charge of C. H. Everly at 1701 Pershing Square Bidg., Pershing Square, 42nd St. & Park Ave., 


New York, will be happy to be of any possible service. 
so many as at Chicago, there will be found the same desire to serve. 


While the facilities at New York are not 
United States manu- 


facturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore’s knowledge of the office equipment business and 
its possibilities in Great Britain makes his counsel 


valuable to those desiring to 


cultwate 


the British Market 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of 


Orrice AppLiANces in the British Isles. 


New subscriptions should be sent to Mr. Shore. 


Renewal orders 


should be sent to Orrice APPLIANCES’ home address, 417 South Dearborn street, Chicago, Illinots. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11. Telephone, Speedwell 4931. 


London, October 9, 1927. 


T IS gradually and fully being realized over here that 

we must no longer rely upon what used to be the staple 

manufactures and products of our country for our con- 
tinued well-being in commerce, but that we must be mov- 
ing with the times and getting out hell-for-leather after 
new goods and new markets. We are beginning to realize 
that there was a time when even coal and cotton and steel 
were new to us, and that there are new things now with 
which we must be busying ourselves. Oil and water power 
must eventually replace coal, as they will in time be re- 
placed. Then, we have lost markets, through one cause 
and another, for goods we can still produce, such as cotton 
goods. In short we must turn and are turning our ener- 
gies and our enterprise in fresh directions, and are doing 
well. We do not stand alone in this; all the world is facing 
a new situation, and those countries which face it boldly 
and strenuously will win through and the others will have 
a thin time of it. We are determined to win through, and 
to prove to the world that we are not a back number. 

Our chief handicap is our enormous taxation to meet our 
enormous expenditure, and in neither direction does there 
seem to be any real hope of decrease. The following fig- 
ures for the half year just finished will serve to indicate 
what we are carrying 

The principal items of expenditure for the half-year, with 
comparisons, were as follows 


First Half. 


1927-28 1926-27 
£ £ 
Debt Interest . 155,601,338 157,610,076 
Sinking Fund ; 21,178,353 15,375,466 
Army, Navy and Air 55,900,000 54,400,000 
Civil Votes . 108,580,379 115,102,537 
» 


Revenue Depts. & P. O. . 30,433,000 29,430,000 


And here are figures that show how we are extracting 


the money from ourselves; the principal items in the half- 
year's revenue, with the increases or decreases compared 
with a year ago 


Increase or 
Decrease 


3,197,000 inc 


Half-Year’s 
Revenue 


+ 
Customs 54,474,000 


Excise ...... 64,992,000 1,782,000 inc 
Motor Duties 6,773,000 1,319,000 inc 
Estate Duties 35,050,000 6,130,000 inc 
Stamps Foi 10,210,000 1,200,000 inc 
I Es , o c e notin’ 76,090,000 3,145,000 dec 
Super Tax , 14,430,000 5,770,000 dec 
Corporation Tax ue 940,000 1,360,000 dec 
Postal . dik cet 18,000,000 2,230,000 inc 
Telegraph 2,700,000 230,000 dec 


Telephones 9,150,000 600,000 inc 

Decreases in the receipts from income tax and super-tax 
are the aftermath of the coal stoppage. Otherwise the reve- 
nue figures are generally satisfactory. Estate duties come 
to the rescue with a heavy increase. 

These overheads we have to face; and we must look, and 
are keenly seeking for means to reduce our costs of pro- 
duction so that we can compete with our competitors with 
chance of success both in our own and in foreign markets. 
Then, too, the movement in favor of purchasing colonial 
products whenever possible is gaining strength, and is one 
that must be borne in mind by all who desire to import 
competing manufactures or natural products to us. Office 
appliances and systems are among them. That is why I 
am writing this, for though you all know it all, there is, it 
seems to me, a tendency to forget it and to underestimate 
its importance and its import to you. 

<--> 


As showing the view taken by our big business men, I 
quote a few passages from a speech recently made by Lord 
Gainsforth, President of the Federation of British Indus- 
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tries. This to begin with: “The depression from which 
our export trades had been suffering had been almost 
common to the same industries in practically every indus- 
trial country. Even America with her prohibitive tariff bar- 
rier and protected home market, had not been wholly 
immune.” He pointed out, what is too often forgotten by 
us, that we had been in the near past too greatly neglecting 
our home and colonial markets, and gladly welcomed, as 
we all do, the signs that this silly policy was now being put 
on the shelf and is likely to grow dusty there: 

“Side by side with the depression of certain basic trades 
there had been a very considerable expansion of others— 
the manufacture of motor-cars, artificial silk, wireless appa- 
ratus, electrical engineering, and a large variety of 
miscellaneous occupations. Moreover, the unemployment 
figures, when analyzed, revealed a position far less dis- 
quieting than the totals as issued by the Ministry of Labor 
would lead one to expect. The examination of the statis- 
tics for individual industries showed that the present high 
figure was mainly attributable to industries principally de- 
pendent upon international trade. These industries, which 
employed only about 30 per cent of the total number of 
insured persons, accounted for half the total unemployment. 
if account were taken of the increase in the employable 
population which had occurred during recent years it would 
be found that the additional employable population about 
balanced the additional unemployed. The Balfour Com- 
mittee estimated that the extra unemployed in 1924, as 
against 1913, amounted to 800,000; while the employable 
population had increased by some 900,000. Then there was 
the very important fact that the workers of this country 
were undoubtedly better off than before the war. He would 
be the last to say that the conditions of our industry or 
the world movements affecting it were satisfactory. These 
world movements had to be faced, and their effect was 
not limited to the export trade. There were, moreover, the 
economic conditions of public administration, both national 
and local, which must be constantly under the most care- 
ful scrutiny if industry was to be given a fair chance to 
produce at competitive rates.” 

All of which brings you to this: that the market here is 
changing in tone, and that you will have to alter the tune 
that you have been playing here hitherto with such great 
profit. You will have to adapt yourselves to our new 
mood. 

New businesses and men are cropping up on all sides; 
small, many of them now, but likely to be big in the near 
future. The office appliance men and manufacturers who 
adapt themselves to these new customers, without neglect- 
ing the old, will “get there.” Those who do not do so, 
will get left. 

It is in the direction of greater efficiency of workers and 
machinery that we are looking for the reduction of our 
costs of production, and as far as the office is concerned 
here is where you still come in: if you will be wise and dis- 
creet you will stay in. But you will find yourselves up 
against stiffer and more strenuous competition than you 
have yet had to face. We British do not blow big noises 
on big trumpets about the efforts we are making; but the 
results of them may unpleasantly startle you unless you 
are prepared to meet them and make the most hay that 
you can while the sun is shining in your direction. 

<---> 

There are several portions of our mentality that you do 
not seem to have grasped fully as yet. For example; we 
have a rooted dislike and fear of turning our workers into 
subordinates to our machines. Of course it is impossible to 
do this, really, but the fear is existent and it is for your 
salesmen over here to bear the fact in mind and deal with 
it. The startling answer I always put up to this argument 
when I am faced with it is to tell the simple, and when told, 
obvious truth—that labor-saving devices, systems and 
machines free the minds of the workers of all classes to use 
their brains for thinking and devising, instead of dulling 
them and driving them to death by doing work that ma- 
chinery can do better and quicker. Of course all who 


use up-to-date machinery and methods know this; but 
they here are still badly in the minority. Mind rules and 
uses matter, or else is clogged by it. 

Further; the service rendered to customers by you is on 
the whole much better than what we give. But it is not 
always wisely adapted either to our men or our mentality, 
neither of which is the same as your own. As regards 
office machinery and methods we are still behind you as 
a whole; we have much we can learn from you, but too 
often your salesmen forget that fact and get slapped in 
the face as a consequence. Then they curse us instead of 
amending their ways and repenting! 

If I sell a good meal to an hungry man I do him a good 
service; and there is no call for me to show him where 
to put it or how to handle his knife and fork, even when 
I do have to watch him with alarm trying to absorb soup 
with the latter weapon or peas with the former. But it 
is often very different with office appliances—far more 
greatly different than many office appliance men under- 
stand. 

Often and often I have seen fine office machinery, much 
of it from your side of the water, growing dusty in a cor- 
ner, and systems neglected, first because they have not been 
thoroughly sold and secondly because the “boss,” and still 
more important those who are to use them, do not know 
how to fit them with the ways and needs of the business 
or how to extract their full usefulness in solving particular 
problems. The first clerk who was faced with a typewriter 
did not know how to use it and had to be “nursed!” Fur- 
ther still, there is the powerful force of habit to be over- 
come; we are all of us apt to be quite a bit shy of a new 
and sometimes revolutionary machine or method, and in- 
clined to stand up for the old love before we take on with 
the new. You will be saying that all this is the very 
A B C of salesmanship. Yes; but often forgotten; too 
often. Especially by men for the first time facing condi- 
tions here. It is not possible to go into details but only to 
suggest lines of thought which are well worth while pur- 
suing, especially by you sales managers here, and by your 
advertising men also. I have often discussed these and 
kindred points with Americans here, and have always, yes, 
always, found that those who had grasped and acted upon 


them were the men who had made success. 
—_——_——— 


Paris Business Show Held This Month 

As this is written there have been completed preparations 
for the opening of what is planned to be one of the best 
annual business shows ever held in France. This exposi- 
tion and the contests to be held in Paris in connection with 
it will last from the third to the thirteenth of November. 

Under the auspices of the Chambre Syndicale d’Organ- 
isation Commerciale there will be held on November 6, in 
the grand hall of Magic City, Paris, a number of typewrit- 
ing contests. These include contests for the national cham- 
pionship of France, national junior championship, perfect 
copy, and the repetition of a single sentence. The world 
championship contest will not be held at Paris this year. 

The winners of the contests this year will be candidates 
also for diplomas as “best employees.” The diplomas are 
to be awarded at a National Exposition of Work which 
is to be held for the first time this year. In selecting the 
French employees who have done the best work, the vari- 
ous trade and commercial organizations will, each for its 
group, co-operate with the national committee, of which 
Albert Navarre is secretary. 

Large posters noteworthy particularly for their unique 
designs and striking color combinations are being used to 
advertise the exposition. The artists while giving promi- 
nence to the dates have successfully brought out scenes 
familiar to local inhabitants, but with a minimum of detail 
involved. 
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Business Efficiency Exhibition G 


Organized by the Office Appliance Trades Association of 
Great Britain and Ireland, at St. George’s Drill Hall, New- ‘ 
castle-upon-Tyne, October 6 to 15, 1927. 
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Report 
in Every Section of the Field. 
Elliott-Fisher-Underwood Merger 


Leading Interests Reported in Merger 

One of the most important deals in the office equipment 
field, and particularly in typewriterdom, was the center of 
interest in October 

New York stock market activities resulted in reports of 
an important merger, involving the Elliott-Fisher Company 
and the Underwood Typewriter Company. In late months 
the street has listened to many rumors affecting the big 
manufacturers of the office equipment field. There seems 
to be sufficient foundation behind the current reports to 
warrant belief that a consolidation, or at least a close affilia- 
tion, is in prospect. October also carried market rumors 
that the International Business Machines Corporation and 
the Underwood Typewriter Company were considering 
consolidation. This rumor has been discounted. Deals in- 
cluding the Burroughs Adding Machine Company and the 
L. C. Smith & Corona Typewriters Inc., have been men- 
tioned by the rumor mongers, but nothing definite has 
come of them 

Substantial stock interests in Underwood shares were 
purchased in October by a group consisting of Albert H. 
Wiggin, chairman of the board, Chase National bank; 
Charles Hayden, of Hayden, Stone & Company; and Mau- 
rice Wertheim, of Wertheim & Company. These transac- 
tions were confirmed by Charles Strauss, counsel for the 
Underwood Typewriter Company Announcement was 
made that overtures had been made with controlling stock- 
holders of the Elliott-Fisher Company, proposing an amal- 
gamation. 

The stock market reflected the reports of the proposed 
consolidation. Underwood common, which had been active, 
rose October 21 from a low of 63% to a high of 67%, 
closing at 65%, with a net gain of 27% points. The Elliott- 
Fisher stocks, which are inactive in the “over the counter” 
trading, appreciated eighty-five points October 21, rising 
from 205 to 290. The New York Times reported that 
the stockholdings of John T. Underwood, president and 
chairman of the board, Underwood Typewriter Company, 
had been acquired, and that the purchasing group was 
assured of virtual working control 

The capital stock of the Underwood Typewriter Com- 
pany consists of $3,400,000, $100 par, seven per cent pre- 
ferred stock, and $10,000,000 of $25.00 par common stock. 
The Elliott-Fisher Company capital consists of $2,400,000 


of common, $960,000 shares of Series B common, and 
$810,000 of preferred. 

It is expected that in the working out of the operating 
details under the consolidation the Elliott-Fisher interests 
would constitute the active management of the merged man- 
ufacturers. 

Rumors to the contrary were afloat when this journal 


went to prass. Under either management or under execu- 


tives chosen from each group, successful operation is cer 
tain 
_ i. —_ 
Sidney Morris & Co. Bring Suits 

On Friday, October 7, 1927, on the eve of the twenty- 
second annual meeting of the National Association of Sta- 
tioners, Office Outfitters and Manufacturers, a Chicago firm, 
known as Sidney Morris & Co., stationers, brought two 
suits, one at law and the other in equity, against the asso- 
ciation above named and ninety-four other defendants in the 
United States District Court for the Eastern Division of the 
Northern District of Illinois. 

In the action at law specific damages of $20,500 are al- 
leged, claimed to be the loss arising trom the printing and 
distribution of catalogues in which some of the items listed 
were not available to the plaintiffs by reason of the refusal 
of certain manufacturers to do business with them or to 
sell them at the usual trade discounts. In addition, there 
is a general damage claim of $250,000, of the particulars 
of which we are not informed. This sum tripled, under 
the provisions of the statute, and added to other allegations 
of damage, brings the total up to about $800,000 

The equity action prays an injunction and appointment 
of a receiver, and is based on the same general allegations 
of conspiracy stated in the suit at law, viz., that the de- 
fendant association is and for many years has been main- 
taining a system of recommended prices, exacting adher- 
ence to such prices on the part of dealers and endeavoring 
to secure cooperation from manufacturers by causing them 
to refuse to sell their products to dealers who will not 
maintain association prices. Allegations of conspiracy in 
restraint of trade are made against a number of manufac- 
turers who have refused to sell to plaintiffs and others 
who have refused them the usual trade discounts. The bill 
in equity goes back to 1909 and is a voluminous document. 

It is recalled that the same plaintiff a few years ago 
brought two similar actions, which were, however, termi- 
nated by the execution and delivery of a general release and 
the entry of a decree dismissing the suits as a result of a 
settlement entered into to avoid the expenditure of a large 
sum of money in lawyers’ fees. 

Without venturing to speak for the defense in advance 
of the answer to the actions above outlined, we believe 
that the matter will be carried through to the end. The 
issue will undoubtedly be joined on the facts, and it is not 
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unlikely that reliance will be placed by certain defendants 
upon the rule in the Colgate case—in effect that a producer 
or owner of merchandise may in all ordinary circumstances 
sell to whom he pleases and refuse to sell to whom he 
pleases, with a reason or without one, so long as he acts 
upon his own whim, reason or initiative without conspiring 
with another. 

Chief counsel for the plaintiff is Benjamin Bachrach. 
Most of the defendants will be represented by I. B. Lipson 
and the firm of Herrick, Vette and Peregrine. 

——_—_=<f>———— 


Mr. Marsh Entertained at Chicago 

Mr. Herbert Marsh of London, general secretary of the 
Stationers’ Association of the United Kingdom, and official 
delegate from the British organization to the twenty-sec- 
ond annual convention of the National Association of Sta- 
tioners’ Office Outfitters and Manufacturers, made a brief 
visit to Chicago after the Boston meeting. 

At the close of the convention Mr. Marsh went into Can- 
ada for several days’ stay, coming to Chicago on Octo- 
ber 21. 

On Friday, October 22, Fred Seymour of Horder’s, In- 
corporated, gave a luncheon at the Union League club in 
honor of Mr. Marsh. Those present beside the host and 
guest of honor were Fletcher B. Gibbs, general manager of 
the N. A. S. O. O. M.; E. A. Meyer, western manager of 
E. Faber: W. W. S. Carpenter, president of the Sanford 
Manufacturing Company; Benjamin Kulp, president of the 
Wilson-Jones Company; Clyde Waterman of the Chicago 
branch of L. E. Waterman Company; C. C. Carpenter, 
vice-president of Wilson-Jones Company; Harry Horder of 
Horder’s Incorporated, and Evan Johnson of Office Appli- 
ances. 

A pleasant incident of the luncheon was Mr. Seymour's 
presentation to Mr. Marsh of an appropriately designed 
sheet inscribed with special sentiments and signed by each 
guest. 

To this presentation Mr. Marsh made a charming reply 
that won for him the friendly regard of those auditors who 
met him for the first time, and firmly cemented the friend- 
ship of those who had made his acquaintance before. 

Mr. Marsh's limited time in Chicago did not permit him 
to see as much of the city as his Chicago friends wished 
he could see, but it is hoped that he carried away a good 
impression of the central western metropolis. 

On one day of his stay Mr. Marsh saw two impres- 
sive cartoons lampooning Chicago’s mayor for his Quixotic 
adventures in “driving King George from the Chicago 
schools and library.””. The pictures dispelled any timidity 
Mr. Marsh might otherwise have had in venturing, a citizen 
of London, on the streets of Chicago. Mr. Marsh was not 


at all delayed in getting about by the condition which Will 
Rogers said delayed him when he passed over in an air- 
plane en route to New York—pistol smoke! 

Oe 


Remington Rand Board Reconstituted 

The board of directors of Remington Rand, Inc., held its 
regular meeting October 18. Routine matters only were 
considered, except that the executive board was reconsti- 
tuted. The membership now comprises Benjamin L. 
Winchell, chairman; James H. Rand, Jr., George W. Fraker, 
George K. Morrow, Mercer P. Moseley, Irving Fischer, 
C. S. Ashdown and C. P. Franchot, secretary 


International Business Machine 
The International Business Machine Corporation reports 


for the first nine months of 1927 a net income of $2,809,- 
834, or $4.86 a share earned on 578,643 shares of stock, 
against $2,435,108, or $4.21 a share, earned in the same 
period in 1926. Net income for the September quarter was 
$954,197, or $1.65 a share, against $912.237, or $1.58 a share, 
in the previous quarter, and $863,292, or $1.49 a share, 
earned in the third quarter of 1926. 


The Guest Book 


H. M. Michel of Zurich Pays Courtesy of a Call 

H. M. Michel of Henry Michel & Company, Zurich, 
Switzerland, gave us the pleasure of a call last month. Mr. 
Michel spent three or four weeks over here looking up 
some special things and conferring with manufacturers 
whose lines his company handles. This is his second trip 
to the United States this year. 

Michel & Company have been in the office appliance 
business for a number of years. They represent several 
United States manufacturers and maintain branch offices 
throughout Switzerland. For one of the manufacturers the 
company acts as general European agent. 

Mr. Michel became interested in the office equipment 
field in an odd way. He was graduated in civil engineering 
at the University of Zurich and started to practice that 
profession. In his most important connection he saw an 
opportunity to improve the efficiency of general operations. 
The new systems for this purpose entailed improved meth- 
ods of record keeping and general office practice and led 
to investigation and study of modern office machines. 

As a result of his observations and experience Mr. Michel 
became keenly interested in office efficiency and office 
machinery and decided to establish himself as an efficiency 
engineer. He came to the United States in 1913 and at a 
business show in Boston gave a careful study to the func- 
tions and the economy of many machines for office use. 

Upon returning to Switzerland Mr. Michel established an 
efficiency business in which he not only furnished the sys- 
tems but acted as purchasing agent of the machines which 
were required to put the systems into effect. Finding that 
there was a considerable field where systems were not 
required, Mr. Michel organized his present company to 
serve as agents for the manufacturers. This company now 
does a substantial business throughout Switzerland. A\l- 
though the principal business of the company is the distri- 
bution of machines and devices, Mr. Michel has reserved 
for himself certain efficiency work, and executes commis- 
sions of that sort. 

Mr. Michel has taken the agency for machinery in an- 
other industry for which he has been appointed general 
European representative, and established agencies in the 
several continental countries. He has a considerable ad- 
vantage in this work because of his acquaintance through- 
out Europe and because he speaks several languages. He 
also knows the trading customs of each country and has 
knowledge of their commercial laws, both of which are 
highly important in the handling of foreign business. 

Mr. Michel is in position to serve one or two other 
United States manufacturers as general European repre- 
sentative. Any manufacturer in the field who contem- 
plates special development of his European business may 
find it to his advantage to confer with Mr. Michel, 


* * * 


Argentine Dealer Visits Us 

Mr. F. Plata y Plata of Buenos Aires, Argentina, who is 
spending several months here, called upon us last month. 
Mr. Plata y Plata represents Eberhard Faber; Albermarle 
Paper Manufacturing Company; Crown Ribbon and Car- 
bon Company; W. A. Sheaffer Pen Company; American 
Printing Ink Company; C. Howard Hunt Pen Company; 
Charles M. Higgins & Company; Bates Manufacturing 
Company; Hotchkiss Sales Company and seme others in 
Argentina, Uruguay, Paraguay and Chile. Headquarters 
are maintained at Buenos Aires from where the selling or- 
ganization covers the field at regular intervals. Some of 
the lines are sold direct to retail distributors and others are 
sold to jobbers only. 














ay 
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Mr. Plata y Plata is not a stranger here He was born 
Some years ago he was attached t 
the export department of Eberhard Faber in New York 
Later he traveled in the West Indies and South America 


and reared in Cuba 


for the Faber line and in 1919 was sent by Eberhard Faber 
to South America as a special 


In 1924 Mr 


ployer, secured the agencies of additional lines and estab 


resident representative 


Plata y Plata by arrangements with his em 


lished himself as a manufacturers’ agent \ substantial 


business has been developed for the several lines repré 


sented 


Che especial object in Mr. Plata y Plata’s trip is to visit 


the factories of the manufacturers he represents and to 
acquaint himself with the manufacturing processes of each 
line 


With him 


Plata, who is making her first acquaintance with 


He is a close observer and a careful student 
is Mrs 


the United States and receiving pleasant impressions, dé 


rte e handicap of but slight knowledge of English 


* ‘ a 


Mr. Moses of Hawaii 


\ 


MOSES, president oses Stationery Company 


Limited of Hilo 


pment Company Limited of 


Hawati, which firm controls the Moses 
Honolulu, was a 
it our ces last montl Mir. Moses is on a three 
months’ trip through the States 


Mrs. Moses accompanied him and for the first time the) 


had the ple isure of a journey tl rough the South T he spe 
cial object of Mr Moses’ t 1p was to conter with the se 
eral manufacturers whose lines his company handles in the 
Hlawanan Islands He visited the difterent plants and 


vhile in New York attended the Business Show 
Mr. Moses sees a very promising outlook for the Hawai 
an Islands Che W hile 
ted 1 | 


is dominated by people of oriental origin, all appreciate 


population is increasing rapidly 


their United States citizenship and maintain the old trad: 
ions of their new country Business firms there are keen! 


‘ 


interested in modern business systems and the machiner\ 


turniture and devices tor putting them into effect 
e ¢ 8 
Mr. McDerby of Calgary 


McDERBY, manager of the Standard Typewriter 


Company ot Calgary, looked in upon us last month Che 
Standard | pewriter Company is awent tor the | ( 
Smith & Corona machines is well as cash registers a 
idding machines 


Mr. MeDerby was born and reared in Michigan and went 


t Canada ixteen or eighteen years ag He is enthu 
Siasti ibout the country which he has taken a citize1 
shiy We congratulate our neighbor upon having Mr. M 
Der is tizen just as we <« gratulate ourselves 1p 
the Canadiar whi st the tunes with us 

Mr McD sees a great it e tor Canada ind pa 
ticularly ft the westert ce pat whicl he teels sure s 
lestined t ture a great lation in the years come 

’ . 

l. FRANCIS O'CONNOR, Pacific Carbon & Ribbor 
Ma utacturing Compal sa lf rancises Siune l ur (truest 
Book last month. Mr. O'Connor came as far East as ¢ 
int | 1s vas his rst trip t the mid West in sevet 
ears tle visited the principal cities between Sar Fr 
CIs ind = ( it where he turned sout! with New 
(Jrieans as his ective rot ere e will re rn t tne 

ist ‘ the s ithern 1 te i ll the cities visite Nl 
Lor esta lishe we . h s i 4 ‘ 

t incl cs I ( ie ind ey ( 

\\ Il | | A\M RI¢ | Peerless Carbor il d Ribl 
‘ mpany left \ \ rk the st t October ‘ it ) 
\ ch . ‘ P @ ty; ill ee , < the 1 f T} ; 


three important cities are included in his itinerary He 


stopped at our office and signed the Guest Book From 
Chicago he resumed his travels to the north and west te 
returning through the South and up through 
the Middle West 

G. M. CHAMBERS signed the 


2¢ He is in 


lepartment store in Sydney, N. S. W 


the Coast, 


(;uest b&b K September 


charge of distribution for Bebarfalds, Ltd 


nr 


and is on a world tour with R. D. COWELL of the same 


organization, whose particular task is that of production 
Mr Chambers’ contact with the office ay I hance he'd is 
chiefly through the sale of office furniture \ very inter 
esting visit in our omMmce was renewed when Mr. Char ers 
called at our booth at the New York business show 

JOHN H. MILLAR, of The Macey Company, Grand 
Rapids Mi h visited this oft on Sel tember Zt 


W. W. ERSKINE, well known manufacturers’ agent ot 


Sal Francisco, called or Septet iber 2% 
JOHN H. DUNCAN, sales manager for The H. C. Cook 
Company, Ansonia, Conn., paid us a visit on September 28 


eaving a little later for the East where he attended the 
stationers’ convention at Boston. 
{ LONGENI ( KE Rk The Dieh« ld sate « I ck 


Company, Canton, Ohio, spent a short time at this ofhce 


~~ 


late 1! September 


CHARLES W. LIPMAN of the Graff-Underwood Com 


pany New York City once called on September 30 Mer 
Lipman is making some changes in his territor and ex 
pects t cover not only he New Y strict, but the 


Midd'e West as well 
C. C. HARPER of Error-No., Inc., Rochester, N. Y., vis 


ited this office on .October ¢ 

CHARLES L. MITCHELL, Crane d ¢ any, | 
peka Kas., called on October 7 on his wv t the conve 
tion at Bostor 

I A. HOFFMAN, Smead Manutacturing Company 
Hastings, Minn., also dropped into this office on October 7 
prior to starting the following dav for the convention 

WILLIAM C. BIENEMAN, sales manager of the | 
perial Desk Company, Evansville, Indiana, called on Oct 


ber 10 
W. LUEHR, United Accounting Machines Company 
St. Louis, Mo., spent a short time in this office on Octe 
\ BURGER of the Art Steel Company New York, 
N \ calle 1 on October be 
G. S. STILLMAN, C. F. Weber & Compar San Fran 


sco, paid a visit to this ofhce on October 12 
OTTO ©O EBERS {) | favette | ina visited 
(thee Apphances about the ddle ot Oct er 
I. FRANCIS OCONNO San Fra S Ca called 
(ictober 20 


to Move 
7. 


it Hall Place 


Munson Supply Company 
The Munson Supply Company, 23-2 


New York. N Y.. will move oO 


g Gray building, 350 Huds street. This is a new 
i d la we dert ictoryvy Du re ‘ ] ‘ ble the 
i t rease their t t mie e¢ g "A og « 
l r Munson kevs the Dr cts ome and 
i T d 
; - » 
Remington-Rand Buys Wales Factory 
neton Rand. Ih has purchased the real and et 
. perty of the Wales Adding Ma Ce 
Wilkes-R e. Pe r $310,000 The t S¢ 
is t st. for the i tacture P : ( ting 
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Patton New Assistant Sales Manager for Marchant 


Dean S. Patton has been appointed assistant sales man- 
ager of the Marchant Calculating Machine Company of 
Oakland, Calif. 

Mr. Patton is well and favorably known throughout the 
United States as he has been in the office appliance indus- 
try for the last ten years. He took up the duties of his new 
position on October 1. He has been connected with the 
Monroe Calculating Machine Company, the Royal Type- 





DEAN 8S. PATTON 


writer Company, the Corona Typewriter Company and 
the Sundstrand Adding Machine Company. He was asso- 
ciated with the last concern for the last eight years starting 
in as a sub-salesman and later becoming an agency man- 
ager, then manager of the Albany office. Still later he be- 
came supervisor of agencies for the eastern district, and 
finally district manager of the Atlantic district, which posi- 
tion he left to become assistant to John M. Lund, general 
sales manager of the Marchant Company. 
a. 


J. H. Rand Buys Personal Airplane 


James H. Rand, Jr., president of Remington Rand, Inc 
accepted delivery October 18 of an all metal monoplane, 
which will be used by its owner as a personal air yacht. 
The plane is a Ford, tri-motor, named the “Remrand.” The 
exterior trim is green. The interior is decorated in orange 
and silver. About ten passengers can be carried, exclusive 
of pilot and mechanic. The main cabin contains four chairs, 
and there are two side seats which can be used as berths. 
There is space in the forward cabin for two or three pas- 
sengers, or this space can be used as a baggage compart- 
ment. The first official cruise of the “Remrand” carried 
Mr. Rand to Florida, where he is to spend the winter 

— te —_ 


Horder’s Assembles Realty for Building 


In October Horder’s, Inc., Chicago, Ill, purchased the 
property at 228 West Lake street, 26x150 feet, extending 
north to the alley. This gives the company added Lake 
Street frontage, except for a new street, Fork, which is to 
be cut through as a ramp, from Lake street to the lower 
level of Wacker drive. For the present the building at 
228 Lake street will be remodeled, with a modern front 
tacing Fork place. This property will be used as execu- 
tive and administrative offices by Horder’s. The space 
now used for office purposes at the corner of Lake and 
Franklin will allow for the expansion of the Associated 
Stationers Supply Company 

Ultimately the property facing Lake and Franklin streets 
will be improved with a modern office building. The re- 
cent real estate transaction was executed to provide for 


the future. 
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Dealers Make Displays Fire Prevention Week 


National fire prevention week was celebrated the week 
beginning October 12. This is a concerted effort by insur- 
ance companies, fire departments and others interested in 
reducing the enormous loss due to preventable fires in the 
United States. 

A steel safe plunging from an upper story of a burning 
building into the blazing ruins below is a part of a striking 
and colorful window display provided for dealers in “G-F” 
“Allsteel” office equipment for fire prevention week. The 
entire window layout was planned by Ralph S. Gildart, 
advertising manager of The General Fireproofing Com- 
pany, Youngstown, Ohio. This display was furnished to 
its dealers by the company. 

Flanking the picture of the falling “G-F” safe are pla- 
cards, connected in sense with each other, to ask: “Why 
will a business man surround his factory with a high fence, 
equip plant and office with a sprinkler system, train em- 
ployees to use the plant fire fighting apparatus, hire a 
night watchman to make hourly rounds, insure the entire 
physical plant, and then lie awake nights worrying about 
the vital records of his business, when a ‘G-F’ ‘Allsteel’ safe 
will perform like this?” 

The statement of a user of a “G-F” fireproof safe which 
protected important business records in a disastrous fire is 
included in the exhibit. The background of the window 
is formed by two safes from the dealer's stock, one open to 
show the inside, and the other closed. 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIR- 
CULATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912, 
of Office Appliances, published monthly at Chicago, Ill, for 
October 1, 1927. 
STATE OF ILLINOIS, County Cook, ss. 

Before me, a Notary Public in and for the state and county 
aforesaid, personally appeared C. F. Malhoit, who, having been 
duly sworn according to law, deposes and says that she is the 
Treasurer of the Office Appliance Company and that the fol- 
lowing is, to the best of her knowledge and belief, a true state- 
ment of the ownership, management (and if a daily paper, the 
circulation), ete., of the aforesaid publication for the date 
shown in the above caption, required by the Act of August 24, 
1912, embodied in Section 411, Postal Laws and Regulations, 
printed on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, editor, 
managing editor and business managers are: Publisher—The 
Office Appliance Company, 417 South Dearborn street, Chicago, 
Ill. Editor—Evan Johnson, 312 North Kenilworth avenue, Oak 
Park, Il. Managing Editor—Evan Johnson, 312 North Kenil- 
worth avenue, Oak Park, Ill. Business Manager—John A. Gil- 
bert, 310 Forest avenue, Glen Ellyn, Il. 

2. That the owner is: (If the publication is owned by an 
individual his name and address, or if owned by more than one 
individual the name and address of each, should be given below; 
if the publication is owned by a corporation the name of the 
corporation and the names and addresses of stockholders own- 
ing or holding one per cent or more of the total amount of 
stock should be given.) The Office Appliance Company, 417 
South Dearborn street, Chicago, Iil.; Evan Johnson, 312 North 
Kenilworth avenue, Oak Park, Ill.; Estate of Albert H. Hitch- 
cock, Mountain Lakes, N. J.; C. F. Malhoit, 817 West 70th 
street, Chicago, Ill; Donald C. Miller, 6904 Cornell ave- 
nue, Chicago, IIL; John A. Gilbert, 310 Forest avenue, Glen 
Ellyn, IL.; Hobart W. Martin, 4041 North Kostner avenue, Chi- 
cago, lll.; Chas. H. Everly, Mohegan Heights, Tuckahoe, N. Y. 

3. That the known bondholders, mortgagees, and other se- 
~urity holders owning or holding 1 per cent or more of total 
amount of bonds, mortgages, or other securities are: (If there 
are none, so state.) None. 

4. That the two paragraphs next above, giving the names of 
the owners, stockholders and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company, but also, in cases where 
the stockholder or security holder appears upon the books of 
the company as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and lief as to 
the circumstances and conditions under which stockholders and 
security holders who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has no reason 
to believe that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of each issue of this 
publication sold or distributed, through the mails or otherwise, 
to paid subscribers during the six months preceding the date 
shown above is . (This information is required from daily 


publications only.) 
THE OFFICE APPLIANCE COMPANY, 
Cc. F. MALHOIT, Treasurer. 
Subscribed and sworn to this 27th day of September, 1927. 
[Seal] BESSIE K. FERGUSON, Notary Public. 
(My commission expires October 16, 1930.) 
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Meetings--Conventions--Dinners 


Seattle Typewriter Dealers’ Association 

Struggles connected with the organization of the Seattle 
Stationers’ Club were reviewed by W. A. Gillam, president 
of Gillam-Bird Company, Seattle, at the first October meet- 
ing of the Seattle Typewriter Dealers’ Association. 

“Your organization is experiencing the same trials and 
tribulations the stationers had during the inception of their 
body,” declared Mr. Gillam, who is also chairman of the 
Seattle club, which is affiliated with the Retail Trade Bu- 
reau of the Seattle Chamber of Commerce. “The secret 
of our power and success today is co-operation. 

“The first big thing we had to overcome was distrust of 
one another. When we all believed in one another and 
worked for one end, getting 100 per cent co-operation, most 
of the uphill battle was won. Everyone in the organization 
is heart and soul back of the movement and, as a result, 
we all do business at a legitimate profit, give no trade or 
even to the city of Seattle—and we are 





secret discounts 
progressing ever forward. 

“Your problems, I judge, are about the same. The type- 
writer dealers must co-operate if they expect to meet with 
the success that the Seattle stationers have within the last 
Know each other intimately and don’t mistrust 
your fellow merchant. By doing that you will get a fair 
profit and all will continue to grow and prosper.” 

President H. O. Harvey, on behalf of the typewriter 
dealers, thanked Mr. Gillam for his talk. 

During the September meetings lists of stolen and lost 
machines, together with slow and bad accounts, were read 


ten years 


by the different members. 

The secretary of the association was instructed at the 
last meeting to arrange special programs at least once each 
month. A committee was appointed to call on members 
not habitually attending the association meetings in an en- 
deavor to create greater interest and increase the attendance 

IC. M 

an 


New Orleans Stationers Meet 

The Stationers’ Association of New Orleans held a meet 
ing on Tuesday evening, October 11 

One week prior to that the stationers of New Orleans 
had the pleasure of entertaining President and Mrs. W 
Neill Stewart of the National Association of Stationers 
Office Outfitters and Manufacturers, who arrived in the city 
on October 4 on their way to Atlanta and thence to the 
Boston convention. They were met at the depot on the 
morning of their arrival by Phil Webster, Harry Frater, 
Mr. Harpold of the Dameron-Pierson Company and James 
Flotte, Jr. of Perry and Buckley Company, and were 
brought to the Roosevelt hotel, where they spent the 
remainder of the day. 

Mr. Stewart was tendered a luncheon by the stationers of 
New Orleans at which the following stationers were pres 
ent Joseph P. Buckley, F. X. Perschall, P. D. Lorio, 
James J. Flotte, Jr., all of the Perry & Buckley Company; 
Sidney Massicot, Commercial Stationery Company; Harold 
O'Donnell, O'Donnell Brothers; Al Marschall, Paul Mulé 
and John Fisher of the Tropical Printing Company; Joseph 
Garcia, Garcia Stationery Company; Victor Colomb, Pal- 
frey-Rodd-Pursell Company; J. Ogden Pierson and E. G. 
Harpold, Dameron-Pierson Company; Thomas Fitzwil- 
liam and John Fitzwilliam of T. Fitzwilliam & Company; 
Arthur Hyatt, A. W. Hyatt Stationery Company: L. H 
Baudean and C. I. Bernard, Baudean, Inc.; H. A. Thi- 
berge, H. A. Thiberge Printing Company; William Cav- 


anaugh, Henri Petetin, Inc.; M. Hansell, F. F. Hansell & 


Brother; Burt W. Henry, counsellor for the Stationers’ 
Association of New Orleans; Lee Gash, The Globe-Wer- 
nicke Company; Earl Williams, Dennison Manufactur- 
ing Company; Pete McLaughlin, F. S. Webster & Com- 
pany; Jack Autry, Cooke & Cobb Company; Harry Frater, 
Wilson-Jones Company; F. W. Green, B. F. Goodrich Rub- 
ber Company and Phil Webster. 

After the luncheon, Burt W. Henry introduced President 
Stewart who responded with a brief and instructive talk 
on the subject of Cooperation. He said that the National 
Association is in better shape than ever before and in line 
to do great things for the stationery industry 

aiccadiiiiiaedn 


Evansville Furniture Men Meet 

The first meeting of the fall season of the Furniture 
Manufacturers’ Association of Evansville was held at the 
Vendome Hotel with luncheon September 2. There was 
a large attendance. President E. C. Schu presided. Spe- 
cial consideration was given to the proposed change in 
the grading rules on lumber under Proposal “C” Rules, 
and the association went on record as opposing the change 
which it was asserted would be inimical to the interest of 
furniture manufacturers in general throughout the United 
states 


Several manufacturers attended the meeting of the Na- 
Alliance of Furniture Manufacturers at Chicago, 
Karges, vice-president Karges Furni- 


tional 
September 15. E. F. 
ture Company, was elected a director of the Alliance. Mr. 
Karges is one of the younger manufacturers of Evansville 
and will be a worthy representative of the case goods man- 
ufacturers of Evansville and southern Indiana in the or- 
ganization 
a 


Philadelphia Stationers Meet 

Chirty-four stationers attended the dinner preceding the 
twenty-third annual meeting of the Philadelphia Stationers’ 
Association, Thursday, October 20, at the Bellevue-Strat- 
ford hotel. President Francis B. Irwin presided both as 
chairman and toastmaster in the combined social and busi- 
ness meeting. 

The customary matters of business were taken care of 
and in the report of the publicity committee attention was 
called to the completion of the fifth year of publication of 
the Philadelphia Stationer, the organ of the local associa- 
tion. The treasurer's monthly and annual report showed 
that the association had kept well within its income under 
the administration of the president. 

Russell A. Ogden Company and E. H. Rapp Stationery 
Company were both unanimously elected to active mem- 
bership. The nominating committee placed the following 
in nomination as officers for the ensuing year: President, 
Francis B. Irwin; first vice-president, Thomas Stagg; sec- 
ond vice-president, Walter G. Stringer; treasurer, Charles 
A. Connell; secretary, George Wustner, and as executive 
committee, Frank R. Welsh, chairman; Wm. H. Brooks, A 
Pomerantz, Roland Altemus and Wm. S. Yeo. All were 
unanimously elected. 

President Irwin gave a brief talk in which he expressed 
his appreciation of the honor conferred upon him, and 
pledged his wholehearted support to further activities 

The association had sent a delegation of twenty to attend 
the Boston convention and a number of those who were 


there expressed their opinion of the meeting.—C. H 
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LEOPOLD DESK COMPANY MEETING—DINNER. 


Leopold Experts Discuss Marketing Plans 

One of the most enthusiastic and important annual con 
ventions ever held in this section, was the meeting con- 
ducted under the auspices of the Leopold Desk Company 
n Burlington, October 6 and 7. The meeting brought deal- 
ers from many parts of the United States. 

Consideration of a new plan for marketing of office fur- 
niture was the sole purpose of the convention. Changes in 
market conditions during the last few years gave the meet- 
ing a vital significance. Merchandising experts of renown 
were retained by the Leopold Desk Company to discuss 
both the plan and those conditions with the dealers 

The plan itself was outlined to the dealers by F. D. 
Maver, vice-president of Vanderhoof & Company, Chi 
cago, a national advertising agency. Mr. Mayer, who is 
recognized as a keen market analyst, had made an investi 
gation covering several months, of conditions in the fur- 
niture field, particularly affecting office equipment 

Some of the factors brought out in the plan are: A new 
conception of the modern private office and an organized 
plan for the systematic development of private office busi- 
ness 

It was brought out that within comparatively recent 
years the business man has started to think in terms of an 
office rather than in terms of a room in which to put mis 
cellaneous pieces of furniture pertaining to his business 
The plan proposes to interest and sell the prospect a new 
idea in private offices instead of the old way of talking 
desks on a competitive basis 

Another feature of the plan is a trained resale organiza 
tion, functioning under the dealer and with factory assist 
ance. The plan further proposes a complete campaign of 
newspaper and direct mail advertising in which the factory 
co-operates with the dealer 

The plan embodies the use of a portfolio depicting some 
of the results possible with modern office furniture. The 
object of the portfolio presentation is to create interest 
and desire 

Sales on the installment plan will be possible where a 
customer desires it. The dealer of course will obtain prac- 
tically all of his money at the time of the sale, the trans- 
action being handled by the finance company. There will 
be a small carrying charge paid by the customer 

Arthur G. Taylor, twice president of the Chicago Sales 
Managers’ Association, applied the dynamic principles of 
creative selling to this plan, adapting Ohm’s law of mathe 
matics to it in an intensely interesting and conclusive way 

\ message was read from George L. Willman, sales 
director of the Dartnell Corporation of Chicago, who was 
prevented at the last moment from attending the meeting 
but had given considerable thought to the plan 

Phillip Rozelle, manageing director of The Rozelle Aides, 
Chicago, covered the subject of How to Train Salesmen 


to Get Results. Mr. Rozelle gave many practical illus- 
trations out of his own extensive sales experience, proving 
the new theory that salesmen are trained and not born. 

George E. Scott of The Wilson & Scott Company, Chi- 
cago, commercial interior decorators, spoke on color har- 
mony in offices and about the new trend of interior decora- 
tion of modern offices. 

Other speakers who discussed the plan in its practical 
application were J. Henry Smith of The Lammert Furni- 
ture Company, St. Louis, and J. Liston Nau, vice-president 
of the Merchants & Manufacturers Securities Company of 
Chicago. 

The dealers attending the convention were welcomed by 
Ben Poor, acting for the mayor of Buriington at Thurs- 
day’s opening session 

President Carl Leopold of the Leopold Desk Company 
presided. 

Active discussion on the part of dealers present marked 
the sessions, indicating their serious interest in the new 
plan as a possible solution of present marketing problems. 

Among those who attended were: F. D. Mayer, Vander- 
hoof & Company; C. S. Thomas, Franklin Desk Company; 
Samuel James, Monroe Benbrook Company; A. G. Taylor, 
Chicago Sales Managers’ Association; Edward Stahl, sales- 
man, Leopold Desk Company; L. H. Copeland, Vanderhoof 
& Company; George E. Scott, Wilson & Scott Company; 
P. Rozelle, Rozelle Aides; Charles Stieglitz, salesman, Leo- 
pold Desk Company; Ray G. Palmer, Office Equipment 
Company; John A. Gilbert, Office Appliances, and R. A. 
Ransey, all of Chicago; C. L. Mitchell, Crane & Company, 
Topeka, Kans.; Robert Cooke, Robert Cooke Company, 
Okmulgee, Okla.; R. B. Booth, salesman, Leopold Desk 
Company, Brookyn, N. Y.; Dan Hansen, Carlson Bros., 
Inc., Moline, Ill.; R. S. Ward, Wallender-Pennington Com- 
pany, Decatur, Ill; Grover J. Daly, City Desk Company, 
Cleveland, Ohio; S. R. Evans, Foote & Davis Company, 
Atlanta, Ga.; Paul R. Carlson, Carlson Bros., Inc., Moline, 
Ill.; W. A. Wallender, Wallender-Pennington Company, 
Decatur, Ill; R. D. Latsch, Latsch Bros., Inc., Lincoln, 
Nebr.; F. D. Davis, Pacific Desk Company, Los Angeles, 
Calif.; A. B. Storey, Wilson Stationary & Printing Com- 
pany, Houston, Tex.; E. L. Isaakson, Office Service Com- 
pany, Sioux City, Iowa; O. J. Forman, dealer, Monmouth, 
Ill.; Charles H. Decker of O. J. Forman, Monmouth, IIL; 
G. D. Stillman, C. F. Weber & Company, San Francisco, 
Calif.; Jack Love, Business Equipment Company, Peoria, 
Ill.; Miles C. Fuller, Business Equipment Company, Peo- 
ria, Ill; William Maneke, Tulsa Stationery Company, 
Tulsa, Okla.; J. Henry Smith, Lammert Furniture Com- 
pany, St. Louis, Mo.; Howard D. Chastain, Leopold Desk 
Company, Seattle, Wash.; L. B. Burlingham, Miller-Davis 
Company, Minneapolis, Minn.; C. P. Swiler, salesman, Leo- 
pold Desk Company, Omaha, Nebr. ° 
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Salesmen of “G-F” Agents At- 
tend School 

Salesmen of local agents from 
more than thirty Eastern communi 
ties spent the week of September 26 
at the plant of The General Fire 
proofing Company Youngstown, 
Ohio, attending a sales school 


Every dealer and salesman handling 


G-! products is entitled to a 
week's special training in a _ sales 
school, under the policy tollowed by 
the manutacturet 

| > Sprott vice president mn 
charge o sales served as dean of 
the schox Met vers of the (;-1 
special specialized sales staff acted as 


instructot The class studied the 


construction of desks, tables, shelves, 
safes and other G-F” products Ex 
aminations were held covering the 


various phases instruction 


An entire day was spent in the 
plant, tollownm i the steel snec 
through the various departments, un 
til they emerged in the form of com 
pleted products Another day was 
spent in studying office layouts, plan- 
ning record and filing systems, and 
the organization of ofthce routine. 
Golt, skee ball and other games were 
scheduled \ dinner ended the week 


of intensive instruction 
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GENERAL FIREPROOFING COMPANY DEALERS GO TO SCHOOL 








Brooks Organization Holds Salesmen’s Convention 

[The Brooks Company of Cleveland, makers of the Brooks 
Visualizers, held its annual sales convention on September 
15, 16 and 17 at Hotel Cleveland The convention was 
attended by the administrative, sales and factory executives 
of the company and by district managers of the principal 
cities in which The Brooks Company maintains offices 

Plans were adopted for greatly increased sales activity in 
1928 These include additions to the sales force in the 
sixty-odd cities in which the company maintains branch 
othces opening ot new offices and practically doubling the 
amount of Brooks advertising through the mails and in 
magazines of national circulation 

The men in attendance held business sessions at Hotel 
Cleveland, made a trip through the new plant of The 
trooks Company and were entertained at the Pepper Pike 
Club by J]. ¢ Brooks of the board of directors of Th 
Brooks Con pat 


e 


Che product of The Brooks Company is a portable loose- 
leaf book, or binder, for housing visibly indexed records 
of every type. It derives its reputation from the Flex-Site 
shift, an ingenious device by which record sheets can be 
removed or replaced instantly without disturbance of other 
records. This shift was invented by A. M. Martin in 1918. 

Among Brooks officials attending this convention were 
\. D. Brooks, president of The Brooks Company; James C. 
Brooks, directors; Alfred M. Mar- 


tin, inventor of the Flex-Site shift; James McLaughlin, 


Brooks and Charles T 


president of the Visible Records Equipment Company, 
manufacturer of the steel back of the Visualizer; Ezra K 
Bryan, sales manager of The Brooks Company: W. S 
lraenkle, production manager; George Dorenkott, assistant 
treasurer: E. P. Higbee, advertising manager, Howard Tal- 
mage, chief clerk, and A. Judson of Fuller & Smith, adver- 


ising counsellors to The Brooks Company. 





BROOKS COMPANY'S SALESMEN’S CONVENTION 
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We invite criticism of our superb 
line of typewriter ribbons and car- 
bon papers. These goods of our 
manufacture are representative of 
the highest perfection attainable. 


“EUREKA” iii 

Typewriter Ribbons 4 "EUREKA 
Again Improved. The Ideal of Ribbon Mee ae 

Creation. Unique in themselves, they 


possess certain qualities hitherto 
deemed impossible. 


Typewriter 
Carbon Papers 


Our Carbons are absolutely free from 

smutting, smearing or crocking, and . 

particularly noted for their remarkable poy HL | 2S Se. SP 
durability and strength of copy erate price. 





‘M & V™ Standard Yellow Box. A 
Reliable and trustworthy Ribbon, gen 


In the days of the ancients, records were carved and preserved on stone. 
Nowadays they are written on the typewriter; therefore, careful selec- 
tion should be made of both the typewriter ribbon and carbon paper. 
Those letters you are writing may be wanted years from now. _ Impres- 
sions from the M. & V. Typewriter Ribbons last forever. Copies made 
with the M. & V. Carbon Papers endure through all ages. 


The trade-mark 
that makes ‘‘come 
back"’ customers 


M. & V. Lines 
give the service 
that satisfies. 


We suit every purpose We fill every requirement 





MITTAG & VOLGER, Inc. 


Principal Office and Factory, PARK RIDGE, N. J., U. S. A. 
Branches 
MINNEAPOLIS NEW YORK BOSTON LOS ANGELES 
1040 McKnight Building 261 Broadway 115 Federal Street - San Fernendo Bidg. 
406 So. Main St.) 
SAN FRANCISCO CLEVELAND CHICAGO ST. LOUIS 
591 Mission Street 326 Erie Building 205 W. Monroe Street Merchants Laclede Bidg. 


AGENCIES ALL OVER THE WORLD 
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Regional directors, district managers and salesmen in 
attendance were as follows: H. E. Momyer, Jr., New 
York; C. H. Law, Chicago; H. J. Flagler, Philadelphia; 
D. M. Hay, Boston; R. G. Miller, Baltimore; L. J. Deziel, 
Detroit; W. H. Spalding, St. Louis; A. J. Boudreau, Pitts- 
burgh; F. A. Roeder, Buffalo; R. W. Immel, Denver; P. C. 
Jones, Dallas; I. W. Coale, Cincinnati; D. J. Watrous, 
Rochester; J. F. Seaman, Akron; A. H. Rice, Hollis, N. H.; 
J. A. Raach, Kansas City; O. L. Talmage, Wabash, Ind.; 
R. J. Sisk, C. H. McLaughlin and F. A. Bruening of Cleve- 
land. 

——_<f>————- 
“Elsie” Winners’ Convention 

Winners of the 1927 sales contest of the L. C. Smith & 
Corona Typewriters, Inc., were entertained by the company 
at Syracuse, N. Y., in September. The men were housed 
in the Onondaga hotel, one of the finest in the city, and 
afforded a variety of amusements and recreation features. 
There was golf for those who enjoy that game, sight-seeing, 
dinners, etc., and visits to the factories at Syracuse, Gro- 
ton and Cortland, as well as a day spent in visiting the 
Thousand Islands in a motor launch. During the business 
sessions the men attending were addressed by Frank R. 
Ford, president; Francis E. Van Buskirk, vice president; 
L. J. Conger, vice president; Carleton F. Brown, vice presi- 
dent in charge of production; Burns Lyman Smith, son of 
the founder, L. C. Smith; A. M. Simpson, manager of do- 
mestic sales; B. C. Milner, Jr., assistant to the president; 
M. L. McDonnell, San Francisco salesman. 

The salesmen present were informed that they had it in 
their power to send their respective managers to New York 
in November, as guests of the company. The managers of 
the five branches making the highest percentage of quota 
will be entertained at the metropolis, and shown the beau- 
tiful new typewriter store of the L. C. Smith & Corona 
Typewriters, Inc., at 330 Fifth avenue, where the company 
occupies the entire ninth floor. 

Makaiillithicininia 
Chicago Typewriter Dealers’ Third Annual 

The third annual meeting of the Chicago Typewriter 
Dealers’ Association was held at the Hamilton Club Octo- 
ber 11. Following the customary routine the question of 
sales and rental contracts was brought up for discussion. 
After the forms were read and submitted to the meeting 
they were adopted as the standard forms of contract of the 
Chicago Typewriter Dealers’ Association. This information 
is to be shown on the forms when printed. 

President Holbrook gave a talk on the progress of the 
association during the past year. The members expressed 
their appreciation of his term of office by a rising vote of 
thanks. 

The following names were submitted by the nominating 
committee as officers for the coming year: J. E. Pratt, 
president; Elmer Young, vice-president; P. E. Kinnisten, 
secretary-treasurer. There were also two directors to be 
elected for a term of two years and Jas. P. Ward and 
W. T. Plummer were nominated. The complete ticket was 
elected unanimously. 

As a program for the ensuing year it was suggested that 
sales demonstrations on both standard and portable type- 
writers be made by salesmen of the typewriter companies. 
H. L. Rudnick, Chicago manager of the Regal Typewriter 
Company, volunteered to give a demonstration on Royal 
machines at the November 8 meeting. 

—_—_————— 
Miss Kiplinger 

Suzanne Vandegrift Kiplinger became a member of the 
household of Mr. and Mrs. John Wesley Kiplinger of 
Chicago on October 20. Mr. Kiplinger is well known in 


the typewriter and adding machine world, and is general 
manager of the Portable Adding Machine Company, Chi- 
cago. Office Appliances extends hearty congratulations. 
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Cleveland Exchange Typewriter Dealers 


October 9 was a red letter day for members of the 
Cleveland Exchange Typewriter Dealers’ Association, as it 
was the first annual clambake held by the association. The 
event took place at Miller’s, a resort famed for its excel- 
lent cooking, and the clambake fully justified this reputa- 
tion. There were sixty-five present and the master of 
ceremonies was President McBurney of the association, 
who made it his personal business to see that everybody 
had a good time. The party went out in machines and 
from noon until very late in the evening had one big jolli- 
fication. The only disappointing thing about the whole 
affair was that “Doc” Hanson was unable to be present, 
due to sickness. There was dancing, cards, a ball game 
and other sports, all of which added zest to the occasion. 
The only speaker was President McBurney, who spoke 
briefly about the next national convention, and which is to 
be held in Cleveland in 1928. Members have pledged their 
utmost support towards making it the most successful ever 
held. It was due to the delegation from Cleveland, led by 
Mr. McBurney, that this city was awarded the convention 
when the 1927 affair was held in Pittsburgh. This city has 
well earned the name of the “Convention City,” as there is 
an unending procession of such affairs in all lines of 
business. 

The next meeting of the local association is to be held 
at the Hotel Olmsted on Tuesday evening, November 15, 
at which time preliminary plans for the national conven- 
tion will be discussed.—A. E. D. 

EE Sa 
Commercial Stationers’ Association of Toronto 


Meetings of the association were resumed on the first of 
September, since which time some interesting sessions have 
been held and problems of selling have been discussed from 
various angles. Mr. Marshall of the National Cash Reg- 
ister Company gave an excellent address on selling. Two 
meetings were devoted to general discussion of the sub- 
ject and how to handle salesmen. At one of the meetings 
in October, L. H. Buisch, head of the Merchants’ Service 
Bureau of the National Cash Register Company of Dayton, 
Ohio, addressed the stationers. 

Nine members from Toronto left on Sunday, October 9, 
for Boston, where they attended the annual convention of 
the National Association of Stationers, Office Outfitters and 
Manufacturers 

Elsewhere in this issue among the pictures printed in the 
report of the convention, is a group showing the largest 
Canadian delegation that has ever attended a_ national 
convention. 

-- eR 
Pan American Commission on Standardization 


The Pan American Commission on Simplification and 
Standardization as applied to consular procedure met at 
Washington, D. C., October 10. Representatives of twenty- 
one nations were present. The conference considered the 
reduction of the number of shipping documents requiring 
consular certification, simplification of data required for 
consular invoices, possibility of the adoption of a standard 
form of consular invoice, a moderation of consular fees and 
other questions relating to consular documentation, prac- 


tice and procedure. 
——.@——- 


Capital District Stationers’ Meeting 


The regular monthly meeting of the Capital District 
Stationers, Office Outfitters and Manufacturers Association 
was held on Tuesday evening, October 18, at Keeler’s res- 
taurant, Albany, New York. At this meeting the recent 
national convention at Boston was discussed and the meet- 
ing was one of much interest, particularly the round table 
discussion which followed the principal talk of the evening. 
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“The Line that can't be matched” 


A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 


Manifold Supplies Company 
188 Third Avenue 
BROOKLYN sstation L2) N, Y., U.S. A. 
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& Model 1—The standard universal Hotchkiss Paper 
Pastener. Used wherever papers must be fastened 
together. Binds up to 25 sheets. Guaranteed non-clogging 

with Hotchkiss Staples 


‘Model One’’— 


The Leading Paper Fastener 


HERE is a Hotchkiss Automatic Paper 
Fastener for every paper fastening need. But 
every business should have Model One. 


Hotchkiss Mode! One is the standard paper fastener for 
everyday general use. It is small, neat, easy to handle, 


quick acting and, like all Hotchkiss models, absolutely sure 
in operation. It is economical to buy and to use. It is 
“fool-proof’ and satisfies most average requirements by 


binding securely up to 25 sheets of paper. 

You can recommend Hotchkiss Model One with every as- 
surance that you are offering the best all-purpose paper 
fastener on the market. You can sell it with perfect con- 
fidence in its satisfaction-giving ability—knowing that it 
will do more aiage and do them better than any other 
fastener of its kind. 

You know the name “Hotchkiss.” So do your customers 
It is the mark of leadership in paper fasteners. It repre 
sents opportunity Feature it along with Mode! One in al! 
your selling efforts. 


THE HOTCHKISS SALES COMPANY 


The world's largest makers of paper fastening 


machines and staples 
Norwalk Connecticut 


Hotchkiss Wire Stapling Ma- 
chine. Easy to operate. Guar- 
anteed clog-proof when used with 
the new genuine Hotchkiss frozen 
wire staples. Machine binds up 
to 50 sheets of 16 lb. paper. 








The new Hotchkiss wire staples are preformed and “ frosen™ 
into a strip of 250 staples by a specsat process. 


MACHINES 
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Metal Airplane Maker Uses Metal Furniture 
Few of the office equipment industry realized when Col 
Lindbergh conquered the Atlantic with his airplane, “Spirit 
of St. Louis,” that this feat might have a bearing on the 
office furniture field. However, the makers of Col. 
Mahoney Aircraft Company, 


metal 
Lindbergh's plane, the B. F. 
San Diego, Calif., found modern office equipment very 
necessary The transatlantic flight brought such a volume 


of inquiries and business that office equipment became as 
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METAL AIRPLANE AND PART OF 
EQUIPMENT PROVIDED FOR THE MANUFACTURER'S 
OFFICE Mr. Cairns, of the Metal Office Equipment Company, 
San Diego, with one of the members of the B. F. Mahoney 
Aircraft Company The airplane is a sister plane to the “Spirit 
of St. Louis,’ which carried Col. Lindbergh across the Atlantic 


important to the manufacturer as machinery for the factory. 

As builder of an all metal plane, the company turned 
naturally to metal office furniture to assist in organizing 
and conducting the business. The Metal Office Equipment 
Company, San Diego, was called upon to make a survey of 
the requirements, and to furnish an installation of “Steel- 
case” business equipment. The illustration shows a sister 
plane to the “Spirit of St. Louis,” with some of the metal 
office furniture being delivered for the B. F. Mahoney Air- 
craft Company 

_ 
Haines & Essick in New Store 

The new store of Haines & Essick, 122-128 East Wil 
liams street, Decatur, Ill., is a far handsomer and more com- 
modious place of business than the company’s former head- 
quarters at 217 North Water street, at which address they 
had been located for the last eighteen years. At first, when 
it was discovered that a cut-rate chain drug store had out- 
bid the Haines & Essick Company from the old location, 
there was a feeling of consternation, but after diligent 
search, they found their present location, and immediately 
secured a lease on it. 

The old store had a twenty-foot front, three floors and a 
basement, all of which were occupied by the Haines & 
Essick business. The new location has a forty-foot front 
with a basement and two floors; also a mezzanine floor on 
the first floor. Altogether, this gives them about one-third 
more floor space than they formerly had, and immensely 
better light and double the show window space. The com- 
pany is more than pleased with the change, declaring that 
September of this vear registered the largest business of 
any September in the history of the house 

The many friends of this well-known concern rejoice with 
them in their new and attractive home 

— > 
Louisiana Wins Over Arkansas in Contest 

\ battle royal was staged in September by the Arkansas 
lypewriter & Equipment Company, El Dorado, Ark., and 
the Monroe Store & Office Equipment Company, Inc., 
Monroe, La. These two concerns sought to outsell each 
other in the distribution of Remington cash registers. The 
stakes were a dinner to be held in the loser’s town and at 
the loser’s expense. The Monroe Store & Office Equip- 


ment Company, Inc.. won by the small margin of $125 
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Efficiency Demands 
A Quiet Office 








This is why the Business World 
is turning to this great Remington 
Product ~—the one and only Noise- 
less Typewriter 

REMINGTON TYPEWRITER COMPANY 


DIVISION OF REMINGTON RAND, INC. 


374 Broadway New York 


Branches Everywhere 


Remington-Noiseless 
The Super-Standard Wnting Machine 
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All Dressed Up 
Like Santa 


All shipments of Amco- 
daters made from now until 
Christmas will have attrac- 
tive holiday bands, printed in 
red and green, as shown 
below, around each box. 
These bands may be easily 
removed from _ boxes, for 
sale after the holiday season. 


AMCODATER aii 


DATING MACHIN 






A light, sturdy, 
all-metal, self- 
inking dating 
machine. Fin- 
ished in DUCO. 


(Red or Green) 


AMERICAN 
NUMBERING 
MACHINE Co. 
224 Shepherd Ave. 

Brooklyn, N. Y. 


JAN29'2? 
Facsimile 
Impres ston 


Advertised as a welcome 
gift for the Executives in 
the Saturday Evening 
Post and Nation's 
Business. 


This 
Altractive 
Christmas Bana 
can be easily removed 
from stock sold after 
the Holidays 
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Yawman and Erbe Dealers Meet at Chicago 


Agents and dealers of the Yawman and Erbe Manutfac- 
turing Company in the middle West met at Chicago Octo- 
ber 20-21, for a get-together, and to receive information 
regarding the intensified activities of the bank department. 
The meetings were held at the “Y and E” Chicago branch 
George Schultz, manager of the bank department, went to 
Chicago from Rochester to participate in the meeting. He 
explained and demonstrated the various “Y and E” devices 
produced for the banking profession, as well as the sys- 
tems developed for individual banks. 

— <- - ——_ 
Dallas Stationers’ Club 


The monthly banquet of the Dallas Stationers’ Club was 
held at the Y. W. C. A., Dallas, Texas, at 6:30 p. m., Mon- 
day, October 10. The program was arranged by the Askew 
Office Furniture Exchange, and a pleasant and profitable 
evening was spent. The topic of the program was good- 
fellowship and its benefits in the Stationers’ Club and in 
the trade generally. Robert H. Bogarte, past president of 
the Salesmanship Club, was the principal speaker. An ex- 
cellent dinner was provided, with snappy music, cigars, etc. 

a Se 
Seattle Stationers Do Effective Work 


Stationers of Seattle, Wash., are working effectively 
through their organization in an effort to cause the jobber 
and wholesaler to discontinue selling consuming accounts at 
wholesaling and jobbing prices. This work is being done 
in a co-operative rather than in a combative manner and 
is said to be succeeding admirably. 

Sees ‘ 
Wentworth Staff on Coast Jubilates 


During the August contest, held by Pacific coast offices 
of Remington-Rand, Inc., in the “Coats-Off” contest, C. B 
Waters, district manager of the Remington-Rand Business 
Service, Inc., was the winner. F. W. Wentworth, vice- 
president, presented Mr. Waters with a silver trophy for 
making the highest percentage of quota in the Pacific coast 
division. September 21 there was a gala night and San 
Francisco and the Bay Cities celebrated their recent vic 
tory in the “Coats-Off” contest. Rem-Randers, champions 
of the world, notwithstanding the big noises emanating 
from Detroit, lit into their gala night of victory like the 
real go-getters they have proven themselves to be. 

Spurred on by the seductive invitations issued by Joe 
Bloom, chairman of the committee on arrangements, the 
gang lined up at Marquard’s Redwood Lodge promptly at 
6 p. m. and was duly initiated into the spirit proper for the 
occasion under the able management of Duke Waters, gen- 
eralissimo of the assembled host. From then on things 
in general and in particular lurched forward with speed and 
precision. There was headgear adequate to the occasion; 
there was food equal to the appetite; there were instru- 
ments of jubilation appropriate to the festal joy; there were 
smokes, flowers and the unequalled pleasure of fine com 
panionship. The afore-mentioned chairman, Joseph Bloom 
induced vocal fireworks from the honorable majesties pres 
ent at the speakers’ table and elsewhere. 

First, the gang introduced themselves—one by one, mem 
tioned the lines they are selling. Next, the 100 percenters 
200 percenters, 300 percenters, and up, were introduced an¢ 
given a great hand, which they acknowledged modestly anc 
becomingly (one might almost say coyly). Dixie Wither 
spoon presented a handsome silver loving cup to District 
Manager Waters as a token of esteem from Mr. Went 
worth on the achievement of the San Francisco office in 
the “Coats-Off” contest. Mr. Waters then explained the 
meaning of “Knowing How”—what was back of the splen- 
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UNDERWOOD 
PORTABLE 





‘TYPEWRITER DEALERS and STATIONERS 


Increase your sales by writing now for our 
attractive dealer proposition. 


Portable Division 


UNDERWOOD TYPEWRITER CO., Inc. 
30 Vesey Street New York City 
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Saves & Makes — foi 


Larger Machines for 
Larger Businesses 


I¢ + — l 100°, Aut 
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Why,You Can 
Buy It With 
CONFIDENCE— 


The World’s Most Suc- 
cessful Concerns have 
invested millions in 
Addressograph It 
Must Be Profitable: 





Name of Amount of 

Addressegraph Addressograph 

User Purchase 
U. 8. Gove $1, 709,767.90 
N. ¥ I Ine. ¢ “ 447.08 
State ¢ Per i 1 6.00 
Cook Count 149 1.83 
Sears, Roebuck & ¢ 000.00 
Detroit Edison | 11,876.64 
Nat'l Cash Reg. ¢ 89,.645,70 
Eastman Kodak Co 000.00 
Na Georg’ ph S 630.47 
oe pa apr TRADE MARK 
General |! tr ‘ 0 00 
Marsha Field & ¢ 49,636.93 
City of New York 46,369.49 PRINTS FROM TYPE 
West’! i I ( 403.36 
Cit of Los Angeles 80,317.07 
Brooklyn Gas Co 30.298.45 
Ss. C. Johnaeon & Sons 24,503.00 

s Pub. Co 24.288.00 
Mercantile Trust Co 21,600.00 Albany Butte Columbus Duluth Los Angeles New 
Chicago Tribune iver7.19 | 903 W. Van Buren St. - Cinetenantt aT Hartford ~~ ‘ 
Saks Dep't Store . 16.799.24 Chicago U S A Birmingham Cleveland Denver Honston Minneapolis 
New York Times 14,876.51 ’ . . . Boston Grand Junct. Des Moines Indianapolis Newark « 
Alex. Hamilton Inet 14,908.35 ae a ae wanes Cay Now Crtcans Ey 
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All Sian of Business!— 


ce = socnpwvarhtad FREE Survey Reveals How It 
Hees Can Increase Your Profits Daily ~ 









OW well acquainted are you with the 

recent big strides in Addressograph 

jin ont” Ce engineering? Do you still think the 

= Addressograph is merely a machine for 

addressing envelopes? If so, there is a big 

surprise in store for you—whenever you 

grant your local Addressograph Systems 
Man a few minutes of your time. 








He will reveal interesting facts about the 
hundreds of different combinations and 
sizes of Addressographs—each designed 


to do definite jobs quicker—at lower costs. 


He will reveal how Addressograph saves 
Mutual Life Insurance Co., $75,000 an- 
nually—how it saves 259 clerks for Con- 
solidated Gas Co., of N. Y.—how it auto- 
matically writes complete checks and 
signs them at the rate of 7,500 an hour 
for H. L. Doherty Co.—how it prints divi- 
dend checks in 2 colors for American Tel. 
& Tel. Co.—how it handles installment 
collections automatically for National 
Cash Register Co.—how it prints COM- 
PLETED letters—in ONE operation and 
signs’ them in ink for Reo Motor Car Co. 
—how it makes payday automatic for 
thousands of concerns—how it embosses 
or indents metal name plates, tags, etc. 


These and countless other user-experi- 
ences surely warrant your further / 
— immediate — investigation of / 
Addressograph systems that will ,% 
save and make money for you. ,’ 


The Addressograph Man is al- / 






ways at your service—with- , 
out cost or obligation. See / MAIL 
him when he calls—or ,” aan 
call him TODAY. sf LETTER. 
Ch nnn Chi £9 ei 
BR eiet SS iene Seats, an Ree w. tgs Rectmee: Seege f u  ME ES St 
a to wa? Sse Brocktyn London =,’ cine, m 


Have Addressograph Man 
och and Make FREE Survey of 


alMany Profitable Uses sien 0 
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A typical installation of B. L. Marble Business Chairs in one of the many new 
offices of the recently completed Ohio Bell Telephone Building, Cleveland, Ohio 


Seas ee in selling is the first requisite to suc- 
cessful merchandising. That's why B. L. Marble 
Dealers are building profitable business on contract sales. 


When the new offices of the Ohio Bell Telephone Company 
at Cleveland, Ohio, were ready for furnishings, the chair 
order was awarded to the B. L. Marble Dealer. Specialized 
factory co-operation in selling, coupled with the fact that 
the B. L. Marble line is the most complete line of business 
chairs on the market, helped to secure this award. 


Those dealers who are selling B. L. MARBLE BUSINESS 
CHAIRS and who are taking advantage of this special 
sales co-operation are getting the really big orders all 
over the country. The completeness of the B. L. Marble 
line enables them to bid on the largest installations, and 
the steady volume of B. L. Marble production permits 
them to guarantee delivery. 





THE B. L. MARBLE 


CHAIR COMPANY 
BEDFORD, OHIO 
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giving credit for same to the undivided loyalty of his 
organization. 

Traveling ambassadors—Harris and Prelat—told of the 
recent developments throughout ‘the Pacific division’s far- 
flung dominion. F. W. Wentworth told of his satisfaction 
at the effort put forward during the contest by the entire 
division—pointed out that local Rem-Randers now have 
set a mark by which future efforts will be judged: “Our 
vision is now for the future, not to the past—records and 
past performances are made only to be excelled. We must 
keep up and improve upon our record as the Gang That 
Knows How.” 

Between times or betwixt times, as one may prefer, the 
Marquard Redwood Lodge orchestra dispersed rhythmic 
vibrations that induced some to believe, and not without 
reason, that they had grown wings on their nethermost 
extremities. Those present have not forgotten the solo 
dances (how could they!) nor the dance ensemble that 
brought to some present, memories of gay Parisian nights, 
and gave to others, who have not been “over there,” an- 
other incentive to tread the gang plank for the next Euro- 
pean cruise. Speaking of the dinner, Mr. Waters said: 
“The evening closed in a burst of glory—of cheer—of 
confidence—and the knowledge that we face, as a unit and 
as individuals, a common goal—the success of Remington- 
Rand Business Service as an organization and of ourselves 
as individuals within it.” 

<————— 
National Association of Apela Clubs 


The fifth annual national convention of the National Asso- 
ciation of Apela Clubs was held in St. Louis, Mo., October 


22, inclusive. The business meetings were conducted 


20 to 
at the Hotel Statler. Thursday and Friday were devoted 
largely to the various addresses, while the session Saturday 
was given over to committee reports and the election of 
officers. Oklahoma City, Okla., was selected for the con 
vention city of 1928. 

Following the registration of visiting delegates, the con- 
vention was called to order by Frank Fillingim, national 
president. Invocation was by the Rev. J. J. Johnson, min 
ister, Winnebago Presbyterian church, and the address of 
welcome by Jack Grosse, who substituted for the Hon 
Victor J. Miller, mayor, city of St. Louis. A. L. Barber, 
president, Little Rock, Ark., club, responded on behalf of 
the association. Visiting delegates, numbering about seven 
ty-five, from fifteen clubs, were then introduced. 

Following the reports of the entertainment committee 
and secretary-treasurer and the president’s annual address, 
Lloyd Judd gave an excellent talk on Dollar Diplomacy. 
Roy Sutton, in his address on the Elevation of Standards 
in Selling and Business Service, brought out some interest- 
ing points on ethics in selling. E. H. Heineman talked on 
The Advantages of Being an Apelan and E. F. Turnbull 
spoke on, To Buy or Not to Buy, That’s the Question 

Thursday evening the ladies were taken to the Orpheum 
theater, while the men enjoyed a stage frolic and smoker. 
Friday afternoon there was an automobile tour to interest- 
ing spots in St. Louis. The president’s reception and in- 
formal banquet followed in the evening. 

The officers elected for 1927 and 1928 are: S. E Parks, 
St. Louis, Mo., president; J. L. Harrington, Peoria, IIl., 
first vice-president; Guy Leslie, Little Rock, Ark., second 
vice-president; Glenn Foster, Oklahoma City, Okla., secre- 
tary-treasurer, and Wm. Herwig, Oklahoma City, Okla, 
director of extension 

S. E. Parks, president, will appreciate receiving inquiries 
trom clubs made up of office appliance sales managers who 
might be interested in affiliating with Apela. Mr. Parks is 
vice-president of the Atlas Linen and Towel Service Com 
venue, St. Louis, M« 
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The Model il 
lustrated shows 
the New Inking 
Attachment. 
May be attach- 
ed to model § 
Underwood 


Duplicator at 
a slight cost. 





Saving Office Dollars 


HE Underwood Revolving Duplicator 


holds down office overhead. 


It reproduces in quantity all kinds of written 
work. It takes care of those last minute Bul- 
letins that have to be rushed out to the sales 
force, new price lists and nearly every kind 
of office form. It turns them out in a few 
minutes—at a fraction of the cost of print- 


ing or multigraphing. 


It is so simple that anyone can >2perate 
it. An easy turn of the handle—and from 
40 to 60 neat, legible copies a minute are 


duplicated. 


Any Underwood office can give complete 
information on the Underwood Revolving 
Duplicator. Write or telephone for these 


dollar saving facts. 


UNDERWOOD TYPEWRITER CoO. INc. 


UNDERWOOD BUILDING 


NEW YORK CiTY 


UNDERWOOD 


Revolving 


DUPLICATOR 
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ARE YOU 


AND YOUR SALESMEN 
ENTHUSIASTIC,FULL or PEP, 
EAGER TOGO OUT AND CALL ON PROSPECTS 
WITH YOUR PRESENT LINE OF CARBON 
PAPER AND TYPEWRITER RIBBONS ? 


OR are you plugging the same old 


line with the same old talk, nothing 


new, nothing to “crow” about and re- 
ceiving a cool reception at the pros- 


pect’s door ? 
If you are in the latter class STOP 


get out of the rut, hook up with the 
LIVE WIRES of the carbon industry 


and shock the old sales force into 
HUSTLING ACTIVITY. 

THE PHILCO LINE WITH ITS 
PATENTED SPECIALTIES WILL 
DO IT! 

CARBO-GRAPH will open every 


office door. 


TYPEWRITER RIBBONS of excep 
merit, packed in the unique 


HUMIDOR 


tional 
PHILCO 


your sales. 


will increase 


ROLL CARBON of unexcelled qual 


ity will get the order on merit alone. 


The improved “ERASER PLACER” 
will win friendship and good will for 


you. 


A NEW COMPLETE CATALOGUE 


with prices and valuable information 


just off the press. Throttle old man 
procrastination and SEND FOR IT— 


NOW. 


The Phillips Ribbon & Carbon Co., Inc 
61 Halstead Street 
Rochester, N. Y. 
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The Feras Return from Abroad 
Henry Fera and daughter recently returned from Eu- 
rope, where they had spent three months. Mr. Fera, who 
Faber, Inc., Newark, N. J., 


factory of his 


is general manager of A. W. 
put in some of the time at the Bavarian 
company and also spent several days at the office of their 
London agent 

The Feras visited several of the famous European water- 
ing places and had a thoroughly enjoyable time 

pa se 
Illinois Stationers’ Organization Growing 

The Illinois Stationers’ Association is 

getting bigger and stronger every year. The following new 


members have recently been added: 


Booksellers’ and 


Engineers’ Co-op. Society, Urbana, III 
College Book Store, Carbondale, Ill 
The Book Shop, Joliet, Il. 


sncemeatiiis 

Mr. Gordon Recovers from Injury 
Mr. Gordon of the Miner Book Store, Macomb, IIL, was 
seriously injured while moving a hectograph recently. Mr. 
Gordon and the machine fell from the balcony and landed 
Mr. Gordon suffered two broken ribs 
The hectograph was demolished. At 


in the store below. 

and a broken elbow. 

practically the same time Mr. Gordon's wife and children 
were quarantined with scarlet fever 
_— : 

Midwest Travelers Show Progress 

During the summer months, President P. F. McLaughlin 

of the Midwest Travelers Club brought in six new members 

to add to the enrollment. The club plans to have a fine 

regional meeting at an early date. Their club will be very 


active during the winter and a considerable increase in 


membership is expected 
a 
Evansville Furniture Industry Active 


Unusual activity in the furniture industry of Evansville 


and Henderson characterizes the last quarter of 1927. With 
the exception of two or three of the factories all are oper- 
ating on a normal schedule Several of the larger fac- 


tories are working overtime on account of increased orders 


and practically all factories report an increase over 1926 


goods manufacturers apparently are the most pros- 
furniture 


(ase 


Two large jobbers also 


The desk manufacturers report 


perous at this time 


report excellent business. 


been a 


since August there has marked improvement and 
better business is looked for before the close of the year. 
The furniture caster and trimmings manufacturers are 
an accumulation of orders 
sli taiaieaiia 
Some Seattle Typewriter Notes 

On November 1 The Wholesale Typewriter Co., Inc., of 

Seattle will move from 809 Second avenue to 909 Second 


recent 


exceedingly busy because of 


avenue, H. O. Harvey, manager, announced at a 
meeting of the Seattle Typewriter Dealers’ Association. 
The new quarters will give The Wholesale Typewriter 
Company 200 per cent more room, together with more mod- 
ern and better repair shop facilities. The firm will have 
the use ot a large basement to store machines. An auto- 
matic elevator can be used to facilitate the packing and 


shipping departments 


Fourth 
Seattle, 


two months after moving trom 1111 


Typewriter Company of 


Less than 
avenue, the Remington 
now known to the trade as the Remington-Rand Business 
Service, has enlarged its quarters at 608 Second avenue. 
The firm has doubled its present space, taking the entire 
store frontage on Second avenue, giving it two large win- 
adequate demonstration and sales 


dow displays and an 


office.—J. C. M. 





























This picture of the building occupied 


The C. F. Hoeckel Blank Book and Litho- by The Denver Stationery Company 

graphing Company, a Weis dealer in another Weis dealer-friend of long 

Denver, occupies this imposing home, standing, shows the windows [dec- 

located at 152s Champa Street orated with various items from the 
Weis line. 


A Sound Policy and Good Merchandise Have 
Built Up Good Will for Weis in the 
Colorado Capital! 


In Denver, as elsewhere, leading stationers and office equipment dealers recog- 
nize the value of the Weis line and appreciate the soundness of the Weis policy. 


And this from THE DENVER SALES Book Co. 


THE KENDRICK-BELLAMY COMPANY says: 
"We have carried the Weis line ever 


"We have been continuous customers of Since we have been in the stationery 
The Weis Manufacturing Company for about and office supply business and our 
25 years; and during that time we have experience has been that the customer 
never had a complaint to make that was has always been pleased with Weis 
not adjusted promptly to our satisfaction. merchandise. We have always been pleased 
The Weis line is a real "dealers product" with the Weis policy regarding sales 
worth while staying with to the end; through legitimate dealers as carried 
not only because it is well made, but out by the Weis people; and anything we 
because it is profitable. It is never can do in the way of recommending them 
necessary to cut prices on the Weis line." both as to policy and line of merchandise 


we assure you will gladly be done." 


Perhaps you, Mr. Dealer, are already planning for the new year just ahead. You may be 
contemplating a change in your office supply equipment line. Perhaps your present line 
doesn’t give you the turnover and profit you should have. It may be that factory service, or some 
other condition is not up to your expectation. You may not be in accord with the sales policy. If 
this is the case, let us outline to you the Weis dealer-proposition. When so many leading dealers 
throughout the country so willingly express their satisfaction with the Weis policy and the Weis line, 
it must indicate that the Weis plan is at least worth early and careful consideration. 


The Weis Manufacturing Co., 162 Union Street Monroe, Michigan 
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The Kendrick-Bellamy Company, Denver, has been 
a customer of The Weis Manufacturing Company 
for :5 years. The view shows the Kendrick-Bellamy 
store, Sixteenth and Stout streets, Denver. 


The Denver Sales Book Company is another 
Weis booster in Denver The view at the left 
and the one above show window displays of 
Weis products recently arranged by this aggres- 
sive dealer. 


7 Points Make Friends—and 


Keep Them—ior Weis 


1 The Weis Line is a complete line of wood, 

* fibre board and paper supplies, affording 
dealers a single source of supply for some fifteen 
hundred profitable items. 


2 The Weis Line is well made, of dependable 
* quality and moderately priced owing to large 
production, 


The Weis Line is nationally advertised in the 
* nation’s largest and most influential weekly, 
and is backed by liberal dealer-helps. 


4 The Weis Line is sold through legitimate re- 
* tail dealers only. The company does not sell 
direct, nor maintain retail branches. 


5 Unusual reserve stocks are maintained at the 
* factory at Monroe which permit the shipping 
of orders, as a rule, within twenty-four hours of 
the time they are received. 


The Weis Manufacturing Co., 


162 Union Street 


6 The Weis factory is centrally located, and 
* within short trucking distance of twenty-three 
great railway systems. 


. The Weis Manufacturing Company is an old- 
* established company managed by men of long 
experience in the office equipment field. The 
present volume of business evidences the quality 
of the line and the fairness of the company’s 
policies. 


Yew 


FILING EQUIPMENT, OFFICE SUPPLIES 
SECTIONAL BOOKCASES 


Monroe, Michigan 














BOOKCASES 


Weis advertising in The Satur 
day Evening Post on December 
8rd, 1927, will feature Weis Sec 
tional Bookcases. We have an 
unique Demonstrator Offer for 
dealers who wish to gain first 
hand knowledge of the saleability 
of the Weis bookcase line, with 
only a small initial investment. 
Write today for details of this 
offer Sell Weis Sectional Book 


cases as Christmas gifts 















Write to Weis 
if You Want 
Both Quality 


and Price! 
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\ Gitereook Pan Prinders b 


A PAGE FOR EVERYBODY WHO SELLS OR USES PENS 


NOVEMBER, 1927 “ 
Published by the Esterbrook Pen Co. Camden, N. J. a F 


[his Christmas — Keep your 


pens out front! 


OU CAN MAKE MORE MONEY 

by keeping the modern space-saving 
No. 16 revolving case of Esterbrook Pens 
out front, than you could by temporarily 
replacing it with greeting cards! 

Nobody can address cards without a 
pen. Plenty of people haven't replaced 
the gummy old pen points on their desks 
for months. Now they need new pens! 

If they see their favorite pen points 
handy, they'll buy. If you helpfully sug- 
gest fresh pens to address their cards, 
they'll surely buy. And those 15c sales 
will mount up|! 

The Christmasy scarlet-and-green No. 
16 takes up just the room of four boxes 
of cards. It creates more cash business 
than those extra cards possibly can. 

Be sure you have reserve stocks of each 
style of pen before the rush begins. Keep 
that No. 16 spinning this season! 






















The No. 16 assortment 
If you haven't already 
bought one give your- 
self this profitable 
Christmas present! 


*Ornse~ 
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THE 
CLIP 
CORNER 


ALTER RIDGEWAY picked Oyo) 


ers are over-crowded with Christmas 
goods. It may make a big difference 
in your season’s business. 


Esterbrook Clips display the 
: calendar —and keep the 


right box for it handy. A razor blade—plus an | 


Esterbrook No. 1 clip— 








up this bright idea from an in- 
genious stationer in Johnstown, Pa. 


Calendars, framed pictures or mot- 
toes, valentines, etc., often come in 
cardboard boxes exactly the right 
size. It’s hard to display the mer- 
chandise in the box without wasting 
counter space. If you take these 
things out of the box, the box is lost 
or wastes shelf room. How can you 
show the goods, in the box, out of 
the way? 

This stationer used a wire strung 
across the store. Each box was 
Opened, and the merchandise with 








the box was fastened to the wire 
with a large Esterbrook clip. Result: 
good display, saving in space, quick 
action in wrapping the merchandise. 

Try this stunt— when your count- 


is a perfect scraper! 

Scraping stickers off windows, 
or paint off furniture, or chewing 
gum off a floor, is usually a long, 
tedious job. 

Razor blades are best to scrape 
with. But how can you safely hold 
a razor blade? The Esterbrook No.1 
clip is the answer. It grips hard, 
holds securely, gives you a good 
purchase on the job. 

This isn’t a suggestion for you 
only. It’s for your customers! Pass it 
on—and sell more clips every time! 


-- “Orso 
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ANOTHER 
NEW ONE 











ORCOR 
DESK TUB 


A desk correspondence file equipped with the 
NORCOR Exclusive Automatic Follower. May 
be used as a Desk File, Work Organizer or 
Sorting Tray. 


Automatic Follower 


Does The Work 


Holds contents neat and erect at all times. 


Any letter or folder in the file may be ele- 
vated for reference and automatically held in 
raised position. 


The Automatic Follower feature makes the 
NORCOR Desk Tub an outstanding seller for 
Stationers. 


Write for prices and Cat 


alogue of complete NOR- 
COR Filing Equipment 


Stamping Division of 


Northern Corrugating Co. 
MANUFACTURERS 
Green Bay Wisconsin 
Limited Territories still open for 


Distributors on NORCOR Filing 
Equipment. 
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Expansion Continues by Schwabacher-Frey 

The Schwabacher-Frey Stationery Company, San Fran- 
cisco and Los Angeles, Calif., appears to be going through 
some phase of expansion continually. Last year the com- 
pany opened a beautiful new store at 736 South Broadway, 
Los Angeles, and a short time later opened a printing plant 
Now things are happening in San Francisco. 

To the printing, lithographing, engraving and binding 
plant the company is adding another unit which will con- 
tain 80,000 square feet, a steel and concrete structure equal 
in every respect to the fine plant now occupied. When 
the unit is completed it will have a total of 160,000 square 
feet, with facilities that compare with any in the country. 

The 557 Market street store will be moved to the main 
store at 735 Market street, where the entire building of six 
floors and basement will be occupied. The building is 60x 
175 feet, which gives an enormous floor area. 

The entire building at 735 Market street is being re- 
modeled as follows: On the main floor have been added 


; ~ _— 
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BUILDINGS OF THE SCHWABACHER-FREY STATION 
ERY COMPANY, SAN FRANCISCO, CALIF.—Upper right, the 
manufacturing plant; lower building, the new six-story home of 
the business at 735 Market street 
extra facilities for the picture framing and artists’ materials 
department; the second floor has been remodeled to the 
extent that the entire floor is given over to executive and 
office space; the third floor will be devoted to office fur- 
niture and the Hooven automatic typewriter shop; the 
fourth floor will have a complete wholesale display of toys, 
stationery, picture frames and artists’ materials; the fifth 
and sixth floors will carry stock numbers not in the regular 
warehouse 

James H. Schwabacher, president, and E. E. Crandall, 
general manager, extend a cordial invitation to all their 
friends to call when they are in San Francisco and inspect 
both the store and the plant. The store will be found to 
surpass the fondest dreams of the stationer of a few years 
ago in beauty and efficiency, and the plant is certainly one 
of the finest of its kind in the world 


—__—~> 
“Y and E” Advertising Gets Award 


The Yawman and Erbe Manufacturing Company, Roch- 
ester, N. Y., has received a certificate of merit for its direct 
mail advertising. This was awarded for the company’s 
campaigns for the present year, based on the results se 
cured. Specimens from these campaigns form a part of the 
Direct Mail Leaders’ Exhibit which is sent to the principal 
cities of the country to demonstrate modern achievement 


in mail solicitation 
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4 “CLEMCO™ Panelled Colonial Suite in the Office of the General 
Manager, San Joaquin Light and Power Corporation, Fresno, Cal. 
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THIS IS THE YEAR of more aggressive selling. Supported by 
“(CCLEMCO” Desks and Fine Office Suites, your sales efforts are reduced 
to a minimum. 


THIS IS THE MONTH to plan for increased sales in 1928. Every 
‘““CLEMCO” Representative highly prizes the sales opportunities offered 
him in the exceptional convenience and construction features together with 
the beautiful woods and rich design of “A CLEMCO DESK.” 


THIS IS THE DAY of more earnest Sales and Advertising Co-op- 
eration. Our new policy of National and Local Advertising Co-operation 
is creating an ever-growing preference for ““CLEMCO” Desks and Fine 


Office Suites. 


THIS IS THE MINUTE to write us for full information as to why 
it will pay you to “Tie In And Win With ‘CLEMCO.’ ” 


THE CLEMETSEN CO. 


Makers of a Complete and an Exceptional Line of Desks and 
Fine Office Suites for Business, Bank, and Professional Use. 
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3403 West Division Street 
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Every Bank is a prospect for LIBERTY Boxes 
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Progressive Business Houses Everywhere are prospects 


“We never thought the line would be so easy 


Some Representative Users of 


COLLAPSIBLE~ 
Storage Filing Boxes 


BANKS 
Bank of the Manhattan Company. New York 
First National Bank Chicago 
Bank of No. America & Trust Co.. Philadelphia 
Peoples State Bank Detroit 
Cleveland 


tnion Trust Company 


First National Bank St. Louis 
Beacon Trust Company Boston 
Century Trust Company Baltimore 
tnien Trust Company Pittsburgh 
Security Trust & Savings Bank Los Angeles 
Crocker First National Bank San Francisco 
Liberty Bank Buffalo 
First Wisconsin National Bank Milwaukee 


Federal-American National Bank. Washington 
Newark 


Fidelity Union Trust Company 
Second National Bank Cincinnati 
Mercantile State Bank Minneapolis 


INDUSTRIALS 


Allis-Chalmers Manufacturing Co Milwaukee 


irmour and Company Chicago 
Central Alloy Steel Corporation Massillon 
International Harvester Company Chicago 


Equitable Life Ins. Co. of lowa Des Moines 


Federal Life Insurance Company Chicage 
Insurance Co. of No. America Philadelphia 
Standard Accident Insurance Co Detroit 
Lee, Higginson and Company New Vork 
Paine-Webber and Company Detroit 
Ss. W. Straus and Company Chicage 
Central Ulinols Public Service Co. . Springfield 
Central Indiana Gas Company Muncie 
Commonwealth FEdixon Company Chicago 
Dallas Power and Light Company Dallas 
Chicage & Northwestern Rallway Co. .Chicage 


Delaware, Lackawanna & Western 
New York 


Rwy. 
Gt. Northern Rallway Company St. Panl 
Pennsylvania Rallroad System Philadetphia 


Philadelphia & Reading Railroad Philadetphia 
The Boston Store Chicago 











Size No. ll—for Letters and Transfer . 


Write today for full information and our proposition to rated stationers. 


HAT LIBERTY Boxes are 

easy to sell and that they are 
a very profitable line, has been 
realized by many stationers and 
Repeat 


ac- 


office supply houses. 
sales are steady and 
counts are opened every month. 
It is to those firms that have not 
yet begun to share in the profits 
made by LIBERTY Boxes that 
this message is addressed. Con 
sider the following facts: 


new 


TYPES OF PROSPECTS 


The number of prospects in any com- 
munity is large. The bank, manu- 
facturing plant, public utility, rail- 
road, department store, school, city, 


county, state or national office, loan 


. to sell or so profitable’’— 


association—all these and many more 


are users of LIBERTY Boxes. The 
larger the business, the better the 
prospect Note the list shown on 


the margin. 


REPEAT ORDERS 


Practically every LIBERTY Box cus- 
tomer sends in repeat orders trom 
once to twelve times a year. This 


means good business and also busi- 
ness that comes at smal! The 
quoted line at the head of this page 
is taken from a letter received a few 


cost. 


days ago. There's another point to 
remember LIBERTY Boxes are 
the leaders in their field They sell 
fastest. We also give you the best 


possible cooperation through adver- 
tising and supplied helps. For the 
capital involved, you can make LIB 
ERTY most 
profitable 


Boxes one oT \ 


1 
immnes 








Patented advantages make the LIBERTY Box superior for storage filing. 


is waiting for you. 


A real surprise 


BANKERS BOX COMPANY. INC. 


RAND MSNALLY BUILDING — CHICAGO, ILL. 
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“Bill” Doyle Expands Again—Now at Shawnee 

A new commercial furniture, stationery, book and gift 
store has been opened by “Bill” Doyle at 126 North Broad 
way, Shawnee, Okla. Mr. Doyle also owns Doyle’s Book 
Store at Ardmore, Oklahoma Book Company (wholesale 
Oklahoma City, and has an interest in the Parlette-Doyk 


Company, Oklahoma City, and Schall & Doyle at Ponca 


B. P. Bozeman, manager of the new Shawnee store, was 
with the Johnson Press, Wichita, Kans., formerly Asso 
ciated with him are Leslie Perry, formerly of the Ardmore 
branch, and Miss Anna Thibadeau, formerly of Beau 
mont, Tex 

All of the Doyle stores ire agencies tor The Globe 
Wernicke Company, and handle the Neostyle, typewriters 
and general office equipment, as well as stationery, books 


and giits 


Simmons Aids Red Cross Roll Call in New York 
1 New York City 


The 1927 roll call of the Red Cross in 


will find the business equipment and office appliance helds 
covered intensively W. D. M. Simmons, advertising mat 


ager of the Underwood Typewriter Company, is volunteer 
chairman of a _ specially organized committee for those 
groups. He has already formulated a comprehensive pr 
gram for the campaign 

The vast volunteer organization of the metropolis t 
secure representative response to the annual n embership 
effort throughout the city will number representatives of 
every phase of New York’s industrial, mercantile and pro 


fessional life Following the program which has operated 


with notable results in previou ears, the huge volunteer 
alignment will be based on the plan of widespread con 

mittee groups to carry the roll call message into every 
branch of trade and industry By opening the roll call 
on armistice day it is estimated that approximately 200 
such groups will be in action, each under the leadership of 
an outstanding figure in the field to be covered | the 


individual group 


Mr. Simmons, in outlining his roll call work, anticipates 


generous response to the rthcoming appeal, and aims at 
an unanimous enrollment personnel throughout his 
held 

[The annual membership renewal provides for the ut 
standing metropolitan activities of the Red Cross Every 


citizen of New York is invited to participate 11 providing 
for disaster relief and the public health service program 


under which thousands of surgical dressings are supplied 


to local hospitals each year, which includes also nursing 
service Othe mportant services are first aid work and 
the promot home ygiene and the care rt the sick 
Disabled ex-service men a! their dependents are also a 
large factor in the Red Cross program, and activities « 
their behalf include legal assistance, money leans and 1 ed 
, ] ; 


Pocket Catalogue of Pencil Pointers 


An usetul catalogue is t recently gotten out by the 
Automatic Pencil Sharpener Company of Chicag It is 
entitled Apsco Catalogue No. 27. It contains in black and 
white and colors not exposition of the various 


types of pencil sharpeners made by the Automatic Pencil 
Sharpener Company, but also lists the Apsco square ey 


letter and paper fastener, the Dexter paper fastener and 
Cliplox paper fastener, Apsco typewriter eraser, different 
sizes of BD magazine hook clips, Apsco binder clips and 
€ the 


plain BD clips. The last page presents a page 


ympany plant at Rock 


Spengler-Loomis Manufacturing C 
ford, Ill., owners of the Automatic Pencil Sharpener Com 
+} 


pany and makers of the Apsco devices 


World's Quality Standard 


"OO STYLES: 


This Line Embraces 
Every Wanted Kind 
of Eraser—in All 
Necessary Sizes— 
but in Only the 
Highest Quality. 


Weldon Roberts Rubber Co. Newark,N.J.USA 
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Y the makers of 
VENUS—the 
largest selling quality 
pencil in the world~ 


VELVEI 
PENCILS 


—_ long established favorite is the leader 
among pencils offering splendid quality at 
a moderate price —and is for sale wherever 








pencils are sold. 


VELVET PENCILS are supplied with or without 
rubber tip. 


HEXAGON 
ft N 


No. $56-1, Very Soft Med 
No. 557-2, Soft No. 558-3, Hard 
No. S56! 4, Very Hard 
ROUND 
No. 559-1, Very Soft No. $59-2, Sof 


No. $59-3. Hard 


Be sure your Velvet stocks are ample for the seasonable 
demand— in ordering ask us about the Velvet Display 
Assortments No. 1610 and No. 1629. 

AMERICAN LEAD PENCIL CO. 

220 FIFTH AVENUE NEW YORK 


& Lendon, Eng 
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Southern Business Show at Atlanta 


Adding machines, book-keeping machines, automatic cal 


culating machines, telegraph typewriting machines and 
nany other examples of modern office equipment, dis 
played by more than thirty-five different manufacturers, 


served to make the Southern Business Show—the first of its 
kind ever held in Atlanta—an outstanding success. 

The show, held in the Atlanta auditorium- 
urmory the week of October 3 to 9, unique in 
to make it a success, Atlanta 
100,000 tickets to 
all over the Southeast, 
other cities and from other states. 


which was 


was many 
office 
men, 


there 


order 


respects In 
business 


out 
but 


men sent 
Atlanta, 
were many visitors from 


apphance 
not only in and 
Governor 

Atlanta 


on Monday evening 
Ragsdale, of 


It was opened officially 
Mayor 
week 


Georgia, and 
Thursday of the 
and special 


Hardman, of 
Tuesday and 
Days,” 


were set aside as 
programs were arranged 
And Atlanta 


a day in order to permit their forces to visit 


‘Executive 


to interest business executives. many firms 


closed for 
the show, or permitted one-sixth of the office force to visit 
it each day during the week 

The amazing progress made in office appliances during the 








———EE7~ 
AT RECENT ATLANTA 





fore- 
ground the General Office Equipment Corporation demonstrated 


BUSINESS SHOW.—In the 


Elliott—Fisher 
Booth of the 


and Sundstrand machines In the background 
International Business Machines Corporation 


past forty years was shown in two exhibits—one showing 
the typical office of 1897 and the other the office of 1927. 
The former was equipped with an old-fashioned clerk’s 
desk and stool, a filing cabinet extending the length of one 
wall, an old-fashioned wall telephone, a letter press, and 
of the first Blickensderfer typewriters—at that time 
the last word in office appliances. While the latter was 
supplied with steel filing cases and desks, individual tele- 


one 


phones, typewriters, adding machines, mailing machines, 


calculating machines and every device needed in the mod- 
ern otnce. 
advances 


Nothing else could have shown so clearly the 


made in office fixtures and appliances, and to many who com- 


pared the equipment in the two offices the progress was 
nothing less than startling. 

\ great deal of the machinery—in fact, most of it—was 
in motion and under the care of expert operators. Every 


conceivable sort of an office device from a check-writer to 
automatic 





i calculating machine—from a typewriter to an 


telegraph writing machine—was on hand for inspection. 


Not only was practically every new device hand, but 
in many instances several lines of the same device could 
be seen and compared by the office manager 

Che list of exhibitors at the Southern Business Show is 
as follows: 

THE ADDRESSOGRAPH COMPANY—Showing a dozen dif- 
ferent models of addressographs, ranging in size from small 

ind models to the last word in addressing machinery for the 


big ‘ ffice 
THE ATLANTA BLUE PRINT COMPANY presented a wide 
of samples of its work with especial emphasis upon pho- 


stat prints for the engineering and business concern. 


I 
range 


THE ATLANTA SALES BOOK COMPANY demonstrated Add 
ndex and other a 


1utomatic « for the office 


juipment 
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A PERFECT POINT FOR EVERY PERSON 
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Your Name and Address 
~Imprinted Here~ — — 
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NEW BLOTTERS BEARING YOUR NAME 
TTRACTIVE blotters on the desks of your 

y \ customers and prospects bring business to 

vou it they bear your name. 

This new Spencerian blotter is ready. It suggests 

pens at the right time—just when the old pen 

has been tried and found spluttering. 

We willsend a supply, free to Spencerian dealers, 


imprinted with name and address. 


Send them out where thev will bring you business. 
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NATIONALLY ADVERTISED PENS MOVE FASTER 
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SPencerian Pex Company. 749 Broadwav, New York City OA 11-27 i 

Gent Kindly send me, free, a supply of the new Spencerian blotters with name and address t 

ay * 
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Tell City No. 234 BP 


Entirely Within Our 
Tell City Factory 


Fell City Desks are not assembled from 
a group of parts, some gathered from 
one place and some from another 
Every piece that goes into a Tell City 
[Desk is made entirely within our own 
factory 


Think what this means to you. It 
means safeguarding every step from 
raw material to finished product. It 
means proper inspection all the way 
through—up to our standard, not some 
one else's 


Capitalize these advantages in terms of 


dollars and cents and dealers in Tell 
City Desks have an envious position 
You may be sure Tell City dealers will 
receive at all times the best for the 
price 

Have you full details of the line? If not, 
let us tell you at once 


Tell City Desk Co. 


TELL CITY, IND. 


Permanent Exhibit, space No. 1122, 
American Furniture Mart, Chicago. 





November, 1927 
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THE BAYLIS OFFICE EQUIPMENT COMPANY displayed 
Globe-—Wernicke filing cabinets and other products as well as 
a fine stock of Ediphones. This company—the only Atlanta 
retail office appliance firm, incidentally, represented at the 
exposition—featured the famous Edison testing machine to 
demonstrate the superior speed of the Ediphone. 

THE BROOKS COMPANY showed several samples of the 
well-known Brooks visualizer. 

P. F. COLLIER & SON presented office furniture in the 
shape of desks, chairs and bookcases. 

THE DICTAPHONE SALES CORPORATION demonstrated 
Dictaphones for office use. A feature of this display was a 
glassed-in Dictaphone showing clearly the operation of all its 
parts 

THE ELLIOTT ADDRESSING MACHINE COMPANY pre- 
sented an excellent assortment of addressing machines, cover 
ing the entire field of use of such devices. 

THE FELT & TARRANT MANUFACTURING COMPANY 
showed a number of Comptometers for use in different types of 
offices 

THE GENERAL OFFICE EQUIPMENT COMPANY drew 
crowds to examine the Elliott-Fisher bookkeeping machinery 
and Sundstrand adding machines. This exhibit was a revela-— 
tion in modern bookkeeping machinery for the office. 

THE GEORGIA MULTISTAMP COMPANY demonstrated the 
jiatest invention for use in business offices—a machine for seal- 
ing, stamping and mailing letters. thus removing one of the 
last of the tedious jobs in the modern office. 

THE STEPHEN GREENE COMPANY presented a number 
of specially built typewriters for wide-page and tabulating 
work 

THE HUSHAPHONE COMPANY showed silencing devices 
for the office telephone. 

THE INTERNATIONAL BUSINESS MACHINES COMPANY 
demonstrated different types of adding machines and calculat- 
ing machines. Its display showed clearly the great advances 
made in automatic adding and calculating devices. 

THE KEE LOX MANUFACTURING COMPANY explained a 
wide array of carbon papers and typewriter ribbons. 

THE MARCHANT CALCULATING MACHINE COMPANY 
interested many in calculating machinery of the latest type. 
Two big calculating machines, especially lighted and operated 
by experts, made the display a center of attention 

THE MIAMI SERVICE CORPORATION was present showing 
sales slip duplicating machinery and other special devices pat- 
ented by the company. 

THE MONROE CALCULATING MACHINE COMPANY gave 
an interesting display of adding machines and calculating ma- 
chines for office use. This was one of the largest and most 
complete displays at the show, and illustrated the many uses 
to which calculating machinery might be put 

THE MUN KEE PRODUCTS CORPORATION showed stamp 
pads of many sorts and stamp-—pad ink. 

THE NATIONAL CASH REGISTER COMPANY demonstrated 
a complete assortment of cash registers for use everywhere 
These machines, in gray steel finish, ranged from small hand 
operated machines to the big and complicated ones used in the 
largest offices, and formed one of the most attractive booths 
at the exposition. 

THE OHMER FARE REGISTER COMPANY showed fare 
registering devices of many sorts. This was one of the most 
unusual displays in the auditorium and attracted much atten- 
tion. 

THE POSTAGE METER COMPANY showed automatic per- 
mit machines for the office 

THE POSTAL TELEGRAPH COMPANY demonstrated mod 
ern telegraph office equipment from the “‘ticker’’ to letter writ- 
ing receiving instruments 

THE REMINGTON-RAND COMPANY presented filing cab- 
inets, typewriters, adding machines, calculators and many other 
pieces of equipment This display, occupying four booths, 
was the largest and most complete at the business show and 
received much favorable comment 

THE RITEALL CHECKWRITER CORPORATION showed 
automatic check writers for the secretary and treasurer. 

THE SIMPLEX TIME RECORDING COMPANY demonstrated 
many types of time clocks for offices 

THE STANDARD MAILING MACHINE COMPANY ex- 
plained several automatic mailing machines for sealing, stamp 
ing. addressing and mailing letters from the office 

THE STROMBERG ELECTRIC CORPORATION showed a 
wide array of electrically controlled and regulated clocks, in 
cluding time clocks, for the office and factory. Ranging from 
small clocks for the desk of the executive to big time—clocks 
for the use of the office force. This display showed the many 
improvements which have been made to the office timepiece 
in the past few years 

THE TODD COMPANY gave convincing proof of the value of 
the famous Todd check protecting machinery for the office 

THE TYPE ADDER COMPANY showed the adding machine 
developed by this company for office use 

THE WESTERN UNION TELEGRAPH COMPANY explained 
the complete equipment for the office wishing telegraph service 
The feature of this exhibit was the telegraph writing instru- 
ment, taking down messages as fast as they arrived, and writ- 
ing them out on a telegraph blank. 

a - 


Some Useful Folder Samples 

The Rockwell-Barnes Company, 815-823 South Wabash 
avenue, Chicago, are distributing a new set of folder sam- 
ples. The set is put up in a cardboard box and so ar 
ranged that the various grades and weights of stock and 
the styles of cutting are all visible. The set is held by 
means of a screw fastener at the lower left hand corner 
Four different weights are shown in the Corporate tag, 
Juteau tag and Utility tag grades and three weights in the 
Railroad tag grade. The company will be glad to send a 
set promptly to any dealer on request 











Your Territory 


may not be assigned and this will 
make a profitable line to fit in hand- 
ily with your present one. 





Speedaudresser AB, the 
latest development in a 
hand addressing machine. 


Successfully 
Established 


for over a decade in the publishing field 
as proven by installations with Chicago 
Tribune, New York Times, Christian Sci- 
ence Monitor, Cleveland Plain Dealer, 
Cincinnati Times Star, Atlanta Journal, 
Spokesman Review, McCall’s Magazine, 
Hearst’s International, Saturday Evening 
Post and many others. It now is proving 
itself in the 


Commercial Addressing 


field with such installations as Kalamazoo Stove 
Works, La Salle Extension University, Ford, Ford- 
son & Lincoln Lists, Transcontinental Passenger 
Association, Prest-O-Lite, Inc., etc. 


Many desirable territories are taken. Many others, 
including Detroit, Cleveland, Cincinnati, Indian- 
apolis, St. Louis, Kansas City and Omaha are still 


open. 





The Speedaumat 





is a one piece self-contained unit. The lowest 
priced on first cost and cheapest to operate. 

See our exhibit at the Chicago Business Show, 
Booth No. 122, Hotel Stevens, November 14th to 
19th inclusive. 


iSpeedaumar 


Addressing, Machinery 
2023-2033 WILLOW ST. 


PHONE BRUNSWICK 7540 
CHICAGO 
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THE “HOGE” 


STAPLING MACHINE 






THE ‘tHOGE”’ 
STAPLER 








Saves Time, Space and Money 
Adapted to Every Type of STAPLING SERVICE 


A new HOGE item bringing 
profit to the dealer. Perfect 
construction and sold at a 
popular retail price acceptable 
to the consumer. Positive 
action, will not clog, and built 
for continuous use where 
speed and endurance are 
essential. 


HOGE VITROCOTED STAPLES 


A special process in manu- 
facturing Hoge Vitrocoted 
Staples assures perfect feeding 
and smooth action through 
the machine. One thousand 
staples to a carton, ten car- 
tons to a container. Hoge 
Vitrocoted Staples are for 
Hoge machines only. 


Prices and detail on request. 


THE HOGE MFG. CO., INC. 


215 Fulton Street 


STAPLES 


New York City 


Metal Furniture Erector Uses Airplane 

Gus Maross, chief erector at the Chicago branch of The 
Van Dorn Iron Works Company, uses the air line when he 
has to get to an out-of-town job in a hurry. He drives a 
Curtiss plane equipped with a Wright whirlwind motor, and 
gets to his destination quickly. Gus was one of the 
Yanks who flew with the A. E. F. in the world war and 
knows all the tricks of the subtle fluid in which he navi- 
gates. The first time the plane was tried out in shrinking 
geography and time for the Van Dorn business Mr. Maross 
flew from Chicago to Savannah, IIl., a distance of approxi- 
He had 


mately 200 miles, in two hours and five minutes 














VAN DORN IN THE AIR.—Airplane of Gus Maross, chief 
erector at the Chicago branch; he and Walt Haines, of the 
Chicago office, are shown seated in the plane 


promised to be at the office of the Northwestern Illinois 
Utilities Company at a specified time to supervise the in- 
stallation of some steel office and vault equipment. It was 
necessary that this work be done between certain hours, 
so as not to interrupt the office routine. The press of busi- 
ness made it impossible for Gus to reach Savannah in any 
other way within hours of the promised time, so the plane 
was put to use. The trip was made against a stiff wind 
solely by compass, disregarding landmarks. The advent of 
the plane at Savannah created considerable interest, as it 
was the first time in the history of the city that an airplane 
had landed there for industrial purposes. 

A. A. Davis, manager of the Chicago branch of The Van 
Dorn Iron Works Company, said: “The office equipment 
people are just as anxious to give service as they are to give 
satisfaction. We believe we gave both in good measure in 


this instance.” Since the Savannah trip the plane has been 


used a number of times to give customers the service they 
exper t 
= 
Downey Plant Increases Capacity 
[The C. L. Downey Company, Cincinnati, Ohio, has 


taken an additional floor in the building occupied by its 
factory The company is enabled to increase production 
bankers’ supplies, and to 
The company has increased 


imme- 


on its lines of “Steel Strong” 
give better service to dealers. 


its stocks of standard items, and gives practically 


diate shipment. Imprinted items require about two weeks 


for preparation and shipment 


> 
Steve Stout Joins Irving-Pitt 
Steve Stout has joined the sales organization of the 


Irving-Pitt Manufacturing Company, making headquarters 
Mr. Stout has an extensive acquaintance in 
Tatum 
nine years, resigning to take up work with the 


at Cincinnati 
the loose leaf industry. He was with The Saml. C 


Company 





Irving-Pitt Manufacturing Company 
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prove for yourself the 
enduring strength of 
SAMSON TABLES. 
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Who gets the 


re-order? 


It is worth while to buy well made, high quality, permanent equip- 
ment, and pay what it costs; that, in brief, is the basis of our sell- 
ing efforts for SAMSON TABLES. SAMSON advertising empha- 
sizes solid construction, a design providing ample dimensions, 
building methods which insure lasting usefulness. Now that sort of 
quality doesn't require frequent replacement but actual experience 
has proved it a powerful factor in increasing the dealer's sales. 


In fact, inferior equipment cannot increase the volume. If the 
table you furnish must be replaced before its time, someone else 
will replace it and enjoy the patronage you should have secured 


Considering every detail: convenience, style, permanence, sales 
power, SAMSON TABLES offer the dealer an unexcelled oppor- 
tunity. So thoroughly convinced are we of their superiority, that 
we reiterate our oft-repeated challenge: Send your name and ad- 
dress for positive proof that SAMSON TABLES hold greater profit. 


Mutschler Brothers Co. 


511 Madison Street Nappanee, Indiana 
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Winners of Lyon Window Display Contest 
held 


products of the Lyon Metallic Manufacturing Company of 


In a contest recently between the dealers in the 


Aurora, Ill, prizes were awarded as follows for the best 
window displays: First prize, $100, Maverick-Clarke Litho 
Company, San Antonio, Tex.; second prize, $75, C. L 
Patterson Office Equipment Company, Denver. Colo.; third 


prize, $50, H. | fenbough Company, San Diego, Calif 
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Milwaukee, 


fifth prize, $15, John W. Graham Company, Spo 


fourth prize, $25, John C. Becker Company, 
Wisc 
kane, Wash.; 
waukee, Wis« 
Company, Worcester, 
“K,” Gary, Ind 

The following dealers were awarded honorable mention: 
Ivan Allen-Marshall Atlanta, Ga.; Rothery 
Office Equipment Company, Inc., Syracuse, N. Y.; Dewey 
Office Hartford, Dameron- 
Pierson Company, New Orleans, La.; Foster-Roberts Office 
Supply Company, Akron, Ohio; Vance K. Miller Company, 
Dallas, Tex.; Miller-Davis Company, Minn.; 
Railey’s, Wichita Falls, Tex.; Smith & Butterfield, Evans- 
ville, Ind.; Globe Printing & Binding Company, Parkers- 
burg, W. Va.; Decker Brothers, Ind.; Bradley 


sixth prize, $15, H. H. West Company, Mil- 
seventh prize, $15, Frost Office Appliance 
Mass > $15, Iribe of 


eighth prize, 


Company, 


Equipment Company, Conn.; 
Minneapolis, 


Lafayette, 


& Scoville, Inc.. New Haven, Conn.; Carlson Brothers, 
Inc., Moline, Ill; Shaw-Walker Company, Philadelphia, 
Penn.; Shaw-Walker Company, Washington, D. C.; G. A 
Stowers Furniture Company, Houston, Tex.; Frank H. 
Fargo Company, Bridgeport, Conn.; Russell & Cockrell, 
Inc., Amarillo, Tex.; Kale-Lawing Company, Charlotte, 


North Carolina 

Leading dealers in forty-one different states competed in 
exceptional photographs were 
Miller ot 
Stationer: 


Will 


the contest and some very 
submitted The judges of the centest were D. C 
Office Appliances; W. J. Dalton of 
W. A. Kramer of Ferry-Hanly Advertising Company; 
H. Howell of Will Howell & Associates 

The generally high character of the displays submitted 
dificult task 


were 


Gevyer's 


made it a for the judges to render a final 


and awards made only after most careful 


decision 
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V vem her, 


deliberation on the basis of general appearance and attrac- 
tiveness, sales value by demonstration of use of cabinets, 
attention creating value and unusual ideas. 

The Metallic Manufacturing Company extends its 
cordial thanks to each dealer for competing in this contest. 


Lyon 


Che spirit shown was one of true sportsmanship from start 
to finish and the general excellence of these displays they 
type of dealers whom the 


believe can come only from the 


organization is proud to enroll 


Lyon 
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John A. Guest on Motor Tour to Coast 
John A. Guest left October 1 
pleting a service of twenty years with Varityper, Inc., and 


for California after com- 


the Hammond Corporation, its predecessor. 


Mrs 
utilize six months’ leave of absence granted to Mr. Guest. 


Typewriter 
Guest accompanied him in a motor cruise which will 


During this trip he expects to enjoy a long vacation, which 
he has desired many years, and to cover the entire West- 


ern part of the United States 


> 
New York Paper House Changes Name 
The Hano Paper Corporation has succeeded the Hano- 
Weinkrantz Company, Inc., 133 Mulberry street. This is a 
change in name only—it does not involve any alteration in 


management or financial structure. The company handles 


a complete line of typewriter papers, envelopes, second 
sheets, pressboard, folders, commercial paper stocks and 
S¢ hool papers 


> 
Rand-Kardex Appoints Branch Manager 


rl. A. Wilson has been appointed district manager of the 


San Antonio branch office of the Rand-Kardex Service 
Corp., succeeding M. M. Moore, according to an announce- 


ment made in that city recently —B C. R 


— 


The Stork 
Keller, Jr. 


On September 14 the stork left a son at the home ot 
H. H. Keller of the Rapid Addressing Machine Company, 
Pittsburgh, Pa. Office Appliances joins other friends in 


offering felicitations 
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SHOAL WATERS 








One long-ago day, when Mark Twain was steering 
a steamboat down the Mississippi, a stranger said to 
him, “I suppose that you hold your job here because 
you know where the bad places in the water are?” 
“No,” replied Mark, “I hold my job because I know 


where the bad places ain’t.” By its remarkable 
ability to reproduce accurately thousands of letters, 








bulletins, charts, forms, etc., in every working hour, 








| 








the Mimeograph is not only helping business and edu- 
cation to avoid the shoal waters of useless expense, but 
is pointing new channels to the ports of success. Get 
booklet today from A. B. Dick Company, Chicago. 





SALES AND SERVICE BRANCHES 


in these important American cities: New York, Chicago, Boston, 
Philadelphia, Washington, Pittsburgh, Cincinnati, Indianapolis, 
Detroit, Milwaukee, Minneapolis, St. Louis and Kansas City. 


MIMEOGRAPH 
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The Better Way 


In Filing~™ 


The Macey 4-drawer steel upright 
file, with the new removable and 
interchangeable insert feature, 
provides the better way in filing. 


The file is adaptable to practically 
any condition which may arise. 
Business changes frequently have 
meant new equipment, until the 
present Macey file. It keeps pace 
with progress and fits right in 
with new ways. 


Such new equipment means new 
ease, convenience, not to mention 
economy in filing. 


Macey files are important items 
of stock. They should be stocked 
in sufficient quantities to meet 
daily needs. 


The Macey Company 


GRAND RAPIDS, MICH. 





The Macey Line consists of steel files, stee 
desks, filing equipment, supplies, sectiona 


bookcases and matched office suites. 
logues sent on request. 
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Illinois Booksellers to Meet in Joliet 

The thirteenth annual convention of the Illinois Book- 
sellers’ and Stationers’ Association will be held at Joliet, 
Ill., on May 8 and 9, 1928. The convention committee, 
consisting of W. W. McKnight, F. J. Temple and Fred 
Greenwood, received invitations from several cities, and, 
after careful consideration, decided that the invitation from 
Joliet should be accepted. Mr. McKnight visited that city 
and found all the dealers enthusiastic over the 1928 pros- 
pects and confident that they will be able to furnish the best 
convention plans since the organization of the association. 

T. S. Bolstad of Joliet Office Supply Company, Mr. 
Henley of the Relyes Company and A. J. Markelz of The 
Book Shop, all of Joliet, will co-operate in making plans for 
the convention. G. B. Woodcock of the P. F. Volland 
Company, a Joliet organization of publishers, assures mem- 
bers of their complete co-operation, and state that they will 
keep open house during the convention. 

Joliet is centrally located and easily accessible by train 
and automobile from all points in the state. A large attend- 
ance and a successful convention are expected. 

RESENEE “Rhi as 

Arkansas Concern Changes Title and Expands 

The Arkansas Typewriter & Equipment Company has 
succeeded the Arkansas Typewriter Exchange, Inc., El 
Dorado, Ark. The business has been moved from the 
former location at 211 North Washington street to 213 
North Washington street, where the space occupied is 
four times that at the old address. The new company is 
capitalized at $10,000. J. J. Babb is president and H. F. 











EXTERIOR OF STORE, ARKANSAS TYPEWRITER & 

EQUIPMENT COMPANY, INC., EL DORADO, ARK 

Sanderson is secretary. In addition to being local agent for 
the Royal Typewriter Company, Inc., the company repre- 
sents the Victor Adding Machine Company, Remington 
Cash Register Company, The Dalton Adding Machine 
Company, Pacific Ribbon & Carbon Manufacturing Com- 
pany, The Line-A-Time Manufacturing Company, U. S. 
Slicing Machine Company and the Hobart Manufacturing 
Company Che company will be happy to hear from any 
manufacturer of office equipment or specialties, offering 
ew items for distribution in the El Dorado territory. 


= . 
Atlas Stationery Company Takes I & M Line in 
Gotham 
Che Atlas Stationery Company of New York City have 
been appointed distributors for the Ireland & Matthews 
Company line of cuspidors for New York City and the 


metropolitan district. The company will stock the full line 


and is prepared to make prompt shipments 
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EIGHT DEALERS OUT 
OF EVERY TEN------ 


This is an enviable record—and 
proves most conclusively that Peerless Rubber 
Typewriter Keys MUST be consistent and 
gratifying profit producers. The country’s 
leaders are included in this dealer repre- 
sentation— our unusual dealer sales plan works 


for all. 


Erasure shields of immaculately white 
celluloid constitute the newest dealer helps 
in an already comprehensive line. They’re 
imprinted for you, of course, in generous, 
convincing quantities, and consistently re- 
mind the typist of the resilient rubber keys 
which take the “‘jar’’ out of her fingertips 


while typing. 


Why not start YOUR profitable Peerless 
Program today by learning the whole story? 
Send in the attached coupon now for full 
particulars. There’s absolutely no obligation. 


THE PEERLESS KEY CO., ine. 


176 Fulton St., New York City 
Agents in the World’s Principal Cities 


PEERLESS KEY COMPANY, Inc. 

176 Fulton St., New York City 
Please send us without any obligation on our part, details of your special profit-making 
offer, together with sample of Peerless Key and erasure shields with our imprint (telephone 


number if desired.) 
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RROF- 


is the only real 
copyholder sold 
thru the dealer 


Error-No is sold through the deal- 
er successfully because its sim- 
plicity does not call for factory 
trained representatives. 


Error-No because of this simplicity 
is a favorite among users. It is on 
or off in a jiffy. There is no com- 
plicated mechanism to confuse the 
operator. 


Error-No is a profitable typewriter 
accessory and one you can sell be- 
cause others are doing it. 


Get the facts; then judge. Write 
us today. 





RROF-NO INC. 


55 Arbutus Street Rochester, New York 


Manufacturers and Patentees of 
The Famous ERROR-NO 




















Change in “Elsie’”” Domestic Sales Manager 

A. Merritt Simpson, who had been domestic sales man- 
ager since January 1, 1925, for the L. C. Smith & Corona 
Typewriter Inc., has relinquished that position, and is suc- 
ceeded by Charles J. Rogers. Mr. Simpson had been in 
ill health since May, and rather than jeopardize his health, 
has moved to California. He has become branch manager 
at San Francisco for the company 

Charles J. Rogers has been appointed domestic sales man- 
ager, coming from the branch at Washington, D. C. He 
had been in charge there the past sixteen years. Mr. Rogers 
is succeeded at Washington by Kenneth D. McRae, who 
had been assistant manager of that branch since 1924. O. R. 
Tracy has become assistant manager of the Washington 
branch, having been promoted from salesman. He has 
been with the Washington branch since 1921. 

Mr. Rogers was born on a farm near Lowville, N. Y. 
His education was begun at a country school, and later 
expanded by studies at Lowville academy, the Utica Insti- 
tute of Accounting, Albany Business College, and a course 
in mechanical engineering. 

In 1902 he took a position in a general store; later he 
was connected with the engineering department of the 
American Locomotive Company. 

Now begins his typewriter history. In December, 1910, 
he became a salesman at Washington for the L. C. Smith 
& Bros. Typewriter Company. In May, 1911, he became 
manager of the branch. That’s a brief chronology to lead 
to the important post of domestic sales manager. But 
there were years of hard work and consistent plugging in 
between. The record shows Mr. Rogers’ ability as a sales- 
man, an organizer, and a helpful chief. The very few 
changes occurring in his personnel while in charge of the 
Washington branch suggest the respect and admiration his 
men have for the chief. Mr. Rogers is progressive, ener- 
getic, a man of fine personality. He brings to his new re- 
sponsibilities a sound knowledge of business in its broader 
aspects, and a thorough knowledge of the highly specialized 
industry in which his executive capacity will have wide 


scope. 


.— 
Prince and Hamblen Join Sheaffer Staff 

Two new appointments have been made to the traveling 
staff of the W. A. Sheaffer Pen Company, Fort Madison, 
Iowa. A. L. Prince, of Dallas, Tex., will represent the 
company in Western North Carolina and Eastern Tennes- 
see. He replaces C. M. Rising. Mr. Prince had been a 
salesman for the Shumate Cutlery Company, St. Louis, 
Mo. He served as regimental sergeant major eight months 
during the world war. 

V. H. Hamblen, of Dallas, Tex., represents the company 
in Northwest Missouri and Northeast Kansas, replacing 
M. B. Jay. Mr. Hamblen is a native of the “Lone Star” 
state; the last thirteen vears he represented the Beckley- 
Ralston Company, Chicago, in Texas. 

Hoosier Desk Company Improves Plant 

The Hoosier Desk Company, Jasper, Ind., is now operat 
ing some of the latest types of production machinery in its 
plant. The dry kiln capacity has been increased eighty per 
cent, all kiln humidity and heat being controlled by the 
“Moistat” system. 

ead 
F. E. Clarke Safe Co. Organized at El Paso 

The F. E. Clarke Company, P. O. Box 307, has been 
organized at El Paso, Texas, by Fred E. Clarke, who had 
been with The Field-Parker Company. This connection 
has been severed, and Mr. Clarke formed the new company 
to distribute the products of the Schwab Safe Company 
The territory covered includes Arizona, New Mexico and 
Western Texas 
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OFFICE Secwucéy FURNITURE 
“Ohe Equipment for Every Office Need 


There is a complete line of “SECURITY” Steel Office Furniture 
for the equipment of every business in your territory from base- 
ment to roof. 


Whether it is a “one-man” office or a million dollar corporation— 
“SECURITY” Steel Furniture will meet their every office need. 
As their business grows, “SECURITY” Steel Equipment will grow 
with it. 

You can obtain this profitable business through the sale of 
“SECURITY” Steel Products. Write to our Sales Department for 


our agency proposition. 
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THE WORLD’S BEST REBUILT 





**When you think of 


UNDERWOODS 


think of Shipman-Ward 
Rebuilts’’ 


UN DERWOODS 


when linked with 


me the Song st Bie pom le Typewriter Proposition in the World for D aler r rely the Magi P 
will bring Big Pr ! Write f r New WI Pr Li Sales PI NOW! 


SHIPMAN. WARD MANUFACTURING CO. 


Established 1892 The Rebuilders of the Underwood 


1778 Shipman Bldg., noenprabe ne Ravenswood Avenues, Chicago 


hird of a Ce 


EVENTUALLY SHIPMAN. WARD. ‘REBUILTS WHY NOT NOW? 
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Committee Reports—Dealers 


Office Outfitters 


November, 





Association of Stationers, 
Manufacturers 


and 


DEALERS’ COMMITTEE ON BLANK BOOKS 
This committee desires to report a very satisfactory business 
books, the sales being slightly 
previous This well for the 
commodity in the face of general conditions and only proves 
that blank books are one of the standard essential commodities 
of the field We find that the stationer who meets 
with the greatest success in blank books is the one who gives 
the greatest attention to the matter and this committee recom- 
for display and demonstration be given 


National 








during the past year on blank 


increased over the years speaks 


stationery 


mends that ample space 


to this department, also it is essential that the head of the 
blank book department be conversant with bookkeeping sys- 
tems and their uses so that he may properly advise the 
customer. 

We find that some of the leading manufacturers have co- 


suggestion brought up at the last convention 
which will be considerably 
probably bring about better 
that all of the 
not adopted this neW system of numbering 


operated with the 
to adopt a 
briefer than the old 
results, and we are 


system of numbering 
method and 
somewhat disappointed 
manufacturers have 
Also we note that manufacturers are boxing certain 
numbers of blank books, and we 


dealer and the 


some 
understand they are doing so 
at no additional cost to the books being boxed 
will present a much better appearance on the shelves and add 
to the This service on the part 
of the manufacturer is appreciated by the dealer, especially as 


the cost has manufacturer 


looks of the store in general 


been absorbed by the making no 


increase on the item 
We. therefore, recommend the proper display of blank books 
at a number of seasons during the year, particularly the week 


between Christmas and New Year's, and the following week 

We would commend the manufacturers for adopting the new 
numbering and the blank books as this 
certainly carries out the slogan of our convention, “Better Mer- 
chandising Methods." The manufacturers in _ this 


anticipated the slogan 


boxing of 


system of 


instance 


WM. N. STEWART (Stoll Blank Book & Sta. Co.), Trenton, 
x. J chairman; R. C. NICHOLS (Daniels Co.), Muskegon, 
Mic} JULIUS BLUMBERG (Julius Blumberg), New York 

> 


COMMITTEE ON BLUE PRINT PAPER, DRAWING AND 
ARTISTS’ MATERIALS 


It was with considerable pleasure that your chairman re- 
ived President Stewart's word that this convention was to 
have the tone of sales promotion as its aim It has seemed 
that, while statistics are very valuable, nevertheless they are 


the graveyard of business or what is past It is safer for the 


members of ommittee to base their judgment on statistics 
than risk guessing and handing out advice Your committee 
is taking the risk 

Ten years will cover a period of great expansion in business 
and broadening of field of your committee At the begin- 
ning of the period there were a few real artists and a group 
illed “freaks Today the dealers have a definite demand 
from groups which did not exist a few years ago and which 


Perhaps that is the reason why salesmanship 


to sell 
has been so slow in developing in this field 


the demands from those just 


dealer 


in artist's materials vou have 


1, the high schools, and colleges The 


creating reputation for having the goods 


and this news is gladly broadcasted by the teachers if you are 


running a good store to which the children, at least, can be 
site sent 

While the term colors usual is used in a restricted sense 
your committee would call ur attention not only to the newer 


fields of terior decorating and design 
Drawing instruments are sold in a more restricted field, but 
These are the high 
ethod of approach is through 
stock on hand 
They feel 
that y trade 
of their classes unless you have had experience We are all 


tackling pr profitably 


poster work and ir 
one which is growing rapidly schools, 
night schools, and colleges The n 
usually, but you must have some 
before the teachers will recommend you as a dealer 
u do not know your business enough to handle the 


blems W experience, but we could 


learn from some of our customer 
We have already mentioned teachers’ recommendations To 
get such recommendation you had better carry a small line and 


zamples When you submit samples you keep your eyes 


Submit 
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A line of defense for 
business checks 


EXACTLY NINGILARS NO CENTS 





Trade 


Mark 


THE imprint of a Todd Protectograph on the amount line 
a precaution practiced by modern business 
Primarily it is protection from the 


of checks is 
houses everywhere. 
alert and ever-active check-tamperer who defrauds Ameri- 
can business of $100,000000 a year. But it is more than 
that—it is a symbol of progressive methods, an indication 
of care and efficiency in important business routine. 


Todd Protectographs, in sizes and styles for every busi- 
ness and personal need, guard funds in transit and dignify 
checks with a clear, legible imprint that defies alteration. 
It is shredded into the very fiber of the paper with two 


colors of indelible ink. 


The million and more Protectographs in use are all Todd 
Todd, perfected by Todd, manu- 
Only Todd can make a 


preducts—invented by 
factured and guaranteed by Todd. 
Protectograph. 


In all the important 


cities of the United States Todd 
Experts are at your service. Let one of these qualified men 
tell you about the safety, speed and economy introduced 
into business check writing by the Todd System of Check 


Protection. 


Todd Expansion Creates Opportunity for Salesmen 


National advertising identifies the Todd name with the 
protection of bank accounts—business and personal. New 
models are being made for a constantly widening market. 
This era of expansion means opportunities for men who 
can qualify to represent a progressive organization. If 
you are interested, write to us at once. The Todd Com- 
pany, Protectograph Division. (Est. 1899), 1129 University 
Avenue, Rochester, N. Y. Sole makers of the Protectograph, 
Super-Safety Checks and Todd Greenbac Checks. 


TODD SYSTEM 
OF CHECK PROTECTION 


The Protectograph eliminates a large percentage of all check frauds 
by preventing raised amounts. It is made in a variety of models, one 
for every type of business—$37.50 up. For private use the Personal 
Protectograph at $20 has a nation-wide popularity. Only Todd can 
make a ProtectograpP. 


Todd Greenbac Checks, with their patented self-canceling features, 
eliminate another source of possible check losses by preventing 
change of payee's name, date and number and ‘‘counterfeiting.”’ The 
instant the forger’s acid is applied countless imprints of the word 
“VOID” appear. 


Standard Forgery Bonds cover the remaining check-fraud possibilities, 
namely, outright forgery of signature or of endorsement. As preferred 
risks, Todd users qualify for such bonds at large savings from the 
Metropolitan Casualty Insurance Company, New Yerk. 
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SOLOR | RRODUCTS 


TYPEWRITER RIBBONS 
TYPEWRITER - PEN & PENCIL 


CARBON PAPERS 


REFLEX 


WRITING INKS SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 





THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 48 years, is in 
itself first evidence that super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands has been 
rendered. 


Grade for grade—price for price, 

there are no stationers color 

pre that surpass the A. & 
Line 
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and ears open because the teacher will tell you what is pre- 
ferred and then you know what to buy in quantity Supple- 
ment this with judicious advertising in school papers and by 
folders frequently furnished by the manufacturer Do per- 
nal work You or your salesman know personally some of 
the leaders in Especially is this true in the colleges 
What knowledge is required to know how to sell? At present 


very little, according to letters received by your chairman 


Ciasses 


Think a littl You know that there are various grades of 
! shes made up in some way besides price I 1 Pro- 
fessor Ivey a few years ago gave us the illustration of sales- 
ma said tha i article was better because it cost more 
WwW shes ¥ can sit down with a few brushes and find 
the ning res of red sable, Russia sable, camel's hair 
and s brush As to colors, that is harder, but expose 
some of the heaper grades to sunlight In addition to your 
i s nN ind equir mat als t read t i pt 
« re = 4 rd < fw de “ 1 ¥ ia 
“ T i I Ais «} t 7. 
a 
I wing str nt s f dealer 
f \ s scre Why s i aler k tha 
he " x dollar set of stru nts for . lars 
Tr a s wl know fferer This brings uy 
the ma s ards \ vou ¢£ 4 s st you 
get i ! ad r try va g that is 
Ter Y sell today $2 sets and x ar a 
‘ grade at the same price |} ause you are eg g from 
ar r sour t successf Custor s k their 
lea " s putation, becaus } iy only or i want 
sur : hey re z ing 


as hard to train one as 


f y Yo 2 £ woys fror t high schools who have 
sed strume s rawing str s, lik rr Ss, are best 
= hos wl ave ed ti 
‘ f roker and ? y ght t r one 
“ ? ma facturer t whom you d know 
Reet assured he is making money and you are getting ‘stuck’ 
and ist 2 that repu s king ir s- 
“= 
Ther i 2 ataiogues t z r saiesma how rder 
s aul s s l T that s r scaies \ 
know lz f ‘ rd " | ons r } < . well iraw Z 
? sales nm must k ~« wher nd how s to 
t ; 
hese things st | uched rather briefly Regarding si 
v gz instrun ¥ had | ask adv r ~ b stor 
fa vil « r. and eve } t your custor i st of 
t! ulking Your engineer friend will show your salesman 
tt 2 is g< screws surveving struments If 
\ pa s large er x t é ploy s “ a 
cclleg x ring training y ght get results Send 
him ta nes k with r engir ring s ners 
Slide rules hav: anged fr xuries ne ss s They 
x t first a ct? king instrur t, I a wa computing 
r Your salesma ar arn the simy uses the slide 
r reading tt ok of d ions which go wit) h rule 
M“ : mphasized in this or he salesman w knows 
and how may s ! he ss ~ wledg y r store 
repu will tray fast if . z thie a 
your . ss a i tie 
Y “ ¢ hered w : Saiesma S| ally 
if ge wns, t a ‘ w aks thr gh profes 
s | draughts i ‘ ! terprising dealer 


airman ERNST (Lowman & Sea 
Was HAROLI S. KNIGHT (McAuliffe Paper C Inc.) 


—_—_—~> 
DEALERS’ COMMITTEE ON CARBON PAPERS AND INKED 
RIBBONS 


fucl s said prev papers s et 

‘ aper ; ked ri . r . sta rs 
ha sider rh. aper and inked r lepart- 
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No. 1067. Flat Top 


From New York to California 


Imperial Desks are taking part in business battles 


everywhere. 


They are used by big business in 


the metropolitan areas, and they are equally pop- 
ular with the small firm in the village. 


Any Imperial Dealer can 
tell you why Imperial Desks 
and Tables satisfy such a 
broad field. 


First, there are four grades 
from the plain to the fine. 
Each is a winner in its price 
class. Each offers the ut- 
most in utility value. Each 
is priced to sell and yet make 
a worth while profit for you. 


Imperial Dealers are mak 
ing sales and making money. 
There are opportunities left 
in many good sections. 


Write and tell us what lines 
you are now carrying, if any; 
what lines you have to com- 
pete against, etc. and we 
will show you how the Im- 
perial line will make money 
for you. 


Send for catalog, price list, and full details 
on our dealer co-operation selling plans. 


IMPERIAL DESK CO. 


EVANSVILLE INDIANA 
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A 
GOOD RIBBON 
MUST RENEW ITSELF 


To give uniform results under 
continuous typing a ribbon must 
renew itself quickly. This re- 
newing process depends on the 
nature of the ink which must 
flow quickly and evenly from the 
unused part to the used part of 
the ribbon. 


Because of their ability to renew, 
Bucki Supreme Typewriter Rib- 
bons take the guess-work out of 
ribbon selling. 


The ribbon line is ably supported 
by carbon papers of similar 
quality. Both enjoy repeat sales 
due to the satisfactory service 
given. 


If your ribbon line is not up to 
standards, let us explain our plan 
for creating a successful ribbon 
and carbon department. 


THE 
BUCKEYE 


1468 East Fifty-fifth Street 


CLEVELAND 
Established 1896 
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RIBBON & CARBON CO. 


OHIO 
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someone who specializes in this commodity, or direct from the 
manufacturer 

In order to make a success of this department you must carry 
a line that is sufficiently comprehensive to meet the various 
needs of the consumer 

On inked ribbons and carbon paper the ideal arrangement is 
to have as full a line as possible of high grade, nationally 
known goods, a fairly complete middle grade line with your 
imprint, and a short line of cheap goods 

In the case of ribbons it is impractical to stock them for all 
machines in all color combinations, but about thirty combina- 
tions should be carried in the high grade; fifteen in the second 
grade; and only enough in the third grade to care for known 
demand. To supplement these, spools for other makes of type- 
writers can be carried, as the important difference is not in the 
ribbons but in the spools 

A rewind machine can be purchased for a trifle and when 
there is a call for an odd ribbon one of the proper width can be 
transferred to a epool that will fit the customer's machine 
The clerk can easily determine, by reference to the factory list 
of sizes, as to the proper width to use and make the change in 
a few minutes. By doing this, time is saved for the customer 
which he appreciates and you are saved the trouble and expense 
of buying out or ordering from the factory 

It is impractical to stock or handle adding or bookkeeping 
machine ribbons. 

If a stationer is required to put a ribbon on a machine for a 
customer, a proper service charge should be made If local 
conditions make this impossible, the best thing to do is to ren- 
der the service cheerfully by sending a young man to show the 
stenographer how to put the ribbon on the machine 

Active ribbon stock should be displayed at a prominent place 
in the store in a set of open pigeon-holes, having enough com- 
partments to take care of all the combinations carried in stock 
Each compartment should be large enough to hold three rib- 
bons and marked to indicate the kind of ribbons it contains 
This fixture enables you to give quick service and also serves 
as a check on your stock A clerk checks it daily and keeps it 
filled from the reserve stock A list showing the width of rib- 
bons for all machines and a price list should be posted on or 
beside this fixture. This open display is very important, and 
carbon paper should be shown next to it One suggests the 
other. Broken lot carbon should be kept in small drawers, each 
drawer containing only one kind of carbon, and these drawers 
should be properly marked 

Particular stress should be laid on instructions to clerks and 
outside salesmen to find out exactly what a ribbon or a piece 
of carbon paper is to be used for teference to manufacturers’ 
charts will indicate what is best to furnish for any special use. 
For instance, if a customer has an elite type machine he should 
be furnished with ribbons and carbon particularly adapted for 
use with that type of machine 

Most people want high grade merchandise, especially those 
buying in retail quantities, and if you sell them ribbons and 
carbon that exactly suit their needs, cheap competition will not 
take them away from you 

Old style coupon book selling should not be neglected Its 
advantages are well known; however, a different plan involv- 
ing a discount coupon book is being used with marked success 
with imprint ribbons It can be used either with first grade or 
imprint ribbons, taking for example an imprint ribbon that 
retails, say. at 85 cents or $8.50 per dozen, a discount coupon 
book containing five ribbon discount coupons, one carbon dis- 
count coupon and a stub to be torn out of the book after it is 
filled in with the customer's name and address and the make 
of his typewriter. The books are distributed by office to office 
canvass The stubs are filed at the store and used for refer- 
ence and as a mailing list 

The books are given away—not sold Coupon No. 1 reads 
“Present this coupon with eighty cents at the store of : 
and receive one typewriter ribbon." No. 2 seventy-five cents, 
No. 3 seventy cents, No. 4 sixty-five cents, and No. 5 sixty 
cents; this works out at $8.40 per dozen, brings people into the 
store and will increase the ribbon business In most cases cash 
is brought to the store; however, it may be necessary to charge 
the ribbons to customers having open accounts. 

The carbon coupon is an order for a discount of ten per cent 
on a box of any trade-marked carbon. Eighty per cent of these 
coupons brought in are for the best grade of carbon paper 

This plan sells ribbons and carbons for normal uses. 

Carbon for use in connection with billing and bookkeeping 
equipment and other special purposes should always be handled 
by the head of the department The factory must help you on 
these deals 

The stationer cannot afford to compete with direct factory 
prices on low grade volume business on account of the small 
profit derived therefrom. He should center all of his efforts to 


educate the user to higher standards of quality Find out what 
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SOME THING NEW 


FOR HOLIDAY GIFTS 


} 





quipment 
5 gaLiecs 


You can do a bigger business on Sengbusch products during 
the holidays than on any other items in stock. For Seng- 
busch equipment makes an irresistible appeal to shop- 

pers. Distinctively beautiful, it answers the holiday 
question, ““What shall I give that’s new and different?” 


Every product in the Sengbusch line sparkles with 
originality — appeals to shoppers through exclu- 
sive features never before achieved in writing 
equipment. The numbers shown here are par- 
ticularly suitable for gifts. Stock them now 
and be ready for holiday sales. 


Talk the newness, economy and beauty of 
Sengbusch equipment to your customers. 
Gifts that are different — what everybody 

wants! Sengbusch equipment meets 
their needs. Check your stocks now. 


Order a complete line of 
Sengbusch products today. 





busch Dipaday Pens, 

a. or Red barrela, with 

No. 4 nib $3.00 eachy with 
No. 6 nib $5.00 earth. 


Prices of sets 


do not include 
Dipaday Pens 





No. 1970 Emeraline - $10.00 No. 1972 Marble - $12.00 
No. 1971 Black - - - 10.00 No. 1973 Onyx - - 12.00 


SELF-CLOSING INKSTAND CO. 


1115 Sengbusch Bldg. 
Milwaukee, Wisconsin 
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A Better Service 
For Desk Users 
exclusively GUNN 


Made in Grand Rapids 


Help your trade to get the best results 
from their staff. Sell them the unex- 
celled service of GUNN LINO. These 
distinctive desks do more than enhance 
the office interior. They promote 
accurate vision and add to the user’s 
comfort. 







“It isn’t a 
Unless It’s a 
GUNN” 





The Gunn Furniture Co. 
GRAND RAPIDS, MICHIGAN 
Branch Offices and Salesrooms 
11 East 36th St., New York City 


1027 So. Broadway, Los Angeles 
21 Second St., San Francisco 
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the customer intends to use the carbon for and submit samples 

to fit that purpose. Above all, use all of the factory selling 

helps and submit problems to them that you cannot handle 

yourself 

WM. SCHMIEDERER (Buxton & Skinner Printing & Station- 
ery Co.), St. Louis, Mo., chairman; GEO. F. MAGINNITY 

(E. L. Freeman Co.), Pawtucket, R. L; GEO. B. HUTCHIN- 

SON (F. D. Sargent), Albany. N. Y 

—__— _ —— 
DEALERS’ COMMITTEE ON OFFICE CHAIRS 

Chairs are one of the most profitable lines carried by any 
dealer and should be given a better display and more thought 
than most dealers usually give chairs. If you analyze your 
chair sales and figure your cost of handling, maintenance, and 
delivery you will agree that on orders of any size, chairs show 
the best net profit, because the item of handling and delivery 
is a great deal lees, as one man can unpack, clean up, and 
deliver a $50.00 chair where the same amount involved in a 
desk would take two men to handle, thus increasing cost, and, 
as a chair usually sells for one-third the desk price and as you 
nearly always sell two or more chairs with each desk which 
would make the sale fifty per cent of the desk price and in 
space occupied on your floor and warehouse is about one-third. 

So much for the reason why chairs are profitable. Now let 
us consider various ways by which we can develop this depart- 
ment. To sell good chairs which carry the longest profit you 
must of necessity know more about chairs than your customer 
or your competitor. This to the progressive dealer is not hard 
to obtain, because one or two trips each year to the factory 
will get very valuable data and also show you why chairs cost 
as much as they do and when you have analyzed the various 
processes necessary to good chair manufacture you will wonder 
why the prik is not higher. 

When selling a chair to your prospect you should stress the 
advisability for selecting the chair with greater care than the 
desk, because you do not sit on a desk to work, but you use the 
chair for this purpose; therefore comfort is most essential; so 
dwell on this point In selling a swivel chair the under part 
or motor is most vital in convincing your prospect that the 
chair will give good service; then try to seat him in the chair, 
then take another chair and lay it on the side so the chair 
iron and base is exposed, and point out your various points of 
superiority, step by step, leading up to the in-built comfort 
that the prospect is experiencing. Do not tell him too much. 
Pick out seven or eight positive points, such as the high grade 
varnish will not stick to his clothes, springs will give even tilt 
to the chair, the steel shaft fits into the hub and does not have 
side play, spindles are shaped to fit the back, the seat is 
scooped to fit, the arms are set back so they will not catch the 
pockets, talk of the type of caster, and various other points, 
and get this one point: it is not what you tell a prospect, but 
it is what the prospect remembers that counts; so don't con- 
fuse him with too much data, but select your points in sequence 
ind standardize your demonstration. 

The best methods of chair displays vary, but experience has 
aught us to select the proper chair for the various grades of 
na complete suite This way you will be able 


desks and show 
to reduce the amount of patterns carried. Over seventy-six 


per cent of the chair sales are made in three patterns, exclu- 
sive of suite designs, so a dealer could reduce the amount of 


designs carried and increase his inventory on designs carried, 
because you cannot sell them if you don't have them to sell 
A word about mark-up on your chairs The less expensive 


fast moving families should have a lower net profit per chair 
so as to keep your selling price low to insure volume, so that 
you will make a good percentage on your invested capital To 
illustrate the point, say you have $500 invested in one family 
of chairs and you purchase $3,000 of this same family during 
one current year it the same time keeping your maximum 
investment at $500, you then have turned your capital six 
times This rats f turn will not apply to the more expensive 
chairs; therefore your mark-up and net profit should be greater 

We recommend to the manufacturers 

That the item of leather on chairs be given consideration and 
to change the general custom of sending black leather on all 
chairs when no other is specified It should help sales by using 
the leather in color best suited for the proper color on the chair 
such as brown on oak, green on mahogany, and blue on walnut 
Furthermore, the leather number should be stamped on the 
bottom of chair as well as chair number, to avoid mistakes in 
duplicating the chair at a later date 

That the method of packing chairs for shipment should be 
given serious study One manufacturer has adopted fiber car 
tons, which is a decided improvement, as they permit better 
stacking in the warehouse and also protect the finish which the 
dust seems to deteriorate. 

That serious consideration be given to discontinuing the 


extra charge made for green stain and green enamel on chairs 
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comprise a complete line of sizes thoroughly tested and ap- 
proved by Underwriters Laboratories and awarded their “A” 
and ‘‘B” Labels and ‘“‘T-20° Burglary Label. The Mosler line 
also includes circular and rectangular door burglar - proof 
type chests for installation in these safes in combination 


with a wide assortment of 





OSLER SAFES with their 
many radical improvements 


in design, construction and finish 

exclusively Mosler features 
mean a greater volume of sales 
for the dealer with a liberal mar- 
gin of profits 


MOSLER dealers enjoy the world- 


adjustable steel filing units. 





>AFE 


UNDERWRITERS LABORATORIES -. 





MOSLER SAFES 


--the product of the 
world’s largest safe fac- 
tory--are designed to 
afford the greatest pos- 
sible protection, con- 
venience and utility. 








THE MOSLER SAFE CO., 315 BROADWAY, NEW 


wide prestige of the name MOSLER, 
which has meant Safes and Safety 
for more than'75 years. 


We will be pleased to receive 
applications from _ responsible 
dealers for exclusive selling fran- 
chises in territories not already 
allotted. 


ORK.NY & 


oF 





Factories: Hamilton, Ohio Pa 









OFFICE 


Typewriters 
ALL SIZES 


MAKES 


Enormous buying power puts 
us in a position to take ad- 
vantage of cash buying and 
consequently secure real 
bargains. 
stocks therefore, 
complete in all machines and 
we can make immediate ship- 
ment of all makes, 
types and serial numbers of 
typewriters both rough and 
remanufactured. 

The 
this possible are the result of 
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a growth almost phenomenal. 
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ur are, 


Sizes, 


facilities which make 


This position is a distinct ad- 
vantage to you because you 
can supply any demand by 
using our services. 

That there is a saving to you 
in dealing with the largest 
wholesale typewriter distrib- 
evi- 


May 


utor in the world, is 
denced in our price list. 
we send you a copy? 


The Wholesale 
Typewriter Company 


Exclusive Distributors of Mastergrade 
Remanufactured Underwoods. Larg- 
est Wholesale Distributors 
in the World. 


S 428 Broadway 7 
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to match steel desks, as this business retards the sale of steel 


desks by increasing the cost of the chair, and, as this item is 
becoming quite common now, through the increased sales it 
should be handled on the same basis as regular varnish stock 
goods 

Cc. J. NACHTIGAL (Randolph Desk Co.), Cleveland, Ohio, chair- 


JOHN A. WAGNER (Lucas Bros.), In Baltimore 
Md.; and ED. S. PIERCE (Pierce, Inc.), Hartford, Conn 
a = 
DEALERS’ COMMITTEE ON WOODEN DESKS 
( the | assets to a good floor display is a well 
ippe modern office of your own The dealer wh ses his 
‘ ! dise in his own office and as much of it as pos- 
speaks ith authority and conviction Likewise if you 
one who preaches modern equipment, but are yourself satis- 
fled wit “antiquated stuff don't expect your trade to have 
amount of confidence in your sales talk 
Che arrangement of keeping chairs in groups or sets best 
If room permits, chairs placed with desks are frequently sug- 
gestive i new chair to match the desk 
Eliminate unsightly price tags wherever possible 
r} sma l even when room is at a premium, will find 
that s small stock, if properly grouped on the order of a 
model office, will sell easier. An assortment of a flat top desk, 
roll top desk, six chairs, a bookcase, and a selection of files, 
will take up 165 square feet, or a space of 15 feet by feet 
This is perhaps one-third more space than if placed in the un- 
attractive fashion of a straight line against the wall 
The stationer who distributes office furniture will do well to 
‘ t this fact somewhere on the main floor of his store 
Very often well equipped office outfitting establishments indi- 
i nowhere on the main floor, where perhaps fifty to eighty 
per cent of the treffic occurs, that there is a furniture depart- 
ment in the building A space devoted to the display of at 
least one office suite in a neat and attractive manner would 


be well worth while 

Window displays are only one of the many ways of advertis- 
ing If properly done they are the very cheapest and the best 
What merchant, worthy of the name, does not appreciate the 
Ss ng value of rood store front”? 

You can make your windows the talk of the town Four- 
fifths of your rent is in your windows Are you making them 
pay four-fifths? 


Reproducing equipment of materials sold to well-known 


organizations persons and accompanied by a suitable card 
will attract attention 

Price cards in window are a matter of judgment If you 
have price tickets, have them distinctive and plain Price 
cards, however, are usually meant to draw people in, so when 
price cards are used there should be no question as to the value 


represented 


Window displays tied up with national advertising mpaigns 
are worthwhile and effective 

In Rockford, Wis., a city of 65,000, a careful checkup shows 

0 people (6,000 families) passed the window within a week 

e average of newspaper space is $42.00 per week, or 

$6.00 a day to reach 6,000 families On the basis of $7.00 per 

' for newspaper space, the show windows Ww h $42.00 


t week as advertising space The value of window display 
if it would be for sale, the space occupied by a show 
s $ ( tl my s with | board 
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Line as Wide as 
Your Market 




















The Art Metal Line 
enables the dealer to 
make the most of 
every sales opportunity 


GOOD equipment job all sewed up—and 

then the dealer finds that his line does not 
cover certain requirements! Result—the entire 
sale lost. 

With Art Metal, you can carry through to the 
end. The world’s most diversified line of office 
equipment will never leave you at a loss to 
supply the demands of any customer, large or 
small. 


From filing cases to the finest executive suites, 





(ut —' 


JAMESTOWN 




















Beautiful Art Metal ExecutiveSuite in the 
office of the President of the Westinghouse 
Electric and Manufacturing Co., Pitts- 
burgh, Pa. This is an example of the high 
standard of appearance developed in Art 
Metal Steel Office Furniture. 


- ~~ » 


The Engineering Vault of the Westing- 
house Electric and Manufacturing Co., 
Pittsburgh, Pa. Art Metal also supplied 
the efficient filing equipment for all de- 
partments in the new Westinghouse offices. 


' 







the Art Metal Line covers every office need. 
Whether the user be small or large, the Art Metal 
Dealer has the advantage of a market-wide line. 


Besides the superiority and beauty of Art Metal, 
its selling franchise carries a generous resale mar- 
gin. Art Metal is always ready to give the dealer 
every aid with difficult jobs and in the systematic 
development of his territory. 


If the Art Metal franchise is open in your city, 
write NOW for full information. ; 





~ NEW YORK 


Fire Safes, Steel Desks, Filing Cabinets, Vertical Files, Steel Book Cases, Steel Shelving, 
Plan Files, Transfer Cases, Steel Office and Vault Tables. 
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Make This Mean Your Store 


By displaying ‘‘Nationals’’ during the week of December 10th, in conjunction with 
The Saturday Evening Post advertisement reproduced below, you will identify 
your store as a ‘‘National Service Station’’ for first of the year requirements. 


Write at once for a complete display unit. 
liecmccerrmmems jj  ———_—___— 











Better Records in 1928 


Right now your Stationer can 


help you get them easily 


HE start of a new business 

year. Inventory, records to 
be transferred, new forms, ring 
books, ledgers, post binders. 
You’ll need them all. 

Now is the time to get the 
fullest benefit of the good help 
your Stationer can give you. 
His experience with record 
problems in many fields of busi- 
ness qualifies him to help you 
in yours. With his help it is 
quite possible that you can 
have simpler, clearer, more 


easily kept records in 1928. 
Especially well qualified to 
advise and serve you well is the 
Stationer who sells National 
Loose Leaf and Bound Books 
right out of stock. His line in- 
cludes exclusive and convenient 
National features such as Alad- 
din Keyless Ledgers, Monarch 
Ring Books with unbreakable 
steel hinges, and Celtic Post 
Binders. National Blank Book 
Company, Io! Riverside, 
Holyoke, Massachusetts. 


National 
Loose Leaf and Bound Books 


Control Business Activities 


ee eel 
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The steel furniture itself may be fire-resisting as far as the 
individual article is concerned, but when it comes to steel furni- 
ture protecting the contents on the inside, it is another ques- 
tion. Steel in itself is one of the best conductors of heat 
known: therefore, it is easy to understand why steel furniture 
will not protect its contents against fire as long as wood will. 
Neither, however, have any degree of protection worth while 
talking about Actual laboratory tests prove the above state- 
ments and when we talk about fire resistance, we mean heat 
and not flames, because heat will destroy records and papers 
almost as quickly as flames 

Following is a heat log for both wood and steel files, show- 
ing the relative degree of protection afforded. You will note 
from this log that the inside temperature of the steel file 
reached 390 degrees in two and one-half minutes and the wood 
file reached over 300 degrees in less than four minutes, although 
this last temperature does not show on this log. The log, how- 
ever, does show that at the end of five minutes the outside 
temperature was 1,440 degrees and the temperature in the wood 
file was 820 degrees, and in the steel file 930 degrees, which 
temperatures are far above the safety point for papers or 
records Bear in mind that these temperatures were reached 
in only five minutes 

Test No. 1195—January 30, 1923 
Articles tested—Ordinary four-drawer wood and steel files 
Heat Log 
Right Inside Temperature 


No. of Min Front Back hand Side Wood File Steel File 
2.5 1345 1310 1290 — 390 
5.0 1440 375 1390 820 $30 
7 1450 1370 1400 910 1120 
5 Test ended, contents burning 


Another word about wooden desks The Office Managers’ 
Association is constantly considering the comfort of the em- 
ployee They are doing everything they can to eliminate noise 
and produce comfort Metal desks add to the noise. In their 
recent convention in Chicago they brought out the point that 
wood is not a hard surface and does much to quiet a room 

The business world is eager to talk to the dealer and the 
salesman who is an authority on his business 

Libraries and reference rooms are filled with books and 
articles helpful to this end. Study the periods. Read up on 
office arrangements Become familiar with the flow of work in 
a business institution Study lighting, floor covering, color 
effects 

Be in a position to advise. Get the floor space of your pros- 
pect—who is to occupy the various rooms—how many in each 
reom—their questions—do they interview people—what class do 
they meet—effects of room—type of business. Plan the new 
quarters intelligently and you will not have to worry about 
steel or any other competition 
Cc. A. NETZHAMMER (Northwestern Furniture Co.), Milwau- 

kee Wis., chairman; O. R. GEUTHER (Marshall-Jackson 

Co.), Chicago; L. A. BAER (Baer's), Canton, Ohio 

i. 
DEALERS’ COMMITTEE ON FILING CABINETS AND 
STEEL EQUIPMENT 

Your Committee on Filing Cabinets and Steel Equipment is 
very desirous of keeping within the spirit of the 1927 con- 
vention by adhering strictly to “Better Merchandising Methods,”’ 
but our ardor is somewhat dampened by the fact that no matter 
what amount of work is done to accomplish results for the 
dealers one big obstacle remains in our path 

This obstacle is the “National Contract Plan" (direct con- 
tracts with large national users), which several manufacturers 
are establishing as rapidly as possible 

It would seem to us that some of the manufacturers have 
ibout decreed that those of us who are seriously endeavoring 
to conduct an individual business must eliminate from our 
prospect lists any concerns within their territories that operate 
is part of the national organization 

The sale of chairs and wood desks is likewise restricted by 
the steel manufacturers acting as agents or distributors, selling 
these items with little or no profit in order to secure the filing 
cabinet business—a detriment, you must agree. to the legitimate 
dealer who carries a stock and maintains a selling organization. 

In spite of the fact that a filing cabinet and steel equipment 
committee has existed for a number of years in the National 
Association conditions are becoming worse instead of better in 
SO tar as national contracts gx 

It might be of value to all dealers in office furniture if the 
National Association would interest itself in a separate associa- 

ym, perhaps the Office Furniture Association, and make a seri- 
ous effort to get them in line 

Much effort has been made t 1intain the stationer’s inter- 
est in his association and much good has resulted therefrom 
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Washburne’s 


New Improved 
“OC. K.” PAPER FASTENER 


a two in one fastener for temporary 
or permanent use. 


iT 


For use temporarily For use permanently 





No other fastener of this type on the mar- 
ket has this patented feature. 


One Insurance Company uses over 9,000,000 
“O. K.” fasteners each year ; several whole- 
salers sell 25,000,000 a year. There are big 
profits in this product for you, get behind it. 


National Magazines, Trade Papers, Car 
Cards, etc., are carrying our advertising to 
many millions of people each day; this ad- 
vertising is going to help you sell, all that 
we ask is that you keep well stocked. 


Write for prices in lots 
of 1,000 to 1,000,000 


The O. K. Manufacturing Co. 
Oswego, N. Y. 


This Fastener is protected by the following 
Patent Dates: 
23, 1903 
28, 1917 


28, 1923 
24, 1926 


PAPER 
FASTENERS 


PAPER 
FASTENERS 
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Felt 
Cushion 
992 Style 


Cushion 
3000 
Style 


Flexible 
Desk 
Pads 


Folding 
Pads 











Made by 


Leather 
Tray 


Colonial 
Linoleum 


GEO. E. FOX & Co. 


325 W. Ohio St. 





Chicago, Ill. 
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When the office furniture dealers are once interested, we be- 
eve that a great many evils attending the office furniture, 
ling cabinet, and steel equipment business can be eliminated, 
proper standards established, and much good done for the in- 
dustry at large 
Frankly, we do believe that the work of our committee, to a 
very large degree, is a loss of effort, and will continue to be 
until the office furniture dealers become as deeply interested 
n their own affairs as are the stationers 
B. J. BRISTOL (Koch Bros.), Des Moines, lowa, chairman; 
( R. THOMAS (A. Pomerantz & Co.), Philadelphia; CHAS 
A. H. THOM (Gregory, Mayer & Thom Co.), Detroit, Mich 
7 
DEALERS’ COMMITTEE ON FILING CABINET SUPPLIES. 


Formeft committees on filing supplies have made many valu- 
able suggestions with reference to this commodity This com- 
mittee does not feel that it has any recommendations of any 
importance to be added to those already made but we would 
call attention again to the following suggestions 

Standardization of sizes of vertical guides and folders bill, 
letter, cap, check, and document 
standard system of expressing sizes of cards and guides 





standardization of alphabetical lides and folders In 
multiples of twenty-five to 100, and 100 and up, multiples of 
Dealers should encourage the sale of better grade filing sup- 
plies eliminate the second or commercial grade as much as 
possible, as the old saying still rings true “the recollection of 
quality remains long after the price is forgotten The sale of 
the cheaper grade supplies reduce your volume and profits, and 


dissatisfied customers are the result 
fying to note that some of the manufacturers | f.. 
at improvement in furnishing guides, folders, card 





iys, and other items in individual packages, which 
provides protection to the merchandise while on the shelves of 
dealers Also, it helps to eliminate errors by the employees of 
manufacturers and dealers in the shipping. receiving, and in- 
ventories It is pleasing to the customer to be furnished with 
ndividual packages, as the buying public is being educated to 
ippreciate this feature more and more 
CHARLES M. MARSHALL (Ivan Allen-Marshall Co.), Atlanta 
(ia chairmar JOHN McCORMICK (Thorp & Martin Co.), 
Boston W. H. RUSSELL (James Hogan C« Ltd.), Phila- 


> 
DEALERS’ COMMITTEE ON GREETING CARDS 


Greeting cards have developed into one of the profitable items 
of the stationery store tepresenting a small investment, a 
good margin of profit ind if properly handled, the turnover is 
satisfactory Every day cards should be featured by window 
displays, some newspaper advertising along with your regular 

ivertising campaign, and given a prominent location in your 
store This with the proper alertness of the clerks in charge 
of this department should make this item a very profitable line 
Christmas cards have no doubt developed into a larger volume 
than other counter cards, and most stationers feature Christ- 
mas cards even if they do not carry a full line of counter cards 

There was quite a discussion list year at the convention in 
Washington regarding the outside competition of Christmas 

ards Your committee believes that this situation is a cor- 
rective one ind while the retail dealer will probably always be 
confronted with solicitors and canvassers selling direct to the 
onsumer, the dealer can control it as a part of his merchan- 
dising progerar imd reap a satisfactory profit from this line We 
feel that most of the representative manufacturers of greeting 
cards with an eye to the continuity of the greeting rd busi- 
r s, through proper outlets of distribution, are protecting the 
trade in connection with the sal f greeting irds, and en- 

the retail dealer control the distribution 
the dealer employing canvassers and solici- 





gz the competition about which we have 


d so mucl By the dealer concentrating his buying from 

the manufacturer of greeting cards wh is always ready to 

perate nd offer the best line of merchandis« will in 

n reate a isiness that the temporary distributor and ‘“‘fly- 
night"’ mail order houses will have very little effect upon 


The Greeting Card Association is lending every effort and a 
tt of money is being spent in advertising to help the dealer 
ealers themselves must lend local publicity and su- 


perior merchandising methods in order to reap the full benefit 


of this expenditure of time and money And not only that, but 
the retailers must have better co-operation in their own com- 
munities and work out the local disadvantages that confront 


them in connection with this commodity 
Any item in the stationery store is meeting with keen com- 


petition It is felt in the greeting card department because the 


it 


ndustry is growing rapidly, and it was once an item that was 
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OFFICE EQUIPMENT DEALERS 
WHO SEE THE HANDWRITING 
ON THE WALL ARE CONCEN- 
_TRATING ON 
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means greater 
profits and aj 
lasting business iy 


that’s why! 
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who see the 
handwriting 
on the wall are 
concentrating 
on | 


You can take the first 
step in building a lasting 
business by writing for the 


GF Franchise 
TODAY 


It was inevitable that up-to-date steel desks. files, 

and other office equipment should replace wood. 

The pe mancne, beauty and reasonable prices of 

the GF Alisteel line commended it to dealer and 

public alike. Now this line is leading the field, and 

meny profitable — are still open to 
ive dealers. 









THE GENERAL FIREPROOFING CO. 
Youngtown, Obio 
Export Department: 438 Broadway, New York City 
Cable Address: “Genfire, New York” 
Canadian Plant: Toronto, Ontario. 


4 AS 7 _:: 





“The complete line of office equipment”’ 
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THE NEW GF EXECUTIVE DESKS 


Che private office of the business executive or the 
professional man is no longer merely a workshop. 
‘he atmosphere of culture and refinement has 
been introduced, to reflect the personality and 
position of the occupant and the standing of the 
institution which he directs 


In such an office the executive can meet with 
pride his associates and his business guests 


Co furnish and to beautify the executive office, 


(;F now introduces the new Executive Desks of 


enduring steel. 


\ll the richness of design and finish that the 


most artistic dec- 
orator might con- 
ceive, and all the 
permanence and 


utility that only 


bined in desks of lasting beauty that harmonize 
perfectly in the finest office. 

Every desirable feature is present—handsome, 
baked-on, washable finish; smooth, eye-restful 
tops of Velvoleum; drawers that never warp 
or stick; perfect appointments; and resistance to 
fire and other agents of destruction. 

The first investment is modest compared 
with the less permanent values of the finer 
woods, and the cost per year of service is 
infinitely less. 

You'll find a market waiting for you on these 
new Executive 
Desks. If you're 
not already handling 
the GF AIll- steel 
line, write today 





steel can contribute 


these are com 





EXECUTIVE DESKS osition. 


for the dealer prop- 
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One Drawer 
or a Hundred 


The year’s business is drawing to a close, 
and next month business concerns all 
over the country will start thinking of 
transfer files to make room for 1928 rec- 
ords. Thousands of dollars will be ex- 
pended, thousands of files will be bought. 


Get ready now for the business. And 
get ready with GF Transfer Files. Fin- 
ished in a fine olive-green, baked enamel 
and equipped with a very efficient inter- 
locking arrangement, GF Transfer Files 
are the unquestioned leader in the field. 


They are strong, permitting heavy loads. 
The locking device makes them rigid so 
they don’t wabble. They are dust-proof, 
and the drawers never become swollen 
or warped. The drawer at the bottom ot 
a ceiling-high stack is as easily operated 
as that of the topmost case. 


If you are not already handling the GF 
“Complete line of Office equipment,” 


write today for the GF dealer offer. 


THE GENERAL FIREPROOFING CoO. 


Youngstown, Ohio 
Export Department: 438 Broadway, New York City 
Cable Address: “‘Genfire, New York” 
Canadian Plant: Toronto, Ontario. 
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not handled outside the stationery store Naturally it took care 
of itself for a while, but now we must handle it as we do other 
merchandise and plan our campaign and selling methods at the 
proper time and still maintain our share of this business 

We believe that if the merchant who carries every day cards 
will keep up his stock. and properly handle the greeting card 
department, that he will not only reap a good business and a 
nice profit, but it will act as a drawing card to get people into 
the store who probably would not enter otherwise, and in this 


of the store 


t 


way, will help the other departmen 
G. T. BUCHANAN (Railey Printing Co.), Wichita Falls, Texas, 
chairman; D. D. MACDONALD (Bradley & Scovilk Inc.), 
New Haven, Conr J. A. CROW (The Hall Stationery Co.), 
Topeka, Kans 
= 
DEALERS’ COMMITTEE ON HARDWARE AND GLASS- 
WARE 
Hardware and glassware in some stationery stores aré 
exactly what the name implies It wears hard and wears out 
the glass of some« ounters, but after all, looking the cold hard 
facts in the face and calling a spade a spade, is not one-half 


i 
f it the stationer’s fault? 


The old, but true saying, ‘“‘goods well displayed are half sold,” 
in again be proven if tried Hardware, particularly, should 
be departmentized and attractively displayed where the cus- 
tomer can pick up and handle the items It will be surprising 


to the stationer who has not given this serious thought, to get 
ill the items under the classification of hardware, the different 
pling machines, numbering ma- 
chines, adding machines, check writers, pencil sharpeners, cash 
boxes, and numerous other items and display them artistically 

tables They will find that this not only attracts but holds 


the interest of customers The customer being imterested, a 
salesman with a smile and conversant with the use of all items 

oon play a tune on the cash register The power of sug- 
gestion is a wonderful asset to salesmanship Some time ago 
n rel t went into a store and asked if they had nything 
besides mu ige a thumb tacks to attach drawing paper to 
he drawing board (ne of the salesmen suggested removing 
the base from a Hotchkiss stapler This was done and the 


pling machine worked satisfactorily on the soft wood board 
The customer was happy and the stationer found a new mar- 


ket for the stapling machine ind several more have been sold 


t t purposs Glassware, of course, may be displayed in 
th same manner and makes a much more beautiful display, 
ilway ttract ttentior but we have noticed from close 

ervation that it does not hold the interest as do the hard- 

i iten 

4 well-arranged show window the very best salesman and 
idvertising medi that the ner has Hardware and 
glassware so arranged, together with the efforts of the inside 
nd outside sales force, tied up with direct-by-mail advertising, 
nvelope stuffers, « for one week, will show surprising re 
sults The manufacturer and jobber in most cases are very 
zlad to supply window trim, circulars, etec., when requested 


Much has been said in the past years regarding packing and 


ibeling f these items and we elieve much has been accom- 
plished through t} efforts of tl issociation and the co-opera- 
tion of manufacturers and jobbers along this line However, 
there s still big r m for impr ement This committee has 
bee n t ‘ } in s 7 facturers and jobbe rs on this 
subject and are sured that wherever possible (and everything 
Ss} sible it under certair ry? tions, time is essential) these 

’ is tems WwW rry lent tion marks The Durham 
Mfe. C advises that all of their ish and bond boxes have the 
number r ther rt compliance with the re 
juest of this ass tion and stations lesiring the boxes num- 
bere ma I t uurhan This committee re n 
mer tha the ‘ rY ! acturers ising numbers to 
identif zes, | l number the dials « face f the 
scaies M hh? i this vast subject f hard 
wa ind glassw t i be a rep f pre 

s re] « 

THOS. HILL Hill ¢ I Brooklyn, N. ¥ air 

mat H. DP. HANSEN Cal n Bros Ir Moline Il 


DEALERS’ COMMITTEE ON INKS AND ADHESIVES 


nh nd adl ‘ ertall I i most important part in 
our industry Prey com! lit reports of this line have 
emt ed most helpful suggestions in regard to packing, label- 
ng, marking nd n gener nstructive criticism of the 
, act er y , ‘ } ndeavored minnate 
t! rom the r nd ha f that we sl i this year 
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ROUGH 
PREMIER And 
A.W.M.Co.GRADE 





TYPEWRITER 


Send for New Price List 
No. 90 


Ribbons-Carbon Paper-Parts 


RUBBER 
OVERS 


24-HOUR 
SERVICE 


on 


LATENS 





AMERICAN 
WRITING MACHINE CO. 


449-455 Central Avenue 


NEWARK, N. J. 
And 20 Principal Cities 
Established 1880 
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Significant it is that Sheaffer 
spends moreadvertisin?, money 
per dealer than any other pen 
manufacturer. 


But more sifnificant still is the 
end striven for in that adver- 
tising: the creation of Siant 
demand for a few enduringly 
popular styles and colors, 
which frees the average dealer 
of the necessity of too }reat 
variety and its risks. 


This is one other of the pro- 
tective policies that have made 
Sheafter dealerships the most 
valued in pendom. 


SHEAFFERS 


PENS-+PENCILS+ SKR 


W. A. SHEAFFER PEN COMPANY FORT MADISON, IOWA, U.S. A. 


ad i a ta i, a Lee eee, 

















November, 1927 


ER 
LEADS 


SHEAFF 


Jee Glass “Lifetime” Desk 
Fountain-pen Set, $15 
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Italian Marble “ Lifetime” Desk Identify the Lifetime 
Fountain-pen Set, $35 | pen by this 


white dot 


Sheaffer’s white dots 


mean merchandise that 
makes selling easy 


When a merchant sells a really fine piece of mer- 

chandise he adds to his prestige and thereby helps 

to build his own security. And when liberal 

profit is added to the benefits of such selling, the 

value of the dealer franchise is rendered twofold 

and complete. Sheaffer's Lifetime® desk sets, with “Sere ifecme” 
the white-dotted Radite pens, are not only beau- rer 
tiful, they are also beautiful producers of profits. 
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Liberal Sheaffer discounts to dealers 


SHEAFFER'S 


PENS: PENCILS: SKRI 
W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S. A. 


New York . Chicago . San Francisco 
W. A. Sheaffer Pen Co. of Canada, Ltd. - Toronto, Ont.—60-62 Front St., W. 
Wellington, N. Z. - Sydney, Australia - London—199 Regent St. 
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Your STATIONER Can SUPPLY YOU With 


Ghe (ADCO 


FLEXION CHAIN POST 


CURRENT BINDERS 
The Binder of Highest Efficiency 


FOUR STYLES -THREE BINDINGS 


Made in 5 16 or 34 Inch Diameter Chain Posts 
Any Center to Center 





Uper® TUBE CARniEs - 
FROM SOO TO KOO LEAS 









TRAVELING wT TO weecr 
eeecus FLEXION POST {S ATTACHED 
oe “ —_ ———__— 


FLIDOON Cham POST TRAVELS 
"2 OUT WITH wT 





SCREW BOO TO wre IS 
ATTACHED 4 Rave iNG SUT 


aN 
"7 
weeaaT 6G 
Scat w 8c 
a avRa NG \ ON mPOST 
THE MECHANICAL CONSTRUCTION 
It should be noted that all parts of our mechanism 
are within two small steel tubes, with no parts 
whatever in th vers, and this binder holds one 
leat, a few leave r one thousand leaves with 600 
pounds pressure, the leaves are theretore held in 
pertect ahenment 


CADCO ‘A” Chain Post Operating in Both Upper 
and Lower Tubes, Capacity 1000 Leaves. Nickle Finish. 


(ADCO “Service” Chain Post Operating in Upper 


Tube Only. Capacity 500 Leaves. Nickle Finish. 


“B” Chain Post Operating in Lower Tube 
Only with Adco Swivel and Sections in Upper Tube. 
Capacity Unlimited. Nickle Finish. 


(ADCO “FLEXOSEX” Chain Post Operating in 
Lower Tube Only with Adco Swivel and Sections in 
Upper Tube. Capacity Unlimited. Material Finish. 


W.G. LLOYD COMPANY 


626 S. CLARK ST. CHICAGO, ILL. 
ACCOUNTING DEVICES COMPANY 
W. G. LLOYD COMPANY, 
Consolidated 
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A few constructive suggestions to help produce eratifying 
results are, intelligent education, improved salesmanship, good 
advertisement, exceptional store and window display, demon- 
stration, standardization, most careful buying, more efficient 
stock controi, and the elimination of “Loafing Stock.” The 
ommittee does not feel that too much time should be spent in 


this report on any one of these suggestions, however, a few 


ation of the sales person can be used to good advan- 
age Hold an educational class at least twice a year under 
the direction of a manufacturer's representative, in this way 
the clerks will receive a real technical knowledge of the manu- 
facturer’s inks and adhesives, and, having a thorough history 
' 
] 


of the merchandise t better equipped to sel 


e 
The improvement of salesmanship can never ceass We must 
have men who will indeed entertain ideas that will materially 
result in more sales Spruce them up on approach manner, 
tude, and politeness, we all can stand it Hold meeting 

e a week and discuss plans with the salespeople Show that 
you are interested in them. Create special monthly attractions 


and compensate them accordingly Make a special drive on 
dozen sales of quarts, hold a contest, the winner to receive a 


1dvertisement should be accomplished in order 


improve better business Work in stunts both in the win- 
dows and newspapers. Make an appeal to the publ Go after 
the business; do not sit and wait for it. Ink and adhesives 


sales may be increased and the results will be most gratifying 
Exceptienal store and window display are bound to increase 


the sales: give more prominent display to inks and adhesives 
Sales possipilities are often overlooked by the majority of sta- 
tioners because these items are considered staple items. These 
pr ets are hidden and sold only on request Give them 
ominent disp! n the store You never know when a sug 
res sale will result without calling them verbally to the cus- 
ther lvar your sales have special demonstrations in 
Give a valuable space keep a special trained man 
n the ot Advise your customers of the exhibit e them 
to drop in and talk on their ink and adhesive problems with an 
expert Your trade will be convinced that the 1y t the 
k place dw nat reai confidence in y t Wher 
ha pr en n tl sta nery in stry r vill 
‘ ti r 

Star re ition f inks nd adhesives will er t aid the 

stationer Concentrate many one of the well known manufa 
t s line Cart complete sto« through¢ it The days of 

imprint inks and adhesives have page 





eg in the majority of stores 

7 Bithere with the idea of a 
standardization of an entire bat, Glaiming.that certain items in 
me manufacturer's lines @ere,absolutely trnd t}) a certain ex- 
nt however by selection of the best-dijnes in the beginning 
this can easily be evyercome. T% the steafioner does a thorough 
of standardization he will in the Téng -run profit more than 
dealer who carries a little of everything, nothing of any- 

“FT 


some dealers will 


Improvement of buying must certainly be referred t: Quick 
turnover and steady profit will in the Tong.run help stationers 


win out Perpetua . 


ventory of inks and adhesives will keep 





the buyer in close contact with the rapidity or slowness of any 
part ilar item AV l over buying and on the other hand buy 
enough Remember your cold weather and allow for freezing 
Cut down on delivery charges by purchasing in large enough 
quantities Assort your order with the different sizes Study 
the way each number sells and buy accordingly 
Last but not least, your committee feels that ‘‘Loafing Stock” 
s} 1 be given ser s thought by the stationers. Mr. Owner 
thousands of dollars are tied up in unsalable inks and adhe- 
sives Get new labels from the manufacturer: he will co-oper- 
ite with you Eliminate dead and slow numbers Replace them 
vith more active members sweeten that stock We firmly 
believe that in the course of a year’s time, with eterna! vigil- 
ance along these suggestions your stock will be in more salable 
condition 
Gentlemer n compiling our report we have tried to stress 
t} ways and means of improving methods of selling inks and 
idhesives Let us determine t concentrate n these sugges- 
s s tha “ may accomplish Better Merchandising 
Methods 
WILLIS L. BROWNVILLE (Ward's), Boston, chairman: A. J 
NORDSTROM (Farnham Printing & Stationery Co.), Minne 
polis, Minn J. J. FLOTTE, JR. (Perry & Buckley Co.) 
New Orleans, La 
me _ 
DEALERS’ COMMITTEE ON LEATHER GOODS AND 
NOVELTIES 
Many of the leas set forth here will probably be of little or 
nterest to the stationer with a well organized partment 
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FOR NOTARIES, COMMISSIONERS 


LIGHT, HANDY, MAKES A CLEAN CUT IMPRESSION~Selis E: 


OTHER “M&W” PRODUCTS 


i 


Self-inking Cooke - Numbering 
Rubber Stamps Rotary Dater WAX SEALS Machines 


be 


RUBBER STAMPS METAL CHECKS BADGES LEVER SEALS STEEL STAMPS 








CATALOGUE 1928S IS NOW READY FOR DISTRIBUTION 


EYER 


24tco30 SO. JEFFERSON ST. 
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4 Uhl Steel 
o “Postur-Chair”’ 
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Five O'clock 
and going strong 


How many stenographers are still 
going strong at five o’clock—after 
sitting in an uncomfortable chair 
all the day? Not many. 


The Uhl ‘“‘Postur-Chair,”’ however, 
eliminates that premature fatigue 
because it eliminates the cause of it. 


Early fatigue in many instances 
is caused by incorrect seating. The 
Uhl Chair provides correct seating 
by giving the proper support to the 
back and by using a special seat. 


Firms, both large and small, have 
found these chairs, a distinct ad- 
vantage. More and better work 
is done and the cost is soon turned 
to profit. 


Mr. Dealer, are you handling Uhl 
Steel Office Equipment? If not, 
better write us today for our 
attractive dealer's proposition. 


OOOOoOOoOOO 


Toledo Metal Furniture Co. © 


1394 Hastings Street 
TOLEDO, OHIO 





O00 
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of leatherware and novelties. It is therefore with the hope of 
rendering some helpful suggestions to the stationers who are 
not satistied with the results they are obtaining from this class 
of merchandise that this report is presented. 

First of all the important idea is that leather goods and 
novelties are lines which can profitably be sold every day in the 
year. The average stationer looks upon this kind of merchan- 
dise as something to be bought late in the fall, sold during the 
holiday season, then the carry over to be hidden away in some 
dark corner of shelving or an out of the way show case and 
forgotten until next fall. 

Small wonder that he is only “lukewarm” to the possibilities 
of selling leatherware and novelties. Nine out of ten of these 
“average stationers’’ have never tried to sell or feature these 
goods except at holiday time. There is a substantial day in and 
day out business to be done, but these goods must be attrac- 
tively displayed in prominent locations of the store and in dis- 
play windows. 

Displays should, as far as possible, show use, for example, 
coin cases open with coins in sight, key cases with keys at- 
tached, billfolds with imitation currency, letter cases with let- 
ters, writing cases fitted with stationery and fountain pens, 
toilet cases open to show conveniences for the traveler, collar 
and handkerchief cases with linen in them, cigarette, cigar 
cases, and tobacco pouches with the “weed” in view, and so 
on indefinitely. The average person is attracted to these 
articles by being able to see at a glance, without study, how 
they are used and the desire to possess them for themselves, 
or as a gift crystallizes instantly. 

When these goods are all out of sight, it is only the very 
occasional customer who asks for a particular article that is 
induced to buy. Then if the item has to be hunted for, and 
only a very limited selection is offered, with apologies by the 
sales person, the result is often that the customer will look up 
a specialty leather store, or department or drug store for his 
or her needs 

It is recommended that one or more show cases, lighted if at 
all possible, be devoted to this display of such leatherware as 
is stocked at holiday time. The location should be near the 
fountain pen case and fine stationery section preferably. The 
variety and quantity, of course, should be carefully determined. 
School one or two salespeople to specialize on this stock, know- 
ing everything that is carried and as much about the varied 
uses of each article, how it is made, qualities, styles, etc., as 
possible In other words, equipping them to sell just as 


would commercial office appliances or 


thoroughly as you 
supplies 

There are so many articles of everyday use of leather for 
both men and women, to say nothing of the almost endless 
variety of gift items and prizes for bridge. Leather bound 
books for addresses, “Trip Abroad,’’ perpetual and five year 
diaries, engagements, appointments, and many others. Couple 
with these card cases, billfolds, coin purses, bridge sets and 
travelers’ conveniences and many others too numerous to list 
here, and there is an array of appealing interest to both sexes, 
regardless of age 

The greeting card manufacturers are 
toward making every mother’s son (and daughter) of us, more 
thoughtful about remembering birthdays, anniversaries, and 
special days, and we should all join hands with them in sup- 
“sunshine” to “scatter’’ but also the useful 
So much for the 


doing a great work 


plying not only the 
and attractive gifts to accompany the cards. 
gift idea 

Many of you who have had the patience to bear with us thus 
far will be wondering what this means to you as a commercial 
stationer. Ask yourself these questions: “‘What percentage of 
our customers is men and what percentage is women “Are 
the women buying for their own use or for their employers?” 
In other words, are the majority of your women customers 
housewives or office women? This naturally varies according 
to store location, but this point has a most important bearing 
on how far one should go with leatherware for women and still 
receive a satisfactory turnover. 

Another point to think about is the increasing quantity of 
men who like to choose their own personal leatherware. Then 
there is the younger generation who are quick to accept what 
is considered “smart” in style or material. There is a definite 
trend among men in all walks of life to devote more attention 
to style in apparel and in accessories and little things of every- 
day use This is very noticeable in the sale of fountain pens, 
automatic pencils, cigarette lighters, wrist watches, knickers, 
cigarettes and many other equally unrelated articles Mention 
is made of these things only to start you to thinking how 
quickly even the so-called staid and tired business man is swept 
ilong with the changing ideas of today. The hatter says ‘‘Look 
at your hat—everyone else does,"" and gradually we become 


“hat conscious” and decide we had better invest in a new hat. 
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cA Forerunner « « 
The Diebold Commercial Filing Safe 


The Diebold Commercial Filing Safe shown at the New 
York Business Show is a forerunner of a complete line 
of fireproof safes built with Diebold integrity and em- 
bodying the ideals of Diebold bank-type protection. 


The complete line will be supported by an adequate 
advertising appropriation, educational in character. Dis- 
tribution will be through leading dealers and branches. 





THE DIEBOLD SAFE & LOCK COMPANY, CANTON, OHIO 
New York, Omaha, Boston Cleveland, Detroit, 
New Orleans, Chicago, Pittsburgh, St. Paul. 
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Why it Pays You to Sell Only 
The Finest Pencil Sharpeners 
From the Largest Manufacturer 









Our fast-selling, popular-priced ‘‘Chicago”’ 
Model has done more than any other one 
thing to show the public the advantages of 
an Automatic Pencil Sharpener. It has not 
only created good-will for our entire line, but 
has also inspired a rapidly growing demand 
for all models. Another profitable oppor- 
tunity is presented by the increasing use of 


APSCO 
Automatic Pencil Sharpeners 
















The **‘ JUNIOR” Model 


A great favorite because it offers 
a quality pencil sharpener at a 


ee in the home. Thus you find sales easier, 
quicker and more profitable when you con- 
centrate on Automatic Pencil Sharpeners, 
and offer an assortment of all models, which 
meet a wide variety of requirements. These 
models include the ‘““CHICAGO,” ‘‘GIANT,” 
“JUNIOR,” “WIZARD,” “DEXTER,” 
“DANDY,” “IDEAL,” and the “CLIMAX.” 
There are 


Models for Every Need 























The “DEXTER” Model AUTOMATIC PENCIL SHARPENER CO. 
Often called ‘The Aristocrat of 58 East Washington St., Chicago, Illinois 
Pencil Sharpeners.’ The finest 

pencils and crayers of” various Catalog upon request. 





sizes—adjustable for fine, medium 
or blunt point. 








The “DANDY” Model 






Incomparable as an all-round, heavy ae > Mod 
duty pencil sharpener Automatic The “CHICAGO el 
Feed, sharpens various sizes of pencils \ one-dollar sharpener that affords 
and crayons, adjusts for fine, medium real value. A popular leader that 






or blunt point creates business for larger models 
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appeal to vanity that sells high priced motor cars, 
modern heating and refrigerating devices, more 
your family, and many other things 


It is the 
better homes, 
and better apparel for 


As stationers, we are modernizing business methods, usually 
for the “other fellow.” In the campaign are we not overlooke- 
ing the possibility of developing some of our so-called side 
lines? With a little more thought and effort in handling and 


and kindred novelties, many extra sales 


to regular patrons who have been buying 


displaying leatherware 


per day can be made 


only stationery requirements 
Those who have leather goods and novelties should round 
them up, clean them up, and dress up a show case or two, 


a window, not a 
thought has been 
“spotlight” 


display on an aisle table, put in 
window, but one to which some 
articles together so as to 
potential customer glancing in 
do not expect a muracie 
window every 
week, and 


make a 
“stocky” 
arranging related 
attention of the 


given, 
or focus the 
Now after you have 
or a riot but 
second or third 
the table display days Have your sales- 
people keep a simple tally leather 
weekly and after five or six months you will not 
advise you whether in your store, it is possible to make 
considered strictly holiday 


things, 
and novelty 
trim every 


these 
leather 
change the 
three or four 
sheet of the 


done 
repeat the 
week, 


every 


case 


require any 


one to 


a staple out of what used to be 


goods 

In closing, bear in mind one more point—your regular office 
who know pretty 
usually 


supply business comes from a class of people 
they before entering the 
need."’ The sale of fine 
usually made 


store, 
or fancy 
through 


vy what want 
they they 
eatherware, and novelties is 


accurate 
something “know 
stationery, | 
hence the 
these 


stores and 


importance 
Have you ever 


seeing the articl 


up the turnover on lines noticed how 
chain drug stores feature 


modern 


universally department 


lines? They should be Stationery 


featured in 


these 
stores 
OWEN G. BAYLESS (Lowman & Hanford Co.), Seattle, Wash 
chairman ROLAND A. WALTZ (John W. Graham & Co.) 
Spokane, Wash FRED B. ASHWORTH (Standard Printing 
Huntington, W. Va 
ss 
DEALERS’ COMMITTEE ON MISCELLANEOUS ITEMS 
troubles with our merchandising of mis- 
regard them 
Methods” 


must 


& Publishing Co.) 


Perhaps one of the 
general disposition to 
“Better 
“little things,"" we 


items is the 


cellaneous 


merely as ‘necessary evils.”’ If Business 


ire to prevail in the 
change our point of view toward them 


selling of these 


There is no disputing the fact that the greatest single agency 
in promoting the sale of miscellaneous items is display More 
“incidentally’’ by folks who 


It seems 


often than not they are bought 


visited the something else 


expressly for 


have stationer'’s to | 
hardly worth while to go to the store 


it is usually not difficult to make shift without them 


them, and 
When 

however, they are intriguing and appealing 

It is a slogan of mail order “make it easy’ for 

to buy Folks who never would take the trouble to writ« 


well displayed, 
advertisers to 


people 1 
1 letter, or even a post card, do not hesitate to “return the 
accompanying post card,"’ when all they have to do is mark an 
X give name and address, and affix a stamp. Houses issuing 
catalogues leave prospective customers little to do besides giv- 
ing name and address and a catalogue name or number 


stores make it easy for people to buy by 


Five and ten cent 


world of articles with prices plainly marked One 


displaying a 
much as one eats a 





buys at a “‘five and ten” nowadays pretty 
a cafeteria It is largely a matter of self-service, with a pert 
miss on hand simply to act as receiver of cash and wrapping 
machine The innumerable odds and ends of merchandise prac- 
tically sell themseives 

Probably tl best display of miscellaneous items can be 

ide by boxine counter off into partitions If space is not 
ivailable for such a « nter, a ibinet can be used, with draw- 
ers neatly labeled In window displays space can often be 
found for a showing of misce neous items A stationer in 
New y k marked cff a wheel at the center of his window 
adivid t int compartments with “spokes,” filled the com- 
partments with miscellaneous items, and used a sign worded: 
The Little Time nd Trouble Savers with the Big Worth.” 

Ur tedl I Sa of n ellane items could be in- 
sed by mor attractive packing fighty-five per cent of 
human impressions are taken throug! eye, and packages 
marked by exceptional neatness r smartness have promoted 


the sale of millions of dollars worth of ordinary merchandise 


Smart packages show up better both on shelves and in windows 

In connection with miscellaneous items, turnover becomes a 
matter of the highest importance Any stock that turns over 
frequently at a profit is a good stock to carry, and miscellane- 


They should be bought 


ous items can be placed in this class 
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Here’s a brand new, golden profit opportunity for you 


Here’s just the proposition you've 
The new Rotospeed Agency Plan 
We offer 


and we say grab 

been looking for. 
is the greatest ever presented to dealers. 
We grant you protected 


vou a long term franchise. 
territory and protect you from cut-throat competi- 
tion. We allow generous discounts, and, best of all, 


we give you the fullest merchandising cooperation. 


Profits Start at Once 


an immediately work up a fine business with our brand new 

ne of duplicating supplies—inks, stencils, paper, et« Rotospeed 

has been advertized for years Everyone knows about it. Thou- 

sands are in use today. Hundreds right around your locality Our 

r << \ supplies are so efficient—so satisfactory—that 

"’ customers will order and re-order, time after 

time, and that’s why you'll find it easy to build 

up a big list of customers who will repeat often 
and bring you big, steady profits 








Amazing New Plan 


Rotospeed is a stencil duplicating machine that 
reproduces anything that can be handwritten, 
typewritten, drawn or ruled—without type or 
cuts Prints thousands of copies from a single 
stencil Saves time, work, money and worry. 
Rotospeed NO-WAX So simple anyone can operate—a turn of the 
Stencil ends all dupli- crank prints a complete copy and stacks it 
cating trouble. Practi- neatly Nothing to get out of order or require 
cally indistructible, ‘service Despite its many advantages, the 
Can be folded and Rotospeed is priced low for quick sale 


ssemeled withent This is YOUR chance 


injury and may be filed 
away Jor julure use, 
over and over agatn. 
This is your opportunity to install a 
duplicating department in your store 
on a profit-making basis. Here's your 
chance to represent a well- 
known advertised Dupli- 
cating Machine and a line 
of unsurpassed supplies 
This is your opportunity to 
join up with a reliable es- 
tablished manufacturer who 
will guard your interest 
as zealously as his own. 


ACT QUICK! 


If large profits and a minimum of serv. 
icing appeal to you-—-if you want to 
build up a profitable new department in 
your store—if you would be interested 
in the money-making possibilities of 
our amazing new Agency Plan, send us 
the above coupon Full details will be 
mailed you without cost or obligation 
Mail the coupon today? 


The Rotospeed Co., Dept. 607, Dayton, Ohio 


ROIOSEAER 


perfect copie 
of anything that can be hand- 


Rotospeed print 


written, typewritien, drawn or 
ruled wethoul type or cuits 
Handles sizes from 3" x5"to 8216" 
—Simply and easily operated 
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Gold Standard 


REMANUFACTURED 


UNDERWOOD 
TYPEWRITERS 


Our Exclusive Product ) 







NEVER HAD 
A 
COMPETITOR 
IN VALUE 














WE SELL ALL MAKES OF TYPEWRITERS 
in competition with others—and of superior 
values and with positive reliability in dealings 
—backed by the ripest experience 







AT LOWEST PRICES 










AND WE SHOULD LIKE TO SERVE YOU 
and assist you to safe dealings and the winning 
of the fullest confidence of retail buyers in 
your field by assisting you to 







SELL ONLY THE BEST 









YOU KNOW WHO PRODUCES 


tre Pold Standard 


GENERAL TYPEWRITER EXCHANGE, Inc. 


462-4 BROADWAY NEW YORK CITY, N. Y. 
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by the stationer with caution and in relatively small quantities, 
and so that they will move out quickly almost of 
their own Quick turnover on small quantities is far 
better than an extra discount on quantities too big. 

With 
to be studied is how 


displayed 
accord 


miscellaneous items as with everything else, the thing 
to achieve the greatest volume of sales in 
the shortest possible time and at a Modern 
merchandising is a game in which the element of luck plays but 
in inconsequential part The stationer who is keen and con- 
his study of ‘“‘Better Business Methods’’ will solve not 
items problem, but his larger problems 


reasonable profit 


Stant in 
only his miscellaneous 
as well 
CHARLES W. HONEYWELL (Deemer & W ilkes- Barre, 
Penna., chairman W. T. BRAGG (J. W. Burke Co.), Macon, 
Ga W. W. KALE (Kale-Lawing Co.), Charlotte, N. C 
aa 
DEALERS’ COMMITTEE ON NUMBERING MACHINES AND 
RUBBER STAMPS 


this 
rubber stamp department of 


Co.), 


going to take what is perhaps 


your store in 


Your 
a new 


committee 
slant at the 


year is 
submitting its report this year 
brief so as not to bore you 


the practical 


We will try to make our report 


and we can assure you that if you will carry out 


ideas we are submitting you can increase your profits in this 
department 

Our recommendations are not based on theory but on tried 
and proven practices which have helped others and follow out 


Merchandising 
loss just 


Stewart for Better 


that the average stationer is at 


the ideas ot President 
Methods We believe 


how a rubber stamp order should be taken, m order to have 
time and make the most profit 
Many stationers use up so much valuable time in taking the 


order that it is unprofitable for them to handle stamps at all 
except for the service it 

By following a definite plan it should not 
piece of 


you have no money 


gives their customers 
take any longer to 
sell a rubber stamp than it does any other merchandise 
which yields an equal profit and in which 
tied up in merchandise 

The salesman should ask 

Ist. Who is the stamp for? 

2nd. The address? 

Srd. As to delivery—is it to be 

By this time the customer has the idea of answering ques- 
tions and you are leading him along properly. 

ith. What do you want on the stamp? This should be the 
next question. The salesman writes the copy in his own handa- 
printing all proper names 
much space should this stamp take? (Get the cus- 
size he wants the stamp 


called for or delivered? 


writing, 

5th. How 
tomer to draw a rectangle about the 
when completed.) 
salesman then 
customer, writing it on the order at the same time 

ith. Get a fifty per cent from all who are not 
regular customers (In the case of one line name 
better to have the style of 
maker's catalogue instead of following No. 5.) 


to be 


6th. The figures ont the price and tells the 


deposit of 
stamps it is 
customer select a type from your 
stamp 

With the information maker can make a 
stamp which will be just You will 


have waited on him in a minimum amount of time which alone 


above your stamp 


what your customer wants 


vill make the sale more profitable 

You will have called for at the of the 
eer if you get deposits from the retail customers at the time 
the order is placed 

if you are not selling stamps get a connection with your locab 
stamp maker, you will find he is willing to co-operate with you 


less stamps not end 


in every way 
Most stamp makers have a minimum price of fifty cents 
now, so even orders for single stamps can be handled profit- 


ably 


tt is much better for you to tie up with a local stamp maker 


as it saves you postage and time which in turn means profit 
and service Also, when something out of the ordinary comes 
up you can step to the "phone, get information and close the 


sale immediately 


(nly under extreme conditions allow a customer to see the 
type styles as he immediately becomes confused and wants to 
know what size type each line will be, etc., which not only takes 
a lot of your time and profit but nine times out of ten when the 


stamp is completed it is unsatisfactory Your customer should 


be made to realize that the type setter is trained to select 
stvles which will look well together and fit the space the cus- 
tomer wants to fill Assure him that if he leaves that part 
of it to the typesetter he will be satisfied 


Your committee recommends that you have your stamps made 
stamp manufacturer rather than attempt to manufacture 


work 


by a 


them vourseif by putting in a plant to do this unless your 
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Every Drawer Has a Rod 


The Berloy Series 5 Drawer 
Verticles will ae. any standard 
Guide Card They are made 


FICE 



















Chicago Rochester 
New York Des Moines 
Albany Philadeiphia 


APPLIANCES 


popularity of the five 
it imperative to select a 
file with the greatest sales appeal. 

Your customers will want to use their 
standard guide cards in this effective space 
saver. They will not be satisfied with an 
old-fashioned suspension when they have 
tried the Berloy Ball Bearing suspension. 
These two essentials at the Berloy price 
will outsell any five drawer competition in 
your territory. Drop a line to your nearest 
Berloy Branch today for further informa- 
tion and prices. 

THE BERGER MFG. CO., CANTON, OHIO 
BRANCHES 


Minneapolis Detroit 
San Francisco Dallas St. Louis 


Boston Kansas City Cincinnati Houston Newark, N 
Columbus Long Island City Jacksonville Milwaukee Roanoke 
Montreal Seattle Toronto 


Export Dept., 514 W. 25th 8t.. New York City 








Los Angeles Atlanta Pittsburgh 








San Antonio 


J 





THE BERGER MANUFACTURING CO. 
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THE SEATS OF THE MIGHTY ARE MILWAUKEE CHAIRS 





: 


Here’s a BIG Wide-Open FIELD 


In which to sell MILWAUKEE CHAIRS 


Business men in general are demanding office 
chairs of greater comfort and artistic merit. 
It’s in keeping with the times. And the Mil- 
waukee Chair Company has been supplying 
American business leaders with chairs for 
years. It’s a big field. 


Now here is another field equally as great, 
just as lucrative, and even more open. 


Lawyers, doctors, dentists and professional 
men everywhere have special need for chairs 
of character, dignity and class. Comfort and 
outward good taste in the office and waiting 
room reflect progressiveness, ability, success. 


THE MILWAUKEE 


Executive Offices: 624 So. Michigan Ave., Chicago, III. 


If you are not already catering to this high- 
class trade it will pay you to follow it closely. 
Have a few Milwaukee Chairs in the newest 
models on your floor. Draw the attention of 
the professional men in your neighborhood 
to their distinctive qualities — style, design, 
comfort and enduring strength. Famous Mil- 
waukee Chairs sell easily when their ultrafine 
features are known. 


Many important towns are still open for ex- 
clusive representation—possibly yours. Write 
today for our proposition and ask for our cata- 
log showing 180 models. 


COMPANY 


Factory: Milwaukee, Wis. 


CHAIR 


MILWAUKEE OFFICE CHAIRS 
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business amounts to many hundreds of dollars per month, as it 
would be more profitable to you to let the stamp manufacturer 
make them 

Every stationer should handle numbering machines as they 
are profitable if handled right. 

This committee recommends that you stock two makes only, 
one high grade make which retails around $15.00 and one low 
priced make to retail around $7.50, and concentrate your sales 
efforts on these only 

By limiting yourself to two makes you concentrate your pur- 
chases, whereby it is possible to increase your discount and you 
ean also increase your turnover by being better able to watch 
your stock, which means a complete stock with a minimum 
investment 

A new item in the industry which finds quick favor with the 
consumer is “‘Ready Inked’’ Numbering Machine Pads. These 
are put up in a capsule and retail for thirty-five cents each, 
60 cents for a capsule of three 

The feature which appeals to the consumer is that the messy 
job of inking a new pad to a point where it will give satisfac- 
tion is done away with and satisfaction is achieved at once by 
these new pads 
RAY FROST (Frost Office Appliance Co.), Worcester, Mass., 

chairman; E. N. C. BECKFORD (S. D. Childs & Co.), Chi- 

cago; F. H. BONNER (Irwin-Hodson Co.), Portland, Ore 
2 

DEALERS’ COMMITTEE ON PAPER AND ENVELOPES 

Your Dealers’ Committee on Paper and Envelopes, in line 
with this convention's slogan, ‘“‘Better Merchandising Methods,” 
begs to submit the following report 

1. A careful survey of this phase of our business discloses 
the fact that on the whole the dealer is enjoying the full co- 
operation of the manufacturer and that competition is such as 
to assure continued improvement 
2. The dealer co-operaion is not equal to that of the manu- 
facturer and on the whole he does not avail himself of this 
manufacturer operation 

The manufacturer has always expressed a desire to better 
erchandising methods and as a consequence we recommend 


that the manufacturer devise a code of numbering for boxed 
typewriter paper that will indicate the size and weight as well 
as quality that sizes be standardized (example that either 
Sx!l0% or S%:x1ll be adopted as standard); that sizes of en- 


velopes be better standardized and all odd sizes considered as 
specials 

t. To the dealer we recommend that he distinguish between 
sulphite and rag bonds and temporary and permanent papers 
(as example we find many instances of wills being written on 
a cheap sulphite bond as permanent); that he carefully survey 
his sales and carry a minimum of qualities and grades 

To better improve the appearance of the stationer’s stock, 

your committee recommends that his retail stock be kept in 
heavy black cloth covered shelf boxes These boxes are of 
the drawer type with brass pull and label holder and can be 
had for all sizes of envelopes 

6. The same recommendation applies to broken boxes of 
typewriter paper, however, sales of less than box lots can be 
increased through the sale of twenty-five cent, fifty cent, and 
$1.00 tablets of various qualities Many a ten cent sale can be 
increased to fifty cents or $1.00 through the sale of these tablets 

Further than this individual problems must be worked out as 
such 
G. P. CAMPBELL (T. H. Payne Co.), Chattanooga, Tenn., 

chairman F. H. LOUNSBERRY (F. H. Lounsberry & Co.), 

Dulutl Minn JOHN J. McDONALD (Plimpton's), Hart- 

ord, Conn 


> 
DEALERS’ COMMITTEE ON PENS AND PENCILS 


This committee received valuable assistance from the Ester- 
rook Steel Pen Manufacturing Co and Joseph Dixon 


Mr. John Leckie, of the Joseph Dixon Crucible Co., has 
ffered a suggestion that gives the dealer a chance to increase 
his business and forget the orders lost through unfair com- 
petition 
We have been in communication with Mr. Gibbs on the sub- 

of the actual dates which will be set aside for the display 
school supplies We believe that this period should run from 
the week before until the week after Labor Day In other 
words, from Monday, August 29, until Saturday, September 10. 


‘ 
o 


We have studied this thing from results as observed in various 
parts of the country and we think that if this period is started 
eftore the time mentioned it will be too early 
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aterfalls or 
eservoirs? 


HAT a difference! The one—leaps 

and bounds and rolls—always mov- 
ing .... The other—calm, still, placid— 
in fact, a watery store house! 

Any dealer will confess that he has 
some “reservoir stock” in his mimeograph 
papers. 

Kamargo dealers have found that the 
(K) Watermarked paper, for reproduc- 
ing work, is like the waterfall—continu- 
ously moving. 

In proof, thousands of dealers who 
have made the Sell-It-To-Their-Best- 
Customers-Test know of this difference— 
to their profit. When they are asked for 
mimeograph paper, they gladly recom- 
mend Kamargo (K), the Watermarked 
brand. 

We, its makers, are specialists—an old 
company in the making of paper. As 
such, it is our business to make the sort 
of paper which will protect and enhance 
the reputation we have long held. 

In offering Kamargo to the trade, we 
feel safe, sure and proud of the quality of 
the paper. Our dealers have that same 
confidence in the paper when they, i: 
turn, sell to their customers. 





Display Kamargo. It is 
nationally advertised, gen- 
erally accepted. It means 
a nice profit for you and 
always satisfied customers. 


KAMARGO MILLS 


Knowlton Brothers F onmged Watertown, N. Y. 


KAMARGO 


WATERMARKED 


® 


2 a 
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ealers: 


Complete your line of files 
by selling the 


TEEL BOUND 


Storage Filing 


BOX 


Your commission as a dealer 
in STEEL BOUND boxes is 
as high or higher than on 
most other competing lines. 


No. 8 for Checks and Drafts 
and No. 13 for Letters are 
two very popular sizes. 






CLOSED 





OPEN 


These are the ten sizes we carry 

in stock, and we make special 

sizes in lots of 100 or more. 
STOCK SIZES 


No. 6—24”" long 6” wide and 4” deep 





Ne. 7—24" long 8&8” wide and 4” deep 
Neo. 8&—24”" long 9” wide and 4” deep 
Ne. 9-24" long 10%” wide and ”" deep 
No. 10—24”" long 7” wide and " deep 
No. 11—24”" long 8%” wide and " deep 


Ne. 12—24”" long 10° wide and 8” deep 
No. 13—24” long 12” wide and 10%” deep 
No, 14—24” long 15” wide and 10%" deep 
No. 15—18” long 12” wide and 12” deep 


Steel Bound Box Co. 


5039 Cottage Grove Ave. Chicago, IIl. 
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Many stationers, of course, are not very much interested in 
this matter, because they are located in the business sections 
of large cities and have little school business 

The large majority of stationers, on the other hand, are in- 
terested and a united effort during the time indicated will have 
a great tendency to focus the attention of parents and teachers, 
as well as pupils, on school supplies. The more they think 
about the matter, the easier it will be to convince them of the 
wisdom of buying promptly and in good quantities, and of the 
rigint quality 

It is our opinion, then, that the association, by selecting the 
right weeks, will raise the school supply business to a higher 
level of service and profit 

Would it not be a good move to have someone prepare articles 
for the trade papers and for the “Association News” in which 
practical suggestions are made on window dressing and store 
display of supplies? Possibly the Dennison Mfg. Co., for ex- 
ample, would be willing to have its experts work on this prob- 
ler and produce the sort of displays that will bring increased 
patronage to every store that gets into this movement with 
vigor and vim 

It is a matter of frequent reference in stationery conventions 
that much business is flowing away from stationers to other 
classes of business. Here is a time and an opportunity for the 
stationer to assert his right to control much of this business 
Without doubt more fathers and mothers and more teachers 
and pupils would buy in strictly stationery stores if they felt 
that in those stores they would be welcomed and would receive 
careful and acequate attention 

Manufacturers invest heavily in advertising material for use 
at this time of the year and much of it is not put into use when 
received, or used at the time specified. This is a mistake, even 
if the material is used later, when later is not the opportune 
time 

All of the foregoing calls for organization; the minds of the 
stationers must be organized to respond to the suggestions of 
your committee, in a whole-hearted way Only then will they 
co-operate with zest in this plan of making a really big and 
important thing of the opening of schools, not only for immedi- 
ate sales, but for business building, and for profit making, and 
for service giving 

If the Pen and Pencil Committee can go a long way this year 
toward realizing such a state of affairs, that achievement alone 
in the opinion of the writer, would be a great feather in the 
cap of all concerned 

Your committee believes, based on our experience this year, 
that the dealers’ committee on Pens and Pencils should take 
the initiative in promoting sales publicity throughout the year 
We believe that the succeeding committee should organize im- 
mediately following appointment and seek to inaugurate a 
series of articles to appear in trade papers throughout the year 
covering all phases of pencil and pen distribution 

We are confident that it would receive the full co-operation 
of the manufacturers and would be rendering a distinct service 
to the retailer in supplying real, constructive merchandising 
ideas 

Your committee believes that the fountain pen desk sets are 
hurting the sale of steel pens, but the dealer who ties up with 
t! manufacturers’ advertising on this line can get a good 
volume that will offset the loss of the steel pen business 

The new steel pen display case which some of the manufac 
turers are furnishing that shows a dozen of the best sellers 
displayed loose on top of case and the pens displayed under 
neath in dozen packages is a help for more and quicker sales 

The manufacturers of pens and pencils are doing more to 
stimulate business for the dealer now than ever before and if 
the dealer will take advantage of these helps the business on 
these two items can be made to show a nice increase Several 
of the pen manufacturers are supplying envelopes containing 
samples of several numbers of their most popular numbers 
these when enclosed in statements, etc. (can be mailed when 
notation is made, “Do Not Machine Cancel’), will increase the 
sale of not only these numbers, but other items in the line 


Several ot the pencil manufacturers are sending men into the 
dealers’ territory leaving samples and making suggestions to 
large buyers as to what pencil is most satisfactory for certain 
work and asking that they buy their supply from their loca 
stationer and when this service is followed up, the dealers 
salesman cannot help but make sales; then some of the manu 
facturers will supply in reasonable quantities pencil samples 
that when left with prospects will help to increase the pencil 
business 


This committee has found that there is no complaint of 


trouble between the manufacturers of pens and pencils and the 
dealers and believes that the manufacturers are doing all they 
can to help the dealer to increase sales, there are conditions 
in some localities where the dealer has unfair competition on 

















A Dealer in Louisville 


Sells 103 Parker Pens 
in 1 day with this plan 






















Write for this beautiful 
Christmas Display 
printed in full colors 


Xmas Circulars 
that bring in 
sales. Imprinted 
with your name 
Free 


Newspaper electros ns 
sent tree 


ew A + ORINTED (8 6.6.4. 


Vigorous selling methods told here 
are increasing Pen Department Sales 
2 to 10 times over. 

A special plan for selling Parker 
Pens and Desk Sets on partial pay- 
ments is making these astounding 
records. And our plan enables you to 
get your money in before you are due 
to pay Parker. No financing charges 
to pay to financing companies or any- 
one else. 

One dealer writes“ We sold as many 
as 103 Parker Pens in one day by run- 
ning small newspaper ads headed ‘Pay 
a Quarter and Take a Parker Duofold 
Home.’ Doing a big business on 25¢ 
a week payments.” 


To duplicate this success four things 
must be done! 
First—Send forourcompletely worked 
out plan of partial payment selling 


Second— Use small ads in local news 
papers. Electros furnished FREE 


Third — Use Parker’s window and 


counter displays 


Fourth—Use over the counter sales 
manship on Parker's offer to stand 
responsible for perfect service with- 
out charge, talk Parker Duofold's 
Pressureless Touch and Non-Break- 
able Barrel. 


On this plan you can check dollars 
and cents results in 10 days’ time. We 
furnish displays, electros, circulars, and 
Plan free. Test it in your own store. 
Send coupon for the Plan today. 


THE PARKER PEN COMPANY 


JANESVILLE, WISCONSIN 


THE PARKER PEN COMPANY, 


Janesville, Wisconsin 
Send me the partial payment selling plan 


Name 


SeSseeeeeeeeeeaneacae 
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Duofold Set 


g75 


Includes Oval Porcelain 
Base, with Parker Duo 
fold Jr. or Lady Duofold 


r p 
Desk Fountain I 





Gift Box. Same with 
‘arker Black Pen with 


colored taper, $6.50 


This at 


$675 


Includes Round Base in 
Antique Bronze or Oxy 
lired Copper, Parke 
Desk Fountain Pen of 
Perma- 


N ’ Bre 1% thle 
ite in Black with attrac 
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The Two Best Desk Set Values 


for Christmas 


Each With the Famous Parker Fountain Pen 


-s=« ‘Duofold Desk Sets 








Yes, it safact—acomplete DeskSet 
including Parker Duoloid]r or Lady 
Duofold—all for only $8.75 retail! 

This is a large-volume item—sold 
in dozen lots or over you ll be 
sorry if you don't order at once and 
have them in stock by the ume our 
advertising appears in the maga 
zines and newspapers. We predict 
this will be the biggest selling Desk 
Set the world has ever seen 

These new Porcelain Bases come 
in § popular colors—— Light Green 
Dark Blue, Mandarin Yellow, Black 
and Rose Coral. All have Parker's 
New Gold Ball and Socket 

You can also sell these $3.75 
Bases with the Parker Lucky Curve 
Pen that sells at $2.75 complete 
set only $6.50, including colored 
taper in moire finish. 

Inter hangeable parts give you 
endless color combinations to sell 


THE PARKER PEN COMPANY 


and 


The New Metal Art Base fin 
ished in Copper or Antique Bronze 
James Cady Ewell, noted sculptor, 
lesigned this base. Looks to be 
worth twice the price—and sells 
for only $6.75 complete with Par- 
ker’s $2.75 Black Pen with plain 
Or $9.00 

or Lady 


or colored moire taper. 
with Parker Duofold J: 
Duofo!d 

Just suits the needs of offices 
banks and manufacturers who 
want to equip their clerks with a 
substantial Set at a moderate price 

Interchangeable parts enable you 
to equip any Parker Base with any 
Parker Pen in your stock. Or sell 
the base and taper only to owners 
f Parker Pocket Pens 

All live numbers give you more 
proht with no extra investment in 
Desk Pens. Order now for Christ 


mas season delivery 


JANESVILLE, WISCONSIN 








$100 


Duofold DeLuxe 
Desk Set 


“) 
a . \ : 
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standard brands, but do not believe the manufacturer can cor- 
rect this, believe it is up to the dealers to organize local asso- 
ciations working as a unit of the national association to combat 
this kind of competition 

Ww. C. NORTHERN (Stafford-London Co.), Fort Worth, Texas, 
FEELEY (Springfield Office Supply Co.), 
ALVIN B. ROBERSON (Butler's, Inc.), 


chairman; JAS. E 
Springfield, Mass.; 
Wilmington, Del. 

- a 


DEALERS’ COMMITTEE ON FOUNTAIN PENS AND 
MECHANICAL PENCILS 


Your committee on fountain pens and mechanical pencils has 
been in correspondence with some of the dealers and manufac- 
turers and asked them for a memorandum of any suggestion 
which they would care to put before this meeting through this 
report Unfortunately we did not receive replies from very 
many, but those that did make a reply have given some sug- 
gestions which we are glad to include in this report 

We have also borne in mind the slogan of this convention 
“Better Merchandising Methods.’ 

Inasmuch as fountain pens, desk sets, and mechanical pen- 
“Personal Want Items" and many are bought on the 
believe that the dealer should ex- 


cils are 
“spur of the moment,’ we 
pose himself to this buying impulse and cash in on it 

The first link in increasing sales is to take advantage of the 
manufacturers advertising in the local newspapers by inserting 
your ad at the head or the foot of the manufacturer's ad, alsu 
running individual ads calling the readers’ attention to specially 
priced items that you have gathered for their inspection, and 
rchandise that you have in 


to the nationally advertised me 


The second link is having a permanent display space in the 
itionally advertised lines as this is the link 


created by this advertising and the sal 


show window of n 
between the desire 
This link can be 
ment clipped from the 
with your window display by either making a background or a 
Dealers should make use of all win- 
manufacturer in making their 


strengthened by using the actual advertise- 


newspaper or magazine in conjunction 


window poster of the ad 
dow material furnished by the 
When the fou 
will make the most effective 


show window displays ntain pens or pencils are 


grouped in your window they 
display 

Third link. This department should be front 

part of the store for the special benefit of those who are 

means of this national or local newspaper 

These are the from 


located in the 


brought in by the 


display people 


advertising or window 
whom you should expect to increase your sales instead of your 
regular customers 

The fountain pen show case should be well lighted and clean 
trays brushed out, pens and pencils polished and clean price 
labels on them at all times Special efforts should be made to 
keep all pens in perfect working order at all times as an imper- 
fect demonstration will more than likely cause the loss of a sale 
which otherwise would have been completed 

Trained fountain pen salespeople this department will pay 


for themselves in increased volume of sales and these sales- 


people should be confined to this department if possible Of 
course, other departments consisting of ‘“‘Personal Want Items” 
such as social stationery, leather goods, playing cards, etc., can 
be handled in conjunction with the fountain pen department 

An attractive display of fountain pen desk sets and fountain 
pen ink on top of the show cases will sell themselves 

A repair department equipped with gold points, extra sacks, 
and repair parts, with quick service on fountain pens and me- 
chanical pencils will afford the dealer an increased profit, as 
many customers would rather pay a small service charge and 
get their pen or pencil repaired immediately or in several hours 
than wait until it could be sent to the factory for repairs and 
returned, which would take approximately two weeks This 
also applies to those items which are guaranteed by the factory 
during the life of the owner 

Street men properly coached and equipped with sample rolls 
of fountain pens and pencils will increase the sales of this 
department 

Large offices, banks, premium houses, and _ subscription 
agencies can be sold both fountain pens and pencils with or 
without the customer's imprint This will offset the activities 
of advertising novelty salesmen and others now getting most 
of this business 

Leads for mechanical pencils can be sold in one, two, or five 
gross lots to those companies who are using mechanical pencils 
in their offices 

Fountain pens, mechanical pencils, and desk sets left on trial 
with vour regular customers will result in many sales. 

The large sales made on $7.00, $7.50, and $8.75 fountain pens 
have been due to the tremendous amount of national advertis- 
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‘Comfort Is Necessary 
To Good Work 


No one can do his best in an uncomfortable, 
fatigue-inducing chair. Comfort is neces- 
sary to good work, and the Esco chair cush- 
ion makes any work chair a rest chair. Esco 
is the original felt top chair cushion and you 
know it’s safe to stick to the genuine. Wear 
and tear are evenly distributed; this means 
long life and consequently economy. 


Why not sell the genuine Esco? More sat- 
isfaction in every way; price list and dis- 
counts for stationers. 


Economy 
Seat Co. 


1824 So. Albert Street 
CHICAGO, ILL. 
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WHAT DOES 
THIS MEAN 








“len 


SCIENTIFICALLY 
CORRECT CHAIRS 
IS 


SUPERIOR 


IN EVERY RESPECT 







WY, 





IT MEANS THAT THE MOST 
ACTIVE, ATTRACTIVE AND 


PROFITABLE 


CHAIR LINE ON THE 


AMERICAN MARKET 


AWAITS YOUR ATTENTION 








WRITE 


THE FRITZ-CROSS COMPANY 


MANUFACTURERS~-GUARDIAN LIFE BLDG., SAINT PAUL, MINNESOTA 


SCHUBERT OFFICE SPECIALTY CO. 
1405 So. Hill Street 
Los Angeles, California, Pacific Coast Agents 


FOR A CATALOG 
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ing which was being done by the manufacturers At the pres- 
ent time the sales are drifting back to the $2.75 and $5.00 pens 
and this is also true with fountain pen desk sets, of which the 
$10.00 and $15.00 sets were in demand in the past and now the 
$5.00 and $7.50 sets are making up the greater part of the sales 
Fountain pens and pencils of bright colors have been the lead- 
ing sellers 

The fountain pen industry, and no doubt also the mechanical 
or automatic pencil, in the minds of many of the stationers, 
has got to a point of annoyance to them, principally because of 
over-zealous salesmen or aggressive manufacturers forcing their 
lines to the extent of over-stocking many of the stationers 
Complaints of this are heard on all sides. The retail stationer 
is possibly the sufferer, although the manufacturer is also af- 
fected materially by his increased cost of doing business be- 
cause of the large advertising appropriations necessary This 
is not altogether his fault, but the driving of the publishers of 
dailies, weeklies and monthlies forcing him to carry on ex- 
travagant advertising campaigns 

Therefore a once staple and satisfactory industry is affected, 
with all concerned, a greater confusion with the retail buyer 
the overloading of the dealer, and a greatly affected earning 
power of the manufacturer, none of which makes for a health- 
ful condition for the industry 

The question of whether or not the industrial plan of selling 
fountain pens and mechanical pencils is a benefit to the sta- 
tioner is a question your committee is unable to decide and we 
leave it to the convention to discuss 
FRANCIS K. ADAMS (8S. G. Adams Stamp & Stationery Co.), 

chairman, St. Louis, Mo.; FRANK C. MILLS (Stewart Office 

Supply Co.), Dallas, Texas; H. B. SANFORD (H. & W. B 

Drew Co.), Jacksonville, Fla 


- 
DEALERS’ COMMITTEE ON METAL SAFES AND SAFE 
CABINETS 


In keeping with the slogan of the convention we, the dealers’ 
committee on metal safes and cabinets, present our report un- 
der the following heading “Better Methods in Selling Metal 
Safes and Cabinets.”’ 

The dealer, before taking on the sale of any line of safes, 
should first consider the merits of the product and know what 
amount of protection it will offer to records in case of fire. The 
dealer must know that the standard set for the manufacture of 
the product is maintained in every safe which leaves the 
factory 

Successful selling must be creative selling In order to 
create safe sales, the salesman must know his product, should 
be able to analyze the prospect's requirements and most of all 
should be capable of analyzing fire hazards. Fear of fire should 
be instilled in the prospect's mind We cannot stress this point 
too strongly when you consider that 66%, percent of the entire 


records of this country are not protected from fire 


4 salesman with the above qualifications can enter the aver- 
ige American business office as a specialist in record protection 
By proper approach he is given permission to survey the office 
for the purpose of submitting a report to the prospect on the 
fire hazards, the records that are subject to this hazard, and 
finally his recommendations for the proper housing of these 
records so that in case of fire they may be protectea After 
the salesman has made his survey he, of course, should care- 
fully study his findings and be prepared to properly submit a 


typewritten report on the subject 


Safe selling is too highly specialized a selling to expect to be 
successful under any other procedure You cannot sell safes 
by 1 displays ind price orf course there are exceptions 


} 


Seventy-five per cent of all safe sales, we believe are made 
n the customer's office If this is true, you can readily see the 
important part that a salesman performs in the selling of 

We recommend proper display of safes in show rooms. Very 
often the prospect asks to see the product he is to buy Proper 
window display helps to broadcast the message that the sales- 
man is bringing to the prospect 

Dealers should allot a generous portion of their newspaper 
ads to safes, because safes, when properly sold, create friends 
inspire confidence, and bring other business to the dealer which 
otherwise would have gone to a competitor. Safes also show 

good margin of profit when properly sold Imprinted circu- 
lars should be mailed often with invoices or statements 


The manufacturer should also use judgment by selecting the 


best dealer to represent his line When the selection is made, 
he should co-operate with the dealer to his best ability The 
manufacturer should feel the responsibility of properly training 
the dealer organization in the selling of safes Along this line 


we recommend educational schools to be held by the manufac- 
turer. and the dealers should co-operate by having their sales- 
men attend the schools The time and money spent by the 














Needed by every desk worker 
Glas tp ROSCO 


DESK PADS 


ECAUSE of the efficiency features which 

immediately appeal to the desk worker, 
dealers find a ready sale for ROSCO and 
Ravenswood transparent desk pads. Nation- 
ally advertised in influential journals to aid 
the dealer in quick sales. There is a size and 
style for every purpose, sturdily built for 
long and satisfactory service. Bound in 
Fabrikoid of various colors to harmonize with 
the grain of the desk. Note the easy lifting 
feature* of the glass. 


Advertising in magazines which are 


iF read by executives, managers, clerks, 
: ‘ y salesmen is directing buyers to YOL 





~ 





pot 
rea} 
ROSCO 
am *The little arrows indicate a hole in the oase 


through which a finger is placed and the glass_top 
easily and safely ratsed. 


the INADRAWR [ERT E 


<tr] 
for desk drawer 


organization 





ERE is another favorite desk necessity—a fast sell- 
ing item for the dealer. Made of 28 and 30 gauge 
steel, natural grain finish. May be used with cover on 
desk top if desired. Made in three sizes and 2 styles. 





New Dealer Catalog Ready 


Our new dealer catalog is just off the press. It describes in detail the various desk 
necessities we manufacture. On request we will giadly send you your copy. 


RAVENSWOOD OFFICE SPECIALTIES COMPANY 


1800 Newport Avenue, Chicago 


=—_ROSCO=== 























Ji Visiog 
Or om 
to OO} 


y Many 





November, 1927 OFFICE APPLIANCES 173 








“Y and E” Direct Name 
System makes firm friends 


Your best point of contact with your customer 
isa ‘*Y and E” filing system---installed 


ey OTHENG you can sell your customers will 
\ give them more satisfaction and reflect 
more to your credit than the “‘Y and E”’ Direct 

Name System. 


i. All See that your salesmen know it. The salesman 
aie Ji who installs it has established himself as an 
expert on office equipment and assured a 

source of repeat business for years to come. 


Familiarize yourself with the “Y and E” Direct Name System. 4 
glance at the guides then a swift glance to the right and there's your 
folder with name in plain sight. No wonder the average file clerk 
can find the proper folder in less than ten seconds. 


The folders are returned by number. Notice the , Aas 
row of tabs in the center and how the odd numbers <4 7 

are on one side and the even numbers on the other eh | 
just like the houses on your street. -” j 


“Y and E” also produces other systems, geographical, {)¥ihimacy 
numerical, etc., to fill every need. N40 ¥ 


YAWMAN 4»? FRBE MFG.(0. 
1155 Jay Street, Rochester, N. Y. 


Export Dept., 368 Broadway, New York City Cable Address: ‘‘YAWMANERBE,"’ New York 








DESKS ...STEEL and WOOD FILING CABINETS 
SHELVING BANK and LIBRARY EQUIPMENT 
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Sell this new and revolu- 
tionary development in 


Metal Desks / 


This “big office’ metal desk equip- ity of drawers, the conservation of 


ment was developed for the main of- floor space and the general increase of 


fices and branches of one of America’s efficiency are important if not vital 


greatest manufacturing concerns. needs in every office. 


whose orders already total 3000. 
It meets the require- 
ments ot big business 

and is none the less JAM FSTOWN 
suitable for small of- M FTAL 


fices for the reason 


the elimination § of DESKS 


electric floor plugs, 





the interchangeabil- — 







Othce heads everywhere are quick to 


see the advantages 
gained by using this 
new type of metal 
desk equipment. 


May we send you a 
descriptive folder 
telling you more 
about this highly de- 
veloped metal desk? 


Beautiful, strong, quiet, fireproof. No bolts, screws, a) 
or angle irons used. The patented knockdown con- 
struction permits economy of shipment and storage. 


JAMESTOWN METAL DESK CO., JAMESTOWN, N.Y. 
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manufacturer and the dealer for this purpose is well spent, 
because they pay dividends for a long period thereafter The 
manufacturer’s representatives, who call on the dealers, should 
not call with the express purpose of obtaining an order, but 
with the idea in mind to lend help to the dealer by bringing 
to him new selling ideas, advising them of changes in the line 
of any new selling policy that may have been adopted by the 
manufacturer The manufacturer's representative should in- 
form the dealer at least a week in advance of his call so that 
the dealer can arrange to have his sales organization together 
for sales conference This sort of manufacturer's representa- 
tive is what is needed in the stationery and office outfitter'’s 
field. The manufacturer should furnish good advertising mate- 
rial. which should be instructive and appealing to the safe 
user He should gather complete statistical information on 
fires, records, and competitive safes, and performance of their 
safes in actual fires This information should be given to the 
dealer organization and the manufacturer should not wait until 
he is asked for this material Prompt shipment should be made 
from the factory The average dealer cannot afford to carry 
a large stock of safes on account of the warehousing problem 
and also the investment involved. 

In consideration of the heavy carrying charges and the serv- 
ice which has to be performed by the dealer in advance of 
sales, the dealer's profit on safes should be a liberal one 
CHARLES V. SINISGALLI (Utica Office Supply Co., Inc.), 

chairman, Utica, N. Y.; R. L. CAVANAUGH (Youngstown 

Office Supply Co.), Youngstown, Ohio; JAMES E. FEELEY 

(Springfield Supply Co.), Springfield, Mass 


- ae —_ 
STEEL AND COPPER PLATE ENGRAVING COMMITTEE. 


Since the world war, a decline in the observance of proper 
etiquette, the use of the telephone, the popularity of the auto- 
mobile and various other causes have curtailed the use of en- 
graving for social purposes Even commercial engraving did 
not keep pace with the times. Either from carelessness, a de- 
sire to cut expense, or from a lack of knowledge of the value 
of engraving, the use of printing in imitation of engraving 
and other methods were e:ployed to replace engraving Pos- 
sibly the engravers themselves were to blame for this condi- 
tion through their apparent apathy and the lack of publicity to 
bring engraving to the attention of the public. It is true that 
they had continued their efforts in establishing genuine en- 
graving before the Federal Trade Commission and several ad- 
ditional “Cease and Desist’’ orders were issued restraining 
the use of the word “engraving” as applied to raised printing. 

Also, the new stvle ‘“‘Line of Beauty’’ has made some prog- 
ress and is used for many social forms especially The new 
Informal” invitations proved a welcome innovation instead of 
the rather careless visiting card invitation which had largely 
supplanted the former special engraved invitations 

A decided improvement in monogram stationery Is noticeable 
doubtless due to the many unique designs in cut-out and other- 
vise which have been shown during the past year 

4 wedding to fit in large envelopes unfolded and in ivory 
colored paper proved very popular, as it was a decided change 
from the past formal styles 

While the use of the engraved letterhead and cards for busi- 
ness has increased, there should be a more universal demand 
for engraving It was evident that aside from general condi- 
ons, something was lacking to stimulate the demand 


In one respect the past year has been an outstanding period 


in steel and copper plate engraving Not that business was 
particularly bright, but big things are happening in the En 
graving field that promise for distinct progress During the 
past vear Engravographia, the national association of steel and 

~per plate engravers adopted the “Mark of Engraving,.”’ an 
emblem to distinguish genuine engraving, which should appear 
on all engraved stationery Eventually it will become for en- 
graving what Sterling’ is for silver 


The mark has been patented and its uses have been limited 
ertain forms such as seals for wrappers, bands on station- 
ery card enclosures. et and on the face of all engraved 


products wherever possible 


This guarantee to the public of a genuine product is finding 
great favor and though in use nly a short time and in a 
limited way, there has nevertheless been created a considerable 


demand for the “‘mark 

The Chicago Engraver'’s Club is planning engraving publicity 
endorsed by Engravographia in the form of a very attractive 
booklet entitled “‘The First of All the Arts,” which is to be 
Kiven national distributior 

Furthermore, Engravographia proposes to conduct a national 
advertising campaign for engraving and particularly for the 
“Mark of Engravine™’ which should prove very teneficial to the 
trade at large 











~ - - 
C. K. Woodbridge, President, Electric Refrigeration tion—manufacturers of 
Kelvinator, Nizer atdtcumed Refrigerators. Also President, Internat'l Advertising Assn. 


“IT rely on it—absolutely!” 


—Says C. K. Woodbridge, internationally-known 
executive, who credits the magnitude of his 
accomplishments to The Dictaphone 


NOWN as a man who gets things done, Mr. Woodbridge 
has been drafted three successive times to serve as 
President of the International Advertising Association— 
formerly the Associated Advertising Clubs of the World. 


As President of Electric Refrigeration Corporation he is 
the directing head of the largest manufacturers of refrigera- 
tors in the United States. 

His ability to accomplish big things is well known. To 
exercise that ability, to make it effective, to give it 
unlimited scope, Mr. Woodbridge uses The Dictaphone 
consistently. 


“ALWAYS at my elbow, The Dictaphone is my 
second self,’’ declares Mr. Woodbridge, “‘I rely on it 
absolutely—and have for 8 years. ‘Off my mind and 
into The Dictaphone’ is my rule. I turn into it 
everything of importance that comes up—on the 
‘phone, in conversation, or correspondence; put 
every item on record while the subject is fresh and 
uppermost in my mind! 

‘My Dictaphone never makes mistakes—never for- 
gets—and has no limitations. I know any number 
of men who, like myself, depend on The Dictaphone 
for the swift and efficient transaction of their 
affairs.” 


Dictaphone Territories Still Available 


Some desirable sales territories are still open for Dictaphone representa- 
tives. Rapid increases in Dictaphone sales at foreign trade centers indi- 
cate that modern business requirements are world-wide and the value of 
The Dictaphone is being recognized everywhere. These fields offer money- 
making opportunities of exceptional promise. 


DICTATE TU 


TAE DIC TAPAUNE 


£6. U.S. PAT. OFF. 


and double your ability to get things done 
DICTAPHONE SALES CORPORATION 


154 NASSAU STREET NEW YORK CITY 
Cable Address: Dictaphone, N. Y. “Code: Bentley 
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A Sturdy, Well Designed 
Cutter Punch 


No. 170—for cutting slots in papers to admit 
the much-used double-pointed prong fastener. 
A favorite in railroad and law offices. Spring 
action, parallel jaws and compound leverage. 
Easy for girls to operate. Full nickel finish. 


5-inch size only. Retails for $1.75. When 
ordering, ask for some of our new stuffers on 
the entire line. 





RETAIL 


TRADE MARK REC 


STATIONERS 


TOOCS 


Made by the Makers of 
TRIUMPH EYELET PUNCHES 


THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONN. 
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It is hoped that this will not only stimulate the demand for 
engraving but with the protective feature of the mark, place 
genuine engraving on the plane where it properly belongs. With 
such an ambitious program the stationers of this country will 
do well to get back of this movement with every effort that 
their means will allow and cash in on the increase in the use 
of engraving which will surely be effected. 

HUGO SAUER (Bunde & Upmeyer Co.), Milwaukee, Wis., 
chairman; L. J. SEARS; A. D. WIGGINS (The John B. 
Wiggins Co.), Chicago. 

— 
DEALERS’ COMMITTEE ON SOCIAL STATIONERY 

The stationer is no longer the main distributor of social sta- 
tionery, except in the finer grades. 

Writing paper and envelopes have become a standard item 
with the department store, the drug store, and the novelty 
shop, as well as the mail order house 

The furnishing of 100 sheets of paper with a name and ad- 
dress printed upon it, also continues, in a very great amount, 
many printing shops throughout the United States having taken 
up the supplying of paper and envelopes prepared in this way, 
at a nominal price, further reducing our sales 

tetail stationers cannot afford to give the large counter space 
needed to properly display social stationery, because they can 
more profiably use the room for other merchandise. 

We think too, the women of the country find it difficult to 
spare the time formerly employed in social correspondence, be- 
cause they have entered so largely into the commercial and 
political life of the country 

In the fine stationery field, would it not be an advantage to 
price stationery on a 100 count basis, rather than by the quire? 
Quotation by the quire is familiar to the stationer, but the 
average customer is no more familiar with a ‘“‘quire’’ quotation 
than a quotation by drachms from a druggist or by troy 
weight from a jeweler Nine customers out of ten will ask, 
‘How many sheets in a quire?’ We find we make better sales 
by making a price on a 100 basis, coming down, in cases where 


tye > 
Manufacturers’ Committee Reports 
start on following page 


vo a 


that quantity is too great, to a fifty-count quotation. We 








know the practice is general among the manufacturers of fine 
stationery to pack in five-quire boxes, but we believe it would 
be to their advantage to change to the 100 count system, if they 
are not already doing so, allowing three or four sheets over, 
perhaps, for spoilage in handling 

Stationery is no exception to the statement that modern taste 
seems to run to color in all its manifestations, such as dress 
automobiles, home decoration, office devices, etc We find a 
quick sale for stationery of fine quality, made from bright 
colored stocks of good texture, dressed with attractive, lined 
envelopes People are searching for such things and the use of 
this fancy stationery of good quality seems to help the sale 
and encourage the general use of better quality paper in the 
regular every day white correspondence sheets, of which people 
use a quantity 

What is the custom among stationers the country over, in 
regard to charging for engraving on a line basis or a letter 
basis? The line basis offers a simpler and quicker method of 
figuring a job, but is not entirely fair to the customer or en- 
graver. The letter basis, on the other hand, is a very accurate 
measure and when properly handled, it seems the ideal way for 
pricing engraving 

We have not felt very keenly, the competition of baked ink 
with engraving. Some work of recent manufacture which we 
have seen, that was made by this process, was very attractive 
indeed, and the stationer and engraver are certainly going to 
feel the competition of this class of work when it is carefully 
and skillfully done. The greeting card houses have perfected 
some very beautiful work in this process Certain firms are 
turning to it in preference to engraving on account of the price 
differential It would seem that it is a modern form of com- 
petition and the stationer and engraver will have to be in a 
position to supply this kind of work on demand or lose con- 
siderable business in the near future, if they are not able to 
deliver it. 
WM. M. DAVIS (Forsyth & Davis, Inc.), Kingston, N. Y¥ 

chairman; H. W. HAMBLEN (Teolin-Pillot Co.), Houston, 

Texas; L. R. KENDRICK (Kendrick-Bellamy Co.), Denver, 


Colo. 
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HERE IT IS ] 









THE 


SWAYSTO P* 


Practical Device for Saving 
Filing Time and Space 











The above diagram illustrates how 
the load in the drawer is broken up 


allowing folders to be easily seen 


< \ 
\ a 
ely ope am Cap and letter size. Fits 
at %" intervals any make drawer of any 
seaiiaiiaiaaiaiae ———_ length in wood or steel. 


| ae 
The two side plates can be 
adjusted to fit any drawer 





_ Swaystop is an accessory that eliminated and every inch of filing 
your customers have been waiting space in the drawer is in use. 


for. It saves time and space in the , 
P eee. This device consists of 2 adjust- 
filing room andestablishesa new /THEBIG 


high mark in filing efficiency 1S able side plates and four dividers 

: Hata, made of sheet steel, finished in 
It is simple and inexpensive, yet 3 ame Olive Green. There is nothing to 
it accomplishes wonders in re- : get out of order and they are ex- 


ducing wear on filing folders and the _ tremely easy to install. 
material in them. The follower block is —_ Write today for fullinformation and atrial Swaystopatcost 
THE VAN DORN IRON WORKS COMPANY 


2685 EAST 79th STREET * .* CLEVELAND, OHIO 
Branches: New York, Cleveland, Boston, "Pursburgh. Philadelphia and Washington 
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In less than a minute 
the Edison Facility Test 
proves you need the Ediphone 


- 


ta * 





Thomas A_ Edison’s 
latest Executive Model 
Ediphone 


1 Ediphone Safety Signal— 


You will always record your voice. 


? All-Bakelite Speaking Tube— 


Light, comfortable and permanent 


3 Ediphone Auto Index— 


The logical way to make corrections 


4 Ediphone Electric Control— 
The modern way, quick as thought 


5 Efficiency Pedestal — 


Holds nine cylinders and the mail pockets. 


6 Sensitive Recording— 
Susted to any voice — catches every accent 
and inflection. 


Stop at the Ediphone Booth and make this test. It is interest- 
ing, unique, informative and highly valuable to you as a 
business executive. 

The New Executive Ediphone is the modern aid to executive 
action. You dictate at will—on the instant—easily, rapidly or 
slowly as you like, just as you telephone; you keep your desk 
clear—and this facility gains 40 minutes a day —a whole month 
in a year. The large mouthpiece insures accurate transmission 
of your voice. Electric Control, at the lightest touch, starts and 
stops the cylinder as you speak or pause. The Efficiency Ped- 
estal assures an ample supply of cylinders and mail pockets 
conveniently arranged. 

The Secretarial Ediphone with its marvelous reproduction 
brings the dictator’s living, natural voice with all its inflections 
direct to the stenographer. Letters are typed from the spoken 
word. Typease Electric Control, tapped with the thumbs like 
the spacebar, keeps the hands in a touch typing position while 
the voice speaks, stops or repeats at will. 

Edison Safetae Cylinders, cloth lined for safety, insure your 
dictation against loss. 

The Auto-cut Shaver requires no skill to operate. The 
sapphire knife, automatically set to just the right depth, leaves 
a perfect surface for re-use. Its attractive steel cabinet, approved 
by the Underwriters, fits easily into any office. 


You can begin Ediphone Dictation without delay 
Our Service guarantees the investment 


Ediphone 


Edison's New Dictating Machine 





THOMAS A. EDISON, INC. 
World-Wide Service 


Laboratory and General Offices, Orange, N. J. 
London Office, 164 Wardour St., London, W. | 


New York Office 


Chicago 
412 Broadway, Tel. Canal 5670 


Business Show, Space No, 71 


N oT ember, 1927 
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a i) 
Committee Reports— 
Manufacturers 


National Association of Stationers, Office Outfitters and 
Manufacturers 


Cie Ne 
MANUFACTURERS’ COMMITTEE ON METAL SAFES AND 
SAFE CABINETS 


The successful dealer insists on being sold He wants all the 





facts and selling ideas the manufacturer's salesman can ad- 
vance He is eager to increase his safe sales, increase his 
profit and reduce his selling costs. He is a good buyer Not 
that he expects a better price or longer terms than some other 
dealers, but he observes the fundamentals necessary to success- 
ful buying and selling, and conscientiously or unconscientiously 
ipply this yard stick before he adds a new line of safes 

1. What is its market? Is the market large enough to be 
profitable? Is the market actual or fancied? 

2. Has the safe sufficient quality to satisfy its market? 
Will it do everything claimed for it 

Is it priced right to sell its market? Will its selling price 
afford me a fair profit? 

4. Will it actually increase my business and profit? Will it 
open a new field that cannot be served satisfactorily by any 
product I now handle? 

if I do not sell it, how can I meet its competition? 

6. Is the manufacturer prepared to tell me how to sell it, or 
will it become an orphan in my store 

If vou never bought a line of safes on this basis, try it One 
of two things will happen Either you will learn many new 
and valuable points about selling safes, or the salesman who is 
trying to sell you will fail because of improper training or his 
product cannot stand the analysis you have given it 

If the manufacturer's salesman is weak he can never be of 
much value to you or your organization. If he is poorly trained 
and his product is better than his sales story would indicate, 
it is essential that you know whether the weakness is in the 
salesman or the product he is trying to sell you 

The dealer should expect at least one constructive idea every 
time the manufacturer's salesman calls. He should be able to 
thoroughly train the dealer’s salesmen to successfully sell his 
line of safes Unfortunately there are still too many salesmen 
who are more interested in selling the dealer an order of safes 
than telling the dealer how to sell safes. Dealers would do well 
to give salesmen of this type little time. They deserve nothing 
else 

The best salesman on earth can be of little value to some 
dealers on account of the dealer’s indifference and lack of co- 
operation Most manufacturer's salesmen know much about 
selling safes that the average dealer should know if successful 
sales, profits and low selling costs are achieved. There is much 
talk in this industry about high selling costs and lack of a fair 
profit Many dealers can reduce their selling costs whenever 
they will accept and follow through the co-operation most 
manufacturers are prepared to offer 

One manufacturer reported to this Committee “The dealer 
can get all the co-operation in the world from us. The question 
is, ‘Does he want it?” Cases of striking development in our 
organization can be usually attributed to our own aggressive- 
ness 

Another manufacturer reported “Every reputable manu- 
facturer of any importance is searching for signs of voluntary 
interest on the part of the dealer. They are ready and anxious 
to develop their outlets for they appreciate that therein alone 
lies the manufacturer's strength in any locality.” 

A third manufacturer reported. “A wholesale hardware dealer 
in a city of less than 350,000 population sold three hundred 
safes annually.” 

An aggressive dealer and a sluggish manufacturer or an ag- 
gressive manufacturer and a sluggish dealer never get along 
Connections of both types are largely responsible for the 
agency changes and the attendant high costs thet too fre- 
juently occur in this business Competition today demands 
aggressiveness 

The average unit of sale is high on safes (approximately 
$200.00) as contrasted with the majority of other items a dealer 
sells Further, most stationery items are articles that are ac- 
tually consumed by use and purchased over and over during 
the life of any business Whereas, a safe represents a perma- 
nent piece of equipment and purchased only as the need for 
protection is proven Accordingly a dealer cannot sell safes 
as he would the majority of other items if any reasonable suc- 
cess is to be obtained 














r ate 
' 
MR. AUDITOR 
; Here is a sorting device that will sort any 
: series of 1000 pieces into 10’s in one sorting. 
' In a recent test an inexperienced girl in 
; 11g hours sorted 1000 checks into correct 
; numerical order. 
INDEXES 
Numerical 
serie, 
pr anaes 
Wording 
Space required 
for sorter 6x 
18 inches. 
Windows and 
doors may be 
kept open and 
fan going. 
Made in any 
size and in- 
dexed to fit 
your needs. 
Time 
your 
present 
method 
Representative firms using 
from 3 up to 160 sorters 
CHICAGO NEW YORK 
Automatic Electric Alexander Hamilton 
Carson Pirie Scott & Co. Pa ag c 
Chicago Surface Lines ohn a 
Chicago Title & Trust | Cunard Steam Ship 
: DePinna, A., & Co. 
Diamond T Motor 
, Guarantee Trust Co. 
The Fair Store 
Hibbard Spencer ya a —— 
Bartlett rh Tce on 
McCall Co. 
Inland Steel Co. 
‘ McCreery, James & Co. 
International Harvester : 
‘ - Mutual Life Ins. 
; Marshall Field Co. New Yerk Edicea 
'  Montgomery-Ward Co. New York Telephone 
; Northern Trust Spectator Co. 
Swift & Co. Underwood Typewriter 
Tyler & Hippach Co. 
Wilson & Co. U. S. Customs 
Abrahams & Strauss.......... Brooklyn, N. Y. 
American Malleable Co.......Lancaster, N. Y. 
American Manganese......... Chicago Heights, Ill. 
Associated Gas & Elec....... Ithaca, N. Y. 
Basom, Gree. Bin Ge. cc cc ese. Lenoir City, Tenn. 
Bamberger, L., & Co.......... Newark, N. J. 
Consolidated Gas & Elec....... Baltimore, Md. 
Du Pont de Nemours......... Wilmington, Dela. 
Haas, Baruch & Co........ ..Les Angeles, Cal. 
Louisville Gas & Elec......... Louisville, Ky. 
SR cs tne cieden acai Detroit, Mich. 
Ohio Fuel Gas Co....... .... Pittsburgh, Pa. 
Public Serv. Products........ Newark, N. J. 
Remington Typewriter........Philadelphia, Pa. 
GIN i Albany, N. Y. 
Towns & James............... Brooklyn, N. Y. 
More than 18,000 banks all over the world. 
We shall be pleased to give you the ideas we have 
gathered in the 12 years we have specialized in 
this work. 
Catalog and full details upon request. 
Manufacturers of 
Instant Reference Files 
183 N. Dearborn St. Chicago, III. 
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410 TW 





The Chair of the Future is the 


Correct Posture Chair 


Doubtlessly the Derby 410 TW is the finest 
chair development of the year. In it, cor- 
rect posture seating reaches its finest ex- 
pression. 

Derby has been pioneering in correct pos- 
ture seating for the last few years. Gener- 
ally there has been little change in the con- 
struction principles of the Thompson patents 
to which Derby chairs are fashioned. There 
have been refinements of adjustment, im- 
provement in appearance. 

The comfort of 410 TW is immediately 
recognized and appreciated by the sitter. 
Correct seated posture, the reason for this 
comfort, occasions also a lessened fatigue, an 
increased efficiency. This last fact is easily 
proved. 

410 TW is made with stool legs for factory 
use. There are also numerous Derby execu- 
tive and side models making possible correct 
posture seating for every purpose. 


Derby chairs are distributed solely 
thru recognized office equipment dealers 


who are served on an exclusive basis. 


P. DERBY & CO., INC. 
Chairmakers for 83 years 
GARDNER, MASS. 
New York 


Boston 


APPLIANCES 


| and profits are increased. 
| engineer is the final result by reason of selling service instead 





November, 1927 


Successful safe selling requires training. Any reputable safe 
manufacturer is prepared to school and thoroughly train dealer 
salesmen, and most manufacturers are eager for the oppor- 
tunity. For only as the dealer increases his safe sales can the 
manufacturer do likewise. The manufacturer must realize 
that his safes on the floor of any dealer are simply so muck 
stock That this stock must be moved before the dealer cag 
buy more safes 

The following facts must be established by the dealer sales- 
man before a safe sale can be made 

l. Establish the existence of records 
2. Prove that records are valuable. 

3. Prove that valuable records are exposed to fire 

4. Prove that fire, water and other hazards menace records. 

Show that the elimination of these dangers are desirable. 

6. That your safe will efficiently and economically serve. 

7. A sale. 

Prospects buy safes because they are 
necessity of protecting their vital records. 
interested in buying a safe, but every business man is keenly 
interested in preserving his records. A safe is essential for ac- 
cessible protection of business records 

Sell yourself first Know your product and market Do not 
permit your salesmen to attempt the sale of any safe that they 
offer for sale Sell the prospect with the 
needs in his business regardless of your 


impressed with the 
No business man is 


cannot intelligently 
type of safe that he 
stock on hand. 
Selling in this manner protects and builds up a dealer's good 
name by reducing the danger and damage of misrepresentation. 
The selling cost is decreased by the elimination of unnecessary 
Price competition is successfully combatted 
An office efficiency expert, a system 


lost sales Sales 


of a commodity 
Any dealer who has a good safe business is handsomely re- 

warded 

R. M. TUSSING, 
Chairman; P. B 


The Victor Safe Company, Marietta, Ohio, 
DEANE, York Safe & Lock Company, York, 


Penna.; W. H. McNIFF, The Shaw-Walker Company, Mus- 
kegon, Mich. 
— 
MANUFACTURERS’ COMMITTEE ON FILING CABINET 
SUPPLIES 


Your committee can do no more than emphasize some of the 
suggestions made by previous committees. 

There is a good profit on supplies and it will pay the dealer 
to insist on his men learning all about the various items and 
their application to the needs of the business office 

The dealer and salesmen should be trained to sell quality, as 
item carries a larger profit and also increases sales. 
instructed to study the literature fur- 
is replete with information 


a quality 
The salesmen should be 
nished by the manufacturer which 
on materials and quality suitable for given conditions, the va- 
methods of indexing, The salesman should 
familiar with the manufacturer's price list of the line 
Ample space and display should be devoted to 
lines 


ricus sizes, etc 
also be 
he is handling 
supplies, being one cf the dealers’ profitable 

Filing demonstration and 
should be types of 
methods 

The dealer should not overlook the repeat 
in the supply line once it has been well established, and here 
we would suggest that an extra copy of the customer's invoice 


display 
indexing 


used for store 


with the various 


cabinets 
fully equipped 


business there is 


filed chronologically can be used as a method to follow up 
supply orders to insure the salesman making the call at the 
right time 

Every dealer has an opportunity to get a volume of supply 


manufacturers of filing equipment do not 
make a supply line Another point to keep in mind is, that 
there are no trade-ins on supply Every manufacturer 
for dealers’ use folders and 


business, as many 


sales 


has available catalogues, inserts 


| These should be used judiciously and systematically in direct 


mail and by the salesmen on their calls 

Small envelope inserts can be used to advantage when mak- 
ing quotations with general correspondence and with bills and 
statements. At times it wiil be found advantageous to enclose 
literature in packages being shipped, as these generally get to 
the party interested 

The dealer gains very 
lines of supplies. He will find it 
one line, as nearly all manufacturers can 
meets all requirements 

He should build up a reputation as representing a good stand- 
ard line that is made to a standard of quality. This will assure 
him of the repeat business which makes the handling of sup- 
plies attractive and profitable. 

The dealer should keep an accurate inventory of 
ordered and sold; not only as a help in placing orders, but as a 


different 
to stick to 
that 


little by carrying several 
to his advantage 


furnish a line 


supplies 
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Cash Register 


1, Handles cash and charge sales, 
showing date, clerk, and com- 
modity. 

3. Prints and adds the amount on 
detail strip and mechanically 
dates it. 

3. Records amounts paid out; who 
paid it, and for what. 

4. Issues receipt on customer’s 
bill-head, retaining two record 
copies. 

5. Prints total cash receipts at any 
time. (Grand total under lock 
and key). 


Make Big Money On New ey ee 


~. bank deposits, sales, expenses; bills 

: ‘an and accounts receivable; bills and 

C ) pl > > B » Ce R | 2 accounts payable; inventory sheets 

C m . le us ire SS eco C € Y and payroll checks, ledger bal- 

. . ances; adds trial balances; sum- 

Any man worthy of the name salesman can sell the new Corona marizes sales by departments and 
» - clerks, etc. 


\ccounting Cashier. . ; ' i A Sales-Slip Register 

\dd up in your own mind the combined price of a Cash Register, Issues printed sales slip for eus- 
. - . : eee . . tomer, another for lin an a” 

an Adding Machine, a Sales Slip Register, and an Accountant. third for monthly check-ap. This 

Phen compare that price with $175.00. At $175.00 the Corona is the ing a knob a complete review ef 

biggest value in America today. 2 ange A BF 


sive feature makes it ssible te 
record such details as: oney paid 


Hundreds of small businesses right in your community have been er oaieel Gn “Ga Ge 
waiting for just such a machine as this. The man who offers them Peay > - - EE 
the Corona Accounting Cashier is going to reap a rich harvest. ’ 

‘ : 1. Quickly determines volume of 


Under our new plan we carry the big expense load for you, leaving besiness Cono—ty day, week, o 
. . ~ " . ee = . mon . 

you free to sell. We offer magazine advertising support, direct 2. Sales by departments or com- 

, . - modities, or clerks. 
mail, easy payments, and the biggest profit to the salesman of any 3. Provide facts for profit and loss, 
1 . OP ea BAY . } - Id or asset and liability statement 
legitimate concern in the held. 4. Shows what is owing, and what 
. e ; is due; what was paid out by 
Mail the coupon today for full details. day, week, month or year, and 
for what. My 4 apostal = 
nees, such as advertising, de- 

THE PORTABLE ADDING MACHINE CO. livery, ete. 

. : 6. Sh heth 1 ad ex- 
Dept. 2-N—343 S. Dearborn St., Chicago, Ill. penses are more or less than 


for previous periods. 


he Portable Adding Machine Co., Dept. 2-N, 
343 8S. Dearborn St., Chicago 
Please send me full details of your new 
sales plan 
ITama( ) Salesman 
Iam a ( ) Dealer. 


Address 


CASHIER a 
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TERRELL STEEL STORAGE CABINETS 


Seed 





|4 DISTINCT SIZES 
PERMIT PROPER 
SELECTION TO MEET 
EVERY REQUIREMENT 


LARGE VARIETY OF 

INTERIOR TREAT- 
MENTS PROVIDES THE 
EXACT ARRANGEMENT 
TO MEET THE NEEDS OF 
EVERY USER. 


No. 212 





DEALERS--You will be interested in our new complete Catalog 
of Cabinets, Wardrobes, Lockers and Shelving. It will be worth 
while to be familiar with the entire line of Terrell Products 











FOR EVERY KIND OF STORAGE 
T | 




































































TERRELL’S EQUIPMENT COMPANY 
GRAND RAPIDS, MICHIGAN 
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check on the progress being made from one season to the next. 
An ample stock based on sales should be carried even though 
every manufacturer can give prompt delivery on orders 
FRANCIS J. YAWMAN, Yawman and Erbe Manufacturing 
Company, Rochester, N. Y., Chairman; ROBERT P. JONAS, 
Oxford Filing Supply Company, Brooklyn, N. Y., and H. H 
WITTSTELN, The Globe-Wernicke Company, Cincinnati, Ohio 


al - 
MANUFACTURERS’ COMMITTEE ON SOCIAL STATIONERY 
Our Manufacturers’ Committee on Social Stationery has care- 


fully considered the report to be submitted by your Dealers’ 

Committee, and regrets to note the rather pessimistic tone 
While we think it is very well to recognize the inroads that 

are being made in the stationery field by other dealers, it cer- 


tainly would do no harm for your Dealers’ Committee to inspire 
the stationers with a little enthusiasm and to wage a more in- 
tensive and courageous campaign against them The statement 
that the retail stationer cannot afford to give much counter 
space to the display of social stationery is entirely wrong, and 
if the stationer would realize the very satisfactory profit he 
could make on stationery, plus its frequent turnover, he would 
deem it desirable to give it more space than it is now receiving 
The department store and drug stores would not be selling 
stationery if there was not a profit in it, and we feel that the 
stationers are making a very serious mistake to let that busi- 
ness drift into other channels when they might easily retain 
a large part of it for themselves 

Regarding the paragraph in the report on the subject of 
‘number of sheets to the box.’’ Consumers, for a great many 
years, have been in the habit of buying quire boxes and prob- 
ably always will As for 100 sheet count instead of one-quarter 
reams—possibly this might be i good thing; but it doesn't 
seem particularly vital 

I have incorporated above the thoughts brought out in letters 

ceived from other members of the Manufacturers’ Committee 
EDWARD H. BRIDGE, American Papeterie Company Albany, 

N Y., Chairman ROBERT GILLETTE, Hampshire Paper 
Company Soutl Hadley Falls Mass J L, WYCKOFF 

White & Wyckoff Manufacturing Company, Holyoke. Mass 

> 
MANUFACTURERS’ COMMITTEE ON FILING CABINETS 
AND STEEL EQUIPMENT 

The Manufacturers’ Committee on Filing Cabinets and Steel 
Equipment have made a very thorough survey of the aims and 
desires of the manufacturers of filing cabinets and steel equip- 
ment and find that they are not only in accord with the deal- 
ers’ problems but are anxious to help them in every way pos- 


sible within reason 


Without the slightest intentior f trying to suggest in any 
way methods to be employed lealers throughout this coun- 
try as to the conduct of their isiness we do feel that there 
ire a few suggestions to be made which will not only tend to 
necrease the volume of business, but to increase their profits 


First, Salesmer It is a recognized fact that one of the most 

portar fac rs t s S f ny business is man power 
It is also recognized that one of the greatest difficulties en- 
countered in any business is to secure the right type of sales- 
man We recommend that the dealers study the various meth 
dis recommended for the compensation of salesmen and en 
deavor wherever possible to obtain the most efficient and the 
most productive men possible 

Creative alesmer ire desirable A man that car create 
business car I obtair t without competition and at 
a price fficier r tl the salesman and yield a 
profit to th i 
Second, Systen ind Service Basis The type of salesman 
entioned in the above paragraph would secure business on a 
system and s isis rather than sell files on a commodity 
basis and devote time t nereasing the volume of sales and 
particularly the profits, to s: nothing of giving the customer 
I t ha A dt le ! er best result 

Whenever possible such a ilesman would suggest the sale 
f higher quality filing equipment The cost f selling the 
heaper files i Imost as great s the cost of selling quality 
les requires as mu packing material to pack a cheap file 
is an expensive file; the freight on cheap merchandise is nearly 
iS great as on the higher priced; the cartage on cheap goods 
S pract il the same as ! high grade and isually nore 
rey s are ne sar he ffice equipment By selling 
i n l t yh sale is larger, the profit 
id iler s more eg sand Z2 satis! tior 
S eI dt parties cor rned 

i S Control It has n found that those dealers 
who employ stock control are operating their business at the 
greatest profit Stock control accomplishes many things; first, 
a knowledge of the quantity of stock on hand at all times 
. ' k bad sales and purchases and to know 





EALERS find that Fiexi-Post builds 

repeat orders and a bigger binder 
business. Because of its efficiency and 
economy in record-keeping, Fiex1-Post 
is the binder that “stays sold’’. 


FLEXI-PosT 


REG. U.S. PAT. OFF. 


Auxiliary Post Sections provide unlimited 
capacity. Two Inches of Working Space al- 
low ample room for the insertion and re- 
moval of sheets. Direct Screw Compression 
holds sheets with a vise-like grip — in 
perfect alignment. Non-Protruding Posts 


save storage space, 


Fexi-Post is backed with national advertis- 
ing and attractive direct literature. Write 
for dealer’s arrangement on FLexi-Post 

Binders, Faultless Visible Records and other 
Loose Leaf Books in the complete Faultless 
Line. You'll find it decidedly profitable. 


STATIONERS LOOSE LEAF CoO, 
CHICAGO MILWAUKEE NEW YORK 







note the exclusive prin- 
ciple of flexible link posts. 





One of the many 


AULTILESs 


LOOSE LEAF BOOKS 
“All that the name implies” 
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Your Best Prospects Will Appreciate 
the Silence of Sikes Revolving Chairs 


Can you supply them with these chairs when they ask 
forthem? “—~, Read the Sikes advertisement in the 
November 19th Saturday Evening Post. —, Then, 
if you're not already a Sikes dealer, get in touch with 
us. A Sikes franchise is well worth having. 


SIKES COMPANY 
Chairmakers for More Than 60 Years 
PHILADELPHIA 


The Nationally 
Advertised 
Office Chairs 
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what merchandise is moving rapidly; third, it eliminates the 
dead stock and slow-moving articles; fourth, it enables the 
dealer to have goods on hand that are in demand; fifth, it in- 
creases the turnover of stock that is yielding greater profits. 
Fourth, Turnover. The success of chain stores who have 
studied the subject, as well as retail stores in various lines that 
are operating at a profit, is due very largely to proper turn- 


| over This subject has been discussed at great length and 


many dealers throughout the country have tried to turn over 
their stock too many times a year, resulting in insufficient 
stocks and loss of orders thereby. On the other hand, many 
dealers are carrying an ill-proportioned stock and are not 
turning it over rapidly enough. A happy medium is the solu- 
tion of this problem. 

Fifth, Supplies. It is also advisable to equip every cabinet 
sold with the proper supplies. This not only renders service 
to the customer but increases the volume of sales and brings 
the customers back for additional equipment. 

We feel safe in saying that every manufacturer is willing to 
serve and assist the dealer in bringing about a better condition, 
as after all, the success of the dealer is the success of our 
business It is the earnest desire of your committee to work 
constructively with the dealers that handle filing cabinets and 
steel equipment. 

H. P. ROCKWELL, Yawman and Erbe Manufacturing Com- 
pany, tochester, N. Y., Chairman; FRANK C. MORSE, 
Browne-Morse Company, Muskegon, Mich., and J. S. SPROTT, 
The General Fireproofing Company, Youngstown, Ohio. 

— 
MANUFACTURERS’ COMMITTEE ON LEATHER GOODS 
AND NOVELTIES 


Knowledge of the Product 

“Knowing the merchandise you sell’ is the requisite for suc- 
cessful salesmanship of any kind, but particularly true in sell- 
ing leather goods Leather is a blind article—an “unknown 
quantity’’ to the average person, retail clerks not excepted. 
For example, to many sheepskin appears the same as calfskin, 
but there is a great difference in the cost and wearing quality. 
In leather, like everything else, the cheapest is not the best. 
In order that there can be no doubt in the mind of either the 
lealer or consumer, we advocate that manufacturers stamp 
each article with the kind of leather from which it was made. 

Play-Up the Seasonal Appeals 

There are four times during the year when leather goods 
should receive a special boost from the sales end We refer 
to Mother's Day, Dad's Day. Graduation and Christmas While 
the last two are by far the most important, the days on which 
which we remember Mother and Dad are coming to the front. 
Think of the men who enter your stores who are prospects 
for leather goods on Mother's Day There is nothing in your 
store more suitable as a remembrance on this occasion than a 
bridge set, leather-bound book, diary or a handbag The men 
who do the most buying for Mother's Day are the business men 
who patronize the stationery stores Display of a few leather 
gift suggestions next Mother's Day and see what happens. 

Dad's Day is being celebrated by more people every year, 
and when it comes to getting something for father, the sta- 
tioner should show his wares prominenfly He has a store full 
of useful gifts for this occasion and again leather goods stand 
out Brief cases, card cases, wallets, toilet cases, key cases 
and the like are admirably suited as a gift to Dad. The young 
men and women who enter your store are good prospects for 
Dad's Day merchandise. Graduation has always been more or 
less recognized by stationers as a time to feature leather 
goods Most stationers do not capitalize on this gift period as 
they should Graduates are either preparing to go away to 
school or they are entering a new world of activity with greater 
responsibilities In either event there are dozens of articles 
made of leather which they need You know what they are 
You should stock and display more for graduation It is the 
second greatest sales period of the year for leather goods and 
novelties 

About Christmas we need not say much Dealers everywhere 
are making the most of the holiday demand It is the peak 
period on leather goods. Our only suggestion is that stationers 
carry a wider variety of stock and prepare more attractive 
gift displays 

Leather Goods as Every Day Utilities 

Men and women are more particular about their appearance 
today than they were years ago. Because we get around more 
we meet old friends and make new friends more frequently 
Naturally, then, we like to be well-dressed. Wallets, key cases, 
leather cases, toilet cases and the like are as much a part of 
the well-dressed man’s furnishings as belts, ties or hats. They 
are strictly utility items and should be sold as such An every 
day necessity should not be paraded under the false colors of a 
gift item, and we know that leather goods have not received 
a “fair shake" in this respect. Leather is a strong sales appeal 











So sang gay Robin Hood in merrie 
England many years ago as he clat- 
tered the steel and cleaver still more 
loudly, shouting lustily, ‘‘ Now, who’ll 
buy? who'll buy? Four fixed prices 
have I. Three pennyworths of meat 
I sell to a fat friar or priest for six- 
pence, for I want not their custom; 
stout aldermen I charge threepence, 
for it doth not matter to me whether 
they buy or not; to buxom dames I 
sell three pennyworths of meat for 
ene penny, for I like their custom 
well; but to the bonny lass that hath 
a liking for a good tight butcher I 
charge naught but one fair kiss, for I 
like her custom the best of all.’”’ 


He cleared his stall in record time 


but at a loss! 


**Now come, ye lasses, and eke, ye 
dames, 
And buy your meat from me, 
For three pennyworths of meat I sell 
For the charge of one penny.’’ 


Many merchauts today are operat- 
ing on the same plan. Price com- 
petition and sales methods along the 
lines of least resistance are playing 
havoc with their profits. The in- 
telligent business man is going for- 
ward by sounder methods. He knows 
that the well known product needs 
no intreduction or price inducement. 

For nearly fifty years now, Globe- 
Wernicke has lifted its products above 
the pale of ‘‘ Robin Hood’’ competi 
tion. Dealers who fly the G-W ban- 
ner are substantial, and mighty 
proud of their franchise. 

Our program of expansion has 
opened the door to new franchises— 
worth money to you—in promising 
territories. Write today. 


Globe-Wernicke 


CINCINNATI 
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Globe-Wernicke sec- 
tional bookcases may be 
obtained in the Ches- 
terfield design to match 
the G-W ome Desk 
Write for the booklet, 
**For Every Room in the 
Home.’’ 
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In Nowember, through Globe 


Wernicke national advertising 


this attractive Christmas sug 
festion will reach 6,000,000 
buyers Link your store with 
this advertising, and be pre 
pared to take your profits 
when the demand comes 


yvour way 
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Her weekly budget, record of daily 
expenses, bills to be paid, letters to 
be written, recipes and lists to be 
filed; all this is as much a source of 
pride to the modern woman as are 
the ledgers of any business to its chief 
executive. 

For want of a better place to work, 
many women neglect this task or use 
make-shift methods such as a dining- 
room table. And their records are piled 
in confusion in a buffet or dresser drawer. 

No wonder the Globe-Wernicke Home 
Desk sells on sight! When your prospects 
see its roomy flat top; its large corres- 
pondence drawer equipped with letter 
size follower block; its small drawers 
divided with removable partitions for 
cards, envelopes, and finally, when they 
see its beautiful mahogany, walnut or 





OL the business manager 
of your home/ 





modern lacquer finishes you have 
made a gift suggestion that they 
want delivered at home—now! 

For the man who takes work 
home—Globe-Wernicke desks are 
indispensable. Over-time work, like regular 
office duties, requires the convenience of a 
flat top desk, and deep, easy-sliding, 
partitioned drawers with handy filing 
material—other outstanding talking points 
for the G-W Home Desk. 

In two sizes, 26x36 and 26x48, the 
Globe-Wernicke Home Desk fits every 
prospect’s purse and purpose. 

At this time of the year a Chesterfield 
display of bookcases, desks and chairs in 
your window will be the talk of the town. 

A copy of the booklet ‘‘ Your Private 
Secretary’’ will give you an insight into 
the possibilities open to you. 





Globe“Wernicke 


CINCINNATI 


Dealers and their salesmen 
who came to Cincinnati in 
September to study the full 
scope of Globe-Wernicke Of- 
fice Equipment Service. 
Among those shown are H. 
M. Shaaber, Reading, Pa.; 
R. B. Lockwood, Buffalo, N 
Y.; C. R. Henry, Birming- 
ham, Ala.; E. T. Lockard, 
Lakeland, Fla.; H. W. Huff- 
man, Decatur, Iill.; R. L 
Jacobus, Montclair, N. J.; 
R. F. Briggs, Macon, Ga.; 
A. Wooley, Richmond, Ind.; 
C. R. Thomas and A. J. Bou- 
lais, Philadelphia, Pa.; A. W 
Woods, Savannah, Ga.; R 
L. Goodman, Atlanta, Ga.; 
J. E. Gustafson, Rochester, 
N. Y.; W. A. Morton, Kala- 
mazoo, Mich.; A. Armstrong, 
Memphis, Tenn.; G. C. Run- 
von, Lima, Ohio; and W. J 
Munson, New Haven, Conn. 























TeX hesterfield-- 


Refinement, romance, poise, dignity 
symbolic of the Lord Chesterfield tradition! 
Nothing else so clearly explains the in 
herent beauty and quality of these new 
Globe-Wernicke Chesterfield bookcases. 
Finished in Chinese Red, Apple Green 
and Royal Parchment lacquers, and in 
the standard Walnut and Mahogany grains, 


finial 








——— Globe “Wernicke 


they will build for you in sales and profits. 
As Christmas suggestions, displayed in 
your window, they will solve the gift 
problem in many a home -and will bring 
shoppers flocking to your store. If you 
have not received the beautiful circular in 
colors that illustrates and describes these 
charming designs, write to us at once. 


in many iastances your 
prospects will want a 
Windsor Chair and 
Home Desk to match 
the Chesterfield design 
bookcase illustrated 
These suites will glad 
den the eye of the 
Christmas buyer. Write 
for the four-color illus 
trated circular 














CINCINNATI 
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HE Remington Portable is_ lightest and smallest of all stand- 
"Leveesaal typewriter. For ard keyboard portables—weighs 
the young and old, and for all only 8! pounds net and fits in a 
ages in between, it is always the case only four inches high, but it 
same handy little helper and time is a strong and reliable machine— 
saver. So simple and easy to oper- complete in every feature. 















ate that anyone can quickly learn Can be purchased on terms as 
to type at a speed far surpassing low as $5 monthly. Send for our 7 
the pen. booklet, “For You—For Every- i} 


The Remington Portable is the body.” 


—"s 


REMINGTON TYPEWRITER COMPANY 





Division of Remington Rand } 
$74 BROADWAY, NEW YORK 
Branches and Dealers Everywhere ; 


a 
= —- 


Remington 
PORTABLE 
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Natural System 


for 
Correspondence Filing 


At ILING System should be bought and 
sold only as a way to file papers! In 
choosing a method, the prime consideration 
should be the ease and speed with which papers 
may be filed and found. 


Subject every claim of any system to that test. 


Natural System provides a means of filing and 
finding that is as natural as signing your name 
and as easy as finding a name in a city directory. 
At one stroke, it abolishes all complicated al- 
phabetical combinations and at the same time 
replaces them with a simple, easily understood 
index which makes correct filing and finding 
almost automatic. “Spell the Name with 
Guides” —there’s the secret. The Index has 
interchangeable headings which permit in- 
finite expansion without waste and with true 
economy. No guides discarded-just change ‘em. 





APPLIANCES 





Dealers: Ask for More Dope Now! 


= The Wabash Cabinet Co. 


Wabash, Indiana 


“Better Filing Means Better Business Too!’ 








Wabash Check 
Accumulator 


for Banks 


N Y Bank that has difficuly 

in quickly and easily making 
up a statement of checks that have 
been paid at any time during the 
month, needs a Check Accumu- 
lator. Asa matter of fact, in the 
average bank the Check File has 
been much neglected. Wabash 
Check Accumulator provides a 
wonderful increase in efficiency 
in the most vital file in the bank. 


Better Filing 


It is a complete system, with handsome 
Steel Tabbed Alphabetical Index, Press- 
board Name Guides for larger accumula- 
tions, and Check Accumulator Folders for 
those vexing smaller accounts. Instead of 
keeping a lot of miscellaneous checks back 
of one guide, each account has its own 
special folder with the name inserted in 
the celluloid tab. This is not expensive, 
for the headings can be changed at will 
and Check Accumulators cost but little. 
Any folder may be lifted out of the file and 
a new one inserted as accounts change. 


Ask for folder on Check Accumulator. 















Not ember, 1927 
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in itself There is a lure to leather which we all recognize 
We like to fondle it—feel of its smooth, pliable texture—and 
keep it years after it should have been discarded. This habit 
men have of carrying around leather articles that are wrecks 
in the true sense of the word is largely a fault of the @ealer 


Display new and better leather articles frequently Remind 
men to “‘re-pocket-book"’—to get a new home for their auto 
license, passes or keys. Appeal to pride of ownership—to per- 


sonal efficiency Get a showcase for your leather goods. Keep 
it clean, orderly and well-lighted. 
Patronize a Reliable Manufacturer 

As mentioned in the forepart of this report, leather is a de- 
ceptive product. It can be faked, split and misbranded. Deal- 
ers should, therefore, purchase their leather goods from a 
reputable manufacturer who will give them the kind of leather 
they are paying for 

We also recommend that dealers standardize their line to the 
best sellers Buying as much as possible from one firm will 
avoid duplication of stock, and a perpetua! inventory should 
be kept on the numbers selected 

Dealers who have followed the suggestions outlined in this 
report have made a pronounced success of leather goods We 
hope that the members of this association will find them help- 
ful 
BALTUS ROLFS, Amity Leather Products Company, West 

Bend, Wis., Chairman; OSCAR M. NEAL, A. L. Reed Com- 

pany, New York, N. Y.; FRANK MASHEK, Frank Mashek 

& Company, Chicago, Il 

> 
MANUFACTURERS’ COMMITTEE ON MISCELLANEOUS 
ITEMS 

In answer to a letter sent to forty-seven manufacturers of 
commodities included in this classification asking questions 
which are herein listed, we received a large number of replies 
A summary of the answers are as follows 

Question No. 1—What is your business prediction for the 
balance of 1927? 

Answer—aAll are optimistic and believe that for the balance 
of the year business will be good 

Question No. 2—What is your business prediction for 19287? 

Answer—A very large majority believe that the year will be 
better than 1927, some are doubtful due to its being a pres!- 
dential year, and a few look for a slight decline 

Question No. 3—Has your cost of doing business advanced 
this year’ 

Answer—Evenly divided—yes and no—those who answer 
“ves” attribute it to hand-to-mouth buying and increase of 
service 

Question No. 4—If so, in your opinion, what is the cause? 

Answer—Small orders, increased selling costs and their rela- 
tion to upswing in overhead 

Question No. 5—In your opinion, is there too frequent buying 
by jobbers and retailers? 

Answer—Unquestionably This is the word from all but one 
or two whose goods are sold on the basis of a scale of quantity 
discounts 

Question No. 6—If you are obliged to break cartons or stand- 
ard packages, what is a sound and fair way to correct it? 

Answer—A great variety of suggestions were received—some 
refuse to break cartons, others do not object as quantity dis- 
counts protect them, others believe an extra charge should be 
made, others ship the full carton and write customer, and 
others feel obliged to accept orders regardless of quantity due 
to competition If small and over-frequent ordering continues, 
the general feeling is that an extra charge must be made to 
equalize expense 

Question No. 7 Are dealers giving proper attention to the 
care of their stocks of miscellaneous items, both in their display 
and on shelves? 

Answel! All believe that there is an improvement, but much 
more thought should be given to this most important subject 
important to dealers and producers as well Of the answers 
received fourteen refer to the showing of lines by the 5 and 
10 cent stores and the natural and beneficial return in sales 

Question No. 8—How can we help to correct the “returned 
goods evil’? 

Answer—The answers are nearly all alike The practice is 
growing in spite of existing rules and understandings, and all 
believe that a firm stand should be taken by all manufacturers 
to correct or at least regulate the trouble The expense is 
great and grewing,. and, as three manufacturers say in their 
answers, “if the dealer would put just a little extra effort into 
the sale of the goods ordered, the transaction would show a 
profit to him and make the return of the goods unnecessary.” 

Question No. $—Do you allow a cash discount? 

Answer—Yes 

Question No. 10—If so, is there a tendency of taking the cash 
discount for a substantial period after the time has elapsed? 








Now You Can: PROVE the 
Superiority of 


GRAND PRIZE 
Carbons and Ribbons 





The Grand Prize Carbon and Ribbon Tester, 
a small device for making comparative and 
impartial tests of Carbon Paper and Typewriter 
Ribbons—is making the Grand Prize line more 
profitable than ever to handle. 


A test with the Grand Prize Tester clearly 
demonstrates what dealers and users of Grand 
Prize products already know—that G. P. Type- 
writer Ribbons and Carbon Paper meet every 
fice requirement... give clear impressions, are 
durable, non-smudge and (the Carbon paper) 
guaranteed non-curl. 


Think what this will mean in increased business 
and profits—the more so when it is taken in 
conjunction with all the co-operation that Grand 
Prize gives to dealers, as for instance, exclusive 
territory, free sampling, prepayment of freight, 
etc. 


SEND TODAY FOR YOUR TESTER 
IT IS FREE! 


Carbon and Ribbon Testers have*hever been 
obtainable for less than 
$75 to $100, but the Grand 
Prize Carbon and Ribbon 
Tester, which is not for, 
sale, is given to dealers 
with a minimum order for 
Grand Prize products. 
Salesmen can carry it in 
their pockets. It weighs 
but 13-0z., has 65-ft. of 
paper. The typebar is 
non-adjustable, assuring 
absolute impartiality of 
tests. Handsomely finish- 
ed in nickel. 

Send today for the whole 
money-making plan for 
dealers 


Pacific Carbon & 
Ribbon Mfg. Co. 


J. Francis O'Connor, President 
1451 Harrison St. San Francisco, Calif. 
396 Flinders Lane, Melbourne, Australia 





Manufacturers of 
Carbon Paper since 
1902 











192 OFFICE 














SELL STEEL 
The Serviceable Equipment 


Both large and small concerns, the most dis- 
criminating buyer and the economy man, appre- 
ciate the superiority of steel office files. Above 
is illustrated our grade “A” filing cabinet, sup- 
plied in letter and legal sizes, finished in olive 
green or grained mahogany. It is made also in 
three-drawer, counter height and can be equipped 
with general lock. 





THE BENTSON 


Steel Transfer Cases 


operate easily and stand rigid, even when stacked 
right up to the ceiling, by reason of our stacking 
interlocking arrangement. They are made in four 
sizes: Letter, legal cap, invoice and ledger. They 
can be fitted with sanitary leg base, with rollers, 
or with follower block and rod. 


The BENTSON line also includes a com- 
mercial grade filing cabinet, storage lockers in 
desk height and in full, clothes locker height, 
also a cash service unit, and steel card index 
sections. 


Write us for circular and discounts. 


The Bentson Manufacturing 
Company 
AURORA - ILLINOIS 
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Answer—In nearly every case there is a general complaint 
that the discount is taken after the period of time has elapsed. 
There seems to be a general tendency to take the cash dis- 
count anywhere up to an indefinite time, and, as one answer 
reads, “Even among large and reliable firms."" Another answer 
reads, ““‘We find a decided tendency to take cash discounts for 
periods running up to thirty days and in some cases more than 
that.” 

In submitting this report we find ourselves wondering about 
its importance to all groups of the stationery trade, due in 
large measure to the fact that, in spite of the reports made 
by previous committees, the danger elements continue and ap- 
parently are growing. 

The splendid report made by your committee of last year, 
composed of Collins C. Shee, John D. Cardinell and George B 
Graff, as chairman, was accepted by the Association, printed, 
and, beyond doubt, read by some of the members In this re- 
port and those of former years, there are suggestions at least 
of conditions that effect the business well-being of the members 
of the Association, and point sharply to others that are con- 
stant and growing detriments 

The manufacturers of all lines appreciate to the fullest ex- 
tent the loyal support of the jobbers and dealers, and are ever 
mindful of the friendly relations which exist today Through 
the National Association we are brought together on common 
ground with a common problem to solve How best can it be 
solved? In our opinion, the problem cannot be solved by 
written reports, printed in the “Association News" and trade 
papers It can best be done by joint meetings between the 
several groups of the Association where, by a frank and open 
discussion of our troubles and problems, a regulation of them 
may be brought about 
JAMES R. ARMINGTON, Dennison Mfg. Co., Framingham, 

Mass., Chairman; WALLACE R. LOVETT, The Standard 

Diary Company, Cambridge, Mass.; COLLINS C. SHEE, Oak- 

ville-American Pin Division, Scovill Manufacturing Company, 

New York, N. Y¥ 

=~ -_— - _ 
MANUFACTURERS’ COMMITTEE ON PENS AND PENCILS 

Pens and pencils are sold in many kinds of stores besides 
commercial stationery stores The stationer has prestige over 
all other distributors of this merchandise because he stocks a 
greater variety than any other kind of store He carries many 
styles for special specific requirements and is assumed to know 
how best to satisfy any and every definite requirement 

The public generally recognizes that the common ordinary 
article may be bought most anywhere, but it is the stationer 
who offers a choice and can be depended upon to supply such 
articles of quality entirely reliable and fitted for their purposes 

The stationer no doubt realizes that he must do at least two 
things to maintain this prestige and the volume of profitable 
business that goes with it. The first thing is to keep his store 
organization well informed as to his stock and the application 
of all items, particularly that he must instruct newcomers to 
his force in all details, and ask manufacturers’ representatives 
to help him in this instruction 

The second thing is that he must keep up his stock of quality 
merchandise and have a fixed store policy of offering the best 
of any line to all possible purchasers 

Stationery stores that are well located for transient business 
are finding it advisable to give much attention to open counter 
displays of pens and pencils Displaying steel pens by the 
dozen box rather than loose is noticeably increasing the size 
of the unit sale 

A well located open display pencil counter not only keeps 
much profitable unit business in the hands of the stationer, but 
the interest created by the display is reflected by increase of 
large unit sales 

Much progress has been noted this year in more intelligent 
handling of the pencil sharpener situation in connection with 
pencil business Stationers are analyzing complaints of pen- 
cils; and those complaints which have been solely due to worn 
out machines or the use of a light and cheap machine by too 
many people have resulted in many sales of high priced pencil 
sharpener equipment to allow the economical use of high priced 
pencils 
The study of various types and colors of colored pencils and 
their possible uses to distinguish various departments of a 
business office, the study of use of colored pencils for marking 
file copies, for marking blue prints and charts and progress 
sheets of various kinds, will always result in a great increase 
in the sale of colored pencils by any stationery organization. 

While it has been suggested and efforts are under way to 


simplify the pen and pencil lines, the stationer is also greatly 
interested in increasing sales by offering a diversity of styles 
for a diversity of purposes Many an office buys a rubber 
tipped pencil of fair or good quality and a typewriter eraser, 
but no soft pencil erasers that are so useful on any desk and 
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direct subtraction 


NE of the most versatile figuring machines of 


recent years. 


Fast addition. Equally swift and 


certain direct subtraction. Both carried on 


Convert- 
ible 

hand or 
electric 














together as quickly as adding alone. Simply set 

up number to be subtracted, as in straight addi- 
tion—move subtraction lever forward—pull 
handle—that’s all. 
red for quick identification. 
totals and subtotals in purple. 


Subtracted figures always in 
Added figures, 


RIGHT hand operation. Non- 

add, non-print, repeat, sub- 
traction, total and sub-total levers 
and correction key. Capacity, 
99,999,999.99. Sturdily constructed 
for heavy duty work in banks and 
big business establishments. Sells 
readily—for it’s in a class by itself, 
outside the realm of keen com- 
petition. 


Some good territories still open. 
Write for particulars. 


ALLEN-WALES 
CORPORATION 


233-245 SPRING STEEET 
NEW YORK CITY 


Write 


folder 
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STYLE 809 
~~ 
METAL FURNITURE 

FOR 
STEEL FILING EQUIPMENT BANK FIXTURES AND FURNITURE 
STEEL DESKS VAULT INTERIORS 
TABLES DEALERS House EQUIPMENT 
STORAGE CABINETS Write today for complete DOCUMENT FILES 
WARDROBES information on this prof- = COUNTER SCREENS 

itable line and our exclu- 

STEEL SHELVING sive agency plan. OMNIBUSES 








STYLE 175 STYLE 800 


JAMESTOWN METAL EQUIPMENT CO. Jamestown, N. Y. 

















November, 1927 OFFICE APPLIANCES 195 


no colored pencils to increase efficiency in handling office papers 
Such partially equipped offices afford the stationer an opportun- 
ity to double his profit and volume of pencil and eraser sales by 
playing up a useful variety Again the counter displays alone 

make their own suggestions to the casual buyer, while the 

direct suggestion by the salesman behind the counter or in his You Need oc 
customer's office often adds an item or two to an order. 

An intelligent service to customers in pens and pencils is 
important in many ways—not only because of increased profits 
on these items, but because of the good impression that is cre- 
ated by evident knowledge of details of the business The 
commercial stationer has many opportunities for discriminating 
service alone the lines suggested, which are not rendered by 
many other types of dealers in pens and pencils 
H. B. VAN DORN, Joseph Dixon Crucible Company, Jersey 

City, .N. J Chairman; HENRY FERA, A. W. Faber, In 


Newark, NJ. AS. VAN HISE, Miller Bros Pen company, fi SLLENT STAMP PADS 


99 Broadway, New York, N. Y 


oe 5 Because— 





Reports of Regional Governors shay boll ier testes 


they are the only solid rubber base 


“y ne ND) pads on the market 


they are quality products 





CHARLES P. GARVIN,. DISTRICT NO 1 they are guaranteed by the manufac- 
turer 
Comprising Maine, New Hampshire, Vermont, Massachusetts, they are in demand by office executives 
Rhode Island, Connecticut—except cities southwest of they are backed by national advertising 
Bridgeport. 
The report of the First District is necessarily short. We have 
the usual Regional Conference, which was very successful, and 


a great deal of the effort in this district has gone forth in the 


last six months to making preparations for the Twenty-Second 


Annual Convention of the Association 
The support given to the work of arranging for the Annual 





Convention here has been so perfect that I cannot allow 

report to go int history without mentioning the fact that no 
man could wish better backing. no Association could hope for 
better backing than that which has been given by the First 


District to the interests of the Association in arranging for the STAMP 
various details of the National Convention 
Our report on membership is as follows: 5 new Dealer Mem- 


bers, 7 Field Members, a total of 1 Resignations 5, members 


Because— 


delinquent in the payment of dues 7, a total of 12 
The recommendation from our district is that the regional 


ahetgineret 


meetings be encouraged and that the National Index be pushed 
weting it is made in all colors 


it is a profit builder 

UR! DOOLITTLE, DISTRICT NO. 2 it is a pure, non-greasy, fast color ink 
it will not harm rubber stamps 

it is backed by the manufacturers, 


forth to completic 


Comprising New York, New Jersey—cities north of and including 


AOA ALTE na Ie 








Trenton and Cornecticut—cities southwest of Bridgeport. We stand back of every MUN-KEE 
Stamp Pad and every can of MUN-KEE ; 
During the vear 1926-27 the governor of District No. 2 had the Stamp Pad Ink with a money back guar- it 
privilege of visiting the Buffalo Stationers’ Club, the Albany antee. Our policy of dealer cooperation 
Cc and New York Asso yn, also attended the Annual Ban- 1S 100% —w« will help you go after busi- 
juet of the New York Associatior Much interest was mani- ness and if you wish will teach your sales 
fested in these various meetings, and especially towards the torce how to make sales. ; 
Harvard Resear york The Regional Convention was held 4° 
in Syracuse April 2ist and was attended by about one hundred . e 
dealers, manufacturers and salesmen { fine lot of addresses If you aren t stocking MUN-KEE Products — ; 
were given bv well known men in the trade on subjects of vital send ina trial order today : 
interest The membership in this district stands about the 
same as last year Notwithstanding, the interest in the Na- 
1A sated easing MUN-KEE PRODUCTS CORP. i. 
tional SSocIaAtIOr pparentiy is increasing H 
NEWARK, N. J. $ 
FRANCIS B. IRWIN, DISTRICT NO. 3 HE 
Comprising Pennsylvania, New Jersey—cities south of Trenton— ; Specify color 
Delaware, Maryland, Virginia, District of Columbia, West : and quantity / 


of ink—pur- 
ple, blue, red, 
green, black, 


Virginia—Wheeling only. 





As ¢g , N he jllowing report f ‘ ic- 
t Ss r herew s mitte 
I seemed necessar\ ipon the start f the new vear to create 
list of the dealers and manufacturers in this district, compris- 
ine the states of Southern New Jersey. Pennsylvania, Delaware, Pads and fill- 
Maryland, Virginia ar Wheeling. West Virginia. The territory ers come 
inked pur- 
ered is extreme irge and the number of individuals ir ple, red, blue 
volved figures up the large total of 4of After a careful analysis aoreen, black 
we discovered approximate] > dealers § manufacturers and uninked on 
F eo < request 
27 field members were members of the National Association and 


ir iddit nm thereto there re x ealers ot members of the 
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The Presto Moistener is perfectly 
adapted to the purpose for which it is 
intended and will make friends wher- 
ever recommended. Its appeal is to 
those who are looking for the better 
grade of merchandise. 


The Presto Inkstand in its highly 
polished bakelite and glass combina- 
tion is not only beautiful, but a big 
ink saver. It opens at a touch and 
closes automatically. 





















Dealers already familiar with the 
line need no further introduction. To 
others we shall be glad to send price 
lists and discounts. 


Bachrach Specialty Co. 


2275 Third Avenue 
New York, N. Y. 








The roeller spreads 
the moisture where 
you want it. 

Exact amount of 
motisture quickly 
regulated, insuring 
clean and neat work. 
Remains sanitary— 
all arts non- 
corrosive. 





$6.00 per doz. list. Liberal 
discount to the trade. 


Two Office Specialties 
Of Real Merit 


Here are two office specialties which 
are in daily use everywhere—the 
Presto Moistener and the Presto Ink- 
stand—both office needs of real merit. 





PRESTO MOISTENERS 
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Association. A cultivation of these prospects constituted the 
work of the division for the year, in an effort to tie them up 
to the National Association 

On February i7th, the Second Regional Conference of the dis- 
trict was held in Philadelphia, and was attended by 76 dealers, 
51 manufacturers’ representatives, 16 field members, 1 lady and 
8 miscellaneous or a total of 152 registered attendants. In addi- 
tion to those registered, there were a number of people at- 
tending the conference in an unofficial capacity which increased 
the approximate total of attendance close to 200 people. The 
large porportion of dealers registered was considered a very 
satisfactory result It seems apparent that the regional con- 
ferences have increased the interest of the dealers in the dis- 
trict in the work of the National Association and must increase 
the membership eventually. 

On April 5th, the Regional Governor took part in a conference 
leading to the formation of a local association in the Wyoming 
Valley. This association covers the cities of Wilkes-Barre, Scran- 
ton, Pittston and Hazelton. The officers selected were ex- 
cellent men in the communities and it looks as if a real center 
has been created. On April 27th, a conference was held at At- 
lantic City, New Jersey, attended by dealers from Atlantic 
City, Cape May. Bridgeton and other cities in the lower parts 
of New Jersey. As a result of the conference a local association 
of South Jersey was formed, well officered and functioning 
splendidly 

It will be interesting to note that a considerable number of 
the dealers forming these two associations are not members of 
the National Association and the Lieutenant Governors ap- 
pointed in these two districts have had their attention called to 
this condition and are using their best endeavors to interest 
said dealers in membership in the National Association and this 
must bring results eventually. 

During the year an informal association has been formed at 
Lancaster, Pa. The dealers there are quite interested and many 
of them attended our divisional meetings At the present 
moment, reports are being awaited from Altoona, Pa., where 
a meeting was held on September 13th, to consider the matter 
of a formation of a local association. We do not have advice 
yet as to what was accomplished but expect an active local as- 
sociation to be formed. 

In connection with this portion of the report, I would like to 
call attention to the invaluable assistance rendered by repre- 
sentatives of the manufacturers, and the Regional Governor de- 
sires to cordially acknowledge his indebtedness to these gentle- 
men for their help 

During the entire year a determined effort was made to secure 
new members, to avoid delinquent members from dropping out 
of the Association, and to secure the reinstatement of some who 
had already lost their membership, with some success 

It may be interesting to know that three different letters re- 
garding the divisional meeting were sent to every prospect, 
manufacturer and dealer in the district In addition to the 
above, two different letters solicting membership in the Asso- 
ciation were sent to every prospect in the district, following 
up the invitation sent from Chicago. A special list was selected 
and sent to every Lieutenant Governor, of the prospects in his 
locality, urging his personal effort and it is pleasant to relate 
that the seven excellent Lieutenant Governors, whom I have 
the honor of leading, carefully and energetically endeavored to 
secure these memberships Every delinquent in the district 
received at least two letters from the Governor, and the Lieu- 
tenant Governor of the respective district also communicated 
with the delinquent so that a number of our members have been 
reinstated 

At the request of President Stewart, the Regional Governor 
wrote to ten manufacturers urging them to have their lists 
included in the National Index. Ten leading dealers in the dis- 
trict were requested to write letters to five different manufac- 
turers, urging upon them the importance of including their lists 
in the National Index 

Every dealer member received a letter calling his attention to 
the activities of the Harvard Bureau and urging co-operation by 
sending his report promptly. This was followed up in the Spring 
by a letter calline attention to the fact that some of the dealer 
members had not forwarded their reports and urging an im- 
mediate compliance with this request. 

The Regional Governor attended some interesting meetings 
at Pittsburgh, Wilkes-Barre and Atlantic City and found the 
dealers all very keen to receive suggestions and any help that 
it was possible to afford them 

I believe that the outstanding necessity of the stationery in- 
dustry is to secure more creative salesmanship Every dealer 
knows how few of his men are working along these lines. Some 
definite attempt should be made by the National Association 


to provide an educational program for our salesmen and I be- 
lieve that such a program would not only make a great impres- 
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..helps us land the 
lions share 


of business — 


What the Snaw-Walker 
Exclusive Selling Fran- 
chise is doing for the G. 
A. Stowers Company it 
is doing for hundreds 
of successful dealers the 
country over. Your ter- 
ritory may be open! 
Mail coupon for com- 
. , wats plete details of our new 
Tonio. et profit-making plan. 
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“Built Like a 
Skyscraper” 

















| SHAW-WALKER, Muskegon, Michigan I 
( ) 1 Without obligation, please let me know just how the new Shaw-Walker Selling Plan | f ) 
— 4 can make more money for me as an exclusive dealer. t 
in al Name hinbchiiee wee veccneccece. ceéBieogseuwed heb ake ale aun anne I —_ 
U ~e 
| Address one 0b Gatiee’s atew eb base owe wbin deen kaon eee ene [ 
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A NEW Deporeeny 


exists for 


app 
ap SAP E til Mi / Dealers 


Retailers are finding an extra source of profit 
in Safeguard Check Writers. A new and unusual 
DEALER PLAN is now ready for your serious 
consideration... It is complete... It is thorough 

. It will show you exactly the profit possibilities 
in your territory.—Send for Details. 


Address Dealer Division 





New 
SPEED 


Model 1. Writes EXACT amount in WORDS. 





The new Speed Mode! 
“B” is the fastest check 
writing machine ever de 
vised to give complete 
protection 


Checks written with the 
Satewuard are automati- 
eally triple-protected 





2. AUTOMATICALLY protects Payee’s Name. 
















Lol rhe same operation that writes out the amount in acid-prooi 
red ink, shreds the payee’s name and the amount as written i1 
hgures. It’s automatic—‘ You Can't Be Careless With a Safeguard 


Amount is ALWAYS written in ‘ONE line, 
full width of check; eliminates danger of 
raising by additions. 


Provecrion 
eequar 
Gi WRITER 


Manufactured by 


SAFEGUARD CHECK WRITER CORP. 
5 BEEKMAN STREET NEW YORK 
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sion upon the industry, but would result in a very large in- 
crease in membership 

It is a pleasure to pay a personal tribute to the work of 
National President Stewart, who has put high pressure on the 
regional governors all during the year inspiring them to great 
effort in behalf of the National Association and created a very 
warm and cordial relationship between the National Officers and 
the Governors Also to call attention to the promptness and 
thoroughness of General Manager Gibbs in responding to every 
request for information or help from the National headquarters, 
as well as the prompt payment of expense vouchers submitted 

It has been a pleasure and privilege to work with these gen- 
tlemen during the year, which is been a most happy and en- 
ovable one in every respect 


E. H. CLARKE, DISTRICT NO. 4 


Comprising North Carolina, South Carolina, Tennessee, Georgia, 
Alabama, Mississippi, Florida and Louisiana. 


The Governor of the Fourt Regional District desires to sub- 
t the following report 
Membership in District No. 4 on September 30, 1926, 116 
Resignations dropped on account of delinquent dues, 11, 
total of 102 New members added since October 1 


eavink a 


6. 10, making the total of membership to date in this district, 


2. This consists of 3 Manufacturers, 82 Dealers, 5 Associates, 
Organization and 21 Field rhis e regrets to say, is a very 
insatisfactory report and car be accounted for throug! poor 
trade conditions that beset the district during the past two 
ears 
Briefly outlining our activities following my election as Gov- 
ernor at Washingtor October, 1926, I appointed ten Lieuten- 
int-Governors, t whom I am deeply indebted for their hearty 
-operatior and issistance I ill matters of interest to the 
Association In January, 1927, a visit was made to a number 
ties in Florida ind calls made on all members residing 
therein. The dealers were somewhat depressed over local condi- 
tions; many were overstocked with merchandise for which there 
was no market (This condition was responsible for a number 
if resignations w we believe, will be reinstated later.) 
Suggestions were made to the Florida dealers which to some 


extent, I understand, have been acted upon and proved very 


helpful 
The annual Regional Meeting was held at Memphis on May 
5 and 6; there were present over 200 (of which 42 were Dealer 


Members), including President Stewart, Past President Allen, 
General Manager F. B. Gibbs. Governor Chas. P. Garvin (most 
efficient and versatile of toastmasters), Frank D. Waterman 
and others from Eastern and Western districts 
Many of our members were unable to attend on account of 
the Mississippi floods 
The meeting was very successful, both in attendance and for 
educational values obtained from very splendid papers that 
were read A. W McClure of Macon, Ga was chosen to be 
recommended as the next Governor of the Fourth Regional 


District Jacksonville, Fla vas selected the convention city 
for 1928 

Your Governor is indeed grateful to all those who came from 
a distan to contribute to the success of the meeting, with 


special mention of the most splendid paper, illustrated with 
motion pictures, delivered by C. A. Netzhammer, sales manager, 
The Northwestern Furniture Company of Milwaukee, and all 
others who appeared on our program 

The Southern Travelers’ Club held their annual meeting the 
same week, and added their efforts in making our meeting a 
success Right here I want to make mention of the valuable 
assistance rendered by the traveling men, calling on prospects 
and securing new members. They were most helpful in broad- 
casting interest in the Association 

Acknowledgment is made of the receipt of $108.25 from my 
predecessor, R. M. Pound, which was added to the general 
fund Association affairs seem to be working harmoniously, 
and have progressed in matters of good fellowship and better 
business methods 

For geographic reasons, dealers in the state of Kentucky 
expressed a desire, at the Memphis meeting, to become a part 
of the Fourth District 

Your Governor thinks there should be some special induce- 
ment held out to the smaller dealer to get him into the As- 
sociatior many claiming the dues are out of proportion. An- 
other idea has been suggested that the National Association 
News should contain helps to the dealer along the lines as now 
put out by the Americar 
Bulletins 

In conclusion, I want to 
splendid co-operation I have received from General Manager 


Booksellers’ Association in their Trade 
express my appreciation for the 


Gibbs and from the Lieutenant Governors of the District, the 
trade journals, Lieutenant Governor Evan Johnson, Lieutenant 


APPLIANCES 199 


Sell 
‘Tables 


this New Way 


Make bigger profits on 
a smaller investment | 





Now you, too, can make real money | 
selling tables. Designed especially for | 
live dealers in office appliances, the 
new, simple St. Johns marketing plan 
has been eagerly seized upon. Only a 
trifling investment required for a mere 
sample display. We make instant de- 
liveries from our own stocks, shipping 
direct to your customer if desired. | 


The demand for office tables on the 
part of your trade may not justify you 
in carrying your own warehouse stock. 
At the same time you cannot afford to 
send these customers to a competitor. 


Sell them yourself, with our co-opera- 
tion. Write us at once for full partic- 
ulars of the St. Johns plan. Don't 
miss this opportunity. 


#@ St. Johns Business tables are made in 5-ply ) 

Mahogany ; 5-ply Walnut ; Oak, 5-ply quartered 
or plain;first quality quartered Gum, Mahogany 
finish and Northern Gray Elm. Several stand- 
ard sizes with linoleum tops. The under top con- 
struction and mitre-joint plank edge are exce 

tionally strong. Dovetail drawers with 3-ply 
bottoms. Shipped K.. D. with bolt construction 


ST. JOHNS TABLE CO. 


Cadillac Michigan 
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WHAT'S THE 
DIFFERENCE 


BETWEEN A DESK 
AND A TABLE ? 
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About $30.00 and a few cubic feet of 
surplus drawer space. 


It’s the machinery or equipment that 
makes a factory out of a building. 


| And a desk is merely a refined soap 
box without thoughtfully planned equip- 
ment. 


The file drawer, usually neglected be- 
cause ordinary indexes fail to meet desk 
requirements, becomes the very heart of 
the desk with a 


WAGEMAKER DESK INDEX 


FOR FULL INFORMATION MAIL THIS 


WAGEMAKER CO 

Please mall use circular and prices on desk indexes Also 
1 set each No. 1, No. 2, No. 3 indexes (not for resale) at 
especial display sample price of $3.58 net for the 3 sets 


WAGEMAKER CoO. 


GRAND RAPIDS MICHIGAN 
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Governor James E. Neary, and the most splendid enthusiasm 
end support at the hands of President Stewart, who has had a 
vear of most trying conditions confronting him. I regret very 
much that iliness over a large part of the year prevented my 
giving bim the support I had in mind 


CARL M. SCHUTZ, DISTRICT NO. 5 





Comprising West Virginia—excepting Wheeling—Kentucky, 
Ohio, Indiana and the Southern Peninsula of Michigan. 
The activities during the past year in District No. 5 have been 
patterned after the national program of “Better Merchandising 

Methods" outlined by President Stewart. 

The Regional Meeting held at the Cleveland Hote’. Cleveland, 
Ohio, on May 3, 1927, was designed to appeal particularly to 
dealers and the result was an attendance of seventy-one men 
of which forty were dealers and thirty-one manufacturers. This 
predominance of dealer attendance was particularly gratifying, 
since it showed that programs designed to give dealers real 
business aid are welcomed by them 

Mr. Charles Marshall of Ivan Allen-Marshall Company, At- 
lante, Ga., was kind enough to attend this meeting and give 
the dealers assembled his very inspiring and instructive address 
on “Stock Control,"" which proved to be of unusual interest. 
Such addresses, based upon successful experience, are the back- 
bone of the very fine program laid out by President Stewart. 

It was recommended by the governor that District No. 5 
be decreased in size to enable more concentrated work with 
the dealer members. A resolution was passed, to be presented 
to the governing board, that Kentucky be changed to the 4th 
District. This resolution was endorsed by the Kentucky rep- 
resentative at the Memphis meeting. 

Mr. B. A. Tuttle of the Tuttle Corporation, introduced a reso- 
lution asking the Executive Committee to bring to the attention 
of the manufacturers the desirability of publishing their cata- 
logues in loose leaf form to enable dealers to compile their own 
catalogues for their salesmen. This resolution was passed unan- 
imously, and forwarded to District No. 4 for action 

The governor is deeply indebted to President Stewart, Carl 
J. Nachtigal, Hal Johnson, Edward L. Little and the Cleveland 
dealers, for their wonderful co-operation and assistance in this 
meeting 

During the year, your governor has enjoyed the privilege of 
assisting in the formation of two local associations—one in 
Columbus, Ohio, and one in Indianapolis, Indiana. Both of these 
local bodies have been fermed to act as idea exchanges for the 
betterment of the industry locally. It has been a real pleasure 
to work with these local groups, and as a recommendation to 
the National Association, your governor suggests that added 
effort be put forth to form such local bodies in all the larger 
communities. This should be an important part of every gover- 
nor’s duty since it carries out in most effective manner the 
national program, and gives added interest among dealers is 
National Association membership. 


DANIEL S. HANSEN, DISTRICT NO. 6 
Comprising Illinois, except East St. Louis, Wisconsin and the 
Northern Peninsula of Michigan 





As governor of Regional District No. 6, I have a very brief 
report to make for the year 1927 

New members were taken in as follows: 1 Dealer, 3 Manu- 
facturers. 8 Field and 2 Affiliated 

Our 1927 Regional Meeting in Chicago on March 18 had an 
excellent attendance, some 160 manufacturers and dealers being 
present. About half of this number were dealers, indicating an 
increasing interest in Association affairs on the part of the 
dealer 

I earnestly recommend that regional meetings be carried on 
to a greater extent in the future, and where it is possible to 
have a two-day session so as to permit a more detailed demon- 
stration of dealer helps 

Our Manufacturing Members are entitled to a vote of thanks 
for the splendid co-operation they have shown at our regional 


meetings 


STERLEY F. JERUE, DISTRICT NO. 7 


Comprising Minnesota, towa, North Dakota, South Dakota 
and Nebraska 
In reporting the activities of the Seventh Regional District, 
all things considered, I feel quite well satisfied with the results 
that I have had in the past year 
The Seventh Regional Meeting was held in St. Paul on June 
29 and 30, and from reports received from the dealers in this 
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There is no other 
“COMPTOMETER” 


(TRADE MARK) 


than that made by 
FELT & TARRANT 


MANUFACTURING CoO. 





Comptometer 
is a registered trade-mark 


T was coined by D. E. Felt, inventor of the Machine, 

and it is the exclusive property of Felt & Tarrant Mfg. 

Co., makers of the Comptometer Adding and Calculating 
Machine. 

“Comptometer”’ cannot be used in connection with or 
to designate any other make of adding or calculating 
machine. There are other calculating machines, but there 
is no other ““Comptometer.”’ 

‘“Comptometer” cannot properly be used in a generic 
sense as meaning “calculating machine.” 

It is limited in its significance to its use as a trade-mark 
to identify the machine made by Felt & Tarrant Mfg. Co., 
as distinguished from all other adding or calculating 
machines. 


FELT & TARRANT MPG. CO. 1719 N. Paulina St., CHICAGO 


CONTROLLED KEY 











ADOING AND CALCULATING MACHINE 
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Berry 
TER CONSTRY 


VERSATILITY distinguishes 
each individual cabinet of this 
varied line. Won-dor is made in 
three sizes. Any one of the three 
can be equipped with shelf, rod 
and hooks as a wardrobe or fitted with shelves 
as an office supply storage cabinet—proof against 
dust, rodents and petty thieves. Tu-dor, twice 
Won-dor size, also can be equipped for both pur- 
poses. Combination Tu-dor is a two-door cabinet 
that combines both wardrobe and storage space. 
In small offices, combination Tu-dor may be just 
the storage equipment needed. 
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CABINETS of° 
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Other Lyon-made cabinets also have 
a multiple utility. Desk-hi is safe 
supplementary storage space for an 
executive or hissecretary. Counter- 
hi is both storage cabinet and serv- 
ice counter. Li-flat finds use in office, studio or 
store— wherever large papers must be kept clean, 
flat and untorn. There are sales potentialities in 
Lyon versatility and they are enlarged by the vari- 
ety, beauty and quality of Lyon finishes—finest 
lacquers over base coats of baked enamel. Dealers 
find Lyon-made cabinets profitable. The broad mar- 


ket is cultivated by national advertising. Write us. 





Sold by Leading Office Equipment Dealers 


LYON METALLIC 


MANUFACTURI 


NG COMPANY, AURORA, ILLINOIS 
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district, I feel very much satisfied that there is a renewed 
interest taken in Association work 

While I do not feel satisfied with the increase in membership 
in our district, I am pleased to report that we have had two 
new Dealer Members, seven Field Members, and there have 
been four reinstatements of memberships 

We are very fortunate in having with us at our Regional 
Meeting, President W. Neill Stewart, who covered the subject 
of the National Association activities 

The prosram for the meeting was of a purely educational 
nature, covering such subjects as “Advertising.” “Stock Con- 
trol Window Display.”’ and other subjects of general interest 
to the average stationer 

I am indeed greatly indebted to the members of the North- 
west Travelers’ Club, which has recently been formed in this 
district, as they were very instrumental in making the Seve. th 
Regional Meeting i success They took active charge and 
contributed all the entertainment features for both the ladies 
and men’s program 

The business meeting continued through the first day and a 
half, at which time the convention closed, the balance of the 
afternoon and evening being turned over to the members of 
the Northwest Travelers’ Club. They entertained at a ball 
game and golf tournament in the afternoon, closing with a 
eabaret dance in the evening. to which an invitation was 
extended to the employees of all the Twin City stationers 

We had at this meeting a total registration of 154, made up 
of 52 Dealers 18 Manufacturers 43 Field Members and 41 
Ladies 

In analyzing the possible increase of membership, I believe 
that some plan will have to be formulated that will interest 
tl dealer in the smaller cities, from 50,000 population and 
under While this dealer thinks well of the National Associa- 
tion work, he does not believe that the activities of the Asso- 
ciation are of any particular interest for him, but are for the 
stationers in the larger cities 

Out of a total of approximately ninety-one dealers in this 
district we have thirty-five as members This number could be 
greatly increased It has come to my attention that only 
about half of the stationers of this section are keeping a stock 
record. This condition could be easily corrected by the Asso- 
ciation with the help of the manufacturers Every dealer 
should keep a stock record. He could do so with a little help 
It is a fact that the membership in the National Association 


comprises only a small percentage of the stationers in cities 
under 50,000 populatior 
Regardless of what the Association has done for the welfare 


} 


of the stationers all over the country, these small town dealers 


have been unable to see its value It is there I know, but 
you must do something that they can readily understand, in 
fact, something that they are expressing a desire to do If the 
Association could build up better business men in small towns 
t seems to me as though we will have done a constructive act 
for the industry as a whole 

I am sure that the success of our Association would be 
assured and unlimited if we ild ring this vast number of 
dealers to join us in this work 


S. B. HUDSON, DISTRICT NO. 8 


Comprising Missouri, Kansas, Arkansas, Oklahoma and the city 
of East St. Louis, Ill. 


| accepted the positior is governor of District & National 
Association of Stationers, Office Outfitters and Manufacturers 
t beginning of 192¢ wit! i great deal of hesitancy on 
int fn nex nee ind ick knowledge is t the 
s f he ffice d e requ t nts that are d on the 
(7OVe r This was espe r when I thoug! f some 
I al ind experier r wl had preceded 
Because of unfortunate general business conditions which 
i es of bus s ive ‘ ntending with for several! 
mor Ss, the statior s int s str seem t hav een some 
what disorganize nd were not manifesting much interest, so 
that my first act ty was an endeavor to arouse the interest 
stationers in the benefits that would be derived | thelr 
ffilia n witl National Association While I was not suc- 
sful in securing many new members, I believe the campaign 
of letters and terature going t the stationers was largely 
responsible for ne of the est attended and most enthusiastic 
District Conferences we have ad for several years This 
meeting was held in Kansas City and was represented by the 
following: 21 Dealers + Manufacturers, 7 Field Members, 2 
Ladies, 55 Miscellaneous, making a total of 94 This includes 
ittendance at banquet 


There were also present ind n the program our president 


W. Neill Stewart: our good friend Charlie Garvin and the old 
reliable Ed Little With these able representatives of the 
National Association on the program and with the hearty 
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‘* The Standard of Quality and Service 
for Over Fifty Years”’ 


SENECA FALLS 
RULE & BLOCK CO. 


INCORPORATED 


Seneca Falls, N. Y., U. S.A. 
Write for Illustrated Folder ‘*C5” 


Pacific Coast Representative—A. L. Jones 
55 New Montgomery Street, San Francisco 


Member— National A ssociation of Stationers, Office 
Outfitters and Manufacturers 


Advisory Member— Wholesale” Stationers’ 
Association of U.S. A. 


Associate Member— National School Supply Assn. 


Member—Better Schools League 
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Chart Your Customers 


Businesses and Your Profits 
with 


HIGGINS’ 
Colored 
Drawing Inks 


PTT 


2 


PUTTY 


r 





Becaver of limited space, our color insert in the Sep- 
tember issue of Office Appliances did not mention another 
of the most important uses of Higgins’ Drawing Inks— 
for GRAPHS, CHARTS AND MAPS! 


Many of your customers graphically chart their sales, 
stock, overhead and countless other elements in Higgins’ 
Colored Drawing Inks—and map their territories in this 
manner also. 


If you have overlooked this big opportunity to profit stil 
further with Higgins’ Drawing Inks by all means cash in 
on it from now on! A little display—a graph or chart that 
you can easily make from your stock of Higgins’ Inks— 
and our attractive new display card on the colored inks 
will do wonders for you! Send for it at once—set up your 
display. Remember that there are many architects, 
artists, builders, engineers, students and business execu- 
tives coming in or passing by your store every day! 


CHAS. M. HIGGINS & Co. 
271 Ninth Street Brooklyn, N. Y. 
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response and co-operation of the members as a whole in the 
round table talks which were led by ex-President Charlie 
Mitchell, we had what we felt was a really worth-while and 
profitable meeting. 

Since the conference I have kept in touch with the members 
and prospective members in an effort to increase the member- 
ship, and while the results have not been as great as we would 
wish, at the same time several new members have been added 
from different localities. 

As governor, I had planned to visit each of the larger points 
of the district during the past year but was not able to make 
but three—Kansas City, Oklahoma City and Tulsa, 

With personal visits being made in the larger cities of this 
district and with the co-operation of some of the local fellows, 
I believe we may count on a nice showing from District Eight 


during the coming year. 


L. B. CLEGG, DISTRICT NO. 9 


Comprising Texas—except the city of E! Paso 

During the year I have made one trip to Houston and Galves- 
ton where I met with the stationers of those two cities and 
attended the regional meetings in San Antonio and Dallas. 

The San Antonio and Dallas meetings were both well at- 
tended and we feel that the stationers of this district are being 
benefited by the association. The work of the Harvard Bureau 
of Business Research was one of the subjects at each regional 
meeting and is being looked forward to with interest by many 
of our members It was decided to have one meeting next 
year, to be held at Waco, and the stationers are enthusiastic 
in their belief that this will be the best meeting we have ever 
held. I want to express my special appreciation of the splendid 
help given us in our regional meetings by Ivan Allen of Atlanta 
who came over at his own expense and made most interesting 
talks at both meetings and in addition added much interest to 
our round table discussions. Also my appreciation of the 
splendid help by our president, W. Neill Stewart, who has 
given so generously of his time in the interest of the asso- 
ciation 

E. Clifton Wilson of Houston, one of the most progressive 
and successful stationers in the South, was recommended as 
governor for District No. 9 for next year, and under his leader- 
ship we expect splendid results 

The Texas Travelers, an organization of traveling salesmen 
of the stationery trades, has been of wonderful help in pro- 
moting a better feeling of co-operation among the dealers, both 
members and non-members At both the San Antonio and 
Dallas meetings they attended every business session almost 
100 per cent In my opinion we can secure more members 
through the traveling representatives than through any other 
channels and also keep the members in closer touch with each 
other. These messengers of good-will, as I will call them, can 
create an atmosphere of good feeling in any and every district 
if properly handled and encouraged, and we should not over- 
look their value 

The membership of the association in District No. $9 is as 
follows: October 1, 1926, 36 Dealers, 1 Manufacturer and 9 Field. 
On October 1, 1927, 36 Dealers, 2 Manufacturers and 13 Field. 
Delinquents in the payment of annual dues on October 1, 1927, 
5 Dealers, 1 Manufacturer and 5 Field 

There has been a gain of 1 Manufacturer and 4 Field Mem- 
bers, and we have lost by resignation or non-payment of dues, 
1 Dealer 

In conclusion, I want to emphasize the value of the regional 
plan of the association, which has possibilities of unlimited 
value to the trade as a whole. 


GEORGE E. HORNE, DISTRICT NO. 10 


Comprising Wyoming, Colorado, New Mexico and the City of 
El Paso, Texas 


Business conditions in this district have not been what you 
could call booming, and close application to business has been 
the keynote of all members. I believe the membership remains 
about the same, having gained where we have lost Your 
governor has not had the time the past year to actively engage 
in membership work. There is still some very good firms that 
should be in our association. 

We wish to mention our appreciation to the field members 
in this district, the district of great open spaces and long 
distances between water tanks. Their work in interesting new 
members and spreading the gospel of our association is a great 
asset to us 

Our district convention, held in Denver in April, was a very 
interesting and instructive occasion arranged and put over by 
a committee of Denver stationers and presided over by Charlie 





Opportunity! 


In the Rand Dealer Line, hundreds of 
the country’s leading stationers and of- 
fice appliance dealers are finding new and 
unusual opportunities for increased sales 
and greater profits. 

Rand Sectional Visible Index equip- 
ment opens wide an ever-expanding field 
of sales possibilities. 

Rand Angle Tab Guides and Folders 
are in demand by big users of quality 
products every where. 

Rand Makurown Index Tabs main- 
tain with ease their profit producing 
leadership. 

Cash in on this big profit sharing op- 
portunity. A coupon, which for your 
convenience is on the other side of this 
page, will bring complete information 
and catalog containing prices and dis- 
counts to the trade. 


—— 




















~Prestige and ia its he Your Store ~ 


La 





by displaying E Rand Visible Card Records 


in Sectional Steel Cabinets 


‘The world-wide reputation of Rand Visible Card 
Records can be used by any stationer in any locality to 
attract attention to his store and increase his sales. For 
a quarter of a century the name “Rand” has meant the 
office equipment service to all business men, bankers, 
wholesalers, manufacturers and retailers. 


A display of Rand Visible Records in Sectional 
Cabinets will interest all of your business customers. 
They will look to you to furnish them with special vis- 
ible record equipment that fits exactly the card capacity 
required. 


The visible method of keeping card records is now 
the accepted standard in the most efficient business 
houses. [he educational work is done. The business 
executive of today has full understanding of its superior 
value. To the stationer it means steady and increasing 
~—— sales and worth-while profits every week in the year. 


wn Index Tat Rand ~ 





+ ye Write for complete information, prices and dis- 
counts to the trade. 


Dealer Division 
fae Gone ERSTE Tu, Rand Kardex Service Corp., 


Tonawanda, New York 


MAIL THIS COUPON---NOW! 
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Participate in ALADDIN’S 


Win *502 Easily y 


Better Window Movements 












Here is a typical Aladdin display window 


—you can do as well or better! 


Then she sees the Aladdin 
Display in your window — 
and the sale is made! 
HE contest is on! To those dealers who sub- 
mit photographs of the best window displays, 
the Aladdin Manufacturing Company will give 
following prizes: 








IID i ucissssisiceisaniiadianinall $50.00 
| a $25.00 
Next Five Prizes... $10.00 


—and every entry will receive a beautiful gift, 
whether it wins or not, simply as a reward for the 
trouble taken. 


The judges will be Mr. L. C. Fletcher, of Electrical Record; 
Mr. J. Rosenthal, of Lamps Magazine; Mr. P. N. Rothe, of 
Furniture Journal, and Mr. J. A. Gilbert, of Office Appliances. 


The rules are very simple. All that is necessary is that the 
display must feature Aladdin Lamps principally, must stay in 
at least one week, and your name and address must be written 
on the back of the photograph. The contest begins at once 
and ends on Christmas Day. All photographs must be in by 
January Ist. You may send us a snapshot, or if this is incon- 
venient, your local photographer will take a picture of your 
window for a dollar or two. Any size photo will do. 

You don’t have to decide now whether you will enter this 

ALADDIN MANUFACTURING COMPANY, Sales Div. No.9 


ALCANIIN 


<> Electric Portable 


wun trons LAMPS 


MUNCIE (The Magic City) IND. 


ENTER THIS 
CONTEST! 


LADDIN leads the way by launching 

this movement to make every dealer’s 
windows sell! Get your entry in—besides 
a chance for a real money prize, you are 
assured of a beautiful gift, whether you 
win or not! Always keep this new slogan 
in front of you: 








contest or not. Just make up an attractive Aladdin 
window display now—while the season is on! Use the 
din Lamps you have in stock prior to November Ist. We will 
rnish you, free of charge, with a colorful and 
attractive window display, i 
When you have your in, if you decide to enter the 
contest, simply have it 
with the name and 

not enter the contest, the sales you will make 

your display will pay you many times over for the small 


Plan to enter this Aladdin contest now! Check up on your 
stock of Aladdin Lamps. If you are running 
now! Write us at once for the great free window display, 
and our circular giving many hints and ideas on how to win 
a prize. Join Aladdin's Better Window Movement. Remem- 
ber, it pays to “Make Your Windows Sell!” 


A New Building! 
The tremendous popularity of Aladdin Fae has made 
necessary the addition of a huge new manufacturing unit. 


Aladdin beauty and qual- A Complete Line 


ity a Aladdin — are 
making business history! YA 
5 tL 
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OUR PERMANENT DISPLAY AT THE AMERICAN FURNITURE MART IS ALWAYS INTERESTING 
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Complete~ 


1. Line of Steel Safes with Underwriter’s “A” and 
“B” labels. These safes also carry Underwriter's 
“T-20° burglar label. Sizes range from 17 inches 
inside height to 60 inches inside height 


2. Line of Hercules Steel Safes. Sizes range from 15 
inches inside height to 32 inches inside height. To 
retail from $50.00 up—completely equipped with 


interiors 


3. Line of Vault doors and burglar proof chests 


4. Selling and advertising co-operation. The new 
Meilink loose leaf sales manual of over 200 pages. 
Thoroughly trained salesmen, direct from factory at 
your disposal on special jobs. Extensive advertising 
in leading national magazines. Newspapers, direct 
mail and mail enclosures for your individual use. 


5. Liberal sales contests in which all of your sales- 
men can profit when you sell Meilinks. Cash prizes 
paid monthly to everybody selling Meilink or Meilink 


Hercules Safes 


A salesman should make twenty-five 


to fifty dollars extra every month. 


The Meilink line will show you increased profits. Perhaps your territory is open. 


The Meilink Steel Safe Company, 


Toledo, Ohio 
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Mitchell and our national president, W. Neill Stewart The 
“day before’’ open house and evening's entertainment put on by 
the field members was quite an enjoyable affair. 

The district convention chose C. E. Hoffhine of the Hoffhine 
Printing & Stationery Company, Casper, Wyo., as its candidate 
for governor of District No. 10, and I trust that the board of 
governors will so designate Mr. Hoffhine for the next term 

It has been a great deal of pleasure and profit to me to serve 
as district governor in the national association, and on passing 
my office on to a real “he western man,” let me wish you all 
the best of luck and success 


JAMES S. BALL, DISTRICT NO. 11 


Comprising Montana, Utah, Idaho, Washington, Oregon and 
British Columbia 


As governor of Regional District N« 11 *The Great North- 


west and British Columbia’ I am pleased to make the follow 
ne rer 
Our regional meeting, combined with the eighteenth annual 
eeting of the Pacific Northwest Stationers’ Association, was 
held in Seattle at the Olympic hotel, June 22, 23, 24 and 25 
“ registered attendance of one hundred and twenty This 
ided dealers from British ‘ mbia, Washington, Montana, 





A vas anged, the first da eine 
de fou livisions of t indus- 
tr’ eng ving ommercia furt ire 
and rY meetings I know were very 
helpt SI ¢ ties 

The second and third days were devoted to the regular 
progran The subjects were of an educational nature and 


were handled by able speakers Of particular interest to the 
members was the inspirational address of President W. Neil 
Stewart; the address of Charles M. Marshall on Stock Con- 
trol,”” which was an eye-opener to all of us on turnover, and 
the address of Carl M. Schutz on “Salesmanship 

We want at this time to thank the national association for 
the presence of President W. Neill Stewart with us His 


sincerity in his work was an inspiration to all Ss; als« 


thanks to Charles M. Marshall, who made the trip at his own 
expense and sacrifice to his business to give us his messages; 
to Carl Schutz, and to our good friend Howell D. Melvin, gov- 


ernor of District No. 12, who has not missed one of our conven- 
tions in the last three years and who we are always glad tc 
see—we like all of you and hope you will come again 

As a member of the Pacific Northwest Stationers’ Associa- 
tion, having attended every meeting in the past eighteen years 
from comments of other members I feel that this was the best 
meeting we have had. This was due to the work of the Seattle 
dealers in co-operating with C. R. Griffin, president, and E. J 
Chapman, secretary in arranging for the meeting and the 
program 

From reports throughout the territory, a healthy and satis 
factory condition seems to prevail except in the commercia 


furniture division, which is somewhat upset by the practice 
of manufacturers entering into contracts with consumers for 


delivery of their product by the dealers at a discount which 
means a loss A resolution on this subject was passed at our 
meeting, and I trust it will be acted on and considered by the 
furniture division of the national association at its meeting 
in Boston 

While we have not had any meetings since our convention in 
June, I have called on a number of the dealers in territory 


adjacent to Portland and expect to get the dealers of the 
Oregon and Southern Washington territories together in the 
near future and later the dealers of Western Washington and 
British Columbia followed later by a meeting of Eastern 


Washington, Idaho and Montana 
HOWELL D. MELVIN, DISTRICT NO. 12 
Comprising California north of and including Fresno, and that 


part of Nevada north of a line extending west from 
the northern boundary of Arizona 


M < egior g er ame s : ° 
t I ! ssibie t : a creditable program and 
t 2 an a e t x i just alling egional 

r hern Califor s passed ip 

The s did « husiasm ar S¢ t the meeting f reg : 
governors in ¢ g ast Ja I am quite sur nduced 
a of r hon Jeter? t ganize r dis « 

r mak ir gional me gs for 1927 worth wl T? 
Success of these meetings has been told through n la 
tor rt es in the trade journals L m what I a heard 
I ar sur } the <= Frar « e was ir resting 











uspidor Prices 


Reduced 


Our new price list will interest you 


Prompt shipment 


A new envelope stuffer showing 
six of our best sellers is supplied 
with orders. 


Che ao 
MAT 3.00 
DETROIT ~ 


1500 BEARD AVENUE 








A 


tt aap las ee 


ee met ee ae oe — ~~ —_ . 
ec a i et tea 


; 
if 
7} 
f 
i 


ae a a mar | 


ET RSENS ET 





A eee 





OFFICE 


PAIQ 
AUG 161927 
WESTERN ELECTRIC CO. 


PER eaceececcesococo=] 












THE AJAX SERVICE STAMP 











WITH A METAL DIE 





The Ajax Service Stamp is marking its 
way into every office where folks want to 
get away from the old-fashioned, obsolete 
rubber stamp with its constantly breaking 
date bands and its messy companion, the 
stamp pad The metal date wheels and 


stamp face print through a ribbon, always 


giving clean and perfect impressions. With 
the exception of the ribbon, the Ajax Serv 
1ce Stamp is guaranteed for five years 

Ask for complete dealer information on 
the Service Stamp and the standard Ajax 
lime Stamp, illustrated below. 





AJAX TIME STAMP CoO. 
| 81 WASHINGTON STREET 


_ BOSTON MASS. 
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and beneficial, and the Pacific Northwest meeting held in 
Seattle, which I had the pleasure of attending, was entertaining 
and, as usual, very productive of constructive and practical 


information 
During many years in organization work I have never enjoyed 
undertaking more than preparing for and conducting our 


any 
regional convention We have only one local stationers’ or- 
ganization in northern California—the San Francisco Stationers’ 
Association—with a few members in nearby cities As not 
many California stationers have membership in the national 
association it was, therefore, necessary for me to go over 
most of my district and personally interview the dealers, as ! 
had no lieutenant governors to assist me I found nearly 
everyone heartily in accord with holding yearly conventions 


and anxious to attend 


I obtained the co-operation of quite a few dealers, manufac- 


turers’ agents and traveling salesmen, and especially wish to 
compliment Jimmy Davison of Wilson-Jones, Charles Barry of 
the Charles Barry Company, and Ed Sparks of the L. E. Water- 


did and the 
Our meeting 


man Company for the splendid personal work they 
enthusiastic letters they sent dealers and 
held in San Francisco June 16-17 was attended by over seventy- 


agents 


five men and approximately thirty ladies who were present only 
at the banquet 

Twenty of the best speakers that could be obtained were 
placed on the program and discussed such subjects as The 
National Association, The Harvard Research Bureau Report, 
Location and Display of Merchandise, Building Up a Loose- 
Leaf Department, Is Office Furniture Profitable to a Smal! 
Stationer?, Gifts, Decorative and Social Departments, Greeting 
and Everyday Cards, Stock Control, Advertising, Window Dis- 
play, Creative Selling of Files and Filing Supplies, Salesman- 
ship, Fire Protection of Records, Sales Costs and Salaries 
and The Value of Associations to the Small Dealers 

Your governor believed that this convention should be one 
for educational and better business purposes and omitted all 
entertainment except at the banquet The meeting began 
promptly at 9:30 and continued uninterru*ted, except an hour 
and a half for lunch, until 5:30 Interest and attendance in- 
creased as the convention progressed, convincing us that dealers 


are profoundly interested in learning of more advanced mer 
chandising methods 

The three eastern men who visited us and took part in our 
program endeared themselves to everyone with whom they 


came in contact President W. Neill Stewart's constructive 


program was a surprise and an innovation and has undoubtedly 


done a great deal toward developing a friendlier and closer 
affiliation with the national association and imterest in the 
serious work it is undertaking The stock control talk by 
Charlie Marshall proved one of the most interesting and up-to- 
the-minute discussions ever presented to a stationers' meeting 
in the west, and the dynamic message of Governor Carl M. 
Schutz carried his audience by storm. Certainly we westerners 
feel mighty grateful to these three outstanding visitors who 
so generously gave of their time and talents 

The governors on the west coast are preparing to hold much 
more pretentious conventions next year and already five eastern 
nationally known speakers have been assured While not much 
was accomplished this vear in my district in the way of added 
membership, we have aroused sufficient enthusiasm, I believe, 


to make it easy to considerably increase the membership next 
enrT 

As t new members I hav to report only one new dealer 
member 1 one fleld member There have been no resig- 
nations The fact that California dealers, on account of dis- 
tance, so seldom come in contact with national activities and 
that there has been but feeble attempts made in the past to 
obtain any considerable number in this district accounts for 
the few who have joined the national association 

I regret exceedingly that I will be unable to attend the 
Boston meeting, as one trip east and three other long trips 
on the Pacific coast have taken me so much away from my 
business that I will not find time to do so I trust that this 
national convention will be conducive of much good and that 
the program will be constructive and forward looking and that 
you elect a president who will carry on the high ideals and 
splendid policies of W. Neill Stewart—a task to test the mettle 


of any successor 


WILLIAM F. DAWSON, DISTRICT NO. 13 


Comprising the Dominion of Canada—except British Columbia 


Association affairs in District No. 13 


have progressed slowly 
but favorably during the past year and I take pleasure in 
reporting that we have added seven members to the national 


association and have had no resignations 
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“touchdown 


On the field it means his team is winning. In the 
classroom, where notes and themes must pass a 
critical eye, a touchdown means an extra score 
toward a high grade. 


This touchdown depends a great deal on the qual- 
ity of the work done does it easily pass inspection? 


The student knows that if his work is done neatly 
and correctly it will score higher. And so he uses 
the Royal Portable Typewriter to tap off those 
class notes, assignments, letters and manuscripts. 
For the Royal writes them quickly and easily, 
without much effort—the result is letter perfect. 
With the Royal he makes another touchdown. 


It’s Easy to Sell Him a Royal Portable 


THE ROYAL TYPEWRITER COMPANY, Inc. 


316 Broadway, New York 








PORTABLE TYPEWRITER 
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We held a well attended and enthusiastic regional meeting 
in Montreal on February 21, and a district meeting in Toronto 
the following day, with an even larger attendance than at 
Montreal 

There are several firms in smaller towns in this district who 
might be secured as members, but I am afraid it would be 
impossible to do so by correspondence, and time and expense 
have prevented me from calling on these people—distances in 
this district being very great 

Everyone was disappointed that Mr. Stewart was prevented 
from coming to our regional meetings, and all present expressed 
their deepest sympathy at the death of his father. However, 
in appointing Mr. Garvin and Mr. Waddy as substitutes, Mr 
Stewart certainly chose two men whose addresses put our 
meetings over 

Some of our members have discussed the feasibility of form- 
ing a Dominion Stationers’ Association, and it is possible that 
some time in the future Canadian members of this association 
will be classed as members of the Dominion Stationers’ Asso- 
ciation, affiliated with the National Association of Stationers, 
Office Outfitters and Manufacturers, instead of being the 13th 
District as they are known now 


JOE E. HARVEY, DISTRICT NO. 14 
Comprising California south of Fresno and the state of Arizona 


Your governor of District No. 14 has no glowing report to 
make on new members We will show a gain of a few field 
members and the dealer membership will remain the same as a 
year ago, having lost one in Arizona and added one from 
Santa Ana, Calif 

We held one regional meeting at Los Angeles, June 14, which 
was attended by 112, divided as follows: 99 dealers, five manu- 
facturers and eight field members. 

Several who were present came to me afterwards and said it 
was the best meeting of the kind they had ever attended 

President W. Neill Stewart of Dallas, Texas, Charles M. Mar- 
shall of Atlanta, Ga., and Carl M. Schutz, governor of Regional 
District No. 5, Muskegon, Mich., all gave talks and their re- 
marks were of real interest to those in attendance 

I believe the best interests of the association will be served 
by the consolidation of Districts Nos. 12 and 14, and I make 
that recommendation to the members in attendance at Boston. 

-- 
ADDITIONAL MANUFACTURERS’ COMMITTEE REPORTS 


Too Late to Classify 


REPORT OF MANUFACTURERS’ COMMITTEE ON BLANK 
BOOKS, 1927 

The Manufacturers’ Committee on Blank Books reports ap- 
proximately the same volume of business in the year ending 
September, 1927, that it enjoyed in the same twelve months 
ending September, 1926. This fact that the blank book increase 
in business was slight may be attributed somewhat to Southern 
n particular were unable to buy 


conditions Florida dealers 
as freely in the winter of 1926-1927 as in the winter of 1925-1926. 
Manufacturers expect sales of blank books to continue for the 
coming year in about the same volume as in the past two 
years. Columnar books and other folios of good grades especially 
have continued their former volume but some decreases have 
been apparent in smaller books, particularly pocket memoran- 
dum and miniatures The increasing popularity of loose leaf 
memorandums has been a factor in this change, but these 
retailers who have given counter display to small bound books 
have been able to increase their sales 

During the past year the innovation of boxes for all im- 
portant bound books has been worked out and has met with 
distinct trade approval The change necessitated slight price 
increases but only on less popular items where the cost of 
boxing was high These manufacturers who have boxed books 
think that the new package will appeal to the user and can 
be made to stimulate repeat demand for retailers. 

Manufacturers wish to call attention to the large number of 
small orders which are costly for them to handle and also costly 
for retailers The parcel post and express charges for 2,362 
shipments of one manufacturer amounted to $624.00. This 
indicates that retailers paid an average of 27 cents per parcel. 
It is believed that the retailer’s cost of picking up orders at 
manufacturers’ city stock rooms is as great as the cost of 
parcel post and express A reduction in the volume of this 
business would, therefore, amount to a real saving in delivery 
expense for retailers The fact that many retailers fail to 
anticipate stock demand at peak seasons is indicated by the 
doubling of the number of such parcel post and “pick up” 
orders during January The manufacturers’ service at this 
Season is severely taxed and often dealers grow impatient of 
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The Typewriter 
You Sell 


plays a vital part in deter- 
mining the prestige and 
success of your business. 


YAS 
LASSASLARYA 


7: 


The importance of handling 
a typewriter of recognized 
superiority and reliability 
ranks high in the opinion of 
your/customers and also in 
actual cash profits. 


CUxXARAK 


The Royal Typewriter Com- 
pany recognizes this impor- 
tance and wherever accuracy 
and ease of operation are ap- 
preciated Royal Typewriter 
reliability is best known. 


CASA 


We invite you then to share 
this prestige with us and 
present to your trade the / 
easy running qualities of the \S 
machine that measures up 

to the finest requirements. \S 


MA ASANARANRRLAS 
(A 
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‘‘Compare the Work” 





ROYAL TYPEWRITER CO., Inc., 


y 316 BROADWAY - NEW YORK 


4 


Branches and Agencies the World Over << 
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delays in delivery Sales and consumer good-will can be in- 
creased if retail stocks are adequate The committee, there- 
fore, urges retailers to prepare for their business during the 
early months of 1928 by an increase of stock limits on staple 
items of blank books 

Expensive as small orders are for retailers, they are a heavy 
burden to manufacturers. The analysis of orders of one manu- 
facturer reveals the fact that 80 per cent of the number of 
orders handled are unprofitable This manufacturer added 
clerical, handling and overhead charges, both selling and 
administrative. and divided the sum by the number of orders 
handled to determine his cost per order Comparison of this 
cost per order with the standard gross profit showed that orders 
for goods valued at less than $7.50 were unattractive At $7.50 
an approximate “break even" point occurred, but orders did 
not yield a “normal” net profit until they exceeded $10.00 as 
a unit 

Manufacturers believe that retailers who carry stock ad- 
vantageously can increase the size of their rush orders by 
adding a few items to bring the total bill value over $10.00 
An increase in the size of the average rush order will reduce 
the present high ratio of delivery cost to the retailer. Manu- 
facturers are doing their utmost to aid retailers in sales 
promotion and stock carrying problems Salesmen are ready 
to assist customers in setting up stock records Adjustment 
of stock items and amounts to the demand will diminish the 
frequency of rush orders and tend to increase the size of the 
average purchase The result will be a mutual gain and 
retailers’ co-operation is sought 

Respectfully submitted 
RICHARD P. TOWNE, chairman; W. C. WITTKE; IVAN E. 
GARVER 
> 
MANUFACTURERS’ COMMITTEE ON NUMBERING 
MACHINE AND RUBBER STAMP GOODS 

Once more your Committee on Numbering Machines and 
Rubber Stamp Goods has its report and recommendations to 
make, and as in past years it has in mind the two main factors 
in which all stationers and dealers in office equipment are 
interested: increased rates and increased profits Your com- 
mittee would point out that these two factors are not neces- 
sarily dependent upon each other They should be, and may 
be, the best of team mates; the first will mean the second, and 
the second only realized if the dealer accomplishes the first. 

The dealer too often, in connection with his business, has 
uppermost in his mind the matter of “‘overhead,’’ and in any 
discussion of discount on any item, makes an instant com- 
parison of “overhead” with “discount.” This is not fair to 
the item The comparison is more properly made between 
‘overhead”™ and “profit.”’ 

We venture the opinion that for the space required, both in 
shelf, show case, and window display, there is no more profit- 
able article handled in the industry than numbering machines 
and rubber stamp goods. They require but a small space, and, 
therefore, not from a selfish standpoint, but for the good of 
the industry, we urgently request the dealers to give most 
careful consideration to more frequent displays of these prod- 
ucts In this way the sale of numbering machines and rubber 
starmp goods may be largely increased 

We are going to endeavor to point out ways and means of 
doing so in this report, as it is universally known that a large 
profit in any line will assist in cutting down the ‘overhead,’ 
and by more conspicuous display both in show case and 
windows, not taking undue spac¢ we believe it will largely 
increase your sales We also believe that you will admit there 
has always been a woeful neglect of the items represented by 
this committee, except during the past year when the display 
has greatly improved in quality and quantity 

In talking with the dealers that have specialized in the dis- 
play. without an exception they have stated that it has greatly 
stimulated their sales The two main factors for increased 
sales which the committee wishes to bring out are as follows: 

1 Better knowledge of the goods and their uses 

2 Better knowledge of the opportunities for selling them 

With regard to the first, dealers should instruct and insist 
that the salespeople handling this line should study the manu- 
facturer’s cataiogues and acquaint themselves with the various 
machines made by the manufacturer and their specific uses 
Salesmen should always inquire of a _ prospective customer 
regarding the contemplated use fer which he wishes to use 
the machine, and should be sufficiently enlightened to suggest 
to the prospective customer the best machine that the customer 
should have to fulfill his requirements. How many times 
machines are supplied which are not intended for the work 
the customer expects the machine to do, resulting in a dis- 
satisfied customer, and often driving a good customer to your 
competitor whereas if the salesman had been sufficiently 
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“Better pleased with the machine and the 
process with each month’s successful use” 








RL; PortK & COMPANY 
PUBLISHERS 


DETROIT, MICH 


July 20, 1927 





C. Dunlap, Vice President, 
nn Multigraph Sales Company, 
Cleveland, Ohio. 


Dear Mr. Dunlap: 


We have hed six or seven months' experience with 
the Addressing Multigraph, and are glad to be able to tell 
you that we are better pleased with the mochine and the 
Process with each month's further successful use. 


When we made our initial instellation, we pur- 
chased enough equipment to emable us to make a real test 
of your machine, efter first investigating what the market 
afforded in the way of « Process machine. Our success with 
the machine confirms our preliminary judgment thet the 
Multigreph would do what we wanted from a quality standpoint, 
and yet make possible prices that would overcome the reluc- 
tance of customers to go to the expense of putting their 
mailing lists on plates. 










While we have had some little trouble getting our 
Process Department properly organized, since organisation 
is almost as important as the proper machine, we are able 
to report that our troubles have been very few, an’ we have 
handled e sufficiently large volume to train our organization 
well ani to know that your machine will stand up well under 


constent use. 





fours very truly, 















This letter is particularly gratifying, because R. 
L. Polk & Company wrote us last February that 
they had almost decided to buy another equipment 
before they heard of the Addressing Multigraph, 
and purchased it only after checking all competi 
tive processes. 

We can refer you to many others who feel as 
they now do. Apply to any of our Division Offices 
—you'll find them listed under “American Multi- 
graph Sales Company” in the telephone books of 
50 principal cities —or write to the address below. 
THE AMERICAN MULTIGRAPH SALES COMPANY 

1836 East 40th Street, Cleveland, Ohio 


THE 


dressing WI/L7/GRAPH 
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THE LINE 
FOR YOU 





The Columbia line is the 
line for you. It includes 
all standard types of equip- 
ment. Its construction 
embodies right engineering 
principles. Its appearance 
is unexcelled. It is manu- 
factured by a firmly estab- 
lished and widely-known 
concern. The prices are 
moderate. Shipments are 
made promptly. Because 
of these combined features, 
Columbia products sell 
readily to discriminating 
buyers. Hence you will 
profit by securing the Col- 
umbia line of steel equip- 
ment. Write today for 
our dealer’s proposition. 








Columbia Steel Equipment Company 


Office and Showroom M. C.' Box 2130 
1735 Chestnut Street Philadelphia, Pa. 


COLUMBIA 


A QUALITY LINE OF STEEL OFFICE EQUIPMENT 





Height Equipment 





Short Line 





Storage Cabinets 





Desk Height 





Wide Sections 
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familiar with the requirements of the customer he would not 
only have made a satisfied user of the product sold but would 
have laid a foundation for the continued future business of this 
customer. 

With regard to the second, your committee wishes first to 
point out that there are, conservatively speaking, at least a 
million numbering machines in use today that should be dis- 
carded The number above referred to, many of which have 
had many years of hard service, have become unreliable 
because of the natural wear of parts used continuously in the 
operation of same, and these machines should be discarded or 
traded in for new machines, as the repairs of same, even 
though properly made, are too frequent, and thereby running 
the maintenance cost to such a high point that there is danger 
of having a dissatisfied customer 

The point we wish to make is this: The possibility of selling 
a numbering machine is not alone with the non-user, nor for 
an additional machine to the present user, even greater possi- 
bilities lie where machines are now in use for replacement on 
a “trade-in’’ basis for new machines. Present users recognize 
that the value of a numbering machine lies entirely in its 
continued accuracy and reliability They will be quick to ap- 
preciate the economy of trading in their old machines so as 
to insure them against costly mistakes and high maintenance 
expense, and we heartily recommend that you give this your 
careful consideration as a direct way of increasing your sales 
and at the same time rendering service to your customers 

Previously in this report we have spoken of the marked im- 
provement in the dealers’ display of numbering machines and 
rubber stamp goods This has been urged by your committee 
in previous years, and your present committee wishes to 
acknowledge the splendid co-operation that has been given by 
many members in our industry, and we feel that it is only 
proper at this time that we heartily endorse the recommenda- 
tions of the previous committees However, we believe that 
this display may be still further improved and its results made 
more manifest by what might be called “educational display,” 
or actual demonstration of the products 

Briefly, we will state that this result can be obtained by 
taking a small space in your window and showing the articles 
therein that should be numbered with a numbering machine 
instead of by pen, and, at the same time, displaying a few 
numbering machines and rubber stamp devices that could be 
used advantageously where this work is now being done by 
hand, as there are many customers for these two lines of 
merchandise if they are properly brought to their attention. 

The manufacturers of these lines are always ready and will- 
ing to co-operate with each and every one of you to the full 
extent of their ability, and ask you to call upon us for any 
assistance that you feel we can render you. 

Assuring you one and all of our most hearty co-operation 
at all times, we beg to submit this report for your careful 
consideration 
G. S. HICE, Roberts Numbering Machine Company, Brooklyn, 

N. Y., chairman; IRVING B. GOWEN, The Bates Manufac- 

turing Company, Orange, N. J., and GUST MEYER, Meyer & 

Wenthe, Chicago, Il 


oe - 
Registration 
Men 
a Banov, Leon. The Clarotype 
Abernathy, B Cc Co., New York City 


j3ardenheuer, H. G., American 
Pad & Paper Co., Holyoke, 
Mass 

Barkerding, A. H., Mittag & 
Volger, Inc., Park Ridge, N. 
J 


F. . F. 

Hoeckel Blank Book & 
Litho. Co., Denver. Colo. 

Abrams, Albert B., Modern 
Stationer, New York. City. 

Acton, E. W., Irving-Pitt Mfg 

Co., Kansas City, Mo. . 
The 


Adams, Fred L., Wilson-Jones Barnes, Montgomery, 
Co.. New York City. Brooks Company, Cleveland, 


Ohio 
Agnew, E. F., W. K. Stewart 7 
+ Barr. J Victor, Brandon 
Co., Indianapolis, Ind. Printing Co., Nashville, 
Allen, Ivan, Ivan Allen—Mar- Tenn 
wares Co., Atinnta, Ga. Barringer, P. H., E. Faber, 
Armington, James R., Denni- New York, N. ¥ 
Se Co., Framingham, Bauer, Ralph S., R. 8S. Bauer 
; ; Co., Lynn, Mass 
Austin, R. S. C. Howard 3Zaxter, R. H., L. A. Young 
Hunt Pen Co., Camden, N Industries, Inc., Detroit, 
Mich 
ftaxter. Richard A,, Gibson 
8B Art Company, Boston, Mass. 
Babson, Stanley M., The Bates Becker, S. H., American Clip 
Mfg. Co., Orange, N. J. Company, Long Island City, 
nase, _lasuase A. Baers’, pecker, Theo., Steel Equip- 
. . ng ment Corporation, Avenel, 
Bailey, John T., Ward's, Bos- N. J. 
ton, Mass. Bengston, Thure, Adkins 
Banister, Charles H., Davis & Printing Co., New Britain, 
Banister, Worcester, Mass Conn. 
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RIBBONS AND CARBONS 
NEA TNESS 





OF CORRESPONDENCE 
Is Indicative of 


EFFICIENCY-SERVICE-PRECISION 
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Columbia Silk Gauze Ribbons 


insure Neat, Clearly Defined Letters. 


Columbia “Pinnacle” Carbons 
certify many Cleancut, Legible Copies. 


No Matter What Your Requirements, Some Kind 
of Columbia Ribbon or Carbon Will Meet Them. 


Samples and Prices on Request 


COLUMBIA 


Ribbon & Carbon Mfg. Co., Inc. 

69-71 Wooster Street NEW YORK 

1305 Arch St., FOREIGN--Viale Abruzzi No. 20, 
Milano 119 


Philadelphia, Pa. 
Dwight Building, 22 Bush Lane, London, 
Kansas City, Mo. E. C. 4, England 


And Agencies in all other Prinicpal Cities 
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D & T Quality Products 


A LINE YOU SHOULD CARRY 


Mr. SWEET 
CLERK ON DUTY 





Desk Name Plates 


sed n every iffice ind bank 


& T changeable atyles are 





Edge-Lite Directional Signs 


banks, hotel lobbies and halls, o 


any setylea to choose from 


WILL RETURN 
i a ie oe a2 9 5 


NAME 


BURWICK.E.G 
FRIELD. RR 
UGHTON. MN 
GRACL.F.P 
MLER.C.0 
ROBERTS. T.R 


SAUNDERS. & 


RF 


WILLIAMSON. JE 
YOUNY, T.® 


TIMMERMAN.£.0 





In and Out Registers 


sales rooms. rea es e off 


DAILY SALES RECORD 


mon . t re A jween me 


4 ‘ 





Record and Graphic Charts 


ries and sales rooms that are 
and are proven to be better 


or r dealer's proposition and 


DAVENPORT TAYLOR MFG. CO. 


General Offices and Factory 


412 Orleans St. 


Chicago, Ill. 
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Sennett H R.. Boston Sta 
tioners’ Ass'n, Boston 

Perolzheimer, Alfred C., Eagle 
Pencil Co., New York City 

Blackman, H. L., The Parker 
Pen Co., Janesville, Wis 

Blakeman, Frederick T., The 
Spencerian Pen Co., New 
York City 

Bleakly. F. S.. Bleakly Bros 
Camden, N. J 

Blizard, Herbert M., Station 
ers Loose Leaf Co., Milwau 
kee, Wis 

Boswell, H. V The Macey 
Co., Grand Rapids, Mich 

Bowley, C. A., The American 
Crayon Company, Sandusky 
Ohio 

Brewer Charles D., H K 
Brewer & Co, New York 
City 

Briggs, Dwight N., Office Ap- 
pliances, New York City 

Briggs, R. C., L. E. Waterman 
Company, Montreal, Can 

Bromley, Everett H., Bromley 
& Co., Boston, Mass 

Brooks, William Henry, Wm. 
F Murphy's Sons Co., 
Philadelphia, Penna. 

Brown, F. Y., P. Derby Co., 
Inc., Gardner, Mass 
Brownville Willis, Ward's. 
Boston, Mass. 

surgoyne, Sidney J., Sidney 
J. Burgoyne & Sons, Phil- 
adelphia. Penna. 

Burkhardt, G R., White & 
Wyckoff Mfg. Co., Holyoke, 
Mass 

Burkholder, L. A, The Van 
Dorn Iron Works Co., Cleve 
land, Ohio 

Byers, Mortimer W., National 
Assn. of Strs., Off. Outfrs 
ind Mfrs., New York City 


Cc 
Calley, J. W., Art Metal Con- 
struction Co., Inc., James- 
town, N. Y. 
Campbell J M., National! 


Blank Book Co., Holyoke 
Mass 
Carpenter, C es Wilsor 
Jones Co., Chicago, Ill 
Carpenter, W. W. S., Sanford 


Mfg. Co., Chicago, I 

Carter, Richard B., The Car 
ter’'s Ink Co Cambridge 
Mass 

Casey M. J James Hogan 
Co Ltd Philadelphia 
Penna 

Castle, Karl, Wilson Jones Co., 
Chicago, Ill 

Chadwick H. C Art Meta 


Construction Co., Inc., James 
own, N. Y 

Chalmers, Edward A., Geo. E 
Chalmers Co., Inc., Rutland, 
Vermont 

Chandler, H. L.. Adams, Cus} 
ing & Foster, Inc., Boston 

Chaplin. W. J L. E. Water 


man Ce New York City 

Chase Charles A., American 
Pad & Paper Co Holyoke 
Mass 

Cheney, Paul W Southworth 
ce Mittineague, Mass 

Chisholm, F., L. E. Waterman 
Company Ltd., Montreal 
Pr. @ 


Christie Harry F., Dennison 
Mfg. C« Framingham, Mass 
Church Sheldon W Wage 


maker Co Grand Rapids 
Mich 

Chute, Mortimer H., Jr., Bain 
bridge. Kimpton & Kaupt 
In New York City 

Cincotta, Johr Ss E. & M 
Vernon In New York 
City 


Clark, EB. B., L. E. Watermar 
Cc New York, N. y¥ 


Clegg L B San Antonio 
Printing Ce San Antonio 
Tex 

Coates J © The Burrows 
Bros. Co., Cleveland, Ohi 

Cobb, C. C., The Conklin Pen 
Co., Toledo, Ohio 


Cole Arthur L A 
Cc Lawrence, Mass. 

Cole, Tom O., The Globe Wer- 
nicke Co., Cincinnati, Ohi 

Collins, G. F Safe Guard 
Check Writer Corp., New 
York City. 


L Coe 


Collins, Sidney E., Automatic 
Pencil Sharpener Co., Chi- 
cago, Ill 

Conget c M Irving-Pitt 


Mfg. Ce Kansas City, Mo 
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Constantine James Palace 
Office Supply Co., Tulsa, 
Okla 

Cook, James A James A 


Cook & Son, Ltd., Toronto, 
Can. 

Copeland, H. E Boorum & 
Pease Co., Brooklyn, New 
York 

Corliss, John A.. The Carter's 
Ink Co Cambridge, Mass. 

Cornwell, Elmer E., National 
Blank Book Co Holyoke, 
Mass. 

Cowles, Raymond L., Bradley 
& Scoville, In New Haven, 
Conn 

Crosby, H. B., Thorp & Mar- 
tin Co., Boston, Mass 


D 
Dalton, Ernest. Union Ribbon 
& Carbon Co Inc., Phila- 
delphia. Penna 
Damon, Geo. E., Geo. E. Da- 
mon Co., Boston 
Davis, Chas iE Automatic 


Pencil Sharpener Co., Chi- 
cago, Ill 

Davis, Francis William E 
Davis Co., Sioux City, Iowa, 

Davis, Frank A., Scrantom's, 
Inc., Rochester, N Y 

Davis, G. L., Adams, Cushing 
& Foster, Inc., Boston 

Davis, William M Forsyth, 
Davis, Inc., Kingston, N. Y. 

Dawson. William F., Charles 
F. Dawson, Ltd., Montreal, 
Canada, 

Dennis, Fred O., Buffalo Office 
& Law Supply Co., Inc., Buf- 
falo, N. Y. 

Denzer, C. F., C. F. Denzer 
Company, Sandusky, Ohio. 

Dertvy, Ashton P., P. Derby 
Co., Inc., Gardner, Mass 

De Rouville, Walter H., Cap- 


itol District Stationers’ 
Ass'n, Albany, N. Y 
Di ! Vn R The Diehl 


Office Equipment Co., Co- 
lumbus, Ohio. 

Donnelly, Wm S., Modern 
Stationer, New York City 
Doolittle, Uri, W. H. H. Cham 

berlin, Syracuse, N. Y., 
Dougherty, Geo. E., The Cooke 
& Cobb Co Brooklyn, N. Y 
Douglas, E E.. Irving-—Pitt 
Mfg. Co., Kansas City, Mo 
Douglas, H. Dorsey, Western 
Bank & Office Supply Co., 
Oklahoma City. Okla 
Drever, Thos., Wahl Co., Chi 
cago, Ill 
Driscoll, Wm. J., The Carter's 
Ink Co., Boston, Mass 
Duncan, John H The H. C 


Cook Co Ansonia, Conn 
Dunleavy, J. Frank, The Dun 
leavy Co., Boston 


Dunn, E. W. Y Samuel Ward 
Mfg. Co Boston, Mass 

Dunst, Frank J., C. F. Hoeckel 
Blank Book & Litho. Co., 
Denver, Colo 


E 
Eaton, Richard W Eaton, 
Whiting & Hanford Inc., 
Buffalo N ¥ 
Elmer, H. B.. Eberhard Faber 
Brooklyn, N. Y. 
R 


Emery, wyni Hiltor Hart 
«& Garrett cc Detroit, 
Mic 

Eustace, C. J.. MacLean Pub 
lishing Ce Toront« Can 
ada. 

Evans, J. Clarke, Office Equip 
ment Co., Tampa, Fla 

Everett Reg + Everett 
Hanneson Staty. & |! L 


Ltd., Toronto, Car 

Everly Cc. H., Office A ppli- 
ances, New York, N. ¥ 

Evis. Syd. A Stainton-—-Dow 
ney & Evis. Toronto, Can 

Exelby, W. W.. F. S. Web 


ster Co Chica ll 


4 Hl 


FE 
Faber, Eberhard Eberhard 
Faber, New York N Y 
I 


Fales Art G The Cooke 
Time Stam) Co., Omaha 
Nebr 

Fargo, Frank H The Frank 
H. Fargo C« Bridgeport, 
Conn 


Farr, Albert. National Blank 
Book Co., Holyoke, Mass 
Farrier, Herbert, Japan Pa 

per Co Boston Mass 
Favor, Gerald M Koh-I-Noor 


Pencil Cx Ine New York 
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CONCENTRATE 


ON THIS POPULAR LINE 





PROFIT 


Concentrating on a single line of 
known superiority is a sound 
business practice that clears the 
way for steadily increasing sales 
that mean Profit. Naturally, the 
wise dealer picks the line that 
shows’ the quickest turnover, 
and avoids duplication or confusion with 
other lines. 





The FiberstoK line of Red Rope Products 
has all the good points of a real WINNER. 
The quality is there—known and established 
with your customers through steady adver- 
tising; the variety is there that is sure to 
please them; the eye catching color is there 
that makes FiberstoK filing envelopes prac- 
tically self-sellers; and FiberstoK discounts 
to you are generous enough to allow a good 





margiff of profit. These facts should make 
it well worth your 








while to concen- Bank Book Covers 
trate on the Fiber- _ Expanding & Flat Envelopes 
stok line. Expanding & Flat Envelopes 








(“Congress Tie”) 








Expanding Files & File Pockets 
Flat Files & File Pockets 
Write today for Folders for Vertical Filing, Flat 
& Expanding 

samp les and Partition Envelopes 
trade discounts. Photo Mailing Envelopes 
Pocket Files 
Stamp Holder Files 

° . Legal Envelopes 

National FiberstoK Envelope Co. | sisting Envelopes, Flat & Ex- 
429-447 Moyer Street Philadelphia, Pa. panding 


New York Office: 150 Nassau Street 
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Ask Your \-P Dealer 
~hes a Loose Leaf Doctor! 


HE dealers who sell Irving-Pitt loose leaf products 

feel a professional interest in the business life of 
their communities. Their knowledge of loose leaf forms 
and books certifies them as business counselors in the 
matter of proper record keeping. 


Irving- Pitt dealers and their salesmen are loose leaf 
specialists. They realize that sound accounting is the 
backbone of wholesome business conditions —and they 
constantly study in order to prescribe the correct loose 
leaf forms. 


We maintain a year ‘round Loose Leaf University for 
our dealers. Classes are held both in our central offices 
and “on the road.” Lessons by correspondence supple- 
ment the class work. Irving-Pitt dealers can give you 
intelligent cooperation in the selection of anything 


from memo books to complete accounting systems 
Are you getting 100% results from your present ac 
counting methods? Have you a concise daily picture 
of your entire business? Do you know at the end of 
the day whether you have made money or lost it? 


Is your sales department making the gains you expect? 
Is your stock in all departments turning over with the 
desired speed? Does your credit department find sailing 
smooth? Your dealer will gladly explain I-P “Records 
That Talk”—which tell you all this information 


Get acquainted with your Irving-Pitt dealer. Phone 
hirn or ask him to call. Get him to show you—or write 
us for our valuable new catalog-manual, “Worth Keep- 
ing—Records That Talk.” Youll find it as handy as 
a dictionary 


IRVING-PITT MANUFACTURING CO. 
Chicago Kansas City New York 
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Selling Our Dealers to the Public 


The Irving-Pitt trade mark stands for service as well as merchandise— 
and this service through our dealers has contributed largely to our success. 
In all our advertising we are “selling” our dealers to the public—selling 
them as business counselors to their communities. 
shown here is a reproduction of a two-color page—one of the Irving-Pitt 
series appearing each month in The Magazine of Business, Nation’s Busi- 
ness, Business and the Credit Monthly. To sell our merchandise we first 
sell the dealer who handles it. 


Irving-Pitt Manufacturing Company 


New York 


Kansas City Chicago 


The advertisement 
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“ay Robert C American 
Writing Paper Co., Holyoke, 
Mass ‘ 

Felley, James E Springfield 
Office Supply Co., Spring- 
field, Mass ; 

Fera, Henry, A Ww Faber, 
Inc., Newark, N. J... 

Ferry, Harry J., National 
Blank Book Co., Holyoke, 
Mass : ’ 

Fischer, Gustave, The Gustave 
Fischer Co., Hartford, Conn 

Fisher. Roy, The Moore Pen 
Co., Boston, Mass : 

Fitzwilliam, T. W.., T. Fitz 
william & Co., Ltd., New Or 
leans, La d 

Flinn, § D., The Superior 
Type Company, Chicago, Il 

Fortier, Robert, Joseph For 

tier, Ltd., Montreal, Can 
Franklin, C. W., Wilson Jones 

Co., Chicago, Il. 

Franz, Rudolph, Parker Pen 

Co., Janesville, Wis 

Frater Harry L., Wilson 
Jones Co., Chicago, Il. 

Frisby, H. R., Roberts Office 
Supply Co., Portland, Maine 

Froehlich, Louis W., J. 
Dietz Co., Cincinnati, Ohio 

Frost, A. G., The Wahl Com 
pany, Chicago, Ill 

Frost, Raymond H., Frost Of 
fice Appliance Co., Worces 
ter, Mass 


Gallien Kenneth Stetson 
Fisk, Inc., Albany, New 
York 


Gardiner, J. M., Lucas Bros., 
Baltimore, Md 

Garver, Russell B., Roaring 
Spring Blank Book Co 
Zoaring Spring, Penna. 

Garvin, Charles P., F. 8. Web 
ster Co., Boston, Mass 

Gash, Edward, George B. Hurd 
& Co., Inc., New York City 

Gibbs, Fletcher B., National 
Assn. of Statrs., Off. Outfrs 
& Mfrs., Chicago, Il 

Gil, J. K., d K. Gill Co., 
Portland, Oregon 

Gillette Robert, Hampshire 
Paper Co., So. Hadley Falls, 
Mass 

Gilmore, George F., F Ss 
Webster Co., Boston. 

Goldstein, J M., The Weis 
Mfe. Co., Cleveland, Ohio 

Gordon, Charles B., The Car- 
ter’s Ink Co., Cambridge, 
Mass 

Gosiger, Paul A Loose Leaf 
Metals Co., St. Louis, Mo 

Graff, George B., Graff-—Un- 
derwood Co., Cambridge 
Mass 

Graff, Leland S., Graff—Unde 
wood Co., Cambridge, Mass 

Grant, D. C., McMillan Book 
Co., Syracuse, N. Y 

Grant, Fred L., Grant's Book 
Shop, Inc., Utica, N 

Greim, John H., F. S. Webster 


Co., Boston, Mass 
Griswold, H. T., Sanford Mfg 
Company, Chicago, Ill 
Groom, Samuel B., Thos 
Groom & Co., Boston 
Groom, Thomas, Thomas 
Groom & Co soston, Mass 


Gurska, Jerome, Blaisdell Pen 
cil Company, Philadelphia, 
Penna. 


H 

Hall, Clinton A., The Conklin 
Pen Co., Gloucester, Mass 

Halpern, Ralph, New York 
City 

Halsey, William I., The Ester 
brook Steel Pen Mfg. Co., 
New York City. 

Hamlin, G. E., McMillan Book 
Co., Syracuse, N. Y 

Harrington, Geo W., The 
Cooke & Cobb Co., Brook 
lyn, N. Y¥ 

Hart, Carl K., W. A. Scheaffer 
Pen Co., Fort Madison, Iowa 

Hart, Guy W., Joseph Dixon 
Crucible Co., Jersey City, 


Hawkes, a Howard 
Hunt Pen Co., Camden 
N. J 


Hawkins, Harold E., Station 
ers Loose Leaf Co., Milwau 
kee, Wis 

Hayes, N. O., Logan Swift & 
Brigham Envelope Co., Div 
Worcester, Mass. 

Healey. Joseph P., The Ault 
& Wiborg Co., Cincinnati, 
Ohio. 
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Heffernan, James D., Whiting 
Paper Co., Boston, Mass 
Heffernan, James W., James 
W. Heffernan, Northampton, 

Mass. 

Herr, Herbert H., Ream’s, 
Lancaster, Penna 

Herr, L. B., L. B. Herr & Son, 
Lancaster, Penna. 

Herring, Will M., Providence 
Paper Co., Providence, R. L. 

Hice, G. S., Roberts Number-— 
ing Machine Co., Brooklyn, 
N. Y¥ 


Hildreth, J. H., Esterbrook 
Steel Pen Mfg. Co., Camden, 
* 


Hill, J Thomas, Stationers’ 
Ass'n of N Y.. Brooklyn, 
N. ¥ 


Hills, Guy D., Seneca Falls 
Rule & Block Co., Seneca 
Falls, N. ¥ 

Hobart, Jas. O., Eberhard Fa 
ber, Boston. Mass 

Hobbs, J. N., Southworth Co.. 
Mittineague, Mass 

Hobbs, Stafford B., Hobbs & 
Warren, Boston, Mass 

Hodge, Charles, Automatik 
Printing and Stationery Co 
Philadelphia. 

Hoffman, P A.. The Smead 
Mfg. Co., Hastings, Minn 
Hodge, William, The General 
Fireproofing Co., Youngs- 

town, Ohio. 

Holloway, L. C., Railey Print 
ing Co., Wichita Falls, Tex 

Holmes, A. B., Columbia Rib 
bon & Carbon Mfe. Co., New 
York, N. Y¥ 

Honeywell, Charles W., Deem- 
er & Co., Wilkes-Barre, 


Penna 

Honeywell, Clinton G., Deemer 
& Company Scranton, 
Penna 


Hoole Frank B., Frank B 
Hoole, Buffalo, N 

Horder, H. G., Horder’s, Inc 
Chicago Ill 

Horie, F. J.. Boorum & Pease 
Co., Brooklyn, N. Y 

Horne, Harry S., H. S. Horne 
& Co.. Inc., Boston. Mass 

Hosselet, Ferd., Stationery 
Export & Import Corp., New 
York City. 

Huber, Edward E., Eberhard 
Faber, New York City. 

Hudson, §S D., The Star 
Printery, Muskogee, Okla. 

Hutchinson, Henry S.. H. S 
Hutchinson Co., New Bed- 
ford, Mass 


! 

Irving, C. B., Irving—Pitt Mfe 
Co., Kansas City, Mo 

Irwin, Francis B., Philadel 
Phia Stationers’ Ass'n. Phil 
adelphia, Penna 

Iseman Sam Virginia Sta- 
tionery Co., Richmond, Va 


J 
Jacobs, Percy R., The John R. 
Rembert Co., New Haven. 


James, L. S., Quality Park 
Envelope Company, St. Paul 
Minn 

Jeru Sterley F McClain & 
Hedman Co., St. Paul. Minn 

Johnson, A. E., Johnson Office 
Equipment Co., Jackson, 

! 


Johnson, J. Arthur, Art Metal 
Construction Co., Inc., 
Jamestown, N. Y¥ 

Jonas, Robert P., Oxford 


Filing Supply Co., Brooklyn. 
ae. = : 


: K 

Kager, Joseph M., The C. J. 
Buntell Co., Dayton, Ohio. 

Kastner, Edward J L E 
Waterman Co New York 
City 

Kaufman, Mitchell, Hodgman 
Rubber Co., Framingham. 
Mass 

K e€ ling, E. A., Art Metal Con- 
struction Co., Jamestown 


Kelly, J i. Clarence R 
Smith & Co., Louisville, Ky 

Kennedy, William J., William 
J. Kennedy Stat'y Co., St 
Louis, Mo. 

Keon, T. Harris, United States 
Pencil Co., Philadelphia, 
Penna. 

King, Arthur L., Ward's, Bos- 
ton, Mass. 

Kingsbury, Robert T.. G. H. 
Tilden & Co., Keene, N. H. 
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PREMIER 
STEEL SECTIONAL 
BOOKCASES 


At the 
Price of 
Wood 


Standard sizes and 
finished in Oak, 
American Walnut, 
Mahogany in natural 
wood effects and in 
Olive Green enamel. 
Constructed of cold 
rolied steel welded 
into rigid units. 


Each section com- 
plete. No top is re- 
quired. i 

doors. Can be had 
with steel doors, with 
glass doors, or with- 
out doors to be used 


as shelving. 








Description 





Style No. 


List Price, any Finish 
201 Leg Base $ 4.00 
Inside height 9%” 
208 Outside 11x11\%4x 6.60 
Inside height 11%” 
203 Outside 11x13%4x 9.50 
204 Inside height 13%” 10.00 


Outside 11x15%x 
Prices are F. o. B. Mishawaka, Indiana. Liberal trade discounts. 


Premier Steel Filing Cabinets 
‘Built for Business”’ 


Electrically and Acetylene 
Welded. Rigid in construc- 
tion. Beautifully finished. 
Full Roller Bearing. Double 
drawer fronts. Brushed brass 
finish hardware. “Pinch” fol- 
lower, positive in operation, 
Drawer capacity 25 filing 
inches. Automatic locking 
device if desired. All stand- 
ard finishes and in 4, 3 and 2 
drawer sizes. 


Constructed for Unlimited Service 














DESCRIPTION PRICE 








Shops. 

Stock Olive Mahg & Wert 

S ° No Green Walnut Cr’td 
tationery so, 4 br. Letter File $33.00 $39.00 135 
Cabinets %t-! 4 Dr. Letter File-Lock 39. 45.00 135 
abine 506 4 Dr. Legal File 39.00 45.00 145 
506-L 4 Dr. Legal File-Lock 45.00 51.00 145 

Tables 304 3 Dr. Letter File 29.00 35.00 115 
304-L 3 Dr. Letter File-Lock 35.00 41.00 118 

Stands 306-L 3 Dr. Legal File-Lock 41.00 47.00 125 
104 2 Dr. Letter File 25.00 29.00 95 

Copy 104-L 2 Dr. Letter File-Lock 29.00 33.00 95 
106 2 Dr. Legal File 29.00 33.00 106 

Holders 1%%-".2 Dr. Legal 00 105 








Prices are F. 0. B. Mishawaka, Indiana. 
Libera 








ddress All Com 


Premier Metal Products Co. 


JOHN W. MESSIMORE, Sales Manager 
1467 Catalpa Ave. Chicago, Illinois 


munications to the Chicago Sales Office 








Address Export Inquiries to G. W. Snowman, 215 W. 35th &t.. 
New York City ° 
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Hk ability to point to the 
name “Cutler” on Office Fur- 
niture and have it accepted 
as an absolute surety of quality 
and value is why “Cutler” Desks 
and matched Suites are “sold” by 
vou, free from efforts of “selling.” 
The Cutler ** Blue Book,”’ the most 
complete Reference Guide of Office 
Furniture, is yours upon request 


; 
postage prepatd. 


Cutler Desk Co. 
20 Churchill St. 
New York Export Office: 


Buffalo, N. Y. 


368 Broadway 
a 
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Kleinschmidt, Harry H., Tribe 
of “K." Gary, Ind 

Koch, Frank J Koch Broth 
ers, Des Moines. lowa 

Kral. Joseph £&. The Buckeye 
Office Supply Co., Cleveland, 
Ohio 


Kramer, E A., The E \ 


Kramer Co., New Haven 
Conn 
Krotz. Chauncey A J G 


Shaw Blank Book Co., New 
York City 

Kuch, C F.. Hotchkiss Sales 
Co., Norwalk, Conn 

Kulp, Benjamin, Wilson—Jones 
a Chicago 


Samuel 


foston 


Lamond John D 
Ward Mfg Co., 
Mass 

Lauchtz, Christian, Jr., Balti 

more Statrs Ass'n, Balti 

more, Md 

\ 


Lawless J s. EB. & M 
Vernon, Inc, New York City 
Leftwich Austin Tropical 


Printing Company, New Or 
leans, La 
Lewis, C. A American Sta 
tioner & Office Manager, 
New York City 
Lindquist. H. I Geyer's Sta 
tioner. New York City 
Little. Edmund. The Edmund 
Little Co., Haverhill, Mass 
Little Edward L., Wabash 
Cabinet Co... Wabash, Ind 
Llewellyn R H R 
Llewellyn Co, 
N.H 
Lockwood, Millington, Milling 
ton Lockwood, Buffalo, N. Y¥ 
Longenecker, A. H., Diebold 
Safe & Lock Co., Canton, 


H 
Manchester 


Ohio 
Lovett. Wallace R., Standard 
Diary Co Boston, Mass 
Luckett J s Vawter- 


Luckett—Limited, Toronto, 


Canada 


M 

MacIntyre > T.. Defiance 
Sales Corp.. New York City 
McAuliffe, P. E McAuliffe 
Paper Co Inc., Burlington, 
Vt 

MeChesney, Francis H Hall 
& McChesney, Inc, Syra 
cuse, N. Y 

McClure, A. W 
fice Equipment Co., 
Ga 

McConnaughey. David, The 
Roth Office Equipment Co 
Dayton, Ohio 

MeCormick, G. S., 
Ohio 

McCrae, Thomas S., American 
Lead Pencil Co., New York 
City 

MeDonald, John J., Plimpton’'s 
Hartford, Conn 

McPike,. H. C., The Weis Mfg 
Co.. Monroe, Mich 
MceQuesten, D. F A. L. Cole 
Co Lawrence, Mass 


McClure Of- 
Macon, 


Cleveland 


Macke Robert ‘ Wilson 
Jones Co., New York City 
Maginnity. George Fo on L 

Freeman Company, Paw- 


tucket, R 

Maher, Fred. Maher's Book- 
store, Laconia. N. H 

Maish, R. A Dennison Mfg 
Co., Framingham, Mass 
Mandeville Geo. 8S., Wilson- 
Jones Co., Chicago, Ill 
Martin, Hobart W., Office Ap 
pliance Company, Chicago 


Mathes. C. B The Conklin 
Pen Co., Toledo, Ohio 

Matteson, Harry D Trussell 
Mfg Co., Poughkeepsi« 
a. = 

Maul, Oscar A., Prompt Press 
Co.. Detroit, Mich 

Merrill. F. J.. Thorp & Martin 
(Ce.. Boston, Mass 

Merritt George N., George 
Batten Advertising Agency, 
Boston, Mass 


Metcalf George P Carter's 
Ink Co.. Cambridge, Mass 
Meyers, Harry G., J. Mevers 
Stationery & Pte Co Ir 





ew York City 

W Perey Moore Push 
.. Philadelphia, Penna 

ior, W. B Moore Push 

Pin Co., Philadelphia. Penna 

Mitchell, Charles Crane & 
Company, Topeka, Kansas 

Modene. ©. F.. Marshall Jack 
son C Chicago, ll 
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Moir, James E., Brown Broth- 
ers, Ltd., Toronto, Canada. 

Molloy, J. F.. J. F. Molloy, 
Meriden, Conr 

Moore R Ss The Ault & 
Wiborge Co., Cincinnati, Ohio 

Morgan, J. Maynard, Geyer's 
Stationer, New York City 

Morris, Philip. Philip Morris 
& Co., Nashua, N. H 

Moree, Frank C 
Morse Company 
Mich 

Muller Georg tl Brown, 
Lent & Pett, In« New York 
City 

Muran, L. E, L. E 
Boston, Mass 

Murdock H L, Irving-—Pitt 
Mfg. Co., Kansas City. Mo 

tobert W., Eaton, 

(Crane & Pike Co Boston, 


Browne- 
Muskegon, 


Muran Co., 


Narcus, Samuel Boston 

Neary, J. E Andrew Geyer, 
Inc New York City 

Negus, Fred C., Proctor, Vt 

Newton, St. Elmo, S. C. Toof 
& Co., Memphis, Tenn 

Nichols, F. R., Columbia Rib- 
bon & Carbon Mfg. Co., New 
York, N. ¥ 

Nichols, W. P 
Monroe, Mich 

Nitschke George A., Auto 
matic Pencil Sharpener Co., 
Chicago, Ill 

Noud James \ 
Engineering Cort 
Conn 

Nuttall Cc J Pacific Sta- 
tioner, New York City. 


Weis Mfg. Co., 


Pressteel 
Derby, 


Paist, Charles J.. C. R. Hos- 
kins Company, Philadelphia, 
Penna 

Palmer. F. H., Eaton Crane & 
Pike Co Pittsfield. Mass 

Pape, Elmer W., Adkins Print 
ing Co., New Britain, Conn 

Parmenter, Geo E., The 
American Crayon Co, San 
dusky, Ohio, and New York 
City 

Patterson, Robert D L. E 
Waterman Co New York 
City 

Pearsall, F. E.. Lyon Metallic 
Mfg. Co.. Aurora, Il 

Pelton, James F., C. R. Gib- 
son & Company, New York 
City 

Pennycock, W. S Thos. V 
Bell, Ltd., Montreal, Canada. 

Perkins, D. F.. H. C. Boyeson, 
St. Paul, Minn 

Perkins, R. D Russian Ce- 
ment Co., Gloucester, Mass 

Petersen, A. E., Oxford Filing 
Supply Co., Brooklyn, N. Y¥ 

Phelps, Charles H., Bedford 
Phelps, Philadelphia, Penna. 

Phillips, James, Parker Pen 
Co., Boston, Mass 


Pierce, Charles E., Jr., Davis 
& Banister Worcester, 
Mass 


Pierce. E. S., Pierce, Incorpo- 
rated, Hartford, Conn 
Pierson, J. Ogden, Dameron- 
Pierson Co Ltd., New Or- 
leans, La 
Pohuka, Geo. C., 
Loose Leaf Co 
Wis 
Pollok, T. C., The B. F. Good 
rich Rubber Co., Akron 
Ohio 
Pomerantz, A., 
Corporation 
Penna. 
Pomeroy, Brenton C Byron 
Weston Co., Dalton, Mass 
Poole James E J E. Poole 
& Co., Toronto, Can 
Potter, R. H., Scripto Mfg 
Co., Atlanta, Ga 
Potts, Ben, Van Dorn Iron 
Works Co., Cleveland, Ohio 
Pratt. George W., J. L. Fair 
banks & Co., Boston, Mass 
Pratt. W. C., Loring, Short & 
Harmon, Portland, Maine 
Preston, H. P., Safe Guard 
(heck Writer Corp New 
York City 
Price, Herman 
Crucible Co 


Stationers 
Milwaukee, 


Guild Products 
Philadelphia, 


Joseph Dixon 
Jersey City, 


N 
Purvis, Geo B Irving-Pitt 
Mfg. Co., Kansas City, Mo 
R 
Ramsey Charles H Typo 


Trading Co... New York City 
tebhan. A. F., Blake & Reb- 


han Co.. Boston. Mass 





aa ee 
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efinitely One Pencil 
emanded by Industry usiness. 











Increasingly—a popular Drawing- 
Pencil for the Artist and Draftsman. 









, 1927 OFFICE APPLIANCES 


1. At the mail box 2. At the post-office 


to stand this 


HEN your customer asks for catalog envelopes, 

remember to remind him what those enve- 
lopes must go through before his catalog can reach its 
destination. 

Save him later trouble—and do yourself the best 
possible good turn by showing him Improved Colum- 
bian Clasp Envelopes, which stand up under the 
punishment they are sure to meet. 

Improved Columbian Clasp Envelopes are made of 
tough, hard-to-tear paper of pleasing buff color. The 
seams are tight sealed. The hole-in-flap is reinforced 
with a double thickness of paper. The clasp is of 
malleable metal which can be bent to and fro many 
times without breaking. Clasp and hole-in-flap line 
up perfectly. 

Thirty-one convenient stock sizes make it easy to 
meet every possible need. Paper merchants every- 
where carry Improved Columbian Clasp Envelopes. 
s If yours doesn’t, write us at Springfield, Mass., and we 
will put you in touch with the nearest distributor. 


UNITED STATES ENVELOPE COMPANY 
e The world's largest manufacturers of envelope 


SPRINGFIELD, MASSACHUSETTS 


With fourteen manufacturing divisions covering the country 


wr 


2. 


COLUMBIAN_EL& SP 


= 


ee 


It takes a Columbian + .—% 








4. Arrives—in perfect condition 











The Improved Columbian Clasp En- 

velope is made of tough paper. The clasp 

is of malleable metal, which will not 

break off after bending a few times. 

Clasp and punched flap hole “register” 

perfectly — whether envelope is full or 
empty. 


@NVELOPES 
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| TRANSFER SEASON— COMING 


SELL THE BEST TRANSFER CASE 








17 REASONS WHY 


Our Trade Mark Guarantees absolute—perfection. 


Card Holder stamped from drawer front—indestruct- 
ible. 

Heavy Band Steel Handle riveted to drawer—sta- 
bility. 


. Drawer sides high enough to hold papers in place 


low enough to make access easy—convenient 


Hole punched and tapper for rod—adaptability. 


. Drawers have grooved bottoms to accommodate 


guides and rods 
Low drawer back for ease in handling papers. 


Drawer instantly removable for transferring—acces- 
sibility 

Drawer stop prevents drawer from being accidentally 
pulled out of case; also holds drawer in place while 
inserting or removing papers- efficiency. 


Sides, top and projection on bottom formed from one 


sheet steel. Keeps out dust, vermin, fire, mildew, 


etc.—protection. 

Heavy Steel Channel to which outer walls of case are 
spot welded, form the front and back frames— 
strength and rigidity. 


Back of case flanged over, acts as drawer stop 


Interlocking steel bar that automatically locks into 
channel of case below, also acts as leg base—ex 
pansibility 


. Solid back same height as drawer sides for ease in 


operating 
Solid back in case adds greatly to strength 
Rollers at front, making free running drawer. 


Bale at back of drawer for ease in carrying and to 
stop drawer from being accidentally pulled out. 


AURORA METAL CABINET WORK 


AURORA, ILLINOIS, U. S. A. 


HERE IT IS 


Positive Interlocking Leg 
High Rollers 
Closed Back 


Even rolling drawer 


Bail suspension 


Rigid stacking 





STACK OF FOUR TRANSFER 
CASES ON BASE 
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Reid, Frederick L., Trussell 
Mfg Co., Poughkeepsie, 
N. ¥ 

Reynolds, Deane S., The Office 
Appliance Co., Boston, Mass. 

Riee, Waldo H., Samuel Ward 
Mfg. Co., Boston, Mass. 

Riddle, P. H., The Office Ap- 
pliance Co., Boston, Mass 

Riddell, R. H., The Wahl Co., 


Roach, M. M., Acme Staple 
Company, Camden, N. J 
Robbins, W. G., Carolina Of- 
fice Equipment Co., Rocky 

Mount, _ & 

Roberson. Alvin B., Butler's 
Inc., Wilmington, Del 

Robinson. Howard S., Robin- 
son Mfg. Co., Westfield 
Mass 

Rockwell, Harvey P.. Yawman 
& Erbe Mfg. Co., Rochester, 
i 

tosendorf, Samuel S., South- 
ern Stamp & Stationery Co., 
Richmond, Va 

Russell, Jas. F., United States 
Playing Card Co., Cincinnati, 
Ohio 

Russell t. S.. Doten-—Dunton 
Desk Co., Cambridge, Mass 
tussell, William L., Jr., Sam- 
uel Ward Mfg. Co., Boston, 


Rust. Fred W.. Rust Craft 
Pub Inc Boston Mass 


Ss 

Sainberg Robert B Pres 
Sainberg & Co New York 
City 

Saltmarsh, Robert C H. § 
Hutchinson Co New Bed 
ford, Mass 

Saltzman, Nathan H., The 
Hirshberg Co., Atlanta, Ga 

Sampson, Albert H., White & 
Wyckoff Mfg. Co., Holyoke, 


Mass 
Sanford, B. E.. Cornell Co-op 
erative Society Ithaca 


Sanger. F. E.. Globe—Wernicke 
. Ste ote ; 
Co., Cincinnati, Ohio 
Schermerhorn, J. H., Jos. Dix 


. 


on Crucible Co., Jersey City, 
N. J 


Schermerhorn Leon, Keuffel 
& Esser Co., Hoboken, N. J 
Schuitema, Milo, The Tisch- 


Hine Co., Grand Rapids, 
Mich 
Schutz, Carl M., Browne— 


Morse Co., Muskegon, Mich 
Selater, Grant, Rand-—McNally 
Co., New York City 
Scott F Cc Wallace Pencil 
Company, St. Louis, Mo 
Sell, Edwin H., E. H. Sell & 
Company, Columbus, Ohio 
Sell, John M E. H. Sell & 
Co., Columbus, Ohio 
Seymour, P P.. Associated 
Stationers Supply Co., Chi- 
cago, Il 
Sharp, H. C., Esterbrook Steel 
Pen Mfg. Co., Camden. N. J 
Shaw, Geo. W., Shaw-—-Walker 
Co., Muskegon, Mich. 


Shaw, Raymond H., E. L 
Freeman Co., Woonsocket 
R. I 


Sheaffe r. Ww. A., w A 
Sheaffer Pen Company, Fort 
Madison, Iowa. 

Shearman, Arthur, Irving-Pitt 
Mfg. Co., Kansas City, Mo 
Shee, Collins C Oakville— 
American Pin Scovill Mfg 

Co., New York City 

Sheehan, Jas. J., The Office 
Apppliance Co., Providence 
R. I 


Sheehan, Thos. R Dennison 
Mfg Co Framingham 
Mass 

Shields, Charles H., The Blade 
Printing & Paper Co., To- 
ledo, Ohio 

Shwedo, Lotse L., Jr., Conklin 
Pen Co., Toledo, Ohio 

Simpson, J. H., National Fi- 
berstok Envelope Co., Phila- 
delphia, Penna. 

Smith, O. R., The Moore Pen 
Co., Boston, Mass 

Smith, Victor A., The Parker 
Fountain Pen Co., Ltd, 
Toronto, Can 

Snyder, Ed. L.. C. Howard 
Hunt Pen Co., Camden, 
mo 


Solinger, Leo Eagle Pencil Co 
New York City 
Sollows, Clifford F., McKenzie 
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Engraving Co., Boston, 
Mass. 

Soule, B. Floyd, R. S. Bauer 
Co., Lynn, Mass. 

Southack, Theo. L., J. L. Fair- 
banks & Co., Boston, Mass. 
Southworth, Edward, South- 
worth Company, Mittineague, 

Mass. 

Southworth, Melvin D., South- 
worth Co., Mittineague, 
Mass 

Soyard, L. J., Filing Equip-— 
ment Bureau, Boston, Mass 

Springborn, H. W., Geyer’s 
Stationer, New York City 

Sprott, J. S., The General 
Fireproofing Co., Youngs- 
town, Ohio. 

Stagg. Thomas, A. Pomerantz 
& Co., Philadelphia, Penna. 

Stanage. W. H., The Wood- 
row-Well-Stanage Co., Cin- 
cinnati, Ohio. 

Steele, W. H., Sanford Mfg. 
Co., Chicago, Ill 

Stephens, Edward M., Rob- 
erts Office Supply Co., Port- 
land, Maine 

Stetson, Horace, , = The 
Macey Co., Grand Rapids, 
Mich. 

Stewart, W. Neill. Stewart 


Office Supply Co Inc., 
Dallas, Tex 
Stewart, William N Stoll 


Blank Book Co Trenton, 
N. J 


Stonehouse Tom Ww A 
Sheaffer Pen Co., Fort Mad 
ison, lowa. 

Stott, Chas. A., Chas. G. Stott 


& Co., Ine., Washington, 
- €& 
Sweatt Herbert A., G Cc 
Prince & Son, Inc., Lowell, 
Mass 


Sweet, Hobert E., Mfgrs. Rep- 
resentative, Edgewood. R 


: 

Tamany, John W., Boorum & 
Pease Co., Brooklyn, New 
York 

Taft, Fletcher W., The Car- 
ter’s Ink Company, Cam- 
bridge, Mass 

Tavernier, L. H., Fulton Spe- 
cialty Co., Elizabeth, N. J 

Tehan, Harry, Chas. M. Hig- 
gins & Co., Brooklyn, New 
York. 

Terry. Philip B., Spaulding- 
Moss Co., Boston, Mass 

Thom, C. A. H., Gregory, May 
er & Thom Co., Detroit, 
Mich 

Thom, C. A. H., Jr., C. J. Bun- 
tell Co., Dayton, Ohio 

Thomas, G. H., The Berger 


Manufacturing Co., Canton, 
Ohio 

Thompson, George, The Taylor 
Chair Company Bedford, 
Ohio 


Thompson, M. O., Quality Park 
Env. Co., St. Paul, Minn 
Todd, R. P., Thorp & Martin 

Co., Boston, Mass 

Tompkins, Harry A., Scran- 
tom's, Inc., Rochester, N. Y¥ 

Towhill, James T., The James 
T. Towhill Co., Boston 

Towne. Edward §., National 
Blank Book Co., Holyoke, 
Mass. 

Towne, Frank B., National 
Blank Book Co., Holyoke, 
Mass. 

Towne, Herbert S., National 
Blank Book Co., Holyoke, 
Mass. 

Towne, Richard P., National 
Blank Book Cam, Holyoke, 
Mass. 

Treanor, James, Peerless Key 
Co., New York City 

Turner, Richard, S. E & M. 
Vernon, Inec., New York, 
ee 2 

Turner, Wm. P Turner & 
Porter, Inc., Buffalo, N. Y 

Tussing, R. M., The Victor 
Safe Company, Marietta, 
Ohio. 

Tuttle, B. A., The Tuttle Cor- 
poration, South Bend, Ind. 
Tuttle, Raymond, C. A. Cook 
Company, Cambridge, Mass. 
Tyler, Selden W., The Car- 
ter’'s Ink Co., Cambridge, 

Mass 


U 
Underwood, Chas. F Fulton 
Specialty Co., Elizabeth 








The Correspondence Machine 
For Office and Home 


BARR 
TYPEWRITER 





This machine is equipped with 
the important features of stand- 


ard typewriters, including 
Column Selecting Device and 
Removable Full Size Platen. 
It will serve equally well at the 
office during the day, or over- 
time at home, as you choose, 
for it is:— 


Small Enough to Carry Off, 
Sturdy Enough toCarryOn. 


Manufactured by the 


BARR-MORSE CORPORATION 
ITHACA, N. Y. U. S. A. 


This machine is a Morse Industries product; 
other Morse products are: the Morse Silent 
Rocker Joint Chain, the Allen-Wales Adding 
Machine, the Poole Clock, and Thomas-Morse 
Aircraft. 


Born with a Pedigree. 
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| 25th Annual 
| National Business Show 


Silver Anniversary 
America’s Efficiency Exposition 


New York, October 15th to 20th 


1928 


IN THE NEW MADISON SQUARE GARDEN 


* T= 


The record of the National Business 
Show as it rounds out a quarter of 
a century of service and growth, is 
your assurance for the yearsto come. 


Good business people know by experi- 
ence that it pays to keep in touch with 
progress and the progressive—at the 


NATIONAL BUSINESS SHOW 


Chicago, November 14th to 19th, 1927, inclusive 
In the Stevens Hotel Exhibition Hall 


‘It’s the personal contact that counts’’ 


NATIONAL BUSINESS SHOW COMPANY 


INCORPORATED 
Frank E. Tupper, President 


50 Church Street - NEW YORK 





Chicago: 417 S. Dearborn St., C. H. Hunter, Manager 
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aa Invites You 
The Great Cen wal Market Week 


November 26, to December 3, 1927 


All Chicago manufacturers and wholesalers jointly urge 
you to attend The Great Central Market Week. 


Chicago will bein gala mood, with the great International 
Livestock Exposition under way, an unprecedented Grand 
Opera and theater season in full swing, a football game 
of national importance, and scores of other attractions. 








All Chicago will hold open house during The Great 
Central Market Week, and ample hotel accommodations 
are available. Thousands of merchants will take advan- 

tage of this opportunity to make market contacts, 
and get both ideas and merchandise which 
will make 1928 more profitable. 














Tue Domestic AND ForeEiGN ComMERCE COMMITTEE 

or THe CuicaGo AssociaTION OF COMMERCE 

10 Soutn La Saute Street 
Cuicaco, ILLINoIs 


REDUCED FARES 


on account of the International 

Livestock Exposition, will be in 
effect for above dates 

See your local railroad agent for details 
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H&M Loose Leaf Device 





Engages Instantly Regardless | 
| of Amount of Filler | 
| Sure Operation Gives New | 
Loose Leaf Convenience | 


| The new H & M loose leaf mechanism now combines in a 
way never before possible the real advantages of a loose leaf 
1} record with the security of a bound volume. This superior i 
method of binding is the outcome of a half century of 
experience devoted to the making of better record books. 
| rhis new book will meet not only your approval, it will 
| receive the unqualified endorsement of all your customers, 
'| who use record books. Its principal advantages are illus- 
| trated and described below. | 


| Operates Independently of 
Filler 


Notice how well the new mech- 
anism holds any quantity of filler 
This is an exclusive feature, made 
possible by the rigid metal back 
plate Always operates quickly and 
easily, entirely independent of the 
filler, and regardless of the amount 
of sheets 





When closed, the new H & M 
Loose Leaf Book has the outward 
appearance of a handsomely bound 
volume The engaging mechanism 


ee is completely concealed This new 
, mechanism is an integral part of 
any type binding desired 


| | 
| Opens or Closes Easily | 


Just a slight pull of the forefin- 
1] h 






| Bound Volume Appearance | 
| | 
| 


ger on the new engaging rod opens 
the new mechanism in a split sec 
ond Sheets can be instantly in 
serted in or removed from front or 
back of book To close, simply let 
either cover fall on the filler and 
push in engaging rod. 





| Pages Lie Flat | 
Di | | 


| | \ When book lies open, pages pre 
| | 
} 






sent a flat writing or reading sur 
face 





Edges of Sheets Protected | 


| 

The solid metal plate firmly sup- | 
ports the edges of the sheets when 
engaging mechanism is closed. No | 
chance for the edges to become 
frayed or worn The metal plate 
gives to the loose leaf book the ! 
strength and rigidity of a bound | 
book. The book binding may wear 
out in time, but the records will | 
always be securely bound in metal. | 





Hall & McChesney, Inc. 


Syracuse, N.Y. 
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Underwood, E. Roger, Fulton 
Specialty Co., Elizabeth, 
N. J. 

Urmston, Raymond J., J. S. 
Staedtler, Inc., New York 
City. 


Vv 

Van Dorn, Horace B., Jr., 
Joseph Dixon Crucible Co., 
Jersey City, N. J. 

Van Hise, A. S., Miller Broth- 
ers Pen Co., New York City. 

Van Valkenburg. L. D., L. D. 
Van Valkenburg Co., Holy- 
oke, Mass. 

Vernon, Murray, S. E. & M. 
Vernon, Inc., New York 
City. 


Ne 

Waddy, Woodson P., Everett 
Waddey Co., Richmond, Va. 

Wadham, Charles K., Z. & W. 

Crane, Inc., Dalton, 
Mass. 

Waldron, H. E., W. A. Sheaffer 
Pen Co., Fort Madison, Iowa. 

Waltz, Rowland A., John W. 
Graham & Co., Spokane, 
Washington. 

Waterman, Frank D., L. EB. 
Waterman Co., New York. 
Weissenborn, Ray. General 
Pencil Co., Jersey City, N. J. 
Welsh, Frank R., C. R. Hos- 
kins Co., Philadelphia, 

Penna. 

Westlake, Frank H., B. lL 
Marble Chair Co., Bedford, 
Ohio. 

White, Jos. A., F. S. Webster 
Co., Chicago, Il. 

Whitehead, Alfred, Filing 
Equipment Bureau, Boston, 
Mass. 

Wilger, C. A., General Fire- 
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proofing Co., Youngstown, 
Ohio. 

Wilkinson, Harold, Ward's, 
Boston, Mass. 

Williams, A. B., The Canton 
Art Metal Co., Canton, Ohio. 

Willey, Clinton B., The Car- 
ter’s Ink Co., Cambridge, 
Mass. 

Willis, Royall H., S. E. & M. 
ph aaa Inc.. New York 
City. 

Wilson, Clifton, Wilson Stat'y 
& Printing Co., Houston, 


Tex. 

Witte, W. C., Mittag & Vol- 
ger, Boston, Mass 

Wittke, J. S. A., The J. G. 
Shaw Blank Book Co., New 
York City. 

Wittke, Wellington C., J. G. 
Shaw Blank Book Co., New 
York City. 

Wittstein, A. H., The Globe 
Wernicke Co., Cincinnati, 
Ohio. 

Wood, Otis A., Geo. E. Da- 
mon Co., Boston, Mass. 

Wood, Robert N., Esterbrook 
Pen Co., Camden, N. J. 

Worth, C. J., Esterbrook Pen 
Co., Needham, Mass 

Wray. Geo. B., Quigley Fur- 
niture Co., Whitesboro, N. Y, 

Wuest, R. W., Weis Mfg. Co., 
Monroe, Mich. 

Wyman, Walter F., The Car- 
ter’s Ink Co., Cambridge, 
Mass. 


Y 
Yawman, Francis J.. Yawman 
& Erbe Mfg. Co., Rochester, 
N. Y. 
Yeo, William S., Yeo & Lu- 
kens Co., Philadelphia, 
Penna. 


Ladies’ Registration 


a 
Akers, Mrs. Maude T., Chi- 
cago, Ill. 
Allen, Mrs. Ivan, Atlanta, Ga. 


B 
Baer, Mrs. L. A., Canton, Ohio. 
Bauer, Mrs. Ralph S., Lynn, 
Mass. 
Baxter, Mrs. R. H., Brooklyn, 
_ = 


Bellman, Mrs. Charles N., 
The Franklin Printing & En- 
graving Co., Toledo, Ohio. 

Berkey, Mrs. K. W., James-— 
town, N. Y. 

Berry, Mrs. Florence L, Lew- 
iston, Maine. 

Blackman, Mrs. H. L., Janes- 
ville, Wis. 

Bleakly, Mrs. Florence’ T., 
Camden, N. J. 

Bruanger, Mrs. Julietta Q., 
Brooklyn, N. Y. 
Brundage, Mrs Robert, 

Brooklyn, N. Y. 


c 

Carpenter, Mrs. Charles C., 
Chicago, I. 

Castle, Mrs. Katherine D., 
Chicago, Il. 

Castle, Mrs. K. E., Chicago, 
Il. 

Chalmers, Mrs. Edward A., 
Rutland, Vt. 

Chaplin, Miss J. L., Boston, 
Mass. 

Clark, Mrs. E. B., New York 
City. 

Clegg. Mrs. L. B., San An- 
tonio, Tex. 

Cobb, Mrs. C. C., Toledo, Ohio. 

Collins, Mrs. Sidney E., Chi- 
cago, lil. 

Constantine, Mrs. James, Tul- 
sa, Okla. 

Copeland, Mrs. H. E., Brook- 
a 4 


D 
Davis, Mrs. Charles E., Bat- 
tle Creek, Mich. 
my Mrs. Fred O., Buffalo, 


N. Y. 
Diehl, Mrs. William, Columbus, 
Ohio. 


Dohan, Mrs. Katherine Shields, 
Toledo, Ohio. 
Deoutye. Mrs. Uri, Syracuse, 


Douglas, Mrs. H. Dorsey, 
Oklahoma City, Okla. 

Doughty, Mrs. Geo. E., Brook- 
lyn, N. Y. 

Duncan, Mrs. John H., An- 
sonia, Conn. 


F 
Fargo, Mrs. Frank H., Bridge- 
port, Conn. 
Favor, Mrs. Getty M., New 
York City. 
Ferry, Mrs. H. J. Long- 
meadow, Mass. 
Fischer, Mrs. Gustave, Hart- 
ford, Conn. 


G 

Garvin, Mrs. Chas. P., Alls- 
ton, Mass. 

Geyer, Mrs. Andrew, New 
York City. 

Gosiger, Mrs. Paul A., St. 
Louis, Mo 

Groom, Mrs. §S B., Beach 
Bluff, Mass. 

Gross, Mrs. P. A., Chicago, Il. 


H 

Hall, Mrs. Clinton A., Toledo, 
Ohio. 

Halpern, Mrs. Ralph, New 
York City. 

Harrington, Mrs. Geo. W., 
Brooklyn, N. Y. 

Hart, Mrs. Guy W., Jersey 
City, N. J. 

Hawkes, Mrs. L. A., Mer- 
chantville, N. J 

Hayes, Mrs. N. O., Worcester, 
Mass. 

Herr, Mrs. Herbert H., Lan- 
caster. Penna. 

Herr, Mrs. L. B., Lancaster, 
Penna. 

Hill, Mrs. J. Thomas, Brook- 
a, ee Bs 

Hobbs, Mrs. J. N., Chicago, 


Til. 

Hobbs, Mrs. Samuel, Boston, 
Mass. 

Honeywell, Mrs. c. Wie 
Wilkes-Barre, Penna. 

Honeywell, Mrs. Clinton G., 
Scranton, Penna. 

Hoole, Mrs. Frank B., Buffalo, 


mh A 
=<" Miss Lucy B., Buffalo, 
Horder, Mrs. H. G., Chicago, 


Huber, Mrs. Edward E., New 
York City. 
Hudson, Mrs. S. B., Muskogee, 
Okla. 
! 
Iseman, Mrs. Sam, Richmond, 
Va. 


J 
sh Mrs. L. S., Chicago, 


Til. 
Johnson, Miss Francis E., Chi- 
cago, Ill. 





_ i —_  °°”@|© 
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EFSECTOR 
BAR 


O positively not clog in actual use—that 
is the guarantee with which Neva-Clogs 
are sold. If they don’t live up to the 


guarantee, they will be repaired or replaced free 
of charge for three years from purchase. 


But if the pliers are misused and staples be- 
come jammed, Neva-Clog is the only stapling 
machine from which they can be removed in- 
stantly and quickly by means of a special and 
exclusive device called the Ejector Bar. Merely 
to depress it for a fraction of a second is to clear 
out all jammed staples. On the strength of the 


Ejector Bar alone, thousands of Neva-Clogs 


have been sold. 


But the Ejector Bar is to a Neva-Clog what 
a fire insurance policy is to a fire-proof building. 
For in actual use a Neva-Clog positively cannot 


clog. Through one or fifty sheets of paper, 
through leather or cardboard, even through 
wood, its sharp-toothed staples bite quickly, 
surely and easily. It is the most sensational 
item in the stationery trade today. 


Institutions, large corporations, municipalities 
and factories are outlets for dozen and two dozen 
lots. Every business and office is a prospect for 
at least one. Those who now have a stapling 
machine will be quickest to appreciate the ad- 
vantages of a Neva-Clog. 


The sales possibilities for it are tremendous. 
To help you decide whether or not you can 
handle it, we will send you without obligation 
and with return postage prepaid, a sample 
Neva-Clog. Only by actually testing it your- 
self, will you see how really remarkable it is. 
Order one now, while it is on your mind. 


Neva-Clog Products, Inc., 1188 Main St., Bridgeport, Conn. 





COSI) 


STAPLING PLIERS 


U.S.and FOREIGN PATENTS 
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Read from 
‘wrt And Now! 


fm Automatic Convenience and Visibility 
—— in Steel Desks of Improved Construction 








What a relief it is to those progressive Office Out- 
fitters who hold the advantage —of selling filing 
and desk equipment with improved and patented 
fat material made ‘in features that cannot be had elsewhere. 
ing n the chalr rhen 









safely suto 





compressed 





matically nto the east 
espace when the drawer is 


closed 


The Automatic V Expanding 
file makes everything filed, 
visible and easily accessible. 


—_ 
AUTOMATIC UTILITY DESKS will prove a revelation to every one who sees them and who will sit 
down at one fitted to his particular needs, and actually experience the better operating drawers and 
especially the greater convenience and visibility with the Automatic V Expanding file drawer—the mod- 
ern drawer to handle all flat material better. And-—all drawers always operate easily and quietly on 
improved roller-ball bearing slides. 


Better send for new Steel Filing and Desk Equipment Catalog 27A 
The Automatic File & Index Co., Home Office and Factory, West 11th St., Green Bay, Wis. 


Complete Central Display at 40 So. Wells St., Chicago. See our exhibit Chicago Business Shou 


Automatic exclusive features are Sales Advantages — 


I Improved, heavily reinforced, Battleship Lino- Sliding Tray Shelf for memo, requisition pads, 


= ~— im Top with inset solid brass beading pencils, et« convertible to Linoleum or Glass 
‘ =>. one . Shelf 
= ’ —— ? Automatic “V" Expanding desk file drawer o1 Double f , , » back ,; 
— ~ - ey meee . al — . - lide ouble frame construction—side and back panels 
+ Meee = l3— perfected 10 roller-ball bearing suspension slide reve cpe aa aiteaed 
{ —_ bl the same as used in Automatic Filing Cabinets movable and replaceable 
we ~ 47 ‘ . . Beautiful and lasting Duco finishes in Olive Green 
Law ~~ “y §. Combination tray and storage drawers on ba and actual photographic reproduction of Ma- 
e W - ae bearing rear extension slides for card trays (¢ hogany, Walnut and Qt. Oak Solid brass hard- 
3 — ' vv for adjustable partitions (7) ware (satin finish). 
— 
‘ Large center drawer with lock and Utility Highest quality in every detail—not to be con- 
desk tool tray fused with second or inferior grades 

: - r "= J . - _s - 1 cr — > 

. - ’ 7 ne _ 7 o=s = mre | ms ] 1] 
' ’ ~ Pd 2 s - 

’ ~ ’ j * -~ 
~ . ” . | “< ~ sf — f 
y - ~ 5 y ¢ = 

t 1 w& J 
7 _ r f 
+ ul 1! } 

No. 523 Automatic No. 501 TW Automatic No. 421 Automatic No. 312 Automatic No. 604 Desk Table 
From the No. 509 Line, From the No. 500 Line, From the No. 400 Line, From the No. 300 Line Closed End Style. An 
8 Leg Automatic Utility 8 Leg Automatic Utility 4 Leg Automatic Utility Automatic Ccrporation ideal Executive's Tabi. 
Desks. Desks. Desks. Desks. 
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Johnson Mrs. J. Arthur, 
Jamestown, N. Y 


K 
Kelly, Mrs. J. R., Louisville, 


Ky 

Keon, Mrs. T. Harris, Phila 
deiphia, Penna 

Kleinschmidt, Mrs. Harry H., 
Gary, Ind. 

Koch, Mrs. Frank J., Des 
Moines, lowa. 

Koch, Miss Louise, Des Moines, 
lowa 

Kral, Mrs. Joseph §S Cleve- 
land, Ohio 


L 
Little. Mrs. Edward L., Wa- 
bash, Ind 
Lockwood, Mrs 
Buffalo, N. ¥ 
Lovett, Mrs. Wallace R., Bos 
ton, Mass 


Millington, 


M 
McChesney, Mrs. Francis H., 
Syracuse, N. Y. 
Madden, Miss R. M., Chicago, 


sathes, Mrs. C. B., Toledo, 
Ohio 

Maul, Mrs Oscar Detroit, 
Mich 

Mitchell, Mrs. Charles L., To- 
peka, Kan 

Modene, Mrs. O. F., Chicago, 

= t Mrs. R. S., Cincinnati, 
Ohio 

Morse Mrs. Frank O., Mus 
kegon, Mich 

Muller, Mrs. George C New 
York City 


N 
Narcus. Mrs. Ida H., Brook- 
line, Mass 
Neary. Mrs. James E., New 
York City. 
Negus, Mrs. Fred C., Proctor, 


t 
Newton. Mrs. St. Elmo, Mem 
phis, Tenn. 
Nitschke, Mrs. Geo. A., E. Or- 
ange, N. J. 


P 

Palmer, Mrs. Frank H., Pitts- 
field, Mass. 

Pape, Mrs. E. W., New Brit 
ain, Conn 

Parmenter, Mrs. George E., 
New York City 

Patterson, Mrs Robert D., 
New York City 

Phillips. Mrs. James, Lexing- 
ton, Mass 

Price, Mrs. Herman, Ridge- 
wood, N 

Prokop, Miss Emmie, San An 
tonio, Tex 


Ramsey, Mrs. Chas. H., Glen 
tock, N. J 


OFFICE 


tobbins, Mrs. W. G., Rocky 
Mount, N. C. 

Robinson, Mrs. Alvin, Wilm 
ington, Del 


Ss 
Sainberge. Mrs. Robert B., New 
York City 
Saltzman, Mrs. N. H., Athnta, 


Ga 

Sell, Mrs. E. H., Columbus, 
Ohio 

Seymour, Mrs. F. P., Chicago 
] 


I 

Snyder, Mrs. Ed. L., Philadel 
phia, Penna 

Southworth, Mrs M D., 

ringfield, Mass 

Springborn Mrs H W 
Brooklyn, N. Y. 

Stanage, Mrs. W. H., Cincin 
nati. Ohio 

Stewart, Mrs. W. Neill, Dallas 
Tex 
house Mrs. Tom West 


Stor 
Haven, Conn 


+ 

Tadema Miss Margaret L, 
Wilmington, Del 

Tamany, Mrs. Marie A., Hol- 
m wwe 

Thom, Mrs. Chas. A. H., De 
troit, Mich 

Towhill, Mrs. James T., Bos- 
ton, Mass. 

Towne, Mrs. Edward S., Holy 
oke, Mass. 

Towne, Mrs. Frank B., Holy- 
oke, Mass 

Towne, Mrs. Herbert S., Holy 
oke, Mass. 

Tuttle, Mrs B A South 
Bend, Ind. 


w 

Waddy, Mrs Woodson P 
Richmond, Va. 

Wadham, Mrs. Chas. K., Dal 
ton, Mass. 

Waldron, Mrs. H. E., Evans 
ton, Ill 

Waltz, Mrs. Rowland A., Spo- 
kane, Wash. 

Waterman, Mrs Frank D., 
New York City 

Watkins. Mrs. Inez M., Chi 
cago, Ill. 

Welsh, Mrs. Frank R., Phila 
delphia, Penna 

Whitney, Mrs. Gertrude W 
Westfield, N. J. 

Wilson, Mrs. Clifton, Houston, 


Tex 
Wittke, Mrs. W. C., Summit, 
N. J 


Worth, Mrs. E. J., Needham 
Wyman, Mrs. Roline P Arl 


ington, Mass 


Y 
Yeo, Mrs. William S., Melrose 
Park, Penna. 


A Boston Souvenir 


Following 
Carter's Ink Company of 


friends a little book bound 


ent hues of blue with a pi 


Faneuil Hall on the cover 


Known Bostor It contair 
implies that the book contain 
and around Boston which ars 
such is the fact [he for 


that follow some of the 


beckon to you Among then 


literary interest that are still 
, ' 
but others that plaved a pr 
their ¢ ‘ ive | go Ss é 
surroundings changed, their 
Tt at the ere meet v« Pr « 
the tl ngs that have made « 
debt « the pres¢ to the | 
ol 
ces of Carte s oo with Ww 
paintings that reproduce 
made 
Every other page of the 
1, a off : mterect y 
Grawineg or s eresting 
, 
S$ one of wunus i st il 
j 1 } tr Ss P 


the convention 


at Boston last month, The 


mbridge sent out to many 


cloth and boards in differ 
re in yellow and white of 
Che book is entitled Little 
forty-five pages Phe title 
formation about spots 


generally well known and 


re Ssavs “From the pages 


are buildings of histori 


nding and but little changed 


ent part in the events « 

( ] meme es the 
g nds all but forgott 
to remind you of some of 
ity great and to recall the 


S ne of the pleasant serv 


the little fountain pet 


incient landmarks were 
k contains a pe! and Ink 
soston landmark lhe ook 
nce al d artis ‘ ‘ 

5 receives rt 





APPLIANCES 


COSTUMER 


Sales Turnover 


is what the office furniture merchant 
wants today. One secret of quick stock 
turnover lies in offering your trade 
something that not every competing 
house carries. 

The Sanymetal Costumer has so many ad- 
vantages over the ordinary wood product 
that many leading dealers are consistently re- 
ordering. 

The first metal costumer to sell at a wood 
price. Outwears wood. Balanced ign keeps 
it from tipping over. The cross-loc base is 
welded (not screwed) and will never come 
ioose. Attractive finishes. Solid bronze hooks. 

Write for folder and liberal proposition of 
discounts and dealer selling helps. 


The Sanymetal Products Co. 


1685 Urbana Read - Cleveland. Ohio 













GREENEVILLE 








Write us for 
photos and prices 


HOOD CHAIR COMPANY 






HOOD CHAIR COMPANY 


Manufacturers of high grade Office and School Chairs 


TENNESSEE 


















{ 
' 
HE ee eS 
| Drawer 
| 
Files 
—DP 
] Maximum filing 
capacity; a cab- 
inet 28” deep 
with 133 inches 
: of net filing space 
) A drawer with 
: 2 guide rod and 
compressor, that 
takes standard 
guides and fold 
ers 


Extreme rigidity 
3 super strength 
due to reinfor« 
ing framework 
and our new 
“torque Plate’ 
construction 


Frictionless, ba 
bearing suspen 
sion; easy run 


ning drawers, no 
rebound they 
stay closed with 
out a mechanica 
catch 


Flush finished 
5 end cases suit 
able for individ 
ual or battery 


use with the 
usual high grade 
Steelcase stand 


ard finishes 


Get The 


Facts Now e 


This new Steelcase 
Five Drawer Letter 


File s a ~proven 
winner It builds 
sales! Let us tell 


you how and why 
The facts are here 

they ought to be in 
your possession. Ask 
fer them today 


Metal Office 
Furniture Co. 
Grand Rapids 
Ve aes. Outside Dimensions 14} im. wide x 57} M i c h i g an 


1m. MIA 28 in. deep. Drawer Dimensions Inside 
12} im. wide x 10 3/16 in. high x 254 in. deep 








| —~found where business succeeds 
UDOT SAT 
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Pittsburgh Office Appliance Managers 

The Office Appliance Managers Association of Pittsburgh 
listened to several good speakers during their September 
meetings and entertained a number of guests. The first 
special meeting which the association holds the last Friday 
of each month took place on September 30. It was both 
successful and enjoyable. Ed. Jones of L. C. Smith and 
Corona Typewriters, Inc., was chairman of the meeting. 


: siieitncais 
New Roberts Numbering Machine Catalogue 
Just Out 
Dealers who are using the sales plan adopted by the 
Roberts Numbering Machine Company of Brooklyn, N. Y 
and stationers generally, will be interested in the fact that 
a new catalogue known as No. 27G has just been issued 
by the company, whose address is 694-710 Jamaica avenue, 

Brooklyn, N » # 

This new catalogue is made in handy size and is said 
to be complete in every particular. The full line of the 
popular Roberts numbering machines, —— machines and 
lriangle pencil pointers, is illustrated and clearly described. 
Facts about special Roberts products and services are 
stated and the catalogue has been made as thoroughly read- 
able as possible 

The well known Roberts Big Six group of numbering 
machines is included; a preface on the importance and 
profitableness of numbering is inserted and the catalogue is 
equipped with an index for ready reference. The work 
does credit to the Roberts organization and will be inter- 
esting to everyone in the trade. It may be obtained gratis 
from the Roberts Numbering Machine Company at the 


iddress given above 


> 
Sherman-Manson Makes Export Appointment 
Che Sherman-Manson Manufacturing Company, 1455 
West Austin avenue, Chicago, Ill, has appointed an ex 
port representative. The J. E. Thomas Typewriter Cor- 
poration, 332 Broadway, New York, N. Y., will direct busi- 
ness in Great Britain and continental Europe for the Sher- 
man-Manson tubular steel adding machine and typewriter 
sos 


stands 


_ ; 
General Fireproofing Refits Its Offices 

The last word in steel office equipment, trom waste 

baskets and letter trays to desks, safes and files, has been 

nstalled in all offices of The General Fireproofing Com 

pany, Youngstown, Ohio, replacing equipment in use for 


three years past 


The entire office building of the firm has been refin- 
shed in mahogany to match the finish of the equipment 
now in ust [The export department, formerly on the 


same floor with the sales department, has been removed to 


a suite on another floor 

[The advertising and sales departments now share the 
second floor of the building. On the first floor a large 
locker room has been provided for employes. The entire 
office arrangement has been adjusted to care for the 
increasing volume of business. Dictaphone and telephone 
outlets, and electric wiring generally, have been revised 


to accommodate the new — ult 


Wedding Bells 


Schnatiien: — 

Miss Charlotte Schneider was married several weeks 
ago to Nathan E. Eagle, salesman at the Newark, N. J., 
branch of the Yawman and Erbe Manufacturing Company 
His many friends within the organization and outside wish 
the happy couple a pleasant vovage on the sea of matri- 


mnONnY 
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CORONAS 


FOR CHRISTMAS 





The new colored Coronas plus powerful adver- 


tising are bound to make December the biggest 


sales month in Corona history. Be sure and get 
your full share of this profitable business by 


featuring these beautiful machines prominently. 


L C Smith & Corona Typewriters Inc 


Established 1903 


Factories at Syracuse, Groton and Cortland, New York 


235 
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No. 478 Pedestal Typewriter Desk--- 
32x60 inches. Covered by our 
new 400 semi- quartered line, 
quarter -sawed tops and 
fronts. Also made in 
walnut and mahog- 
any finishes. Lac- 
quer finish. 





THE JASPER DESK CO 






Jasper Desk Company 
Jasper, Indiana 

















) 
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No. 150 No. 151 
Quartered Oak Quartered Oak 
No. 250 No. 251 
Imitation Imitation 
Mahogany or Mahogany or 
Imitation Imitation 


Walnut Walnut 





These chairs are lacquer finished in light 
oak, dark oak, fumed oak, standard brown, 
mahogany finish and walnut finish, 
and are constructed with the same 
rigidity that characterizes the 
entire Jasper Chair Co. lines. 

Our suggestion to you is: 

Look at ours and the 
other fellows--and may 
the best chair win. 





AND JASPER CHAIR CO. 


tad discounts, lower freight rates and the assurance that goods 
damage. We solicit your inquiries. 


Jasper Chair Company 
Jasper, Indiana 
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Judge This Machine 
By What It Has Done 


It has reduced the cost of sales analysis 
and other accounting work requiring 
the classification of figures. 


It has given speed and accuracy never 
before possible on many types of 
accounting. 


It has given manufacturers, banks, hotels, 
installment houses and general offices a 
new and better method of posting 
accounts and serving their customers. 


It has met widely different accounting 
problems with consistent savings and 
improved results. 


ACCOUNTING MACHINE DIVISION 


The National Cash Register Company 


DAYTON, OHIO 
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Add to “Elsie” Plant for Increased Production 
The L. C. Smith & Corona Typewriters, Inc., broke 

ground early in October for a two-story addition to the 
plant at Syracuse, N. Y. The new structure will be an 
extension to the East Washington street wing, and will 
be of modern reinforced concrete construction. The foun- 
dation is designed to support eight stories, so that should 
it be desired later to carry the extension up to the full 
height of the main factory building, 20,000 square feet of 
floor space will be added 

Plans for the new building were prepared by C. D. 
Corwin, the company’s works engineer. The contract for 
construction has been awarded to Dawson Brothers. 

Half of the extension will be utilized for the expansion of 
manufacturing facilities. The executive offices will occupy 
the other half. Since the merger of the L. C. Smith and 
the Corona companies the executive organization has been 
very crowded. Company officials state that when the pres- 
ent two-story addition is completed a considerable increase 
in production capacity will be obtained. The steady in- 
crease of sales of the L. C. Smith typewriter have over- 
taxed greatly several departments of the Syracuse plant. 
Some relief was obtained by transferring the ball making 
department to the Groton plant, and another department to 
Groton also. Despite these changes further rearrangement 
and expansion were imperative 

- 
Factory Service by “Automatic” at Detroit 

The Automatic File & Index Company, Green Bay, Wis., 
has established direct distribution service at De- 
troit, Mich. The Automatic File & Index-Detroit Com- 
pany, 131 East Jefferson avenue, has been organized, and 
Automatic steel 


factory 


presents displays of perfected 
filing and desk equipment. Users in Detroit and nearby 
cities have the benefits of expert direct factory service, with 


complete 


factory responsibility through trained representatives, who 
are specialists in their work. M. Leishin, the general man- 
ager of the Detroit company, is well known in the com- 
mercial and professional circles of Southern Michigan. He 
had Burroughs Adding Machine 
Company as director of calculator sales in Detroit, and 
that city for The Dalton Adding Ma- 


been formerly with the 


agency manager in 

Company the past five 
> - 

“Wholesale” Offers Discount Proposition 

The Wholesale Typewriter Company, 428-30 Broadway, 


chine years. 


New York, N. Y., has made a proposition to dealers which 
obviates premiums or prepaid freight and brings better 
profits to the dealer. A maximum discount of $4.00 is 


offered for every machine the dealer buys—more if ten or 
I The discount 


twenty machines are applies on 
The discount is credited 


ordered 
each order—there is no waiting 
on receipt of the order—the dealer can deduct it in his order 
The new arrangement applies to “Master Grade 
other of the leading makes which 


if desired. 
Underwoods,” or to any 
The Whi ['ypewriter Company handles 
a 
Beam Now Do-More Chair Sales Manager 

M. F. Beam has been appointed general sales manager 
of the Do-More Chair Company of Elkhart, Ind. 
formerly southwestern sales manager for The Safe Cabinet 
Company, Marietta, Ohio, with which organization he had 


esaile 


He was 


been connected for fourteen vears. He is a man of marked 
ability 
a 


White Represents Imperial Methods in New York 


Gerard D. White, formerly with the American Clip Com- 


organizing and executive 


exclusive representative in 
Imperial Methods Com- 


pany for many years, is now an 
Metropolitan New York for the 
pany of Forest Park, Ill 
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ARE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIO 


—a monthly journal 
for the Stationery and 


Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 


and general interest. 
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itll... iil, ils, ils, iil, il, ils, ils ills sills sills sll sills 


More Costumers 
Needed Everywhere 


Look around whenever you visit an 
office and note the scarcity of facil 
ities for accommodating wraps 
coats and hats Few offices are 
adequately equipped and conse 
sequently clothing is piled in a 
jumbled mass 





A little effort and many sales of 
costumers will follow In many 
cases it is just neglect or oversight 
on the customer’s part The ap 
proach of the winter season makes 
this the best time to push the item 
The Furnas line is rich in cos- 
tumers, these being a specialty with 
us If you do not have a catalog 
at hand, let us send one today 


FURNAS 
FURNITURE CO. 


INDIANAPOLIS, IND. 
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“Selling to Business 
Executives”’ 


This is the title of the Gunlocke 
book designed to help you sell busi- 
ness furniture to major executives. 
Have you a copy? It tells how to 
reach the bigger men—how to 1n- 
terest them in Gunlocke business 
furniture. This book is a real sales 
help for getting interviews and ob- 
taining the order. Shall we send 
a copy? 


THE W. H. GUNLOCKE CHAIR CO. 


Wayland, N. Y. 


Export Department, Western Office 
368 Broadway Furniture Exchange 
New Vork City San Francisco, Calif. 


No. 1703% 
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Bates Bringing Out New Machine 

The Bates Manufacturing Company, Orange, N. J., will 
announce the Bates “Eight” numbering machine shortly. 
This will supersede the Bates seven-movement numbering 
machine. Advance notice is being sent to dealers so they 
can anticipate the new machine and regulate their ‘stocks 
accordingly. 

While a complete description and illustration of the new 
“Eight” is scheduled for early publication in our columns, 
there are some unusual features worthy of advance men- 
tion. The new metal, “Comagnium” (Bates hardened) 
will be used in certain parts of the machine. This metal 
combines both lightness and strength—highly desirable 
in .a numbering machine. The type wheels are non-corro- 
sive, non-rusting and frictionless. While eight different 
movements are provided, the internal construction is far 
simpler and greatly superior to the old seven-movement 
construction. A large proportion of the parts are inter- 
changeable with the multiple and standard movement 
machines. 

a 
Some New Kwikstik Advertising 

The Kwikstik Company, 3229 South Ashland avenue, 
Chicago, manufacturers of “the sanitary mucilage,” are dis- 
tributing some attractive new advertising display pieces. 
The set contains about a dozen pieces including both metal 
and cardboard displays and some window stickers. Most of 





NEW ADVERTISING CARD 
OF KWIKSTIK FOR DEAL- 


the material is in colors, the product being reproduced in 
actual size and color in several pieces Che material is 
suitable for both counter and window use and should prove 
helpful to dealers in pushing the sale of Kwikstik. 


ae 
A Beautiful Partition Catalogue 

[The Add-A-Unit Partition Company, Inc., of Chicago, 
recently issued catalogue No. 35 of Add-A-Unit office and 
bank partitions. This catalogue is bound in black and 
gold. It contains fifty-eight large pages printed on highly 
calendared paper, the pages being copiously illustrated with 
fine examples of Add-A-Unit partition installations. In 
the back of the book are a number of plans or layouts 
showing method of installing partitions for different uses. 
These plans are of no little value to those who do the 
practical work of installation. Every one interested in 


office partitions should obtain a copy of this catalogue. 
HP Saeed 


“Comptometer” Office at Oklahoma City Moved 

The office of the Felt & Tarrant Manufacturing Company 
at Oklahoma City, Okla., which had been at 212-13 Equity 
building, has been moved to 307 Perrine building. D. 
Pietravalle is general soliciting agent at that point. 
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Sponge Rubber Chair Cushions 
So popular with the Dealer? 
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Sunruco Sponge Rubber 


Chair Cushions P 
Are So Popular with the DEALER 





Quality — 


\) HE HIGHEST QUALITY rubber obtainable, 
with carefully selected chemicals, by secret pro- 
cess are dexterously compounded and vulcanized 
together - the result - a honeycombed composi- 

tion of air and rubber. Surprisingly soft and fluffy, yet most dur- 

able. Unlike other padding materials, Sunruco sponge rubber 
does not “pack.” Continued use improves cushioning qualities. 


Master Workmanship — 


Sunruco craftsmanship remains unexcelled. The ever vigi- 
lant eyes of skilled artisans guard constantly each manufacturing 
detail of the process. A rich appearing, uniform product of sur- 
prising sales merit is thus assured. 


Broad Assortment — 


Sunruco Chair Cushions may be procured in a wide variety 
of striking styles. Some are covered with Brown or Green all 
wool felt. One series of this type possesses the popular smooth 
upper surface; another, the fluted or ribbed surface. For 
the more discriminating buyer, yet another style is available in 
the Sunruco “Cordovan”. This handsome cushion is enveloped 
entirely by either a Brown or Blue rich plush corduroy. Each 
style is produced in three sizes conforming to office chair stand- 


ards 





Rapid Sales 
Liberal Profits — 


Moderate list prices place Sunruco Specialties within the scope of popular 
demand. Their unusual novelty when displayed registers immediate consumer ap- 
peal. More rapid turnover can be obtained by equipping your agents with several 
sample Sunruco Cushions. Try it and be agreeably surprised. “Sunruco” liberal 
trade discounts assure very substantial profits. Dealers are well recompensed 
for time and effort put on this line 


Service — 


All dealer orders, even though small, receive courteous attention from an 
efficient and compact organization. Ample stocks guarantee prompt deliveries. 
Two new factory units, just completed, give added production capacity to our fast 


growing business. \ — 4 
Wide Market — ee / 
SUNRUCO af 


Sunruco Cushions. altho originally designed for the office worker, find many Snag gi 
uses in other directions. For instance — the home, auto, picnic, vacation, athletic eveocn (Mair Cushion 
events, open air concerts, etc. offer a virgin field for the distribution of this badly 
needed and useful product. Sales possibilities on this line are unlimited. 














CLIP AND MAIL TODAY 


THE SUN RUBBER CO 
Barberton, Ohio 


Send us your combination catalog and price 
pook'on'“Surreco! Otte Specaiticg, with Dis e Sun Rubber Co. 


counts 


Name Barberton, Ohio, U. s. A. 


Address 
| Also Makers of Sunruco Druggists Sundries |}% 
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Get 1928 Dividends 


F.E.BeeLine 


FILING EQUIPMENT BUREAU, BOSTON 





Branch Offices 
NEW YORK, N 
350 Broadway 
NEWARK, N. J 
Academy St 
HARTFORD, CONN 
49 Pearl St 
PROVIDENCE, R. I 
36 Exchange Place 
FALL RIVER, MASS 
124 So. Main St. 
SPRINGFIELD, MASS 
MANCHESTER, N. H. 
PORTLAND, ME 


Distributors tn 


Baltimore, Md 
Washington, D. C 
New Orleans, La 
Birmingham, Ala 

Dallas, Texas 

Los Angeles, Cal. 
San Francisco, Cal 

Seattle, Wash 

Denver, Colo 
Kansas City, Mo 


Chicago, Ill 


from 1927 Clients 


| i time and money that you have 


put into building up proper contacts 
with buyers are an investment that you 
should build upon constantly. Don’t be 
satisfied with a minor share of the busi- 
ness from such clients. Let us help you. 


Our organization consists of specialists 
in office filing practice and equipment. 
Research, ingenuity and experience — 
specialized brain-power—have enabled 
us not only to devise many important 
improvements for the general business 
public, but to aid individual dealers in 
solving special problems for their cus- 
tomers. 


Study carefully the requirements of your 
own established clients along the lines 
in which you do not now get business. 
Let us know the problem. Working to- 
eether, with the resources of this organi- 
zation, we can double your sales to many 
of vour present clients. This service of 
cooperation is open to you—and to all 
our dealers. Let us tell you more about 
it. Write or call. 


Filing Equipment Bureau 


113 


@{ INCORPORATED )@ 


115 PURCHASE STREET 


BOSTON, MASS. 
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OCRAP Box KK 


=i 





Fine Margin 
and Quick Sales 


On 
This Scrap Book 


Assortment 











One of the most popular sellers on the market today. Year by 
year the sale of scrap books has increased in practically every 
section of the country and year by year Standard B & P teatures 
have earned their right to first consideration. 


This should be the biggest scrap-book year in stationery history. 


To put your share of business within easy reach we have mapped 
out a special assortment of the most popular styles and sizes. 





HERE’S THE WINNING ASSORTMENT 
1/6 doz. each of Nos. 1030, 1032, 1034, 1050, 1052 and 1054 
1/2 doz. each of Nos. 1035, 1036, 1052 and 1054 
1/3 doz. each of Nos. 1064 
SELLS FOR $51.50 


This assortment carries an attractive discount 











Simply tear out the bottom half of this ad, attach your order and 
send it in today. Prove to yourself how immediate are the returns 
on scrap-book business. 






sitar!) ~BOORUM & PEASE COMPANY 


ren Post Office Box 272, City Hall Station 








NEW YORK, N. Y. 
New York Store: Chicago Branch: General Offices: 
349 Broadway 21 East Austin Avenue 84 Hudson Ave. 


Brooklyn 
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THE NEW AND BETTER 


ENGLEWOOD 
LINE 





MORE DURABLE FINISH 


both the 
strongest 


The new line is finished on 
and base with DUCO—the 
most durable finish known 


top 
and 


practically scratchproof 
—printproof 

no packing marks 
waterproof 

will not check 


Englewood Desks stay better looking longer. 


ENGLEWOOD DESK COMPANY 


58th and Lowe Avenue, Chicago 




















Sized Catalogues.—Continued from page § 

Ss £ m s associations wi ve 
lat leaf catalogue sheets, namely American 
Arcl s, South Ss Association, Eastern 

As i | National rypothetae, The National 
Hardwa As n, The National Plumbing Associa- 
Na i \ motive Equipment Association, The 

W holesa I gists Association, Electrical Jobbers 
) Nat LA ition of Brass Manufacturers, Cen 
As National Retail Purchasing Agents 
tion is ! swer t he q s I 

n n tte from some 600 dealers, sig 
s ar Lxs catalogue sheet that 

é hem for their salesmen It is 

hat ay if systems be seriously 

\ st ners he hould practice what he 

s f the f system is so good for the cus 

n ture! the dealer and 
ry son i s fa suggested that a ring book 

rig hose de ers who do not handle an 
The 1 vy of dealers, however, will need a 
“ l r tightly t the back, and this w 
on I half to two inches binding margin on 
ha f matter is easily readable 
I sted size 11x inches 
ff ‘ I r binding and punching, the printed 
ed x ! We believ this size is 
rn manufacturer or the 
lesma rom his hous 
r W t t le 
at I minate th 
s ound wit ! ‘ 
R Iders, boo t r- 
“ ord t hay t 
the t I Many s ione men 
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Druggists’ View of Standardized Catalogues 
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SERVICE 
Is Built Into the 


Barrett Portable 
When It Is Made 


You can pay more money, but you cannot 
get more, in either results or service 


‘88 
The Lowest Priced 


F.O.B. 

9-Column Adding Phila. 
Listing Machine 

in the World. 





Weighs 24 Pounds 





Manufactured and Distributed by 


Lanston Monotype Machine Co, 


Philadelphia, Pa., U. S. A. 
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RECOGNITION 


Purchasers, upon being shown the Duco 
Seal or Tag, recognize the qualities of 
[Duco with a sense of satisfaction. 
For—to the buyer, Duco means lasting 
finish beauty. 

For the dealer—this satisfaction means 
easier and faster sales. 


E. I. du Pont de Nemours & Co.. Inc., Chemical Products Di- 
vision, Parlin, N. J., Chicago, Ill., San Francisco, Cal., Everett, 


UTOMATic 
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Mass.: or Flint Paint & Varnish, Limited, Toronto, Canada. tel 
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——..___, FILING SUPPLIES —— ) 





In Filing Supplies 


Your Biggest Profits Come 
at ‘“‘Transfer Time 


33 








In a short time, hundreds of offices 
in your locality will have to transfer 
their 1927 files-and start new ones 
for 1928. 

They will need new folders, new 
guides, new index cards, and count- 
less other filing supplies. 


Will They Buy Them from You? 





It makes a great difference to you 
whether these live prospects come 
into your store or walk past. Stop 
them, BRING THEM IN-—-with a 
filing supply window such as the one 
shown above. 


The material? We'll send it to you. 
As simple, as novel, and as powerful 
a display of filing supplies as you’ve 
seen. 

Send to OXFORD, your filing sup- 
ply specialists, for these and other 
valuable sales suggestions. 


Send now, while you still have time, to 
Oxford, 500 Driggs Ave., Brooklyn, N. Y. 














—— 
eec.us rar. or. 


—your Filing Supply Specialists 


OXFORD FILING SUPPLY COMPANY 
500 Driggs Avenue Brooklyn, N. Y. 
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usnal line of advertising copy; this can be printed on one side 
or both sides, and he can change his colors for varying de- 


partments or lines in any way to please him If you wish to 
make a standardized catalogue on white paper, any new 
items, bulletins, et can be issued on colored sheets, one for 
one year and a different for another Any change in the cata- 


logue will only require the change of the particular item af- 
fected, thereby saving you lots of money in not having to get 
out a new book, or by not having the new item appear in the 


om ue tor Some time 


Some of the manufacturers § are already furnishing their 
printed 1 tter in this form—we refer to The Conklin Pen 
Compal! Horrocks Desk Company Taylor Chair Company, 
the steel pen manufacturers, and a number of others These 

shown in the sample catalogues we have with us 

We 1 e not talked to Fletcher B. Gibbs about the value of 
this in his office We assume that the national association has 
i ilog ‘ he ¢ cago office, and believe that 

mployees of this office will tell you that they got adver 
tising matter n every size shape and form, and they are 
expect to file this in an intelligent manner and have it ready 
for reference W believe that if all of these sheets were of 
forn ze IxS*, inches, an ild be put in folders or filed 

I egular letter file t it the lerk n the general office of the 

S ti would be enabled to have all information instantly 
a lable and the work greatly improved. 

Tl le r could have n s office what might be called a 
mas gue this d contain information from all the 
manula rers The dealer i irry additional sheets in a 

er ng him to make | talogue for a new man in a 
f minutes, pick £ out t h sheets as he wanted to sell 
re is Y 
‘ i 1 r le rather han cut 
: i e or send mplete to the stome h 
ad se? ’ st ! (1) 11xS% It sheet vith 
scriptior { t the rt e the customer is interested in 
this saving postag time and the manufacturers’ money 

We will give 1 at the or sion of this report some of the 

tter VY manutacturers wh have adopted the loose 

{f sheet ar k1 Vv the ivantage of the loose leaf sheet and 

iw e the ea ¥ tell they are saving lots of money 
metho f handling talogues The biggest thing to 

th manufacturer in this w matter is that we believe that 
the dealer will represent the manufacturer's goods as he wants 
them represented, and that the dealers’ salesmen’s catalogues 
“ mitair description of the articles as the manufacturers 
want them, instead of having them curtailed as they now are in 

} lk s' ca gues when they publish their own, or not 
shown by the salesman when he must carry several catalogue 

es Tl item in the salesman's standardized catalogue will 


have an equal chance to be shown whether it is a slow selling 


item or one f quick turn-ovet! Your salesmen in the territory 
can control th stribution of the loose-leaf sheets, eliminating 
such as he des s not to have them This will enable manu- 
facturers who have but one item, and do not now publish a 


to furnish something for dealers’ salesmen's cata- 





ozues, and he will be adequately represented 
After \ ha examined the samples before you, and have 
asked any questions of interest to you or this association, we 
“ ld ke to get the opinions into concrete form, so that the 
manufacturer will be satisfied Any manufacturer who will 
s v this committee that he cannot economically improve his 
dvertising sche le let him speak now or forever hold his 
To Dealer Members 
I am going to read to you the paper which I have just pre- 
s ed the manufacturers’ group, and I hope you will agree 
what I have just told then There is little to add, except 
the dealer must prepare himself to take care of the sheets 
and use them by securing loose-leaf catalogue covers for his 
salesmet! Index your sheets properly and assemble them in 
such a manner that you can readily find them, and you will 
ve wealth of information on the various lines instantly 
» * i ‘ 
We I taker urselves to advocate any manu- 
facturers’ binder Before y« ire samples of many kinds made 
talogwue cover manufacturers and loose leaf book manufac- 
: Son lealers } e advocated that a ring book would 
be adequate We have ring books here, but do not believe they 
ll be found satisfactory for catalogue covers, especially if 
) re going to carry any bulk, sheets will necessarily have to 
be reinforced to permit of handling, and this bulks up the book 
nd cuts down the capacit The binder must also be made so 
it will allow for expansion, as you are going to use these con- 
tinuously ind while you may begin with a few sheets, as the 
manufacturers are not al repared to furnish sheets, so you 
n t be in a position to take care of them as issued. To give 


an idea. my firm has } hased covers with a three-inch 
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Evident 
Kumfort Kushin 
Superiority 





? 2 ; 4 5 6 


The exclusive Kumfort Kushin features listed 
below and illustrated above, pave the way for easy 
sales. A simple explanantion of the evident supe- 
riorities is sufficient to convince a prospective 
customer 


1 Beveled edge of the Kushin is 

covered clear to the base, leaving 
no rubber exposed to catch or tear 
clothing. 


2 The body of the Kushin is of 


genuine resilient sponge rubber. 


3 The cover is of finest all wool felt 
* or the celebrated Chase mohair, 
used exclusively by Featheredge in 
covering Kumfort Kushins. 


4 In the perforated models, the holes 

* are made by drawing the fabric 
down in the hole and vulcanizing it 
there, leaving no edges to wear and 
fray. 


5 The cover is permanently vulcan- 
* ized to the sponge rubber body. 


6 The sure grip base holds the 
* Kushin firmly in place on the chair 
or stool. 


For real comfort and supreme value, Kumfort 
Kushins stand alone. There is nothing quite like 
them; nothing that answers every requirement of 
a seat cushion as completely. And now, Kumfort 
Kushins are being made softer and more resilient 
than ever. 


New, lower prices are now in effect. Send for 
details today. 


Featheredge Rubber Company 


342 West Huron Street Chicago 








——— 
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101 WEARS OF MANUFACTURING EXPERIENCE 
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This chair is 
No. C 3004 CX YX 


There is an arm 
chair to match 


























N / 


LENDS DIGNITY-YIELDS PROFITS 


HIS new Heywood-Wakefield chair 

willlend dignity and comfort to any 

office and it will yield good profits to 

progressive dealers. It is soundly made 

for the better trade and is backed by 

our 100 years of manufacturing ex- 
perience. 


Heywood Wakefield 


Baltimore, Md. 
Boston, Mass. 
Buffalo, N. Y 








Los Angeles, Calif. 
New York, N. Y 
Philadelphia, Pa. 
Chicago, IIL. Portland, Oregon 
Kansas City, Mo St. Louis, Mo. 
San Francisco, Calif. 
















Fibre Rollers 
For Smoothness 


Heavy loads hold no terrors for 
Republic Transfer cases. Draw- 
ers open and close with marvel- 
ous ease. The fibre rollers insure 
smooth working drawers under 
all conditions. Easy to open — 
easy to sell. Republic cases are 
sold only through dealers. Prices 
on request. 


The Republic Box Company 
1691 Merwin Street 
CLEVELAND, OHIO 
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back to start out with, having a capacity of six inches. All 
covers selected should take a 11x8% inch sheet. If the manu- 
facturer is good enough to produce his advertising matter, the 
dealer should provide an adequate manner to take care of it 

Of all the questionnaires submitted, there has been less than 
half a dozen dealers in the entire United States who did not 
care for the proposition, and ninety-nine per cent of those who 
answered, gave their universal approval—I could read you let- 
ters from now until tonight, confirming this situation, and who 
are heartily in accord with this committee's recommendation 

I will be very glad to meet any or all of you at the commit- 
tee room and go over the situation of covers and the value to 
you as a dealer, and sincerely hope you will give your approval 
to this proposition. If you want to assemble your own con- 
sumers’ catalogs, no doubt the sheets can be secured at a rea- 
sonable cost, and these can be assembled in the manner you 
wish without any cost of compilation, and the catalog will be 
issued in a much better manner 

If there are any questions to be asked on this matter, let us 
have them now, so that all may be satisfied. The whole object 
of this is to improve the dealers’ selling conditions and to give 
your own men an adequate tool to work with 


> - 


(How Business Must Develop.—Continued from page 86.) 


of widespread chains of retail stores Beginning with such 
lines as groceries and tobacco products they have now invaded 
almost every class of goods. One of the latest developments 
has been the growth of chains of department stores In spe- 
cialized fields we now have the chain store idea applied to 
bakeries, barber shops, beauty parlors, butchers, cloaks and 
suits, clothing, candy, dairy products, drugs, dry goods, dyers 
and cleaners, five-and-ten-cent department stores, florists, fruit, 
garages, groceries, haberdasheries, hardware, hats, hosiery, 
hotels, men’s clothing, millinery, optical goods, pianos, restau- 
rants, shirts, shoes, tailors, theaters, tobacco, typewriters, and 


waists 
Another development partakes both of the department store 
and the chain store It consists of chains of departments 


centrally owned and operating in dozens of department stores 

There, I venture to prophesy, is something for you in the 
stationery business to watch and to prepare for. Unless the 
proprietors of individual stationery stores get together they 
will sooner or later find themselves conquered by department 
stores with chain stationery departments. 

Because I am convinced that there is a strong likelihood of 
this coming about in the near future, I feel that I am not 
wandering astray by going into the subject of chain operation 
in some detail 

As an indication of the growth which chain stores are 
experiencing, consider these facts published just a month ago. 
For the eight months of 1927 the Woolworth stores averaged 
a trifle less than $20,000,000 a month in sales, an increase of 
8.74 per cent over the same period of 1926. The sales of the 
leading fifteen chains of department and clothing stores have 
on the average gained 15.3 per cent during the first eight 
months of 1927 over the same period last year Individual 
growth is shown by gains of 52.2 per cent and 65.5 per cent for 
two of the chains 

In some sizable communities, I am told, not a single indi- 
vidually owned grocery store remains, yet because those com- 
munities are served well at reasonable prices by several chains 
none of the evils of monopoly exist. 

There are few lines, if any, in which the chain store idea 
is not used more or less It is sound and just about as 
applicable to one industry or group of commodities as to 
another For that reason I confidently look forward to the 
time when as much as 90 per cent of retail distribution will 
be handled by chain stores. But there will still remain a 
place for the individual storekeeper—provided he learns to 
organize into chains of individually owned stores, thus securing 
the advantages of chain store methods. 


The Advantages of the Chain Store System; the Effect of 
Concentrated Buying Power 

One of the chief advantages enjoyed by a chain store system 
comes from its buying power. Where such great buying power 
exists the retailer—whether a chain or a department store— 
will inevitably succeed in jumping the established middlemen 
and buy directly from the manufacturer, if he does not himself 
do the manufacturing No amount of blacklisting will keep 
the manufacturer from selling direct to those retailers who can 
assure him a sufficient outlet for his production. In the early 
days of chain stores many such attempts te coerce the manu- 
facturer were made, but without great or lasting success. That 
was to be expected by all except those who had their eyes 
blinded to the power of concentrated buying power and the 
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How can 


you decide what 


to demand ina 


FIGURING 
MACHINE? 


1Y JOHN M.LUND General Sales Manager 
cMarchant Calculating Machine Co. 





iF a figuring machine. as in an automobile, 
there ought to be certain standards of perfor- 
mance. 

{ny machine meeting these standards is good 
enough to buy and use. 


In building the Marchant, we demanded from 
our engineers sixteen principles, all necessary 
to a complete figuring machine, and resulting 
it proved out—in an operating efficiency 
increase of from 25% to 10% : 





This list of sixteen basic principles we call 
“The Marchant Test™ and you will find " 
on this page. Read it over and you will s 

why we require notone. or two, but all often se 
fundamentals. It includes such i improvements 


Before you decide—see the 





Electric or Hand 
Models 













as true-figure dials, the noiseless bump-free 
carriage, and the aligned readings so quick and 
restful to the operator’s eyes. It is the test of 
a complete figuring machine. 


Our nearest representative will gladly demon- 
strate “The Marchant Test” for you. Telephone 
or drop him a line, or write us direct for the 


booklet, “Sixteen Improvements in Calculating 
Machine Performance”. Mail the coupon 
today. 


Executives concerned with confidential figures and quick 
estimating will be interested in the “Little Marchant,” 5 x Il 
inches. It beats a slide rule. Write for Leaflet B. 


Varchant 


MACHINES~NOTHING ELSE 


A Complete }iguring Machine 














Demand these advantages 
for your machine : 
1. Anyone can run it. 
?. Visible dials for all factors and 


results. 
] * Machine. 


USE THE 9. Quiet start and stop motor. 
MARCHANT TEST 


In buying a new Calculating 12 


10. Automatic multiplication— right 
hand control. 

ll. Direct subtraction. 

. Automatic repeat addition. 


3. “True Figure” register dials. - 13. Build-up division. 
4. Horizontal straight line reading. 2 To determine whether you should 14. Automatic stop control for all 
5. Dials spaced for easy reading. * change the machine you now have operations. 


6. Automatic electric dial clearance. 
7. Noiseless bump-free carriage. 
8. Automatic position indicator. 











Sales an 
Service Headquarters 
New York, Boston, Philadelphia 
Atlanta, Birmingham, Buffale 
Cincinnati, Cleveland, Chicag« 
Indianapolis, Detroit art 
Minneapolis, Kansas City 
New Orleans, El Paso, Denver 
Los Angeles, San Francis 
Portland, Seattle 
and in 
75 other cities in the United States 


Canada and Forcign Countries 






CALCULATING MACHINE 


COM PANY 
Factory and Executive Office 


OAKLAND 


CALIFORNIA 


15. Maximum “carry-over” capacity. 
16. Minimum desk space. 
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ECAUSE you can offer Port- 
able Compact record keeping 
units that require less space than 
the usual bulky steel equipment, 
operate easier, with more con- 
venience, and costs but one-fifth 
as much, Visible Records in Book 
Form is the medium by which you 
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CESCO VISIBLE RECORDS 


PROVIDE PROFITABLE BUSINESS 
FOR YOUR LOOSE LEAF DEPARTMENT 














can attract new customers and 
hold old ones. Visible Records 
appeal to progressive business 
men-—and in Book Form you have 
the means of obtaining a vast vol- 
ume of profitable business. Write 
for interesting and descriptive 
literature. 


EXCLUSIVE AGENCIES AVAILABLE 


Our Fall expansion program makes available some very desirable 
territory in various sections of the country. Details on request. 


In addition to Visible Record Equipment, the Cesco line comprises a complete 
assortment of Loose Leaf Binders and Forms. 


THE C. E. SHEPPARD CO. 


272 VAN ALST AVE. 


LONG ISLAND CITY, N. Y. 
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Economical— 
because all raised or flush shelves, as shown, are interchange- 
able, right or left to meet many different uses. 


SHERMAN-MANSON MFG. CO. 


1455 W. Austin Avenue, Chicago 
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Center Top 
1834 inches by 
17 inches. Side 
drop shelves 
1834 inches by 
12 inches. 


Stronger,Clean- 
er Lighter and 
Lower Priced. 


Please send folder with full information regarding your new, lower prices. 
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State 
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Quick as a Flash! 


End Mistakes--Double Speed with 


Precalculated Verified Answers 


M cke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western Electric 
and nan other isers Any employee can use Melilicke 
Systems without training. There are no keys to punch, no 
l sto pull. Just turn the card and copy the answer. 





ms meet every need 
cial 
obligation how Mellicke systems can save 
Write now. 


Agents—Some valuable territories are still open. Write today. 


Meilicke. Systems, Inc. 
3471 No.Clark St. Chicago, Illinois 


spe 


The Meilicke line consists 
of the following devices 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 

Pay Roll Calculators 
Bonus Calculators 

Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 

Vertical Cataloging 
Phone Indexes 


The Dictaform for letters, 


paragraphs and all 
data 


and special Calculators 
requirements. Let us 
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PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 

mail and tape baskets, space baskets, built up 

trays, locker baskets, PEERLESS paper burn- 

ers, wire globe guards, office partitions, wire 

guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


| Ws 2720 Ferry Street 
oS Bae 


wis AN'ITARY 














LERTHERWERR 
© MPGILL PAPER PRODULTS INC: © 
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LEATHERWEAR wallets have the strength 
and durability suggested by their name The 
individual excellence of each LEATHERWEAR 
paper specialty is augmented by the complete 
ness of the LEATHERWEAR line The popu 
lar sizes of wallets, envelopes, boxes, folders 
covers, etc., are carried in stock and ready for 
immediate shipment. 

Write for our catalog and price list 
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McGILL PAPER PRODUCTS 


INCORPORATED 


700 South Sixth St. MINNEAPOLIS, MINN. 
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distant city He will meet them on the spot in the way which 
he has found to be best suited to the community. 

It is not easy to organize and maintain a strong association 
like this made up of individualistic store owners, but it can 
be done Surely if farmers—probably our most independent 
and individualistic group—can keep together as have the Cali- 
fornia fruit growers, storekeepers can do likewise. The fruit 
growers sell, advertise and handle their products co-operatively 
in a most scientific way. 

How the Wholesaler Fits in the Plan 

The wholesaler who in many lines now feels himself slipping 
has an important place to fill in such an organization of inde- 
pendent store owners. In fact the effort may well be put up 
to him. He more than any one else has the widest acquain- 
tance with the individuals who will constitute such a chain. 

The wholesaler already has, fully developed, the buying 
machinery necessary to such an organization. He can make 
himself the nucleus around which the individual stores will 
gather. He will have an assured and controlled market, free 
from the competition of other wholesalers with whom, under 
the present scheme, he must contend. His selling expense will 
practically vanish. 

If he be far-sighted enough to realize the possibilities in 
such a lineup, he will find that by charging the lowest possible 
profit for the service rendered he will prosper far beyond any- 
thing he has imagined For those middlemen who lack this 
foresightedness, I firmly believe that less and less prosperous 
days are ahead 

The Future of the Manufacturer 

And now what of the producer—the manufacturer who makes 
the things which the chain stores are selling? What is ahead 
for him? 

Certain chains have made forays into the field of production 
So far it is not a marked trend, but such experiments are being 
made. Perhaps one reason why more of it is not done as yet 
is because the chain store executives have been too busy 
developing their methods and taking care of the tremendous 
expansion in their businesses At present they have felt that 
they can profit most by concentrating on distribution and 
leaving production in the hands of those most acquainted with 
its problems Another reason is that many of the chains are 
not yet able to sell the entire output of a factory big enough 
» get the advantages of full-fledged mass production 
But as I have shown, the chains are growing with almost 
phenomenal rapidity Will the time come when they will take 
over some of the factories which supply them, as the large 
mail order houses have done in the past? They may in certain 
lines, if they have to. In most cases the step will be forced 
upon them by the shortsightedness of the manufacturer him- 
sel In he refuses to see the trend toward chains of both 
centrally and individually owned stores, or is bulldozed into 
refusing to sell to them, there can be only one of two ends 
for him—to get out of business or to sell out to the chains 

Personally, I am not convinced that production is a proper 
activity of the distributor. And I say “proper” not in an 
ethical sense, but in an economic one. In certain lines, such 
is automobiles, the manufacturer may properly be his own 
retailer. But where he must make a wide variety of styles 
and sizes, as of clothing for example, mass production with 
its economies is not so easy to attain. The chain store sells 
hundreds of items, of widely different nature. They cannot 
all be efficiently made in one or B dozen factories. Not until 
a chain can sell all of one product that the most efficient size 
of factory can produce, will it pay it to operate its own 
factories 

Down in the little town of Kingsport, Tennessee, there is a 
tremendous book publishing concern. No chain so far developed 
could sell the millions of books that this plant turns out. Yet 
a smaller plant could not print books so cheaply Therefore, 
it pays the Woolworth chain to buy from this concern rather 
than to operate its own publishing company. As a result the 
chain is able to sell for 10 cents a well printed 150-page book. 

That example shows why, for the present at least, chain 
stores will probably not go largely into production But those 
manufacturers who shortsightedly refuse to sell any part of 
their output to the chains for fear of offending their other 
customers are taking the surest possible steps to drive the 
chains ultimately into manufacturing on their own account 

The Adaptable Business Man Will Profit 

I hope that I have not given the impression that I am either 
a tault-finder or a prophet of disaster. I am neither. 

I have merely tried to point out today some well-defined 
trends in business. They indicate how business must develop 
in the future It is a mistake to cling to the ways of the past 
and bewail present conditions. We have in the past never 
had so golden an age of business as that of the present. I am 
convinced that the future will be even more golden for those 
who adapt themselves to the changes. 
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Its Success Is Ri ghily 
Your Profit 


This machine is not only an achievement which 
inventors have sought for years—but meets all 
requirements of the perfect sales proposition 


SELLS FOR 


$ ; COLUMNS’ 
oa y CAPACITY 
| DIRECT 


U. S. Retail Price 




















SUBTRACTION 


LEVER CLEARS ALL 
DIALS INSTANTLY AND 
SIMULTANEOUSLY. 


Unusually large 
margin of profit 
to the dealer 


POCKET PORTABILITY — LIFETIME 


GUARANTEE. FRACTION MODELS— 
BRITISH CURRENCY MODELS. 


ADDOMETER 


The Adding Machine That Millions of People Will 

Instantly Accept as Suitable and Sufficient for Their Needs 
\DDOMETER was created to take advantage of a present day condition 
merchandising, rather than mere zeal to market an invention. Many de- 
were considered before ADDOMETER was selected. These are the 


ints upon which the decision to manufacture it was made. Don’t they measure 
wn ideal from a selling standpoint? 
1, It is practical and simple—not freakish; well made; 5. The wide market and consequent volume of sales, 
surprisingly low in price. and a high percentage of profit, will let the dealer 
or salesman handling it make more money, and in 
2, So obviously useful and worth its price that it can the same time, than in selling any other device re- 
be sold on five minutes’ demonstration, without the tailing at $100.00 or more. 
delay and ex f a trial. , 
Ce 6. Sells for cash. No need for installment payments. 
3. Subject to quick turn-over and only a few dollars’ 7. Profitable enough, and suitable from every other 
investment required to carry a suitable stock. angle for the employment of forces of canvassers 
and salesmen. It is easy to carry and requires no 
4, Of such a character as to obtain the advantage of training to demonstrate. 
the inclination to adding machines, existing today 
in the minds of the public. 8. Advertised in principal national magazines. 
To explain this machine and the $10 price means to sell it. Now let us tell you about the advertising 
am te ign that will create prospects and sales for you. Or just say, “Send a sample machine and full 
rmation.” You can return the machine if, for any reason, you do not want to sell it. 


RELIABL TYPEWRITER & 


170 W. WASHINGTON ST, CHICAGO, u.s.a, ADDING MACHINE CORP. 





Dealers in Europe desiring exclusive distribution will please address ROBERT H. ENGLISH, European Sales Director 
15 Boulevard des Italiens, Paris, France 
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The Adams Memo Pad 
A desk memo pad using add 


ing machine roll. In_ brass, 
bronze olive green \ $1.50 
profit-maker 


Round out your 
office appliances 
stock with these 
ready sellers 


ACH ONE of the products here illus 
trated and described fulfills a definite 
service toward promoting efficiency, 
economy and labor-saving in American 
Business. Attractive in appearance, stur- 
dily made for long and lasting service and 
fully protected by patents—these items, so 
popularly priced, are steady sellers andoffer 
you unusual profit-making opportunities. 


To insure adequate supply, place 
your Fall order early. Liberal 
dealer discount. 


The Seymour Products Company 
Seymour, Conn. 
Sales Office: 342 Madison Avenue, New York, N.Y. 


The most popular type of seal- 
ing machine. Simple and sturdy 
Tens of thousands in daily use 
are giving splendid service 
THE RYCO—Take 
nck Heavy, 
Retails at ‘ . ° : $5.00 
THE PARSUL—Takes ¢ 

] if j Sw ‘ 


Retails at $2.50 

















The Bankers Sanitary 
Moistener 


A dollar item with a big demand. 
Large, easily operated brass 


roller, brass water container 











Seymour Table Tray 


Clamps to edge of table—hangs out . f the 
way. Holds two glasses or package of cigar 
ettes and ash-tray. Ideal for gifts and prizes 
Two to a set in red, green or black finish 
Retails per set of two $3.50 





Monarch Package Sealer 


Has established a new standard 
of efhciency for automat 
package-sealing devices. Made 
entirely of brass to give long 
service and rust pr 

Retails at $20.00 








Pinzit Paper F astener 
Pins papers together in split 
second time. Does away with 


mutilating staples—with tear- 


ing clips. Retails at $8.50 
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The Memindex is the modern device that automati- 

cally takes care of all kinds of memoranda. It is 
desk card-index system designed 
for personal use. 


We invite leading Stationers to represent 
us. Write for literature aad discounts. 


Wilson Memindex Company 
163 St. Paul St. 


Rochester, N. Y. 















COMMON 
STOCK -* 


Reason and Understanding 


suffices to protect the progres- 
sive dealer from the mistakes 
and limitations of handling in- 
ferior products. It doesn’t pay— 
it never has and never will pay. 


A statement embodying an 
acknowledged fact requires no 
furtherance—it justifies itself. 


Write today for AMRONLITE 
Booklet No. 0-11 in colors. 


Folder O-A-11 shows Faries’ 
exclusive line of BRASS CUS- 
PIDORS. 





Faries Manufacturing Co., Decatur, Ill, U.S. A. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


Ne. 1. 6% inch blade. No. 4 12% inch blade. 

Ne. 2 8% inch blade. No. 5S 15 inch blade. 

No. 3. 10% inch blade. No. 5% 18 inch blade. 
No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 




















| The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 
Eliminates four out of five necessary oper- 
ations in the stamping of mail. Prevents loss, 
misuse and mutilation of stamps by keeping 
them locked together in one safe place. 
Makes possible an accurate record of all 








| creates a steadily increasing 
| demand for an article, the 


| pects to ask you for the Mul- 








stamps used. 
DEALERS: 
You know that persistent National Advertising 


merit of which has already 
been established. Each of our 
| advertisements urges pros- 


tipost and you should be pre- 
pared to supply them. Under 
our Dealer Plan you carry no 
stock, have no money in- 
vested and are not obligated 
for service. 

[2 you have mot received our 


Dealer Book “Why & 
How.” write for it now. 


Multipost Company 


ROCHESTER, N. Y. pas 


* 
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are all described and illustrated in the most effective man- 
ner 

It is to be noted, by the way, that the Roneo has estab- 
lished new show rooms at 50 King street, East, Toronto, 
Canada, in addition to provincial branches in England and 
Scotland and agencies throughout the world. 


yea 
English Smith Premier Company Makes Change 
R. H. Carrad has taken charge of the European business 

of the Smith Premier Typewriter Company, Ltd., London. 

He succeeds W. T. Humes, vice president, who has 


resigned. 


_> 
New Office Equipment House for Java 

The America India Export Company, whose present ad- 
dress is P. O. Box 19, Hollywood, Los Angeles, Calif., has 
been formed by Heinrich Padberg and P. Gentili, who ex- 
pected to leave about the first of this month for Soerabaya, 
Java, to establish an office appliance business. Offices will 
also be maintained at Batavia and Bandoeng. 

Mr. Padberg had been a resident in the Dutch East 
Indies for seven years, exporting there from Europe. He 
came to the United States late in 1926 and this spring, to- 
gether with Mr. Gentili, started the present firm. 

Among the firms which the America India Export Com- 
pany will represent are the Woodstock Typewriter Com- 
pany, the Victor Adding Machine Company, Niedich 
Process Company and others. Manufacturers desiring rep 
resentation in the territory served by this company might 
find it worth while to write Mr. Padberg. Suitable financial 
reference can be furnished 

dncmadiiimameniie 
Giant Pencil Assortment 

“For school children, we doubt whether there is any- 
thing more desirable than a handsome little box containing 
an assortment of colored crayon pencils Drawing pic- 
tures, coloring outlines, is a favorite sport of all children 
and ofttimes grown-ups find this a source of real enjoy- 
ment.” 

So speaks A. W. Faber, Inc., Newark, N. J., of their 
new Giant pencil assortment which has recently been 
placed on the market. 

[he assortment is attractive. The box is constructed in 
the shape of a pencil of substantial cardboard and pre- 
pared in several colors. In every instance, the point of 
the box which corresponds to the point of a pencil is in 
a different shade. It is hexagon and on one of the sides 
the name “A. W. Faber” is printed in gold. 

Inside there are twelve short length pencils of high qual- 
ity crayon in popular colors—all the shades anyone would 
want to produce a sketch, landscape, or portrait. The pen- 
cils are sharpened and when the cover of the box is re- 
moved, one finds them neatly bound with points upward 

—— 
Sales Contest Winners Attend Show 

Among those who attended the New York business show 
were the following winners of the September sales contest 
of L. C. Smith and Corona Typewriters, Inc J. B. Me 
Cormick of the Milwaukee office; R. D. Lewis, Oklahoma 
City; P. L. Munshausen, Indianapolis; O. H. Thorp 
Omaha; L. C. Roseman, Syracuse. The winners wert 
awarded a trip to the home office at Syracuse and to the 
New York office They were in New York during bus! 
ness show week and naturally spent some of their time at 


the show 
— —-~G = 
Office Equipment Institute Meets This Month 
The next meeting of the Office Equipment Institute will 
be held in Chicago, November 10 and 11 The hotel had 
not been selected at the time of writing this item Details 


of the meeting will appear in a later issue 
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Punch Neo. 10 (above)— 





FIND THE PUNCH FOR YOUR 
REQUIREMENTS HERE 


Punch No. 50 (below) — 
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Diameter Distance 
of holes bet. holes 
4 in. 2% in. 

2 11-32 in. - 

2 13-32 in. _ 

2 Slot * va 

2 4 in. 4\% in. 

2 11-32 in. * 

2 13-32 in. “ 

2 Slot * = 

2 4 in. 3', 

2 Slot * ‘ 

l 4 in. Adjustable 

l 11-32 in. - 

l 13-32 in. 

] Slot * 5 
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two holes—25," gauge, 
fixed centers . 


another inexpensive ail- 
around office punch. 
Single holed, adjustable 
to any distance for all 
sorts of looseteaf 
ledger forms, etc. Ac 
curate center-marks and 
sliding gauge eliminate 
tedious measuring with 
pencil and rule—wasted 


time. 
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Here are but four ACCO BUSINESS BUILDERS. 
_— our showing more. 


Limited space 
But remember, all ACCO Products sell 
/ business protection—and in so doing each ACCO Product sells another. 





Send for full information on this unique selling scheme today! | 














J 

THE ACCO EZEON CLIP 
Holds with three points of contact in- 
stead of one or two. Powerful but never 
tears even the thinnest of papers. Glides 
smoothly on and off papers despite its 
high tension, which never relaxes. Clip 
ean be used again and again for this 
reason. Send for samples which demon- 








strate EZEON superiority. 




















THE ACCO CLAMP : 


The gripping power INCREASES as 
the jaws open—a feature which is em> 
bodied in no other clamp. Jaws have 


THE ACCO STENO 
BOOK HOLDER 


Securely holds stenographer’s note book 








between two covers, furnishing a firm, 
flat writing surface. Always ready at the 
right page, always indicates where tran- 
scribing ceases. Page bar takes care of 


used sheets. Covers form stand that 
holds book at proper angle for easy 
transcription. 


The Device That Insures Correct Filing 

Binds papers firmly, either permanent- 
ly or temporarily. Allows sheets to be 
removed from or inserted in a jiffy in 
any part of the bound contents. Takes 
up no room. The broad base assures 
rigidity and reinforces papers at the perf- 
orations, preventing tearing. Will bind 
thin tissue paper as tightly and se- 
eurely as any heavy bond or ledger. For 
all standard gauges of punching, and any 
capacity. 


turned-in edges which assure this tenaci- 
ous hold. Open easily, but grip harder. 
Made with hook in handle for hanging. 
Handsomely finished in nickel plated 
steel. On account of the wide opening, 
positive gripping jaws, but three sizes are 
necessary—1'4”, 2.4” and 314%” wide. 


USINEss BUI 


“Each Product Sells Another” 


AMERICAN CLIP COMPANY, Long Island City, N. Y. 


ARGENTINA 
Fred Berg & Co., 








ENGLAND 
Acco Company, Limited 


CANADA 
Acco Canadian Co., ltd 








aw a Senn | 
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I you knew what a lot 
of dealers know about 
Add-Index you’d have 
Grand Rapids on the wire 
before sundown. 


Here is a selling opportu- 
nity —a profit opportunity 
that 


again. 


may never come 


A 27\4-pound machine — 
portable — with self-con- 
tained electric operation 
—selling at the price of a 


good hand lever machine. 


Eight new, exclusive Add- 
Index features that make 
for easy operation—easier 
maintenance — greater ac- 
curacy. Fourteen standard 
to Add- 


features raised 


Index efficiency. 


Add-Index sells easily be- 
cause it was planned to 
meet, adequately, the ac- 
counting problems of 
modern business. It is in 


a class of its own. 


The coupon offers the 
first step to a highly prof- 
itable adding-listing ma- 
chine business. Will you 
take it? 
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Add-Index 


9620 


——— 
— 











portable electric 
-listing machine 





Add-Index 
pees to 
e work 


"225 


FULLY EQUIPPED 
{Slightly higher west of Rockies} 
Weighs only 27% Ibs. 
No Stand Required 
Made in 4 Models 
Special Keyboard 
Available 






Add-Index equipment is in 
use by such concerns as 


United States Steel Corp. 
Standard Oil Company 
Radio Corp. of America 
U.S. Rubber Company 

N. Y. Central Railroad 
Equitable Trust Co. of N.Y. 


ADD-INDEX CORP., General Sales Offices, Grand Rapids, Mich. 


Coast to Coast Service—60 Complete Service Stations—Conveniently Located 





| 



































( ADD-INDEX CORPORATION, Grand Rapids, Michigan 


] Send descriptive circulars (] Write us about your Sales proposition 





Name Company 
Street & Number 
City State... 


_— ee vil 
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— is rapidly 
getting away from 
all suggestions of 
severity, of formality, 
of uncompromising 
practicality. Offices 
are becoming attrac- 
tive, inviting places 
... With more than a 
hint of homelike ease 
and charm. 





**A complete Leopold interior is completely 




















satisfying” 











November, 1927 OFFICE APPLIANCES 263 





Cleveland Office Managers Want Business Show : 
The office managers’ geri ip { the Cleveland Association SAVE TIME 
f Credit Men held its first meeting ot the autumn Septem 

; 27 Dur 1 round ain discussion . ba in sciplinary and POSTAGE 


ts su is attendance punctuality etc were By Using 





dis | issed tre ely Si “ of the men a hae 9" concrete ‘‘Pelouze’’ Postal Scales 
pt ems and receivec Suggestions wh will De instru 
tal in their solving An effort is being made to bring HEY tell automati- 
1928 business show to Cleveland. This organization cally the exact amount 
1 in 1926. Its interest tm better offices hes prompecd ) °¢,2cSannn an nnn , 
es > ae i chew tant ts Clee A atts hPa quired on all mail matter, io . 


including parcel post 
rates by zones. Warranted accurate. Beau- 
tifully finished in French gray or gold bronze 











se linceleinas ie en ena 


enamel. 
Made in Several Styles 


Intended for in- 
dividual desk, 
library, office or 
shipping room. 
Dealers sup- 
plied by princi- 
pal jobbers. 






Standard 





ASK FOR PELOUZE SCALES 


Pelouze Manufacturing Co. 
232-242 East Ohio Street Chicago, Illinois 





‘‘The Best Scale to Use is Made by Pelouze’”’ 























STATE CHAMPION TYPISTS en route to the International 
‘ n or Tvpewriting Contest n New York were enter 
( t! l | x 1 Ty rite! mpa pa 
1 rat l ge al au ir t several inter £ 
Hane e cit Thos e group were Miss Stella 
R bis Norfolk Nebr Miss Verna Schmidt Tomal Wis 
M Rut Thompsor St. James, Mint Miss Georgia Simer 
Hine Heth “Thomipeee. Gt Sunes. lees: ee Some, Ste E LUXE STEEL SHELVING 
1 Lois ¢ ri ! Goldtield, Ne Miss Clara Mueller, Sac 
nt« Calif \ s Rose Kupper Dickinsor N. Dak Miss 
&: ee, Hema" oat te “Alred"niserurek IS DELUXE IN FACT 
S bak Miss Edith ¢ k. Clovis, N. Mey Mr. Albert Kosante 
! I lls td Mr ] ! Ly Stout Baker (rego! 
rin Hale ican bi. AS IN NAME 
t. ¢ Miss ( e | ‘ Bothell, Wash.; Miss Ola M 
| ; ; Atte "Sp ORR 1. Wide range 
of standard 
, =: ; . : sizes to take 
can Firm in Difficulties ‘ 
South Africa e care or more 
On August 11 Charles Percival Maynard, managing than usual re- 
Office Appliances (South Africa Proprietary) quirements. 
plied to the Rand Division of the Supreme 2. Edges of up- 
( y i cing s com rights are 
’ em ging that Lee ¢ mal smooth and 
S | 2 d secre the strongly rein- 
| direct . vaye forced 
es ta ‘ salar that as a 3. Shelves are 
< was i i coped to wup- 
st t esse S | resources s t rights and 
ses col e ¢ have no raw 
© rt grant i der aj ting edges 
: oe ( d setting the atte 4 Shelves eas- 
earing a la the parties ha * ily adjusted and 
( 1 st ' tak 1e ( t dis reinforced for 
ssed tl st ta cour f la t heavy loads 
the lt t of « manies except 5. Durable bak- 
< t S¢ ise at i ed olive green 
On Septe 12 yw the a icati M enamel finish 
\ ’ 9g res oO } ight Tt " } g < nsible con- 
i re nane the ise, \l Justice Gree erg vra ted . ds ‘ os - . etrr an 
juest int the mpatl le as o erect 
il liauidatior ippointing Frederick Beniamin Gibbins » 
Con “BRA May we send our Illustrated Catalog! 
{j a 
Ms, Tunley, Mr. Maynaed and their associates expect to | DE LUXE METAL FURN. CO 
ret th Faire s ¢} mat oe 1, » befor many . . 
— . iita trie con ny ] Snape pCTOTE lal r NN 
nths so that the liquidator may be discharged and ar WARREN, PENNA. 
ngements made tor carrying on the business - 
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No. 230 


Office Chairs 


Made to stand long service 
at minimum price 


Empire Chair Company 
Johnson City, Tenn. 


Permanent Exhibit — American Furniture Mart 
lith Floor — Chicago, Il. 














Approved! 


National Flush Construction. 
National Desks have the unreserved 
approval of the user wherever found. 
They have this approval because 
they conform to his needs—Desks 
of splendid appeasance, all conve- 
niences, smooth-working drawers 
and long service. Quality Plus. 
More complete information will be 
sent gladly on request. 


NATIONAL DESK CO. 


HERKIMER, N. Y. 
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Some Figures on Typewriter Importations 
Statistics recently completed but not yet published by 


the Department of Commerce for the past year, will show 
a grand total importation of typewriters from all countries 
of 22,000, valued in the aggregate at $66,000. This average 
of only $3 per machine will indicate that the vast bulk of 
the importation comprise what are known as toy type- 
writers, a class of products which the customs officials have 
recently decided shall rank as typewriters. Perhaps it is 
the admission of these toys to classification in the statistics 
that has caused in the trade the misapprehension of a spurt 
in imports Fragmentary entries showed in one recent 
month the entry of 123 full size German machines valued at 
about $75 each, but succeeding months showed no further 
entries 
re 


Zac Smith Company Buys Dewberry & Mont- 
gomery Assets 

Zac Smith Stationery Company, Birmingham, Ala., has 
purchased through the bankruptcy court the stock of the 
Dewberry & Montgomery Stationery Company, likewise 
of Birmingham. This combines two pioneers in that line 
of business in the city. 

The stationery end of the business will be conducted pri- 
marily from the former Dewberry & Montgomery store at 
2014 First avenue, while the office furniture, engraving and 
printing departments will continue at the old address of the 
Zac Smith Stationery Company, 2025 First avenue 

The purchase included good will, stock of stationery and 
office furniture. The entire sales force of the Dewberry & 
Montgomery establishment will be retained. The com- 
bined business is said to be one of the largest in the South 
[his is the fourth purchase of a competing business made 
by the Zac Smith Company in the last ten years 

Zac Smith, Jr., is president; W. J. Douglas, vice-presi- 
dent, and Carlton Smith, secretary-treasurer. 

—— 


Drake & Co. Close Out Office Equipment Stock 

Geo. A. Drake & Company, 619-625 Woodward avenue, 
Detroit, Michigan, are closing out their entire stock of 
office furniture, office supplies, office equipment, stationery, 
leather goods, gifts and so on. The stock is said to invoice 
around $300,000 

In a statement to the public in large newspaper space 
they state that “the growth of our printing, bookkeeping 
and ruling interests has attained such proportions that in 
order to concentrate our attention on these important phases 
of our business. Geo. A. Drake & Company announce the 
closing out of its entire interests in office outfitting and 
equipment.” 

The firm has been prominently identified with the trade 
for many years. 

SS a 
Roberts Typewriter Receivership Ended 

October 21 C. Loomis Allen, receiver for the L. R. Rob- 
erts Typewriter Company, Stamford, Conn., presented his 
final accounting to the United States District Court for 
Connecticut. The receivership was established September 
30, 1924, and the business continued thereafter by the re- 
ceiver. In the three years of receivership the company re- 
corded sales of $194,649.71, with operating costs, including 
salaries, wages and materials, of $176,690.52. The receipts 
included a tax refund of $10,903.27 on account of the Blick- 
ensderfer Typewriter Company, which was succeeded by 
the L. R. Roberts Typewriter Company. Receiver’s cer- 
tificates totaling $25,000 were sold. The income account 
lists $75,000 as the proceeds of the sale of the assets to 
the Remington Typewriter Company 
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Graff-Underwood Co. 
64 Washburn Ave. 
Cambridge, Mass. 
WRITE FOR CATALOG 


in 12 jlors, for classify i 

Card Indexes, et Show when 

etter should be 

ents are due— 

-~where sales- 

credit stand- 

of <« Write for 
samples. 


Graffco Vise Index Tabe : 
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item, 
an 
Through superior work- 
manship, fair dealings 


Removable and adjustable 


and Printed Celluloid 


Spr ng steel frames Make your 


owr ndex and turn Sire: t 


the p age wants ence t! 
bot! ime and money 


’ 
1 
Graffco Map Tacks 
| e eyes of your bus 
ness Show where sales 
weakest where competit n 
s strongest where serv e equip- 
ant es née edec | Sy ] he rds non- 
eakable - I ain 
ations, 3 


Other 
(Grattco 


Products are an 
Pencil Sharp- 

eners, Thumb- 

tacks, Silver Steel 


Pens, ( lk ith Index Graffeo ~~ Haagere 
A ng e m 


Tabs and Bud Vases. 


Iding fr 


Handsome Display Cases 


are furnished free of 
charge to dealers handling 
Graffco Products. Write for 
full information regarding these 
silent salesmen and for new 
illustrated catalog. 


WRITE FOR CATALOG 
Graff-Underwood Co. 
64 Washburn Ave. 
Cambridge, Mass. 


Saves 


rrors 


yne boo ss and a4 ym 


| Graffco 
<5 oe PRODUCTS 


are nationally known and used— 
representing a splendid line of 
Time Saving Devices. Every 

as here described, fills 


important need. 


and national advertis- 
ing the Graff-Un- 
derwood Co. has 
established a 
preference for 
Graffco 


products. 


We 
are the 
originators 
of Grafftco VISE 
SIGNALS. An 
open front signal of su- 


perior design and 
construction — most 
durably and hand- 
somely en- 
ameled 


Graffco Pushpins 

For holding light articles—littie 
things such as small pictures, cal- 
endars, pennants, toilet articles, 
etc. Crystal glass heads, sharp 
points of tempered steel Will not 
deface walls or woodwork. Two 
sizes. 


mM 


Graffco Viz Signals 


For all visible index systems. Im- 
portant facts and information 
shown at a glance What every 
modern business man needs 


Seve 


lve colors Eight styles. 
ral sizes Send for samples. 
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A new Conklin pen and pencil set for 
$6.00, in Red, Blue, and Green, handsome- 
ly boxed, featuring a new Conklin pencil— 
the Conklin No. 3. This new Conklin 
pencil is gold mounted, beautifully made, 
positively controlled from the cap by a 
new Conklin device that will not fail. The 
pencil sells at $2.50. No stock is com- 
plete today without plenty of these two 
items separately and combined in sets. 
Here is a Christmas specialty of real 
sales-producing power. 












THE CONKLIN PEN COMPANY 
TOLEDO, CHIO 












Pens-Pencils-Sets 


This set for $6.00 
appeals to your 
biggest market. 





The Conklin No. 3 Pencil 
$2.50. The removable cap 
is geared to the operating 
mechanism. 
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Horder’s and N. A. S. O. O. M. to Move 


} rr. + 


T he Lonway 
nd the executive ofhces ot the National Association of 
Stationers, Office Outfitters and Manufacturers are affected 
hy a lease made by the Foreman National bank. This in- 
stitution will occupy the space West of the rotunda of the 
Conway building, and the first four floors above. Horder’s, 


Inc., is the ground floor tenant e national associa 


tion has space on the tourth floor 
The Foreman National Bank is to occupy a new build 
ing to be erected in the future on the site of the Chamber 


of Commerce building, which is adjacent to the Conway 


building, separated by an area way The bank building, 
which is to be completed in May, 1929, will connect with 
the Conway building space for which the lease has been 


executed. 
It will not surprise “those in the know” to see a modern 


stationery store on the corner of Washington and Clark 


streets, now occupied by a drug store and other interests 
> 


Authoress Receives a New Conklin Pen 

Cornelia Meigs, authoress, didn’t exactly wear out her 
old Conklin pen in writing “Trade Winds,” but when The 
Conklin Pen Company learned that she has written the 
book with a Conklin model of former years, she was pre 
sented with a new one. The latest Conklin sapphire blue 
“Endura” pen was sent her with the compliments and good 
wishes of the city of Toledo and The Conklin Pen Com- 
pany “Trade Winds” won its writer a prize of $2,000 
It is one of the “Beacon Hill Book Shelf” series, published 
Little, Brown & Company, Bostor The new book 
will be a feature of children’s book week November 13-19. 


Miss Meigs has been a prolific writer always, and is now 


equi ped to write more fluently than ever before 
> 
Fred Peterson Takes Involuntary Swim 
Fred Peterson, a salesman at Chicago for the D ctap! one 
Sales Corporation, had a thrill in an October race of the 
Chicago Yacht Club which was not on the schedule. He 
vas handling light canvas on the “Nancy,” a fleet R-class 
sl ind gone forward to douse the sp:nnaker. The 
man at the halliard let go when the sail was dropped and 
Pete” hauled away without knowing it Depending on 
halliard to assist in maintaining his footing on the 
ea\ g fore deck, he tugged to sm: I e sail rhe next 
ng Fred knew he was bobbing about in the sea, with 
“Nancy” running free with the wind Fred was heavily 
clad, but kept afloat until “Nancy” could be brought about 
to pick him up. He experienced no ill effects from the 
lunge, but bemoaned the fact that “Nancy” lost so much 
me the se be use <¢ nis s l] 
> 
Merger Suggested in Steelplate Industry 
A close community of interest, or a possible merger. of 
steel concerns in the Pittsburgh district may involve mills 
producing sheets for steel office irniture Unification of 
nterests is suggest bringing together The Youngstow1 
Sheet & Tube Co Republi & Steel Company 
The Central Alloy Steel Company, The Trumbull Steel 
Company, the McKinney-Corrigan Company and possibly 
others. Some of these plants are nishing mills only, and 
others duct erations ¢ lete Che possibility of a 
consolidation arises in the election of Philip Wick to the 
board of directors of The Youngstown Sheet & Tube Com 
pany Mr. Wick is associated closely with C. S. Eaton, 
chairman of the board, Trumbull Steel Company, and a 
director of The Central Alloy Steel Company and Repub 
lic Ire n & Steel Company. Mr Wick is a director of The 
Trumbull Steel Company and also The Central Alloy Steel 


Company 





store of Horder’s, Inc., Chicago, 


The Right Goods at the Right Prices 














Letter Box Files 


Wood 
Transfer Cases 


Vertical 
File Folders 


Stenographer’s 
Note Books 


Index Cards 














Mimeograph 
Paper 


Second Sheets 
Scratch Pads 


Manufactured by 


Consumers Paper & Supply Co. 
117 W. Harrison St. Chicago, Illinois 


We manufacture envelopes of every description 
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For more than a quarter century 
CROWN PRODUCTS have been 
making “Good impressions.” 


Our trademark stands for good 
service intelligently rendered by all 
who sell our products. 

We desire high grade and responsible 
stationer, office supply and individ- 
ual distributor connections. 

Write for full particulars as to the 
profit-making possibilities of this 
line. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U.S. A. 
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Rea Quality 


creates Demand 


It takes real salesmanship to build up a 
typewriter ribbon and carbon business and 
it takes real quality to hold it up. That is 
why QUEEN BRAND makes such a 
ition for real, live salesmen. us 
mples and prices. 


A beter ribbon for every purpese 





A better carbon for every requirement 


UEEN 


Ribbon & Carbon Co. 


Manufacturers 


109 | Reade Street 


New York, | N. Y. 














A STANDARD Dealer Franchise 
means real Profits for You! 


Standard Mailing Machines are favorably known 
to business men throughout the country—and are 
in use today in over 60,000 offices. 








We offer an unusually attractive Co- 
operative Selling Franchise to reliable 
dealers—requiring no investment gn 
your part. It leads to easy, profitable 
sales. Read a copy of this Franchise 
and see why. Write 
for it—today. 


STANDARD POSTAL PERMIT MA 
‘HINES imprint, seal, count and 
stack mail at a rate of approximately 
10,000 pieces an hour No rental or 
royalty charges. 

3ITANDARD ENVELOPE SEALERS are 
the most widely distributed sealing ma 
shines in the world A type for every 
»ffice 

STANDARD STAMP AFFIXERS affix 
postage stamps or labels evenly and 
without waste, five times faster thar 
yy hand 





Write for Descriptive Literature 


STANDARD MAILING MACHINES CO. 


Revere Boulevard Everett, Mass. 
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Stock Show Big Feature of Great Central Market 
Week 


Visitors to the International Live Stock Exposition jg 
Chicago November 26 to December 3 will find each day's 
program crowded from morning until night with educa- 
tional and entertaining events of interest to every member 
of the family. The displays of breeding and fat live stock. 
crops, meats, government and state exhibits and boys’ and 
girls’ club products will be open for inspection throughout 
the exposition and a brilliant horse show will occupy the 
arena every night except Sunday. 

On Friday, November 25, a national live stock judging 
contest between state champion junior teams will be staged. 

Saturday the college teams will judge live stock and 
crops, the juniors will show their baby beeves, pigs and 
lambs, the carloads of fat cattle will be judged in the stock- 
yards and the mutton improvement demonstration contest 
decided. Judging will start in the Grain and Hay show and 
continue daily until completed. 

Monday, November 28, will witness the awarding of 
prizes in the steer, barrow and wether classes, the college 
sheep and swine special contests, the carload sheep show, 
the draft gelding classes and the breeding rings of Short- 
horns and Hereford cattle and Percheron and Shire horses. 
[he various contests of the National Boys’ and Girls’ Club 
Congress will continue throughout the week. At night 
the juniors will parade in the arena. 

On Tuesday will be held the steer championships, col- 
lege cattle specials, inter-collegiate meat judging contest, 
swine carload show and the breeding classes for Aberdeen- 
Angus, Shorthorns, Polled Shorthorns, Herefords, Shrop- 
shires, Dorsets, Berkshires, Chester Whites, Percherons and 
Belgians. 

The following day the breeding Herefords, Aberdeen- 
Angus, Shorthorns, Milking Shorthorns, Hampshire sheep, 
Lincolns, Cheviots, Rambouillets, Duroc-Jerseys and 
Hampshire swine will occupy the arena. A special horse 
show matinee will be given. 

Thursday will find the judges working on the Aberdeen- 
Angus, Hereford, Red Polled, Oxford, Cotswold, South- 
down, Leicester, Poland-China, Tamworth, Belgian and 
Clydesdale breeding classes. The grand champion steer 
and all carloads will be sold at auction. 

Friday will be given over to the judging of the remaining 
breeds. Auctions of carcasses, wethers, barrows and club 
calves will be held. 

The final day, Saturday, December 3, will be featured by 
the sale of individual steers, a children’s matinee and the 
championship classes of the night horse show. 

The spirit of the Thanksgiving season, aroused by the 
wonderful display of the bounties of nature, will be the 
keynote of this gathering, according to Secretary- Manager 
B. H. Heide. 

Over eleven thousand of the finest beef cattle, horses, 
sheep and swine and five thousand of the choicest samples 
of twenty-two crops of grains, small seeds and hay, will 
take part in a thousand different contests for the highest 
honors of our basic industry. The animals will include 
the outstanding individuals of over forty breeds of live 
stock which have proved the sensation of the recent fair 
circuits of the United States and Canada and others which 
are being fitted solely for the show-ring of the Interna- 
tional. 

Walter Biggar of Dalbeattie, Scotland, is coming across 
the Atlantic to judge the individual fat bullocks and select 
the grand champion of the show, while Lieutenant Arnold 
Caddy of Australia will make the official awards in the 
Red Polled breeding classes. Canada, as usual, will send 
strong entries to compete in many of the contests and this 
vear New South Wales will be represented for the first 
time in the grain and hay show. Practically every state 
in the Union will take part. 

Aside from the Live Stock Exposition, on Saturday, No- 
vember 26, the Notre Dame-Southern California football 
game will be played in Soldiers’ Field. 

In addition, the grand opera and theater seasons will be 
on and there will be amusements without end. 

More important, from the standpoint of merchants, are 
the preparations which Chicago manufacturers and whole- 
salers are making to show the newest holiday merchandise, 
the latest models and ideas, the developments which will 
make business hum in 1928. It is an extraordinary oppor- 
tunity for merchants to go to Chicago to establish valu- 
able market contacts, to get ideas for laying 1928 plans, 
and to get new lines which will make the next year more 
profitable. 

Taking advantage of reduced round trip rates to Chicago, 
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The Eloquence of Figures 


In speaking of the opportunity 
which Victor presents to the 
office equipment merchant, 
thereis nothing quite so eloquent 
as the convincing eloquence of 
figures. 


More than 125,000 Victors 
are in use today, and more than 


3,000 office equipment mer- 
chants are profiting through 
sale of the Victor. 

When questioned 98.4% of 
Victor owners expressed satis- 
faction, and less than 1% had 
any actual criticism. This record, 
we believe, is unique! 


VICTOR ADDING MACHINE COMPANY 


3900 N. ROCKWELL ST. 


> 3000 Dealers— 
(YL 1200 Authorized 
Service Stations 


CHICAGO 


6-column capacity 


$75 


f. o. b. Chicago 
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The list of Steelcase Desk users reads like the “Blue Book” of ma 
Business America. Large and small concerns in nearly every 
line of business are Steelcase equipped. Yes, Steelcase Desks 
are accepted! And you,asa merchant, know what that means \ 
in terms of cash register activity. P 


STEELCASE Gas 
Desks Lead 


Steelcase Desks with their neat, trim 
lines, attractive finishes, efficiency fea 
tures and favorable prices, have always 
been outstanding ,values — always 
ready sellers. Their patented features 
of design and construction keep them \ 
ahead of the field. That’s why Steel 


dealers successfully meet compe ( 






Trim Lines 


Close Working Efficiency 


tition the country over; that’s why it 


is such a profitable line to handle! 


Where Office | 
Space Is Costly 


Many large insurance companies and 
other concerns requiring costly space 
utilized to the utmost have adopted 
the small Steelcase Desks shown here. 
This new line of small Steelcase Desks 


Ne 


(50x32) puts every Steelcase dealer in 
a position to meet every desk require- 
ment Large desks for those who 
prefer them; small desks for those 
whose space compels small but efficient 
working units- the Steelcase line is A Popular Seller 

complete! Write for the facts now. *  qwcenntiies Shown 


METAL OFFICE FURNITURE CO. 
Grand Rapids Michigan 

















STEELCAS 
Busines. 








ELEAGI a] ommal ninere business succeeds 
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. r < e¢ e tte ve re Inte i 
“T | S { } ] 
é Caw i irerTs a 1 W i 
salers 7) es have proclaimed the week from Nove! We exhibit our 
er Lt to De en eT ’ l' & i i (sTreat (4 entral M iT line American 
Veck Furniture Mart, 
ke \ Space 408, 
1 ramic view of the ma entrance and a number of 666 Lake Shore 
14: a : : =SOaAT Ti SD , . Drive, Chicago 
gs appears « a er page in this issue Illinois _ 
> -— — , 
Toronto Stationers Elect 
At a rg gathering at the Oct er 20 meeting of the 
sta c \s ik 0 ccrs 
were elected » uckett, presi nt tf Vawter-Luckett 
Compar loront and past-president of the associat 
was eciected tor a sé nd term as pres lent: S H Dye of 
: ’ , , 
rye Ww LJur I : I I \ aS cit I ] ‘ pDresidqet}l t 
. " ‘ , 
\ \\ \ \ 5 c c y 
I le i ‘ ‘ ‘ Mf aSSIsite¢ ! 
reg eC St S Ass 


oe 
New York Stationers Meet 





( Criels 


‘ { da s¢ { 
After the rea g of routine reports 
ld I! held at 

28 eas * memenoment of Rail, Uniformity doesn't just happen. It takes years of 
; : experience—Conrades have been at it for nearly 
. eighty years now For uniform quality in chairs, 

\ \fter 1 I years wit George Hut w sell Conrades 

. ' 


CONRADES MFG. COMPANY 


{ s take1 { deat ‘IC. Kig 2nd and Tyler Streets 
8 a i—edd Oinher 2 in hic ST. LOUIS, MO. 


Manufacturers of office chairs and school seating | 

















: : of ar we th pe nia ee Sliding Door 
ee te: SECTIONAL BOOKCASES 





> Your custom- 


ers get the 
most conven- 
ient and flexi- 
ble of all book- 
case equip- 
ment when 
you sell them 
cases with 


y 7 TYTH TIT Sliding Doors 
i Tt and Adjusta- 

' Bm tatas ble Shelves. 

BAS! Your request ff 


, mm re int od BeTETTT ral | will bring full J 
it clthauahe te te taek eae HE t 


aL. 








information 
concerning the 


7) 
aai 


SS 


jin 
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“i that || THE AKRON WOOD PRODUCTS CO. 
get: AKRON, OHIO 
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Fiat ‘ , , ' 
(New Machines and Devices.—Continued from page 91) 
Barr-Morse Corpn. Improves Its Typewriter 
} The Barr-Morse Corporation, Ithaca, N. Y., has im- 
proved its typewriter, which was announced first about a 
; year ago. This little machine, while not primarily a port- 
able typewriter, justifies its slogan, “Small enough to carry 
off, sturdy enough to carry, on.” Some of the important 
features found in the revised machine are full size platen, 
| shifting segment, paragraph indention and column select- 
: ; . . . 
1, ing device, and speed capacity equal to all requirements 
io | \ The platen is 1% inches in diameter with the clutch 
a / mechanism of the true variable line spacer or line adjustor 
F } ( Bank and Office } built into the roll and operated from either twirler or platen 
a | | knob. The machine takes the standard 9%-inch envelope, 
if ; ) . °° . . . . 
n j E D l ! and has a writing line of eight inches. The segment shifts, 
, \" ] quipment ea ers | rather than the platen, for writing capitals and other char- 
Te? | Amestyle Envelock— | acters. A simple device provides paragraph indention and 
tr j , , | column selecting. A wheel escapement with bevel dog, as 
» | } A splendid agency opportunity ! in high grade standard typewriters, is used. The universal 
| ; ' , : | bar is operated by the typebar directly, and the carriage 
oi is one of many items in the Amestyle line | init diction tides sna tthe enecde: tonal 
iit } giving better service at lower cost . ' —— = Speeny Veco 
oi } Envelock results in greater security of | 
a | registered mail, and actually reduces | 
i j postage expense. | 
a |i J The Amestyle line offers splendid oppor- I 
f ] tunity to bank and office equipment deal- | 
| | ers to build up this end of their business. ! 
i | Where we are not represented, we'll | 
: | gladly send details. | 
| ] ! 
ai, | AMES SAFETY ENVELOPE CO. |! 
2 i | 55 Sudbury St., Boston, Mass. | 
\ 
Tf SSE 
: IMPROVED BARR 
7 TYPEWRITER 





Assurance of precision and mechanical pertection of the 
Barr typewriter is apparent when it is known that the ma- 
chine is produced in the same plant as the Morse rocker 
joint silent chain, Poole electric clock, Allen-Wales adding 
machines and Thomas-Morse aircraft. These companies 


are afhliated closely 


Bi 


> 


Devices Which Many Will Appreciate 


The Sun Rubber Company of Barberton, Ohio, one of 






A“ 


NS 


aa Featherweight / 
Manifold: 


the best known manufacturers of rubber equipment in the 
country, have recently put on the market a novelty intended 
particularly for Christmas, but of all-year round utility. 
Chey call these devices the Bev-Rej-Trés. Briefly, these 











t trays are little rubber receptacles with raised edges just 
] ht Mani —_ : the right size for holding beverage glasses. They save the 
to ~_ Pee ane aa table, protect doilies and table cloths and preserve the 
4 i content... ; am os , . 
d lightweig ; ow ~.* ad mame varnish They come in four pleasing shades of color and 
termark . . . non-porous . . . never “melts” in , , ‘ 
: — . = : ; are quite apropos as bridge prizes, party favors, birthday 
: typewriter ...ideal for high speed automatic ‘ , — ; : . 
; : ‘ presents, etc. Six Bev-Rej-Trés are provided in a neat 
: presses .. . allows perfect suction. Big Printers : ; 
{ end Stationers fad Beatherweight enves time box, whose ornamental inner cover suggests some of the 
| ; ve ae : : uses of these trays. The box is of a rich, patrician finish, 
| effort, and builds “‘repeat”’ business. If you use 
i , , ;, mottled in blue, lavender, green and purple 
lightweight paper, you might as well get the best 
“buy” for your money. Get samples now, to , . , : 
of - . ” Novel Constructions in Calculating Machines 


prove Featherweight’s superiority. che Si : 
According to the applications filed at the German patent 


s = office, constructions of calculating machines are under way 
F eat h erwel g h t r a p er C O. whereby the result of a calculation can be automatically 
Sales Office: 10 East 16th Street, New York, N. Y transferred into another currency previous to being printed. 
: Offices Sizes Printing Sizes In practice this would mean that such a calculating ma- 
| seis’ giana acwect Sears Sees chine can be used for different currencies. 

i 

' 

’ 

; 








Sx13; Si x13; S%xl4 22u34; 28x34; 24x38 ‘ 
Seven Contrasting Colors, Including White The idea, it is understood, has advanced to the point 


Leg Ruled Printed “Copy Boxed (500) : 2 
; ' where English currency, composed of pounds, shilling and 





pence, can be calculated on such a machine 
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“Operation much faster 
than the posting machine 
which it replaced” 


Mr. R. T. Anderson, Treasurer of 
the Shreveport Lumber Company, 
Inc., Shreveport, La., tells why 
his company prefers the Dalton 


R. R. T. ANDERSON doesn’t mince words. 
What he has to say about the Dalton is brief 
and to the point. 


“The Dalton Bookkeeping Machine you installed is 
everything you represented it to be, and it comes 
up to our expectations in every way. Moreover, 
because of the touch method, its operation is ex- 
tremely easy and rapid—much faster than the post- 
ing machine which it replaced.” 

* * * * * 


No doubt, vou, yourself, have heard other Dalton 
users praise this very model to which Mr. Anderson 
refers—the Dalton “MULTIPLEX” Ledger Post- 
ing and Statement Machine. For it speeds up work 
at least 25 percent, preventing expensive balance 


sheet delays. Debits are added, credits subtracted, and the correct 
new balance extended and printed without thought on the part o 


the operator! 








+ 


. 








Mr. R. T. Anderson, Treasurer of the Shreveport Lumber 
Company, Inc., Shreveport, La., who tells in the accompany- 
ing interview of his company's satisfaction with the Dalton 
“MULTIPLEX” Ledger Posting and Statement Machine. 


All these advantages in 
this ONE machine 


Of course, it’s hard to believe that the “MULTIPLEX” does al 


' 4 . . The machine checks its own 
this—and more. But the nearby Dalton Sales Agent will be glad ® work, automatically proving 
to show you that it does, in your own office and on your own work aa ee 

. - si . 


~ oO} > , ¢ =| ¥ "1 ; > to" > " - , - 
Just give him a ring—you'll not be obligated in any way. @ ents Sademannitien tied te 


red 


THE DALTON ADDING MACHINE SALES COMPANY, CINCINNATI, OHIO G Al work is visible—no need to 


Division of Remington Rand Inc. 


Sales Agencies in all the Principal Cities of the World 


swing the carriage up and 
down. 


Easy adjustment for posting 
credits—no bars to remove 


can operate the ma 


6) Anyone 
chine without previous experi 
ence. 

The scientific arrangement of 
© the 10-key Dalton keyboard 
makes “touch method” operation 
natural ncreases operating spee 
25 per cent And - 

The machine is sold under a 
@) five-year agreement that elim 

nates repair harges entirely, and 


absolutely guarantees the 


ADDING-CALCULATING - BOOKKEEPING machine's trade-in value. This is 


the first time n figuring machine 


STATEMENT AND ‘‘CASH REGISTER’? _ history tnat'such S "guarantee haw 


MACHINES 
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“6ohe Garter Page 


Published to help those who sell Carter Inx Products 




















If Winter Comes— 


HAVE YOU ENOUGH 
INK AND PASTE? 





For fountain pens and 





ones too 2 oz 

nd o cylinders in 
orated cartons 
Pints and quarts in 
ndividual corrugated 


tainers 


Spring may be behind” next 


was this year. 


pretty “far 


year as it 


Winter may linger so long that your ink and paste 
will be greatly depleted before suitable shipping 
weather. 

Cold weather shipping is always uncertain and ex 
Why not anticipate your cold weather needs 
ordering ample 


pensive 
for 
stocks now! 


perishable Carter Vroducts by 


arter Pens, Pencils 


weather 


PS. Of course, ( and Desk Stands may 


be shipped in any 


Chere are some unusual features in the Carter line for Christ 


mas business. A request will bring full information. 


rue CARTERS INK CO 


> 





early wh liquid pasts 
ne t water, of pleasant odor and 
handle Five and eigh 
lesk jars and large and smal! 
eader tubes Also Gallons, Quarts 


Pints and Half Pints in Glass 


about Carter Preducts. Make frequent use of this 
department for all questions will be answered 


some more e i; 


In this space we will be pleased to answer 
s§ Us whenever possible, any questions you may ask 


letter even if they do not appear here. 


Q What is the best way to make cer ribbor was on the machine This 
tain of accurately matched fil ne or in be visually matched to the 
imitation typewritten letters? ter to be filled in, and by a trial ¢ 

two satisfactory fill-ins thus t 

\ Sinee the printing ribbon with w ained 
the letters were made may t new 
partly worn, or thoroughly worn i Q Will you please give me sor sug 
typewriter ribbon ir st similar con gestions for trimming my show 
dition use * required to pro windows and displaying Carter's 
vide best matching results Suc Products? 
cessful fill-ines are best obtaine \ We are pleased to send y } lessons 
by typists having at hand typewr'ter one, two and three Window 
ribbons in varying stages of use wit! Trimming Course and place \¥ 
a slip of paper in each box on whic) name n our mailing s t re ve 
was written a line the last time the the remaining lessons in th irs 





CHRISTMAS SALES 
SUGGESTIONS 


offer excel- 
the 


\ number of Carter Products 


lent sales opportunity during holiday 


season, 
Carter’s Gold Ink, Colored Inks, and White 
Ink 


greeting 


may be used appropriately to address 


and gift cards as well as embel- 


lishing Christmas Packages. 


Those who sell Greeting Cards have the 
chance of an extra sale by suggesting uses 
for these items. 


PHOTOLIBRARY PASTE 
FOR 
CREPE PAPER FLOWERS 


Teachers and students of paper flower 


making find Carter’s Photolibrary paste 


ideal for that purpose. 


They prefer it because of its pleasant odor, 


proper consistency and its adhesive 


Place a display of Carter's Photolibrary 
Paste in tube and jar sizes on your crepe 
paper counter. A sign recommending its 
use will make it a seli-seller. 


SELL ANOTHER PEN 


Many business men can use two pens 


they won't appreciate the convenience an 


necessity unless you point it out to them 


1 


When you get the chance explain 
Pen filled 


any other 


the use 
ol T ed 
-to 


In- 


with « 


of a second Carte 


ink—red, 


check 


voices as 


green or color 


and initial letters, orders and 


well as for underlining impor- 


tant parts of correspondence. 


Pen Sale means an 


' a) ] 1f 
GOUDIE up 


Of course every Carter 


nk sale so why not on both 


whenever you can? 





The Carter’s Ink Company 
MANUFACTURING CHEMISTS 
Established 1858 


New York Chica 


Boston 


Manufacturers of: 
Writing Inks Adhesives 
Carbon Papers Inked Ribbons 
Stamp Pads Mechanical Pencils 
Fountain Pens 
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New Smoking Stand 


Che Boyle Smoker Company of Indianapol's, Indiana, are 
manufacturing and distributing the Boyle Smoker, whos¢ 
slogan is: “It holds its head up.’ The company is making 


ial play to furniture retailers for the holidays. The 


smoker stat 


a spec 


} 


new d is an attractive, safe, cleanly and con 


venient arti le tor the disposal of ashes and smoker's waste 


The illustration s!} ws the gener il ippearance of the stand 
rt 





All uurned matches ashes, discarded stubs, etc drop 
through the hollow tube into an air-tight base where fire 
~ Sta smothered bec 1S¢ « 1DSe€ ce rT xvwe! 
THE BOYLE SMOKER 
STAND 
r sta s ox i inws that 1 x1I0uUsS wases and odors 
i t escape tron the « umber at the base. Ashes will 
not spill even if the smoker is completely overturned 
The Boyle Smoker is of all-steel construction finished in 
ve lacquer colors. The base s easily detached for the 
disposal of contents The company will gladly quote terms 
d prices on request They offer a four-inch newspaper 
it to each dealer for his use in local advertising and a 
supply of two-color illustrated descriptive envel pe < 
ciosures are ! shed wit he t r 
ae 
Sanford’s Type <teaner | in New oe 
The Sanford Manutacturing ‘ ipany, Peoria and Cor 
gress streets, Chicago, IIL, has changed the package of its 
_— 











/ =) ECL 
Type CLEANER 


























. 
, 
Solvene type cleaner | i fluid for cleansing 
t pe ct ic es ; WwW i extensive market 
: ‘ ; } ‘ ‘ +} he ¢h 
Ss ce l was acquired ipoU eclg een mor! IS aAxO \ e 


Sanford Manufacturing ( 
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_ | Adjustable Stands 














if this stand 
size office machine 


is easily adjusted to fit any 
up to 12% inches wide by 15 inches 
r | drop leaves, finished in olive green, 
‘ d to either side of the stand. Only one 
leaf is supplied unless two are specified Model M is 
the same as Model T excepting that it has a high 
t ised in tilting machine forward. The one- 
inch seamless steel tubing used in the construction 
of T fany Stands insures permanent rigidity and 


an be fastens 





will be gladly sent at 


today. 


Tiffany Adjustable 


Stand Company 
3300 N. Broadway, St. Louis, Mo. 


information 
request Write for it 


your 


































Fits on side of 

desk, table, wall 
or over coin box. 
Beautifully finished 
im copper oxidized. 










The “‘ Telefo-Safety” 


New! Patented Office, 
Store, Home Necessity 


And now comes the Telefo-Safety bolder to swell the ~_— 
of the wide-awake dealer. Where to keep the “phene se 

it won’t fall off or be im the way bas been =o pessic and 
problem to millions of people for —— years. The Telefe- 
Safety solves the problem quickly and tmexpensivelr Se 
quickly because of ite uniqueness and usefeleesn Dealers 
appointed selling large quantities: Now installed i thee- 
sands of large Offices, Stores, Banka etc. set for twee 
phones but also for electric fans Write t= sely tor 
full particulars. 


NATIONAL PHONE HOLDER CORP. 
219 So. Dearborn Street Chacage 
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Office Chairs 


of Quality 






PERMANENT 
EXHIBITS 
American Furniture 
Mart 
14th Floor—Section 
1411, Chicago 


77 White Street. 
New York City 





608 Howard Street 
Francisco 


No. 7642-5 
Width of 
Seat 17 inches 
Height of 
Back 18 
inches 





Manufactured by 


Crocker Chair Company 
SHEBOYGAN, WISCONSIN 
















FIBERTEX 


RED ROPE 
WALLETS, 
FILE POCKETS, 
& CONTAINERS 


EXPANDING 
FILES 


These quality goods enable the sta- 
tioner to meet popular demand with 
first-class merchandise and show a 
substantial profit. Write for price-list. 


Josephson Mfg. Corp. 
622 Broadway New York 











trade as “Sanford’s ‘Solvene’ Type Cleaner.” The new 
container holds about fifty per cent more fluid than the 
old, and is hexagonal in shape. There is no change in the 
price. The bottle is refillable 

The hexagonal form prevents the container from rolling 
off the desk. The cap is all metal, save for the bristle 
brush and its fitting. This prevents any change in dimen- 
sions of the cap, and thus avoids the possibility of loss due 


to evaporation 
= 


Art Steel Company Announce New Items 
Che Art Steel Company of 401 East Twenty-third street, 
New York City, announce several new items in their dis- 
tinctive line of steel card cabinets. These cabinets are 
made in sizes to carry 3 by 5, 4 by 6 and 5 by 8 cards in 
either single or two-drawer units. Another feature is the 
} 


manner in which these units may be stacked so as to give 


extra capacity 





ASCO TWO-DRAWER CARD FILE 


[hese new numbers are in line with the progressive pol- 
icy of the company and are of the same high standard as 
the many other products of the Asco line which includes 
cash, bond and office boxes, letter files, security boxes, card 
index, transfer, document and note boxes, et 

— a 


Rem-Randers Consolidate at Kansas City 
The various divisions of the Remington-Rand organiza- 
tion have consolidated their office at 917 Wyandotte street, 
Kansas Citv, Missouri. Three managers from this organ- 
ization, Paul S. Jones of the Remington division, E. W 
Wright of the Dalton division and J. L. Wenzel of the 
Rand-Kardex, Baker-Vawter, Library Bureau and Safe 
Cabinet divisions are members of the Kansas City Office 
Appliance Managers Association Recent new members 
of this association are A. J. Gunderson of the Mon- 
roe Calculating Machine Company, R. M. Kelso of the 
Telautograph Corporation, R. G. McInnes of the Ediphone 
Company, H. G. Schonlau of the Marchant Calculating Ma- 
chine Company and C. T. Wessbecher of Fred Medart 
Manufacturing Company. At the October tenth meeting 
Bevan Lawton, executive sales manager of the Dictaphone 
Corporation, gave an interesting talk on the elements of 
salesmanship and the training of salesmen 
—— 
Consumers Paper & Supply Co. Buy Eagle 
Equipment 
[The Consumers Paper and Supply Company, 115-117 
West Harrison street, Chicago, announce that they have 
purchased the equipment of the Eagle Envelope Company. 
This will give the Consumers Paper and Supply Company 
a capacity of approximately one million envelopes a day 
of both commercial and hand made types 
a 


Force Company Elects New Officers 

The board of directors of Wm. A. Force & Company, 
Inc., New York, N. Y., has elected the following officers: 
Wm. A. Force, III, president; Robert H. Connelly, vice- 
president and treasurer; Harry G. Baumann, secretary; 
Edith H. Force, assistant secretary. 

The election was necessitated by the passing of Wm. A. 
Force, the founder of this business 
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Do You Sell on 





- - - in just this in- 





stance you can combine all three 















ODAY, low price is a big factor. And the dealer 


who sells popular-priced merchandise is the dealer 
whose store draws the most customers. 


In many hundreds of such stores the Roberts Model 
No. 49 leads all numbering machines. At $7.50—the 
lowest price for any numbering machine, it is the answer to 
the wide, ever-growing demand for an inexpensive num- 
bering machine for general office use. With consecutive, 
duplicate and repeat actions, and a numerical capacity from 
0 to 999,999 it is the biggest money's worth and the 
biggest profit"producer of all numbering machines. 


Many of your customers will demand a machine of 
greater versatility a machine with consecutive, duplicate, 
triplicate, quadruplicate and repeat actions. For them, the 
Roberts Model 95 fills all requirements. It is dial set, 
operates automatically, the only five action machine, the 
only machine of such speed and versatility that the 
market offers for the comparatively low sum of $12.00 


Only the world’s largest manufacturer of num- 
bering machines can offer you this highest quality and 
lowest price. Che quality i¢ guaranteed— the price 
is made possible only by quantity production upon a 
large scale. 


These are but some of the many reasons why 
Roberts Machines make money for you. Other im- 
portant imformation on the next page. 


THE ROBERTS NUMBERING MACHING CO. 694-710 Jamaica Ave. Brooklyn, N. Y. 


Western Distributors 


SUPERIOR TYPE CO. 3940 Ravenswood Avenue - Chicago, Ill 


ROBERTS 


numbering machines 











A ee nt 


























N 
Which machi > | | rem 
ch machine should you buy? 
: y y Model 49 Model 95 Model 50 
: . 7 . ? > . 
Which will sell the quickest? i h 
: 
1 bigh grade fre action 
» Operates consecutively, du - 
ad dial automat \ mber y ome 

phos end apes. Cap Tl 5 ‘Machine far gomore! (ll claneed le Aan 

sealinali use utive, duplicate OF repeat 

eg 
Model 37 Model 47 = Model 90 
= = 
Dater self-inkin 

“ 1 moderate priced Lever Changes automatically by - 6 oe = 
4 . ~ Numbering Machine, self simply pulling the lever Fourteen ‘oes bo a! 
< inking ’ setting, and additional a. 

‘ : 4 tions thru combinations 


f . 


Here ‘is a {“Maddern Merchandising Method” which 
answers sugh questions “Before” you stock up! 


AKE this safe and sure way of making your buying practically no dead numbers for the sake of getting a few leaders. Each d 
loss-proof. This is the way that insures your profits. these six machine IS a leader. Your selection is simply your check 


’ Your investment is small, and protected, your consistent turn- “P © which models will profit most ! 


over is assured, by the ROBERTS BIG SIX _ pictured herewith. A SYSTEMATIZED SELLING PLAN 
NOT AN “ASSORTMENT” IS YOURS FOR THE ASKING 


Send for the Roberts Special Sales Plan for Dealers (now a 
its second edition). |: is the only substantially sound marketing a» 
alysis on numbering machines. It is the result— the report of the 
experiences of many dealers, over a long period of years— dealers who 
regard numbering machines among the most profitable devices of mo- 


You select your merchandise after analyzing our Ready 
Reference Chart an analytical guide to safe selling From these 
six proven profit makers you select six in any order— after an analysis 
of YOUR trade is made. You take no shelf warmers you take 


dern business. 
md FILL OUT THE COUPON NOW—BUT A MOMENTS 
~ TIME MAY MEAN MANY DOLLARS IN YOUR POCK. 
ET. Absolutely no obligation. 


S ROBERTS 


numbering machines 









Send me the new, second edition of the 
Roberts Special Sales Plan for Dealers 





Also full particulars of the Big Six Assortment 





including prices and quantity discount 


fi 


Name 





ROBERTS NUMBERING MACHINE CO 


694.710 lamaica Aven Brooklvn. N.Y 2 
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Every Elliott-Fisher machine has the famous Flat Writing Surface. 

This exclusive feature gives it the marvelous manifolding powers 

and the adaptability which enable it to combine many details into 

a single operation. Elliott-Fisher accounting is unusually accurate 

because it is self-checking. Elliott-Fisher is automatic—electrically 

operated — therefore speedy. Elliott-Fisher will save you money by 
doing more work and better work. 


























Every Sundstrand machine has a ten-key keyboard. One hand controls 
all operations. And you no longer need be satisfied with a machine 
which simply adds. Sundstrand does direct subtraction by merely 
touching a key. Touch another key and you are a for automatic 


shift multiplication. No faster machine is made. All operations are 
visible, insuring accuracy. Sundstrand machines are saving money 
for evwen of companies now. They will do the same for you. 


Sudden Losses.. Avoided! 


When daily figure facts take the place 


UDDEN losses! Can 

they be avoided? 
Many times they can by knowing what's 
happening in your business every 
single day. 

When you know what every dollar 
is doing—who owes you—whom you 
owe—sales—stocks—all the details of 
your business daily instead of monthly 
—you are prepared to avoid sudden 
losses and, better still, gain extra profits. 

This closer control of your business 
can be easily obtained, without extra 


expense, simply by using Elliott-Fisher 


A 


342 


of guesswork 


and Sundstrand equip- 
ment. This equipment 
will do your accounting work faster, 
more economically, and more accu- 
rately. It will put the vital statistics 
of your business on your desk each 
morning —including operations for the 
preceding day. 

Such knowledge of your business 
means money in your pocket. How 
Elliott-Fisher and Sundstrand will fit 
into your accounting system and pro- 
duce these remarkable results will be 


told you if you will write us for details. 





eee  Grerat Cp iiice Fevipment (poration m= = 


MADISON AVENUE ~ 


NEW YORK CITY 
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2? PRACTICAL PO R LINE ALL GOOD MONEY 
OFFICE ITEMS IN THE LA MAKERS FOR THE DEALER 


ROCKER BLOTTERS BATTLESHIP LINOLEUM DESK PADS PAPER WEIGHT AND 
AND DESK TOPS MEMO. PAD 





MADE IN TWO GRADES— 
IN OAK OR MAHOGANY > 












STATIONERY TRAY 


er 


FOR DESK DRAWER GLASS DESK PADS 


MADE IN FIVE COLORS 


DESK PENDING FILES 






Either Green or Brown All Sizes 








MEMO. JOGGER MADE IN TWO GRADES— 


SIX AND TEN POCKETS 


MONEY DRAWER TRAYS 





PLATE OR CRYSTAL QUALITY. 18x24 AND 20x34 
MADE IN TWO STYLES 


PAMPHLET RACKS CALENDARS 


rWwO SIZES—OAK OR MAHOGANY BANK COUNTER 


ORIGINAL 
NON-SHINE CHAIR PAD 


TUESDAY 








ONE, TWO OR THREE COMPARTMENTS 
IN OAK, MAHOGANY AND WALNUT 





ALL SIZES 

—_ COUNTER AND WALL MODEI 
xs ) ; ES— AL 
IN 5 GRADES—ALL COLORS BANK COUNTER RACKS OAK, MAHOGANY OR WALNUT 


TYPEWRITER 
SHOCK ABSORBERS 





MADE IN TWO SIZES 
OF OAK, MAHOGANY AND WALNUT MADE IN TWO QUALITIES 


COMPLETE CATALOGUE SENT TO DEALERS ON REQUEST 


POLAR MANUFACTURING COMPANY 


119-125 NORTH FOURTH STREET, PHILADELPHIA, PENNSYLVANIA 
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Record Computation of Savings Interest 

[The Washington Mutual Savings Bank, Seattle, Wash 
made what is said to be a record recently in figuring semi 
annual interest earnings on savings accounts. Its staff and 
seventy “Comptometers” computed the earnings of 73,000 
depositors in twenty-tour hours. The bank uses a different 
system than customary in computing the interest for de- 
positors Entries of interest added or deducted are made 


whenever an account changes by a deposit or a_ with 














Soin. 





PART OF BATTERY OF SEVENTY ‘COMPTOMETERS"” 


HANDLING 73,000 SAVINGS DEPOSITORS' INTEREST COM 
PL TATIONS IN TWENTY-FOUR HOURS Operated by the 
Washingtor Mutu Savings Banh Seatth Wasl 

drawal Thus, a deposit of $500 entered on the record 


card January 1 is immediately given credit for the semi 
annual interest to July 1. Interest on additional deposits 
is credited when received to the end of the period; in the 
case of withdrawals the interest for the unearned period is 
charged back 

Che amount of interest distributed or credited to deposi 
tors when the record of 73,000 accounts in twenty-four 
hours was made, is said to have been the largest ever paid 
Northwest savings institution. 

wits 

Maloney-Gilmore Co. Gets Handier Space 


The Maloney-Gilmore Company, formerly in Suite 710 


i_~ Pacific 


508 Sout! Dearbort street Chicago, Ill.. has moved to 
7/0 in the same building The company has been 


nabled to secure more convenient arrangement of demor 


strat‘on room, office and shop, and gets better illumina 
tor While the seventh floor space faced East, buildings 
i ss e street interfered somewhat with daylight illumi 
nation The sixth floor space faces the West, with unob 
ructed sunlight Adjacent tenants on the sixth floor 
ipy small units, so that in case becomes necessary 


for the Maloney-Gilmore Company to expand, additional 
space can be secured adjacent to the present sutte. 


> 


Additions to “Y and E” Index Card Line 


The Yawman and Erbe Manufacturing Company, Roch 
ster, N. } idded four colors to its X grade 5x3 index 
ls, hght weight These colors are green, canary, cherry 

ire ‘ ] horizontal ruled r} 

rs carried heretofore are white, buff, blue and sal: 
~*~ 
F. S. Latremore Well Again 

Fred S. Latret e of Latremore & Moore, 342 Madiso1 
Ave.. New York, in desk sets and fountain pens, has re 
ned to his office after a long illness. Mr. Latremore was 
automobile accident, at which time one of his intimate 


was killed 


riends, Frank Terry 
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THREE BRANDS 
THREE 


In the UNION line of Typewrit- 
er Ribbons and Carbon Papers, 
three brands are made each of un- 
failing and uniform quality in its 
particular grade. Various brands 
are produced to meet various uses 
of your customers. Each brand is 
the best in its class and fully sat- 
isfactory for the purposes intend- 
ed. Remember APEX, SUMMIT 
and XTRAGOOD Typewriter 
Ribbons and Carbon Papers cover 
alf requirements. Besides ribbons 
carbons, stationers also find a 
steady business in our inks for 
stamp pads, numbering and dat- 
ing machines, duplicators, etc. If 
your present line is not satisfac- 
tory, let us quote prices on your 
next order. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 


PHILADELPHIA, PA. 















Silwray 
“Student” 
Lamp 


New List 
Price, 


$9.75 


New price in- 
cludes 
50-watt 

Silvray Bulb 


Our list of progressive dealers includes the 


imes of Pomerantz, and John Wanamaker 


n Philadelphia, H. K. Brewer 


kaw Bros., Hale Desk Co., in New York, 
ther distributors of similar character who 


ure finding Silvray Lighting 


handle because of the satisfaction 


Sileray Indirect Lamps do not use glass screens, 


the light being delivered entirely by 


Silvray bulb, which, silvered by our secret Process 
serves to deliver soft white light that is entirely free 


i both glare and shadou 


Prices, discounts, and complete informa 


sent on request 


SILVRAY CO., INC. 


55 W. loth Street 





UALITIES 





4 
é 
4 
: 
: 
‘ 


You, Too, 
Can Sell 
Silvray 
Indirect 
Lighting 
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SEARLES TYPEWRITER 
| STANDS 
and 


STOOLS 








eee 
At Prices 

That Attract 
Customers 


The attractiveness is not only in price but also in appear. 
ance and construction Here are some interesting speci- 
fications 
1 Stands—Top 14” x 20”. & plywood, walnut or mahogany 
finish Drop Leaf 14” x 8”, one or two, making top 28” or 
36” long. Height 26”. Steel frame, welded, black enam- 
eled. Feet wit rubber tips or castors on 2 or 4 legs 

Stoole—Seat 1%” x 13”, wood, walnut finish. Steel frame, 
welded, black enameled Feet, rubber tips or castors. Stool 
fite under stand and nests into one shipping carton with 
stand. 





ie’ 








hi Searles stools are made with or without backs for office, 
t shop, or counter use. Write for descriptive literature. 
| SEARLES ELECTRIC WELDING WORKS 
Manufacturers 

821 Washington Blvd. CHICAGO, ILL., U.S. A. 
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WIRE 
BASKETS 


Sm ES 


Barbee Wire & lron Works 


440 Conway Building 
CHICAGO 
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I. S. M. A. Zones 7 and 8 Meet at Vancouver 

On September 22, 23 and 24 zones seven and eight of the 
International Stamp Manufacturers Association held a 
meeting at Vancouver, B. C. 

The meeting was opened by Governor George H. Hewitt 
of Zone seven at ten o’clock Thursday morning, before a 
splendid attendance. He introduced His Worship, Mayor 
L.. D. Taylor, who spoke appropriately of his early sales 
efforts in the stamp business and then gave a vivid outline 
of the wonders and advantages of Vancouver particularly 
and British Columbia in general. 

Following the remarks of the mayor, Governor Hewitt 
then tendered the gavel to Governor S. Pels of Zone eight. 
Governor Pels thereafter presided throughout the three 
days’ session in his usual efficient manner. 

His report was to the point and he laid down several 
paths for the delegates to follow in their deliberations 

Vice-President James M. Patrick of Zone eight gave a 
delightful talk, prefaced with humorous observations. He 
made many practical and valuable suggestions. 

Vice-President Fred H. Bronner of Zone seven gave a 
chalk talk by means of a blackboard. He stated that a re- 
cent survey by a reputable body of men disclosed that 49.9 
per cent of houses in the survey showed a loss when all 
proper items of expense were considered. In the discus- 
sion which ensued, the blackboard proved to be an invalu- 
able aid. Governor Pels spoke at some length on costs in 
different industries, supporting Vice-President Bronner in 
his contention that the products of the stamp association 
are sold more cheaply than any of those in corresponding 
trades. 

Sundries Group Session 

G. E. Rinehardt of Los Angeles started the sundries 
group session in the morning, but gave way at two o'clock 
to permit the Pacific Telegraph and Telephone Company 
to present its side of the trade check question 

R. F. McQuestion of Seattle was the speaker for the tele- 
phone companies. His remarks were supported by E. F. 
Halliwell of Vancouver. Several copies of the telephone 
companies’ recommendations as to check sizes that did not 
operate pay telephones were distributed After the tele- 
phone companies had completed their case, Chairman Rine- 
hardt again took up the sundries discussion. Many letters 
were read from eastern manufacturers setting forth a fine 
attitude toward the western dealers in answer to recent 
requests for better packing of shelf goods. Several of the 
manufacturers are already at work on this problem. 

Charles Krebs of Portland took charge of the meeting 
as chairman of the stencil group session. Following this 
logotypes were considered, Governor Pels acting as chair- 
man. Several reports were submitted 

Steel Stamp Group 

Friday morning found Fred Bronner of Portland in the 
chair at the head of the steel stamp group. Several reports 
were submitted and interestingly discussed. It came out at 
this session that the average number of letters cut by all 
the workmen is five per hour of the popular sizes. Brass 
dies, including those on ticket daters, time stamps, etc., 
were discussed. 

Ed. Garrison of Tacoma was chosen by Governor Pels 
to preside over the seals group session, while George Hewitt 
of Vancouver presided over the brass box die group. Much 
interest was manifested in the discussions in the last named 
group and many examples were placed on the blackboard. 
lt was found that estimated time on each job averaged prac- 
tically the same in every case, proving that manufacturing 
conditions on the Coast are nearly uniform, 

On Saturday morning Arthur Partridge of Seattle was 
called to the chair to preside over the rubber stamp group 


session. Many phases of this department were discussed 





10: 











OFFICE APPLIANCES 


November, 192 


The “FORCE” Model 150 


Automatic Numberer 


SIX WHEELS Retail 
CONSECUTIVE (229 


DUPLICATE and 


REPEAT ACTIONS Attractive Trade Prices 


327941 461508 





A BRAND NEW FORCE NUMBERING MACHINE 
With Steel Frame, Steel Wheels, and Steel Wearing Parts 


STURDY CONSTRUCTION throughout, giving long life 
coupled with efficient and accurate performance. 


IMPROVED PAD, enabling quick, clean and easy inking 


of the felt. 
Features 
SELF-RELEASING STOP CATCH—Numbers can be 
that changed with a minimum of time and effort. 
make GRADUATED GAUGE PLATE insures the accurate placing 
sales of the numbers. 


CONVENIENT ACTION CHANGE—Quick, easy and posi- 
tive changing from consecutive to duplicate, etc. 


BOXED WITH BRUSH—TOP INK BOTTLE—Saves time 


ind eliminates muss. 


Handsome counter and window display cards 


Dealers Helps: 
and attractive circulars for mail distribution. 


Wm. A. Force & Company, Inc. 


105 Worth Street, New York City 180 North Wacker Drive, Chicago, Ill. 
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Would You 
Buy an 
Automobile 
Without a 
Motor? 





A vertical File Drawer made to 
held correspondence papers, rec- 
ords, catalogs or what have you 
te put in it? 




















_ 
Here are the papers in the draw- 
er—But such a long costly hunt 
te find any one you may want 





in example of how 80% of files 
are indexed—<till a slow, costly, 
impatient job to find any desired 
paper. 
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Well constructed, 
Serviceable, 

Good Looking, yes, 
But of what value 
to the customer? 


Then Why 

Sell a Customer 

a Filing 

Cabinet 
WITHOUT 
AN INDEX? 


Two Truisms 








‘The value of a filing cabinet 1s measured directly by the 
efliciency of its index.” 

“Selling one item produces one profit. Selling two items 
produces two profits. Selling several items produces 
several profits.” 

In Selling a Filing Cabinet how many of these profits are 
you making? 


1. The Cabinet 6. Special Name Guides 


2. Alphabetical Guides 7. Proper Name Guides 
3. Celluloiding Alphabetical Guides or 8. Tab Folders 

4. Metal Tab Guides 9. Name Pasters 

5. Alphabetical Misc. Folders 10. Chronological Folders 


BROWNE-MORSE CoO. 


Muskegon, Michigan 


‘ 
a 
on 

an 3 

F faetese 

f ete Y 

f ae 7 . 

7. = ————}} 100% Efficiency 

—— "we 


Any paper, any letter, 





any record, any cata 


—™ =} log located instantly. 

eee eee “a mn 
— ——ee if Indexed witha 
i == 4 Browne-Morse 


“Service System.” 


A world of business is wait- 
ing for you in files of every 
make now in use and in- 


dexed like this. 
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group. 


Owing to 


Partridge also presided over 
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the checks and plates 


the fact that the International Stamp Manu 


facturers Association will have its next meeting in Octo 
ver, 1928, it was decided to hold the next Pacific Coast 
neeting in May of that vear in Los Angeles, where Zones 


; 


o \ 


coupon 


Portland 


t 
‘ven and eight will 


1 
tickets al 


again hold a combined meeting 


secretary was instructed to write a letter of thanks 
larke and Stuart of Vancouver for the programs and 


t na 
i 


ilso to The Irwi 


( Hodson Company of 
badges 


for the 


Registrations were taken at nine o'clock on Thursday 
morning, a fee of $15 being charged All luncheons and 
dinners were furnished from Thursday to Saturday night 
nclusive 

Thursday night was given over to a theater party; Fri 
day afternoon the delegates left the hotel at 4:30 for a trip 
p the Grouse mounta which is about four thousand feet 
high with a dinner at the Chalet This was a delightful 
itta i beautiful setting. 

On Saturday evening there was a dinner dance which was 
exceedingly enjoyable and very well attended. Several im 
promptu talks were made and there was a stunt by James 
Patrick, likewise a pleasant talk by W. L. Stickney of the 


\ 


ancouver 


Harbor Comn 


iSS1O1 


) Saturday after it tv ( CK e Harb ( 
miss through Mr. Stickne lace i beautiful boat a 
the dis} sal ( the cde egates 10 a ) around the | rb T 
\ ght lunch and t retresim«e Ss were supplied ( 
Commissi 

The foll wing pers S atte ed the meeting 

\l nd Mrs. George H. Hewitt, Mr. and Mrs. Cedri 
Cherry, Misses A. Alderson, Frances Riddoch, H. Hughes 
Hazel Shellshear, Mr. and Mrs. L. C. Pedlingham, Mr. and 


M 


rs. Walter | 


recoTec 


nei 


H. Hewitt ¢ 


Hunter; Mr. and Mrs. \ 
1am, Mr. and Mrs. Donald R 
ompany, \ uver; F. | 


“5 
IRKO Erikset 


McE: 


anc 


and Mr. Campbell of Houghton & Smith, Vancouver; Ge 
eral Stuart, Jim Todhunter, A. V. Robins, Mr. and Mrs 
Fred N. Lawrence a Frank R. Stuart of Clarke & Stuart 
( iny, Lt \ couver; E. G. Gill of the E. G. Gill 
Compa! Van oS. Fi s of Evans Stamp Works 
Vancouve Mr. a Mrs. W. L. Stickney of the Vancouver 
Harl Cr ss H. W.S Grays Harbor Stam 
Works, Aberdeen, Wash.; Mr. and Mrs. W. J. Stevens and 
Art Partridge of the Pacific Coast Stamp Works, Seattle 
Was Mr. and Mrs. C. K. Zilly and Fred Bronner of 
Irw Hods Compa Portla Oregon; Charles Krebs 
N. R. Libby iN. T. Booth « Krebs Bros. Pacific Coast 
Star Works, I d, Oreg Mr. and Mrs. Edward J 
Garrison Tacoma Rubber Stamp Company, Tacoma 
Wasl Mr. and Mrs. James M. Patrick of Patrick & Com 
iny, San Francisco; S. Pels of Motse-Klinkner Compatr 
San Francis¢ Jack Irvine of Irvine-Jachens Company 


ncisco; M. L. Willard 


tative of the Superior Type ( 


Hills, Calif 


ompany ol 


> ' 
Be yveriy 


Chicago 


Rinehart and Mr. and Mrs. Clarke Denningtor 
s Angeles Rubber Stamp Company, Los Angeles 
the Moise-Klinkne ( pa Sa Francis 
( District No. &, gives e tollowing express 
It 1 reg i eect Zs 
e goes these meetings appear to bring the 
‘ ers n ! Ss vy < ser together and there 
ever a me re articular city where some 
ive previously had misunderstandings ar 
realize the spirit rt co-operation There are 
i te S « terest t the association and 
) men ers ict enent all al d leave last 4 
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Performance Speaks 


Not until an office machine has actually been put 
into use can its merits be judged. The “Satellite” 
stands the. tests of 
time and hard usage. 
It is heavy enough 
to stand steadily, yet 
it can be moved eas- 
ily and quietly on its 
large metal casters. 
The “Satellite” can 
help swell your 
sales volume. 


Model 2X 


Made especially for 
typewriters and other 
office machines. The 
top is made of highly 
finished oak, mahog- 
any or walnut and is 
sixteen inches square. 
If desired the top can 
be had in all metal, and 
is adjustable. The 













metal top is supplied 
in a baked ebony 
enamel, 


Adjustable Table Company 


Grand Rapids, Michigan 




















WITHIN THE REACH OF ALL 


Add-a-Unit 


PARTITION LINE HAS A 
MODEL AND GRADE FOR 
EVERY REQUIREMENT 


We are illustrating the new LEADER model 
just designed for spaces where an inexpensive 
partition is desired. It is especially desirable 
for sub-dividing office spaces in manufacturing 
plants and general offices. 

Dealers, we want you to investigate our Prod- 
uct, you are certain to become enthusiastic 
about it and the increased profits with very 
little additional sales effort will ultimately con- 
vince you. Write us for full information. 


ADD-A-UNIT PARTITION COMPANY 
872 W. North Ave., Chicago 
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Cell-o-lights 


Illumine Profits 
for the Stationer 


Cello-lights look like other desk 
lamps but their superiority is 
easily demonstrated. Made with 
Model No. C 200 4 scientifically constructed, day- 
$8.75 light lens, they shed light on the 

subject so as to give the eye a 
clear, accurate image without 
glare or strain 


List Price, 


Dealers find Cello-lights 
easy to sell and worth push- 
ing, either as special equip- 
} ment or as part of a com 

plete installation. Write for 

illustrated catalog 


Cello 


Incorporated 
19 West Houston Street New York 

















“FOLD-UP” 


The New, Low Priced 
Beacon Folding Chair 


Strong, comfort- 
able, fine in ap- 
pearance and low 
in price, the 
FOLD-UP appeals 
to the careful buy- 
er. It opens up a 
new field of sale 
and sells easily be- 
cause of its in- 
tensely practical 
design and its in- 


/ expensiveness. 


The FOLD-UP, as its name With the exception 


implies, folds quickly and eas- » . 
ily to a thickness of only 14 of the seat and the 
inches. A set of four fits floor contacts, the 


(They fold fiat, too to faci. FOLD-UP is made 
tate stacking.) entirely of steel. The 

frame, of tubular 
steel, is electrically welded and riveted, eliminat- 
ing the use of nuts and bolts. Though it weighs 
only 834 pounds, it can carry a load of more than 
100 times its own weight. 





It will be a pleasure to send you complete de- 
scriptive matter and prices. Write today. 


BEACON STEEL FURNITURE CO. 


1841-45 Carroll Ave., Chicago 

















” 


“Y and E” Direct Neme, Inc. 

[he current sales contest of the Yawman and Erbe 
Manufacturing Company has been crystallized on an 
imaginary corporation, “‘Y and E’ Direct Name, Inc.” 
Sounds like another consolidation—which it is, by the way. 
The efforts of salesmen will be concentrated until Decem- 
ber 31, 1927, on the sale of angular tabbed direct name al- 
phabetical guides. As salesmen make progress, they receive 
certificates, or stock shares, in the new “Inc.” These are 
issued in denominations of 500 points, and any salesman 
having three or more certificates at the end of the contest 
can cash them for $5.00 each. The usual “Y and E” special 
prizes for meritorious production will go to branch sales- 
men, branch managers and travelers. Three merchandise 
prizes are the contention of managers. Three salesmen of 
branches will get cash prizes of $75.00, $50.00 and $25.00 
for the first, second and third highest rating in points. The 
three highest travelers will get $50.00, $25.00 and $10.00 re- 
spectively. 

[he salesmen will be supported in the field by an agres- 
sive direct mail campaign 

oe 
Rem Randers Bowl at Tonawanda 

The Remington-Rand organization of Tonawanda, N. Y.., 
has entered a bowling team in the best known league in 
suffalo. This team is one of sixteen of the most repre- 
sentative teams which get together each year in what is 
known as “Floss” Big Five 

This is the thirty-second consecutive year that this league 
has been in existence and every state or national tourna- 
ment for a numbers of years has either been won or rep- 
resented by teams from this league Recent scores show 
that the plaving is good 

> 

New Sheaffer Clubhouse Suffers Storm Damage 

The new $100,000 Sheaffer athletic club’s fine home at 
Fort Madison, Iowa, suffered hundreds of dollars of dam- 
age in a fall storm. More than eleven inches of rain fell 
during the night, washing away portions of the newly- 
sodded lawn [The basement of the building was flooded, 
affecting the bowling alleys, billiard tables, one of the 
gymnasiums and other recreation rooms. Members of the 
club worked most of the night to prevent greater loss. The 
clubhouse, which was presented to the organization by W. 
A. Sheaffer, had been in use but a few weeks 

> 
Clemetsen Company Issues Useful Book 

“Pointers in Planning an Office” is the title of a useful 
booklet dedicated to business executives, prepared by the 
service department of The Clemetsen Company, 3401 Divi- 
sion street, Chicago. It contains many helpful suggestions 
in office planning and covers such subjects as the sales 
value of a good office, the office lighting system, pointers 
on office harmony, ideal air conditions for the office, five 
factors that determine office equipment, laying out of the 
office, the general office, the private office and necessary 


features of the modern desk. The booklet is pleasingly 
arranged and well illustrated 
ee 


Typewriter Firm Moves 

Post and Haller, typewriter specialists of San Antonio, 
Texas, have moved their business from 301 Central Trust 
building to 119 South Flores street. In their new location, 
this firm will have much more floor space and better work- 
ing facilities in addition to a front display window in which 
to exhibit their merchandise. The company, which con- 
sists of Ralph A. Post and Fred Haller, began business 
only a few months ago, and during that short time have en- 
joyed a phenomenal success, having recently sold 15 type- 


writers in one dav —B. C. R 














ee A atten 








November, 1927 OFFICE APPLIANCES 287 


Sell More 
Desks in 
this New, 
Wider Market 


Here are desks designed for the specialty The desks are of genuine mahogany or gen- 
shop, home, doctor’s office, studio, etc., that uine walnut exteriors, the tops being solid 
can be sold at a reasonable price and _ or 5-ply, the panels 3-ply and the legs, rails 
in big volume Dealers find them es- and drawer fronts solid. Center drawer has 
for retail merchants, lock and pin tray, and double pedestal desk 
has deep drawer on right hand side fitted 
with follower block for filing. 





pecially appropriate 
salesmen who have reports and other 
data to prepare at home, for millinery 
and dress shops, real estate offices, etc. These desks have developed a strong de- 
[he single pedestal desk measures 36 mand during the past ninety days and 
by 26 inche s and the double pedestal 48 by many dealers are building up a new class of 


26 inches trade with them. Full details on request. 
121 Medford Street Charlestown, Massachusetts 


















































In Single Widths 
for Individual 
Lockers With 
and Without 
Shelves 





Double Size in a Vari 
ety of Interwr Arrange 
merits 
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Counter-height Cabinets, Open and 
Closed. With and Without Shelves 





All That You Have Ever Hoped for 
ina Storage Cabinet Line 








: ONCEALED 


C 
SAFE 








Every stage of cabinet development to 
date has been capitalized. Every selling 
advantage has been utilized. Every ser- 
vice feature to the user has been pro- 
vided for. Built in two widths, two 
heights. Complete variety covers every 
need. 


Invincible storage cabinets are spacious, 
sturdily built and excellently finished, 
and priced to sell. 


Write at Once for Our New 
Catalog and Price List 


The Invincible Storage Cabinet Line will 
provide you with a popular seller and a 
good-will builder. You will want this line 
when you know what it offers you. Our 
catalog, just off the press, has also many 
other new and novel sellers. Write for a 
copy today. 


INVINCIBLE METAL FURNITURE CO. 


Manitowoc, Wisconsin 
NEW YORK CHICAGO LOS ANGELES 


R. Orthwine, 344 W. 34th St. E. E. Blankmeyer, 133 W. Lake St. M. M. Corbett, 420 S. Spring St. 
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Direct Mail Advertising Meet at Chicago 
The annual convention of the Direct Mail Advertis:ng 


\ssociat n, Ine held at the stevens hotel, Chicago, May 


18 21 attracted a representative atte! dat ce ot advertise rs 
nterested in direct by mail sales promotion. The exhibit 
hall of the hotel, which will house the Chicago business 


show this month, was filled with exhibits of office machine 


manufacturers, paper stock mills, letter shops, publishers, 


advertising service houses, et: Among the exhibits noted 


during a visit at the convention were the following 


ADDRESSOGRAPH COMPANY, CHICAGO, ILL.—A complet: 
showing of Addressograph service, expressed by machines it 
operatior fror the Graphotype or making address plates 
through the various models of hand and electrically driven 
Addressographs, and the “Dupligraph,.’"’ which prints name 
1ddress, salutation and processed letter at one impression 
P. V. Ward and Oscar Carlson were in charge 

THE AMERICAN MULTIGRAPH SALES COMPANY 
CLEVELAND, OHIO Demonstrating the Multigraph as an of 
fice duplicating machine, producing high grade results wit! 
fidelity to personally written letters The entire range of mu! 
tigraphs was shown, to the Compotype”’” and the automati« 
addressing and multigraphing machine *". M. Boughton, dis 
trict manager at Chicag was in charge 
ARLAC DRY STENCIL COMPANY, PITTSBURGH, PENNA 
The Illinois Paper Company showed this line 
RUSSELL ERNST BAUM PHILADELPHIA PENNA 
Folders for office and letter shops displayed, the exhibit 
harge of Russell Ernst Baum himself 

THE BIRCHER COMPANY ROCHESTER, N. Y Birchet 
sealers, envelope openers, mail tables, et demonstrated under 
the direction of Archibald Geddis, district manager at Chicag 

THE DERBY LETTER MACHINE COMPANY, INC NEW 
YORK, N. ¥ The Derby 150 was demonstrated. James P 
Hunting, vice—president, directed the activities of this exhibit 

A. B. DICK COMPANY, CHICAGO, ILL.—T! Mimeograp! 
ind “‘Mimeoscope™”’ were shown in operation by severa tte 
shops which had exhibits at the 

BLLIOTT 


I 


ADDRESSING MACHINE COMPANY CAM 


BRIDGE, MASS K. A. Von Lad Chicago manager id 
harge of this exhibit, which s wed the several types of 
iddressing machines manufactured luding the automat 
feet ectr 1ddresser which har : ny envelope fror posta 
rd 6x12 inches ta sl] c nvelopes | minut 
iCKINE the envelopes and retur ne the ater a ‘ 


lrawer for ling 

GOLDING DIVISION 
PANY BOSTON 
H vard D. Salin 
THE HEINN COMPANY, MILWAUKEE, WIS \ large and 


iried assortmer of covers for OR 


AMERICAN TYPEFOUNDERS COM 
MASS —A machine exhibit ta chara 


lemonstrated by Harry Ehman and staff 
KIER LETTER COMPANY, CHICAGO, ILL Tl Ind 
ializer was shown turning out etters on a Gordor pres 
wit}! the Kier dev | ! I I Ss addr 


‘ fron notype slugs 

THE MENTGES FOLDER COMPANY SIDNEY OHIO 
Paper folding machines for letter shops and other large us 
of such facilities were shown. The company also makes s1 
sizes for individual office use W. B. Reicl sales manager, ar 

Blake Se retary treasul cted wit) t he 

ested publi 

MULTICOLOR SALES COMPANY CHICAGO, ILL.—T 
Multicolor press was put through its stunts by a staff of sale 
men and demonstrators, under the direction of E. G. Ryar nd 
J. E. Quinn, the active heads of th nisi 

POLLARD-ALLING COMPANY NEW YORK, N ¥ 
oompany's addressing system was explained and demonstrated 
C. R. Ketchum was in charge of the staf 

POST MANUFACTURING WORKS 
itomatic envelope press was cde ! 


ness 


aff 


CHICAGO, ILL.—T 
strated to advertisers w 
ire interested in the rapid printins f made-up envelopes 

THE POSTAGE METER COMPANY, STAMFORD, CONN 


a 


Per r for metered a SY shown, and also the n 
ble for the systematic and speedy handling of incor 
itg gn by large business hous« Frank Nuttall, distr 


cag was If 


ger hi harge 
PID ADDRESSING MACHINE COMPANY ROSELLI 


N Speedy serv or paring mailing of various types 
f dispat were demonst ted by a staff directed 
E. Burleigh, general sales manager 
SMITH & CORONA mW TERS IN¢ SYRA 


USE, N. Y¥ Standard corresponds ‘ ichines wet 
hroughout the registration boot! 
SPEEDAUMAT ADDRESSING MACHINERY 
CAGO, ILL.—Various models of th: mpany'’s addressing d 
es and plate making machines were demonstrated by Miss 
sor A novel type of ector told the story 
' ! rvice or £ plat ended above the exhibit 
THE rYPOGRAPHIC MACHINI COMPANY DAYTON 


cf 1 
= \T hr 


OHIO | Set—O-Type for posing elite 
fron ew ad? Ml tigran) nder r flat rail < te 
rd, was demonstrated F. H 


TRING COMPANY CHICAGO 


LI We I t nks ‘ bining rder | 
pes ir ! 1 e, were show ©. E. Bull was ir hares 
NITED STATES ENVELOPE COMPANY, SPRINGFIELD 
[ASS The mopar modern f ties for housing at z 
; @ e hy izt 
n str R. I ead arte! 
Pe I fur livid — 
‘ 
‘ f , 
} fron 
> 
\ - j 
\\ 
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AND-—-your customers stay with you. 

One dealer says, ““‘The HANNA is easy to 
sell and we have never handled a line where 
our customers remain so loyal. We consider 
the repeat supply business on every Recorder 
ashavingacash valuetousof at least $50.00.” 


You need to make only a few sales to catch the 
spirit. Write today for full details. 


HANNA REGISTER COMPANY 


O0~222 Easr Onto ST 


INDIANAPOLIS IND USA 





Writes Bright Blue 
Turns Jet Black 

~Its Waterproof 
and Everlasting 





For Signatures of Importance 
and all Writing of 
Intended Permanence 
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= —— _ Acccurting Systems Shown at Gas Convention 
Th Ihe American Gas Association, Inc., comprising public 
e utilities in the heating and lighting field, held its annual 
FREE HAND convention at Chicago the week of October 10, with head- 
~ quarters at the Stevens hotel. The basement show room, 
B ~ d which will house the Chicago business show this year, was 
im er filled with exhibits of appliances and supplies used in the 


“ PM fie a production and distribution of gas. Exhibits of accounting 





Reg. | ~ 





and billing systems for gas producers, and other office ap- 





pliances were shown on the third floor of the hotel, ad- 
jacent to the hall in which the convention sessions were f 
held. Before and after sessions the exhibits were studied 
by many of those attending the convention 


\ bird's-eye view of the use of machinery in handling 





consumers’ accounts was afforded by an exhibit placed in a 
corridor facing the convention hall This was called a 
“working exhibit of customers’ accounting.” The various 
devices shown were placed on desks furnished by the 
Jamestown Metal Desk Company, where such devices were 
not mounted on their own stands 


Che exhibitors from the office equipment field included 


| Improve your profits with Addressograph Company, Chicago, IIL, was represented 


SS SL te OES eS ae 


by one of its machines for filling in consumer bills. This 


this improved binder came from the office of the Peoples Gas Company, Chi- 


——— — 








: 

. 

. The FREE HAND BINDER saves much time in han cago, and was operated by the gas company’s own man 
diing and filling out blank forms, invoice and order : ; 

i blanks, etc. Simple operation—more efficient than arch Burroughs Adding Machine Company, Detroit, Mich, 
or clipboards Sheets do not require punching binder P 

i easily opened or closed with one hand had a complete array of machines for public utility account- 

| Stationers and office ex hav is : - T : : ’ 
‘ an n julpment dealers have in thi 4 — — FP > < , _ ‘ a 

; oan iementens deviek & tere convenient end sere ing ~~ 4 [rew, special representative from the home 
iceable method of handling inventory blanks, bills of office. directed a staff of salesmen and demonstrators 
lading and many other forms It is easy to sell and 4 ’ 2 3 5 : 
profitable. Write for descriptive price-list of stock sizes These included St. Clair Bromfield, New York City 


j branch: F. N. Lortie, home office, Detroit; G. A Shoggen, 
FREE HAND BINDER CO. St. Louis branch; R. F. Lazenby, Chicago branch office; J. 


227 Pearl Street New York, N. Y. : ; : n 
Van Sloan, home office, Detroit: Miss Genevieve Welch, 

















Chicago branch office / 





Ditto, Inc., Chicago, Ill, showed the use of the Ditto 


machine in handling customers’ accounts. C. A. Bergsten 








was in charge, assisted by E. E. Gundaker 


Felt & Tarrant Manufacturing Company, Chicago, IIL, 
demonstrated the “Comptometer.” The exhibit was in 
charge of A. Ward and J. Neal, assisted by Miss Whittam, 


demonstrator 


660 ee. 


[The General Office Equipment Corporation, New York, 


N. Y., showed its Elliott-Fisher machine for handling cus 





| tomers’ accounting work. This was its premier showing in : 
the gas field E. A. Norman, of the headquarters staff, 
was in charge. Sundstrand interests were handled by P. B 
Sea 
The Marchant Calculating Machine Company, Oakland, 


Calif., was represented by Harry Shiflette, of the ( 


branch He had a full line of Marchant calculators to show 
+} 


hicago 


e ease of mechanical calculation The electric 


model won much interest 





Proudfit Loose Leaf Company, Grand Rapids, Mich., 





showed meter reading and accounting equipment in Proud- 


fit loose leaf binders. L. L. Bigley, district manager, Chi- 


ee ewe 


cago, was in charge 

Remington Rand, Inc., Tonawanda, N. Y., was repre- 
sented by four of its divisions: Dalton Division, H. A 
Hicks; Kalamazoo loose leaf division, T. Korman; Rand 
Kardex Service, W. B. Mainland; Remington typewriter 


division, H. J. Johnson. The products of these divisions 


as applied in the public utilitv field were explained to in- 
terested executives 

Underwood Typewriter Company, New York, N. Y., dis 
play was in charge of J. A. Dunn, from the home office, 


assisted by George Petsche of the Chicago Office and H. O. 


C. HOWARD HUNT PEN CO. Blaisdell, from New York. Miss Marie Cloutier demon 
CAMDEN .N.J. strated public utility machines for consumer accounting, 


uding billing and other classifications 
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The Indiana Desk Line 
Is Complete 


Why split your effort, when you 
can concentrate on one line and 
thus buy in larger quantities and 
sell with greater profit? 


onsidering a line of desks, you 
want one that is complete. You 
lon’t want to carry half a dozen 
brands of conflicting merit 
he Indiana line is complete. For 
the office there are flat top, roll 
op, double flat, typewriter and 
wookkeeper’s desks and tables: tor 
he school, teachers’ and students’ 


- sas . o# . "20 } 
me Gud now ti erve your needs 


Indiana 


You will be interested in our spe- 
cial carload discount which, with 
much lower carload freight rate, 
greatly increases your profit. 


lay we tell you more about the Indiana 


Desk Company 


The Desk Specialists 
Jasper 


Indiana 
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NO UNCERTAINTY 
IN HANDLING BUSHNELL 
“PAPEROID” WALLETS AND POCKETS— 


No Anxiety about Quality 

No Worry as to Workmanship 
No Doubt about Policy and Prices 
No Apprehension as to Sales 








Sell BUSHNELL — and be sure of Profit! 


ALVAH BUSHNELL COMPANY 
13th and Wood Streets Philadelphia 


MAKERS OF 


Uctfex 


Nationally Advertised 








eee 
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Fifteen Years Ago 


Brief Mention of News Items and Important 
Articles Appearing in the Columns of Office 
Appliances for November, 1912 


The portrait of Isaac Wagemaker, 


Wagemaker Company, Grand Rapids, Mich., formed th 
frontispiece of this issue 
“Some of the Joys and Glooms of Typewriter Selling’ 


R. McKey 


showed “The 


was a narration by H 


Ellwood Marston Meaning of 
indicating methods which any 


prime requisite 


Visitors from other lands were so numerous that the 


report of their calls was combined under a_ heading 
“Friends from Abroad Visit Us.’ 

[The 1913 business show at Chicago was scheduled at 
the Coliseum March 17-22 

The Monroe 
the market 


The Stenotype, 


calculating machine had been place 


months ago by the La 


Salle Extension University, was being demonstrated in a 


} 


acquired a tew 


number of Chicago commercial colleges. 


an : 
Envelope Simplification by War Department 
[The United States War Department has arranged to 
sizes and style Ss 


reduce the of envelopes used from eighty 


to thirty. This follows the recommendations of the simpli 
hed practice division of the United States Department of 


LC ommerce 


—aF 
CATALOGUES 
To! 


Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 














Manufacturer 
The Howard Paper Company, Urbana, Ohio, has 
portfolio of letterheads envelopes and miscellaneous offic 


issued a 


for s, printed on Howard bor 
The L. C. Smith & Corona Typewriter Inc., Syracuse, N. y 
has distributed a leaflet ir olors featuring the Corona Fou 
the six new finishes now available bruce green, mounta 
sh scarlet, cream, lavender, light marecon and channel blus 
\ four page folder in colors fro the Central Paper Con 
pany. Menasha, Wis., features holly paper in rolls and sheets 
for Christmas parcels This pay is provided in rolls for met 
chants’ wrapping fixtures, as well as small rolls for the house 
hold user 
From til Du-Plex Onvelope Corporation, 3026 Franklir 
boulevard (hicago lil comes a handsome catalogue or 
Ss ntific Cat £ Building This tells of the essential de 
arat from t ysical standpoint, with impor 
! t n the I f envelope to employ in trans 
mitting the catalogue to customers and prospects 
F ! a. - Dick Company) 720 West Jackson boulevard 
Chicage Il come two folders descriptive of new machines 
T) Model 72 portable rotary M eograph works on the same 
r s tl larger models nd produces the same hig! 
1 work rh Autoslip nterleaver is an attachment 
ev l Mimeographs Nos. 78B, 7T7B, 78A, and 77A This 
! nserts slip sheets automatically and with mechanical 
precision on sheets coming from the Mimeograph cylinder 
From t A. D. Joslin Manufacturing Company Manistee 
Mic! comes its catalogue of time and dating stamps and 
marking devices Included in this comprehensive catalogus 
ire various types of pad inking and self-inking (ribbon) tin 
stamps are shown, check certifier, cash fare cutters for rail 
roads steel letters and figures for stamping any mater 
milk can embossing machine, embossing type. and dies 
bossed icenss plates stamped checks of various sorts 
iriety of badges, standard and dating ticket punches 
Fr rt Clemetsen Compar 101 Division street, Chicag 
I comes a helpful brochure Pointers in Planning an Office 
This w prepared for the assistance of business executives } 
mpany's service department, with credit expressed t 
several sources The brochure s ustrated TI points cov 
1 include the sales value of a good office, the office lighting 
system, pointer on office harmony, ideal air conditions for 
he ft f factors that deter I office equipment, laying 
1 offic ge r ff the private office, necessar\ 
features ft r 1 desk I ters in Planning a Office 
should be very helpful t business men planning new offices 
as it considers not only the office equipment phase, but also 
the mportant factors f decoration, heating and entilation 


nd its furniture 





president ol The 


System,” 


mind can grasp easily as a 
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ADDING MACHINE PAPER 


Suisal@ectenl 


for Stationers 


because 
users are always 


SATISKIED 















baltesters 
av1omers 

can save romney 
by obtaining stock 
from nearest distributor 
Write for List of Agents 








“Universal” 
Multi-Wing Displayors 
and Bulletin Boards 


Are Used in Every Field of Human Activity 


8 FETSRORH Le dd 


ee ae 


™ 






USEFUL TO 


Realtors Maps 
Educators Charts 
Architects Samples 
Exhibitors Printing 
Traffic Men Exhibits 
Statisticians Bulletins 
Sales Managers Statistics 
Office Managers isi 
Shetagrephe 
wr a “: 


Write at once for 1927 Catalog No. 190 and New 
Office Equipment Distributor Plan 
Gnibversal Fixture Corporation 


133-135-137 West 23rd Street 
New York City 
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- Fe sh Distributor 
The Associated Stationers Supply Company, 201-15 North 


—_ —_— Franklin street, Chicago, UL, distributes an envelope stuffer 
| regarding the “Columbian” art calendars 
‘6 9? Direct Mail—Manufacturer 
AMP O The Hoosier Desk Company, Jasper, Ind addressed com- 
mercial stationers on the desirability of adding the suilt True 


. Clear Thru” line to their stocks. 
\ letter on filing supplies was addressed to dealers by the 
mproved Ribbons and Carbons Oxford Filing Supply Company, 500 Driggs avenue, Brooklyn, 
N. Y¥. This was a four-page letter, the center pages showing 


illustrations of Oxford file folders, with prices 
Lefax, Inc., Ninth and Sansom streets, Philadelphia, Penna., 





Improvements that mean featured Lefax as a Christmas gift item for radio fans, busi- 
rreater durability and sharper, ness and professional men, salesmen, students, et« Special 
greate ; Ki . holiday boxes are provided for these various items 
cleaner impressions have been The American Electric Company, Inc., State and Sixty- 

: ated 3 “AMPCO” fourth streets, Chicago, IIL, addressed dealers regarding the 
incorporated in A: rib potential market in offices for Burns telephone brackets, ad- 
bons and carbons. Rigid adher justabl. desk trays, sanitary glass mouthpie es for telephones 

2 and Burns stenographic note book holders 
ence to advanced manufacturing The Allen—Wales Corporation, 309 South Fifteenth street, 
= { tam ’ a a Philadelphia, Penna distributed a two-color mailpiece on the 
methods and practices have en Model 40 direct subtraction adding machine. This is made for 
abled us to present to the trade hand or electric operation; the electrically driven machine is 
. convertible instantly into a portable hand machine 
finer carbon papers and inked Contributing to the Success of Business’ is a handsome 

. . : ble folder in four colors from the Acme Card System Company, 116 
ribbons tor every conceivable South Michigan avenue, Chicago, Ill. It shows how Acme 
purpose Carbonized rolls for all visible records bring speed and accuracy to numerous lines of 

: , , business and industry The extensive distribution of Acme 
adding and billing machines and systems is suggested by a map of the world 
: ; ; The Portable Adding Machine Company, 343 South Dearborn 
inked ribbons of any width are street, Chicago, Ul, addressed dealers regarding a new mail 
yart of our regular stock line piece on the “Corona Accounting Cashier."" Stocks of these 
f ‘ folders are furnished to dealers on request. They can be used 
Special orders easily and prompt- is direct mail advertising, or as a piece of printed matter to 
ly filled leave with prospects after a demonstration Space is provided 
for the individual dealer's imprint 
. The Addressograph Company, 963 South Peoria street, Chi 

If you are not selling cago, UL, dispatched a folder, “Gets Results This narrates 

“AMPCO” products you are not the power of the eee ot 0 ayatems to areee sates re 

, duce expenses, prevent mistakes, get things done and snap up 

selling the best. Write us and office routine Specimens from successful campaigns, expres- 
we'll be glad to prove the truth sions of satisfied users and an imposing array of the various 
types of Addressographs and Graphotypes, complete the folder 

our statement A broadside was sent to dealers by the National Blank Book 
Company, Holyoke Mass., telling “Five Ways to Boost Fall 

Sales.’ This showed how to interest local circulation of a 


. . | national weekly in the company's loose leaf and bound books 
American anifold Froducts Uorp. and narrated the various sales aids available to dealers. A 
return post card was provided for the dealers requisition for 

2900 Darwin Terrace Chicago, Illinois 


advertising accessory matter, very appropriately attached to 
the broadside by a gummed reinforcement for loose leaf sheets 
rather than the conventional gummed seal. 
| The persuasive appeal of process color reproductions makes 
1 current mailing by the Elliott Addressing Machine Com- 
pany, Cambridge, Mass., very effective “It Sure Does Pay 
Dividends” on the outside leads the recipient to close perusal 
of the remainder of this mailpiece. Within a tray of address 
STENCIL—PAPER stencils is shown in natural colors—part of the classification 
scheme of the Elliott system—with a vase of flowers in the 
background to give pictorial appeal. This mailing emphasizes 


THE STENCIL PAPER the advantages of fiber stencils, and tells also of the several 
types of addressing machines produced by Elliott 
Supreme Direct Mail—Dealer 

NO MOISTENING BEFORE USING From Stromberg-Allen & Company, 430 South Clark street 
Chicago, IL, comes a bulletin featuring the “A-S-E”" No. 3487 
steel storage cabinet for office use A striking blotter for 
October accompanied it, with an appropriate Hallow’e’en 
illustration 

The Wholesale Typewriter Company, 428-30 Broadway, New 
York, N. Y., addressed dealers regarding new low price lists 
covering “Master Grade" rebuilt Underwood and other makes 
of typewriters and rough machines 





Accessory Advertising Matter 
Dealers of the Yawman and Erbe Manufacturing Company 
ire provided with a wealth of sales material for use during the 
coming transter season 
The Irvine-—Pitt Manufacturing Company, Kansas City, Mo., 

















s s has a full stock of advertising electros on Vi-Dex" visible 
T T records and the new English morocco memo books, for the use 
E E of dealers. 
N N The Lyon Metallic Manufacturing Company, Aurora, Ill, has 
Cc Cc a magazine filled with selling ammunition for dealers handling 
I - I Steelart’’ tables. These include display material, advertising 
L _ ~ ee L electros and a book on “Demonstrating the Lyon ‘Steelart’ 
; Table.’ 
: P a (DRYTYPE * P The American Electric Company, Inc State and Sixty 
: A - A fourth streets, Chicago, Ill, has a neat folder in colors which 
: P P is supplied for dealer distribution, with individual imprints 
: E E This folder tells of the telephone brackets, adjustable desk 
R : R trays, and stenographers’ note book holders This is an ex 
A Dry Indestructible Stencil Paper For All Duplicating Machines omen envelope stuffer on items that sell without extended 
‘ or 
8 REASONS WHY PEOPLE DEMAND DRYTYPE The Leopold Desk Company, Burlington, lowa, provides its 
: 1. Greatly improves the printed work. dealers with a variety of helpful advertising materia Included 
: 2. Greater ease in typing, no special type touch ire envelope stuffers, hand blotters, newspaper and catalogue 
; uired. cuts, catalogues, loose sheets from catalogues, folders, “‘Offi- 
: 3. a of perfect copies from one scopes" (charts to aid in planning layouts), wood panel adver- 
- . tising signs, specimen card showing the fifteen major opera 
. . No’ silp-sheeting em mest bend papers and tions in finishing desk tops, showing respectively walnut, oak 
. 5. 20% leas ink consumption. ind mahogany) a eee 
6. Does not clog the type nor injure typewriter. ri is! 
| 7. —— . ~~. mena never to dryout or The Wholesale Typewriter Company, 428-30 Broadway, New 
joterterase. , York, N. Y., has announced lower prices with special discounts 
. 8. Drytype is protected by § United States Patents. on “Master Grade” rebuilt Underwood and other typewriters 
if Reliable Dealers, Saleemen and Distributors The Edge water Paper Company, Menasha, Wis., has dis- 
; of Merit, Write for Samples and Prices tributed a new price list to the trade Quotations cover unit 
: packages in several specific quantities, the price per case be- 
DRYTYPE STENCIL COMPANY, INC. coming less with increases in the number of cases ordered a 
. The Reyburn Manufacturing Company, Allegheny avenue an 
387 Broadway—New York City Thirty-second street, Philadelphia, Penna., has distributed its 
= STENCIL— PAPER —————— new price list No. S-27 covering shipping tags and other 








paper fabrications 
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Vew in principle 
using indirect light 


Different in design—no 
glass lenses or other 
breakable glass 
parts 


More light—trom a 
higher degree of dif- 
fusion 


Greater eye efficiency 
no eye fatigue from 
glare 

‘omplete eye comfort 
with perfect reading 


illumination 


\ light of elusive soft- 
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where you want it 


1 want it, and as 
ti 
The less you notice a li tht 
< Detter it 
| lhe ent ca sence ol ore 
m s Silverglo such 


nenaoLuesie 


00 E Federal Street 


| BALTIMORE, MARYLAND 
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A lamp for every need — in the home 
or office. from the handsome 
matched office suites to the factory 


desk 


Every Silverglo lamp furnishes the 
same quality of light. being different 
only in design 


Remember —The Silverglo Desk Lamp ts an 
ll] metal lamp, using the modern idea of indi 
rect lighting. No replacements of glass lenses 
or other breakable parts required All parts 
used in the construction of these lamps 
approved by the Underwriters Laboratories 
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HESE are the three qualities which explain the surpassing efficiency of the 3 
Remington Bookkeeping Machine. & 


The superior speed of this machine is well known. Since the introduction of 
the New Remington Front Feed Mechanism, it has become unrivaled in the 
swiftness with which it functions. 


But every practical user of a bookkeeping machine knows that speed 
is useless without accuracy, and even accuracy is not final without 
certainty. You need, above all things, an infallible proof 
that you are right. 


The Remington Bookkeeping Machine furnishes this proof 
as a by-product of the work. When the posting is 
completed, everything is completed, including the proofs. 

If these proofs agree with the pre-determined totals, 
you have final proof of accuracy. There is no checking 
back—the Remington Bookkeeping Machine com. 
pletes the work in one run. 


It is the combination of these three advantages 
—speed, accuracy and certainty—that J 
explains the exceptional time and cost : 
saving service of the Remington Book- 
keeping Machine. 


We shall be glad at any time, on your 
request, to demonstrate to you how 
these proofs are obtained. And to make 
this evidence decisive, we will be glad 
to make this demonstration on your 
own work. 


REMINGTON TYPEWRITER 
COMPANY 


Bookkeeping Machine Department 
374 Broadway, New York 
Branches Everywhere 


DIVISION OF REMINGTON RAND INC. 


Remingtc 


BOOKKEEPING MACHINE ~ 
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or Are Under Construction 
There Is a Market for 
IMPERIAL Built-in 


Steel Furniture 


Banks, courthouses, stores, public 
institutions, buildings of all kinds 
require a certain amount of special, 
built-in furniture. Imperial dealers 
are enabled to bid successfully for 
this business because’ Imperial 
installations are built right and in- 








' 


TUTTLE LE 





| : stalled at a cost that rivals stock 
= —— lines. The dealer carries no stock, 

_ - simply outlining the requirements 
wi ~— pry ¢ 1 g € eq € , 
- ao wig = Plans, prices and suggestions that 

: as 
~AG  — will help close the contract are sup- 
se plied as part of our co-operative 
art i= £ ° " ° . . . ‘ 
| 2) aoe service. Your inquiry is invited. 
< ” - 


STEEL CABINET COMPANY 


2130-2152 Fulton Street 
CHICAGO, ILLINOIS 

















The Rubber Key | 
of Quality | 


One Grade So much more work and better work is*accom- ' 
’ : 
Rubber 


plished with Munson _[nternational 


y Typewriter Keys that in every office where they 
Key Cnly | : | 


have been used they are regarded as a necessity 


the Best They mean increased output with less effort for 


the typist and increased profit for the dealer. 


ee ee 


Satisfied customers, repeat sales, good profits 
and a steady growth in Typewriter-Key trade 
are assured with the Munson line. 


Write for particulars 
and trade prices 


Munson Supply Co. 


The Largest Rubber Key Factory in the World 
Dept. D) 
Evening Graphic Bldg., 350 Hudson St. 
New York 
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The co ittee reports of the convention held at Boston by 
the National Association of Stationers, Office Outfitters and Man- 
facturers contain helpful information to dealers in this field of 
activity. The reports can be located by reference to the table of 
ontents of the convention section, which is listed on page 
Albany, N. Y.--The Harry B. Simmons Furniture Company) 
84 North Pearl street, made special displays throughout the 
store in October This is a household furniture establishment 
one floor s devoted to late models of desks, chairs, filing 
cabinets and other types of office equipment 

Boston, Mass.—John A. Paine, a new salesman for the Yaw- 
man & Erbe Manufacturing Company here, has been assigned 
to a cal territory 

Chicago, I!l.—The Clemetsen Company has filed an amend 
ment to its corporate charter, reducing the number of directors 
from six to three 

Chicago, Il!l.—A. G. Wilson, formerly with the Hartman Furni 
ture & Rue Company has joined the local sales staff of the 
Lyon Metallic Manufacturing Company 

Chicago, Iill.—George Schultz, manager of the bank depart 
ment of the Yawman and Erbe Manufacturing Company, was in 
‘hicago last month He conducted a meeting of middle west 
agents and dealers, to acquaint them with the possibilities of the 
ompanys bank line 

Chicago, Il!.—The local branch of the Automatic File & Index 


Company now has floor samples of the company’s new steel 
desk line These embody the familiar expanding file drawer 
whi charact stic of the Afico”” line The new posting 


rays are shown also in various sizes and depths 

hicago, Ill. A special department for handling library busi- 
ness has been established by the Yawman and Erbe Manufac- 
turine Company at the local branch H. A. Wensley is in 
charge 4 comprehensive display has been arranged A bank 
department has been organized also, in charge of Fred Zopfi« 
Cleveland, Ohio.—Henry L. Sheppard has been made salesman 
n Territory No. 6 by the Yawman and Erbe Manufacturing 
Company 

Detroit. Mich—The Automatic File & Index-Detroit Company 
nas been Stat lished at LSI East Jefferson avenue as a fas tory 
branch of The Automatic File & Index Company, Green Bay 
Wis M. Leishin, the general manager, had been with the Bur 
roughs Adding Machine Company prior to embarking in the of 
fice equipment field 

El Paso, Texas.—The F. L. Clarke Safe Company, P. O. Box 
07. has been established to distribute Schwab Safe Company 
products in Arizona, New Mexico and Western Texas This 
business was organized by Fred E. Clarke, formerly with The 
Field-Parker Company 

Erie, Penna.—J. W. Campbel of the J. W. Campbell Con 
pany, Corry has leased the store at 21 East Eighth street 
which will be fitted out as n office equipment and stationery 


' 


store The business at Corry will be continued, for the pres 
ent, at least The Corry store has developed a considerablk 
order business, which the Erie establishment is expected 
Grand Rapids, Mich The Kessler-Mayo Company has chang 
d its name to the W. H. Kessler Company Mr. Kessler is 
Dp lent and treasurer 


Louisville, Ky.—-George Fetter, president of the George G 
Fetter Company, has returned from his summer vacation in 


Michigar 

New York, N. Y. Jean Jacques is a new member of the local 
sales staff of the Lyon Metallic Manufacturing Company He 
had en selling furniture sp« ilties before joining the Lyon or 


a7 Zati« n 
New York, N. Y.—Hugh L. Smith. eastern district sales mar 
ager for e Yawman and Erbe Manufacturing Company, has 
unded out a quarter of a century connection, beginning as of 
boy, and rising through the grades of stenographer, floor 
ch manager, home office executive and finally 


+} 


salesman ran 
manager of sales in the eastern district 

Rochester. N. Y.—Miss Maud Fisk, cashier for the Yawman 
ind Erbe Manufacturing Company, has resigned after thirty- 
eight years of continuous employment with the company 

Philadelphia, Penna.-k. W Henneka, who had been with 
Congoleum-Nairn, In¢ five years, is now selling in the local 
rt ry for the Lyon Metallic Manufacturing Company 
Pittsurgh, Penna John G. Schulte, Jr has been appointed 
nk salesmar n Territory No. 7 by the Yawman and Erb 


rr 


Manufacturing Company 

Plant City, Fla The Office Supply Company has been estab 
sned by Fred Moyse, handling ommercial furniture and sta 
St. Paul, Minn The Fritz-Cross Company has moved from 
he Hamn uilding to the Guardian Life building The growth 
f busi: SS necess ted increase space 

San Francisco, Calif Pat H ston has joined the commercial 
furniture department of the H. 8. Crocker Company, specializ 
4 Meilink safes 

San Francisco, Calif.—Charles H. Victor, manager here for 
the i nar nd Erbe Manufacturing Company, has completed 
his t fift year of continuous service with the company 
He t of the San Francisco branch in 1906 





Oakland, Calif.—O. A. Parsons, manager of the Oakland store 
of th Rucker “‘uller Desk ( mpany was recently favored with 
e | Dr 






in order for a beautiful suite of Doten-Dunton furni 
Wills. It is interesting to note that Dr. Wills is tl 
Helen Wills hampion tennis player 

San Francisco, Calif The Yawman and Erbe Manufacturing 
Comper s large establishment at 132 Sutter street is to be re- 
modeled in order to make more furniture show rooms William 
Pohl in charge of the desk and chair department of the Y. and 
E said that they did not expect to have to make changes for 


some time t their present business necessitates additional 








POPULAR SELLERS 


POPULAR PRICES | 


DURABILITY 
AND 
SATISFACTION 





Ask for 
Office Chair 
Catalogue 





S. K. PIERCE & SON CO. 
GARDNER, MASSACHUSETTS 
New York Warerooms;: 115-119 Fourtn AVENUE, BROOKLYN 
Boston Warerooms: 96-102 Cross STREET 

















Immediate Delivery 
can be obtained on 
Quigley Typewriter Desks 
with 30 inch openings, also 19 
inch and 24 inch, in single and 
double drop head, oak, combination 

mahogany, combination walnut. 
Pioneer Builders of Office Desks 
Tables and Accessories 
The Quigley Furniture Co. 
Whitesboro, New York 
Suburb of Utica 





















Why split your ribbon 
business with others by 
handling a brand everyone 
carries? Be independent. 
Sell your own brand. Keep 
your customers coming 
back to you imstead of 
jumping from one place to 
another as they do for 
factory brands. 







Why? 







You can build a profitable 
typewriter supplies business 
with our help. U. & ribbons 
are made in a grade and 
weight for every purpose and 
are packed in neatly litho- 
graphed boxes with your im- 
print Start after the ribbon 
business today by asking for 
further particulars, 















for 


$3 





and $5 
monthly 


Down 


No investment required. No ob- 
ligation incurred. Write today 
for complete details of great- 
est typewriter offer ever made. 


Smith Typewriter Sales Corp. 


World's Largest Rebuilders of L. C. Smiths 


Dept. 41B—360 E. Grand Ave. Chicago 
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Altoona, Penna.-Harry W. Busse, of the Remington Type 
writer Company, addressed the Altoona Rotary club October 
18 on “The Story of the Typewriter.” 

Binghamton, N. Y.—Remington Rand Business Service Im 
has established consolidated offices at 16 Court street Ss. N 
Sackheim is manager 

Boston, Mass.—Charles A. Spratt has succeeded the Heater & 
Spratt Typewriter Company, 90 Arch street. The company was 
dissolved, and Mr. Heater retired from the business 

Chicago, tit.—-J. H. Gaar has been placed in charge of North 
ern Missouri as district manager for the Woodstock Typewriter 
Company 

Chicago, !il.—A. G. Hendricksen, a Badger, has joined the 
cal sales staff of the Woodstock Typewriter Company. L. A 
Temple, a native of this city, is also a new salesman 

Chicago, !t!l.—George Pearce, of the Abilina Typewriter Ex- 
change, Abilina, Texas, was a recent visitor at the plant of the 
Shipman-Ward Manufacturing Company 

Chicago, Itll.—W. B. Larsen, Jr., general sales manager of the 
Royal Typewriter Company, Inc., visited the Chicago branch, 
October 17 in the course of a trip which included Minneapoiis, 
Toledo, Cleveland, Pittsburgh and Philadelphia. 

Chicago, tll.—Richard F. Ward has been placed in charge of 
advertising by the Shipman-Ward Manufacturing Company 
J. P. Ward, Jr., is now in charge of the wholesale department 
Both are sons of James P. Ward, vice president of the com- 
pany 

Chicago, I!l.—H. S. Gilbert, manager here for the L. C. Smith 
& Corona Typewriters, Inc., has added two men to the Corona 
sales staff—M. M. Painter and A. W. Eberhardt, the latter con- 
nected formerly with the Remington organization 

Chicago, 1il.—The Morkrum- Kleinschmidt Corporation 
Wrightwood and Southport avenues, is building a three-story 
and basement addition to its plant The company has taken 
title to the land occupied by its plant, from Joy Morton, from 
whom the land had been leased in the past 

Chicago, Ill.—A. H. Weeg has been appointed manager of the 
Chicago branch, Varityper, Inc., during the absence of John A 
Guest, who is making an extensive motor trip to the Pacific 
coast, during a six-months’ leave of absence Mr. Weeg was 
connected many years with the Hammond Typewriter Corpora- 
tion and its successor, Varityper, Inc He is thoroughly famil- 
iar with the wide range of work which can be done by the var- 
ious Varityper models. His past experience enables Mr. Weeg 
to become an able manager in handling Chicago sales for Vari- 
typer, Inc. 

Chicago, !li.—N. Edwards, Jr., formerly manager here for the 

Cc. Smith & Bros. Typewriter Company, visited Walter C 
Lothrop, of the Adding & Calculating Machine Exchange in 
October Mr. Edwards now has an extensive Southern terri- 
tory for another office device. While visiting Mr. Lothrop, Mr. 
Edwards met many of his old acquaintances in the Chicago 
typewriter field. Mr. Edwards remarked that his host was mak- 
ing money “in the window," referring to a display device which 
appears to be making dollar bills from blank sheets of paper 

Cincinnati, Ohio.—Morris Goldstein, an experienced type- 
writer salesman, has become a member of the Royal Type- 
writer Company's sales organization here 

Cincinnati, Ohio.—J. W. Ebrite, a junior salesman here the 
past two years for the Woodstock Typewriter Company. has 
become a senior Harry Rockwern is a new junior; to gain in- 
creased knowledge of the typewriter he is taking a night course 
in school 

Columbus. Ohio.—Recent additions to the local sales staff of 
the Royal Typewriter Company. Inc... are W. H. Hubbard and 
H. E. Pfeiffer, both typewriter men of long experienc« 

Denver, Colo.—_W. G. Redlick, a former Royal salesman. has 
returned to the Royal Typewriter Company, Inc., here M. W 
Haney, a newcomer to the typewriter field, is a new Royal sales- 
man here 

Des Moines, lowa.—-D. V. Pearson, formerly a repairman, has 
been promoted to salesman by the Royal Typewriter Company 
Ine 

El Dorado, Ark.—The Arkansas Typewriter Exchange, In¢ 
has changed its name to the Arkansas Typewriter & Equipment 
Company, Inc The business has been moved from 211 North 
Washington street to 213 North Washington street, where the 
space occupied is quadruple that of the old location 

Johnstown, Penna.-The consolidated offices of Remingtor 
Rand Business Service, Inc., have opened for business at 446 
Lincoln street P. H. Sachs, the manager, had been local 
representative of the Rand Kardex Service prior to the merger 

Kansas City, Mo.—G. P. Meek, formerly with another tyr 
writer manufacturer, has become a national accounts salesman 
for the Royal Typewriter Company, Inc., in the Kansas City 
territory 

Los Angeles, Calif.—G. A. Fenno has joined the sales staff of 
The Typewriter Inspection Company, 325 East Second street 
selling Woodstock typewriters 

Los Angeles, Calif.-F. E. Eskridge, formerly of San Luis 
Obispo, is now in charge of service on Woodstock typewriters 
for The Typewriter Inspection Company, 325 East Second street 
The company is local distributor for the Woodstock Typewriter 
Company 

Louisville, Ky..-J. R. MeCarthy and T. P. Callahan have be- 
come salesmen here for the Royal Typewriter Company. In 
Both had been connected with other typewriter manufacturers 
previously 

Midland, Texas.—The Typewriter Exchange was established 
September 22 in the Oil Exchange building by E. H. Johnson 
=e is a veteran typewriter man. He came here from Nevada 

Minneapolis. Minn.—-Axel Freeberge. who had been manager 
here for the Royal Typewriter Company. Inc., has been appoint 
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HERE’S HOW IT’S DONE 
(No Typesetting —No Wax Stencils) 


’ Athin metalsheet, so thin that it is han- 
dled like a sheet of paper—is the medium of 
reproduction. These metalsheets are very 
easily and quickly made ready for printing. 
Sketches, drawings, ruled forms or hand- 
writing are made on the metalsheet just as 
you would on a sheet of paper, using either 
pen and ink, crayon, pencil or brush for this 
purpose. A special solution is spread over 
the sheet with a soft cloth and in a minute 
or so it is dry and ready for printing. 


The metalsheet is easily and quickly put 
on the plate cylinder. After sponging the 
metalsheet with water the power is turned 
on and presto, you are immediately receiving 
copies of offset quality at a speed of 100 a 
minute. The ROTAPRINT is of simple but 
practical design and solidly built. Every 
part and gear is made heavy enough to stand 
up to its work at a high speed and produce 
perfect offset work. 


Typewriting is reproduced by typing on the 
metalsheet, just as you would on a sheet of 
paper. Illustrations, Sketches, Plans, Print- 
ed Copy—these are transferred photograph- 
ically on to the metalsheet —and in a surpris- 
ingly short time—by your operator or our 
service department, or someone in the trade, 
using Photostat, Rectigraph or other camera 
with paper, film or glass negative. Repro- 
ducing Printing and Illustrations from type 
and electrotypes—print on the metalsheet 
from the type or cut, in a proof or job press. 
The metalsheet is then treated in the same 
simple way as for other work. 


As the metalsheet rotates on the machine 
an impression is made on a rubber blanket 
and by a gentle squeeze of the paper against 
the rubber blanket the lithographed ,work is 
produced. 






Suite 1106 


Pacific Coast N. E. Ohio 


0. C. Haney, H. K. Baumgardner, 
2082 East ith St., 
Cleveland, Ohio 


404 West Sth Street 
Los Angeles, Cal. 


Hartford 


186 Pearl 8t., 
Hartford, Conn. 


OFFICE 


One Park Avenue 


AGENCIES 


Washington, D. C. 
Connecticut Retaprint Corp N. M. Minnix Co., Ine., 

712 13th St.. N. W., 
Washington, DD. C. 


APPLIANCES 


Lithograph 


Your Office and Factory Forms 


LITHOGRAPHING compared to printing is about the 
same as silk stockings compared to cotton stockings— 
either will do—but lithographing is better—more class— 
style—a higher quality—and now with the ROTAPRINT 
you can have lithographing quicker than printing and at 
less cost, doing the work in your own office or factory— 
with your regular help. 


That complicated rule form that the printer looks at 
google-eyed and says, “That is a hard one and will cost a 


lot of money.” 


OR—that tabular job on which you are charged time 
and a half 


OR—that job including illustrations, sketches, plans, etc., 
on which the artist gets in his fancy time charges 
OR—that form letter for which you have to furnish your 
own expensive letterheads and pay extra for the sig- 
nature 


OR—bulletins, reports, sales information, drawings, 
maps, charts, price lists, letterheads, factory forms, etc., 
can be LITHOGRAPHED on the ROTAPRINT in your 
own office by your regular help. 


YOU, MR. BUYER OF PRINTING, should get in touch 
with us immediately. We will show you how to save a 
lot of money. 


A Personal Note to Office Specialty Men: 
For eighteen years I have been identi- 
fied with the office specialty field. The ROTA- 
PRINT offers splendid opportunity for big 
money for you men who know office specialty 
selling and are prepared to take on the ROTA- 


PRINT Agency. ACT. 
tary ™ yp. and Gen. Mgr. 





Detroit Canada Frank i Aty 
Boehm & McKechnile, Rotaprint Co., i 
2646 Whitney Ave., 52 Spadina Ave., 810 iat Pree Hei. 

Detroit, Mich. Teronto (2) Canada Chicago, tee” 

Te Richm 


xas 
Clark & Courts, 
Galveston, 
Texas 


ond 
Rotaprint Sales Co. of Va., 
605 E. Main &t., 
Richmond, Va. 
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New York, N. Y. 


Toledo 
Ohie Rotaprint 1). 
1607 Canton St., 
Toledo, Ohio 
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Tan Cloth Gussets for 
Wear at Corners 


QUAL/TY 


APPLIANCES 


**Qualitybilt’”’ 
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Reinforced Fold-back: 
Non- Tearing 


PARK ENV 


Modern 





Look Up 
Your Stock 


Filing Equipment 
Demands 





and Order for 
Shipment Early in 
December 


More Durable 
More Efficient 





Modern 
Filing Containers 


This De Luxe Style 
Is the Latest 


Vertical File Pockets 
Light-Color Lining for Self-Indexing 


MADE ONLY BY 


Quality Park Envelope Company 


Makers of “‘UP-TO-DATE” Filing Supplies 
416 So. Dearborn St. 
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ed an assistant sales manager He had been a salesman at 
Chicago before his appointment to manager of the local branch 
The record made here led to his promotion to assistant sales 
manager 

New York, N. Y.—F. H. Schneer, Jr., and R. P. Bissonette 
have been promoted to senior salesmen by the Royal Typewrite: 
Company, In« 

New York, N. Y¥Y.—John C. Hussey has been promoted to as- 
sistant sales manager of the foreign department by the Royal 
Typewriter Company, In 

New York, N. Y.—The Holland Typewriter Corporation has 
been chartered: capital stock, $10,000; J. A. Fontenelli, charter 
representative, 2 La Fayette street 

Nashville, Tenn.—Russell G. Kirkpatrick, ll7% F 
N. ¥ has become local dealer for the Woodstock 

n 


h avenue 


ift 
: 
Company He had been engaged with another « 
before, then went to New Yor! nd has now retur 
iar surroundings 

Oakland, Calif.—Fred M. Guy has retired from the firm of 
Guy & Young, typewriter dealers of this city Art L. Young 
has bought out Mr. Guy's interest in the firm and will cor 
tinue under the trade name of Guy & Young, at the same loca 
tion, 396 Fifteenth street 

Peoria, tli.—C. H. Richards has been placed in charge of the 
local sub-office of the L. C. Smith & Corona Typewriters, In 
He had been connected with the Chicago organization selling 
Corona typewriters 

Pittsburgh, Penna.—The Remington Rand Business Service, 
Ir has opened consolidated offices at 102 Sixth street The 
management is directed by R. E. Montague and C. 8S. Doyle, 
managers heretofore for Rand Kardex and the Remington Type 
writer Compal! 


mpany here 


ed to famil 








The omission of a word in an ite on page 94 of the October 
issue of Office ippliances eated a false impression egardmg 
the typewriter department of the Ingrim-Rutledge Compan San 
Francisco, Calif Reference as made to the purchase of the 
typewrit« 86 ice department by Les Secor In preparing the 
announcement sent to the trade the word “service was loat. the 
item indicating that the Ingri Rutledge typewrite department 
had bee sold The transactio maisted solely of the service 
contracts, and the Ima -Rutledae Company still continues to 
sell rebuilt typeu ters 








San Francisco, Calif.._-The Typewriter Erasing Shield Corpo 
ration has been chartered, with capital stock of $45,000 

San Francisco, Calif.—C. M. Sperb, assistant general sales 
manager for the Woodstock Typewriter Company levied all 
1long the Pacific coast for three new salesme1 now attached 
to the San Francisco branch These are V. O. Linabury, Port 
land: F. B. Alexander, Spokane; J. Killian, Los Angeles 


San Francisco, Calif.—Charlie Sermonsen, formerly with the 


old Noiseless typewriter rganization and later with the Rem 
ington-Noiselcss, has left the typewriter business and has be- 
ome manager of an hotel in Austin, Nev His friends are won 

dering whether he will stay with the hotel business, or will re 


turn to tl typewriter fold, for he is a very well-known type 
writer man in San Francisco 
San Francisco, Calif. A. M. Simpson arrived in San Francisco 


October to take over his new duties as San Francisco mana 
ger for L. C. Smith and Corona Typewriters, In« Mr. Simpson 
wl was formerly domest sales manager for the corporation 
resigned because of his wish to reside in California and took 
over this offi He has frequently been to the Pacific coast 
and is no stranger in this ty, his former duties having brought 
him in touch with the trade ere William C. Luff. who has 
beer onnected with the Los Angeles office of the company a 
numler of years, has been t sferred to San Francis: where 
he ity salesmar 
San Francisco, Calif.—Th« dependent Typewriter Service has 
filed wu rporation papers n this state The capitalization is 
$i: ( Headquarters re at 693 Mission street R Sco 
field is one of the prime n ers in organizing the new neer 
He stated that the plar s to furnish typewriter ser ‘ n San 
Frat sco ar vicinity One of the eatures of the ‘ e will 
be furnishing regular cars f typewriters for the flat ! of 
Mr. Scofield added that he 
! : 7 le oO ectior with New York, Philadelphia and 
?) t t ‘ t t f rbon papers nd pewriter 
ribbor x) | t Mr S f =< Wwe 
‘ ! S } s and « oast 
he had } ‘ f the carbons depart: nt of a 
re s I s st sé “ } j rbons 
ghout the t territor inder its wr spe brand 


San Francisco, Calif.—The dinner of the San Francis Type- 


! r Dealer \ss ition, held October 4 was the first month 

iv gatherine since the electior f new officers, and was a so 
, get-together ffair Walter J. Wolf, the new president, 
proprietor of the Typewriter Sales & Service Company 127 
Montgomery street tates that a number of matters « special 
nterest to the trade will be taken up at the meeting November 

8. which. as usual, will take the form of a dinne the Elks 
elul The organization seems to have solved the problem of 
stolen n hine If ar n hine s missing, the secretary of 

the asso tion is r fied and he sends out notices to all men 
ber rds ! ling ] es that each d er ur st 
t! ird with his file of ssing machines If a stranger 
brings in a n hine t be repaired, the dealer compares its 
number with those n } t which covers missing machines 
in S Francisco, Oakland r Sacramento If the na er is 
n te the ealer tris to keep possession of the machine 

diplon i f rse, but nz enough to communicate with 
those interested Mr. Wolf i that his firm recently re vered 
a lost n hine. when not that it had been brought in to 
tir Ww the +t A } 1 purloined t saw that he 

had st t. he gave up t ! ! e and was not prosecuted 

] the thief nhenting the 

rn f the wner that t 1 e would be led it Once 

I \ I es eldom stea inother type 


wr 


Santa Barbara, Calif I V ease i veteran member of the 
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Artistic Gothic Moti 


TAMPED from highest grade 

steel and finished in Black 
Japan or Olive Green. A _ well-de- 
signed book-end that libraries and 
schools can afford to buy in quan- 
tity. Reasonably priced. Packed to 
protect the finish, 


THE HART @ COOLEY MFG. CO. 
New Britain, Conn. 


BOOK {gee 























“Guth Tables” ccver the entire field for use 
in Offices, Directors’ Roams, Public Build- 
ings, Schools, Libraries, etc. 


A most comprehensive line; sizes 2x3 ft. to 
5x18 ft., tops 7%” to 13%” 5-ply. Three dis- 
tinct grades, in Oak, Mahogany, Walnut. 
Catalog upon request 
Inquiries for Special Designing and Building 
in Table Equipment Are Invited 


HENRY L. GUTH ASSOCIATES 


Executive Office—-ALLENTOWN, PA. 
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‘lade from pure 


WHITE BOND wa 
25 50 100 roll 
packages & the 
HANDY HANDY BARS DOSED: DOZEN 


YANKEE PAPER & SPECIALTY © Menasha,Wis 








i 3 penne St Station ad Bookbinders 
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Our Prices and 


Merchandise 
are right! 


Look on Page 34 of our 
Catalog. 

We are offering as a spe 
cial inducement our No 
L.-749 Loose Leaf Leather In 
dexes at OOc net, per set, in 
lots of 25 sets and over 

Other numbers are equally 
low priced. Order your Fall 
supply now, and make the ex 
tra profit for yourself. 

If our catalog is not in your 
file, it should be. Write for 
a copy 

Our Service Department 
s maintained for your benefit. T 

operate with you in solving 
your technica ndexing prot 

May we offer some suggestions’ 


There is an ATICOTAB" 
for every purpose 
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Roval typewriter He was formerly with the Sundstrand and 
with the Corona in Portland, Ore 

Springfield, Ohio.—C. Smith has been assigned to Woodstock 
typewriter sales by the local distributor 

Syracuse, N. Y.—Charles J. Rogers has been appointed domes- 
tic sales manager by the L. C. Smith & Corona Typewriters, 


Ine He succeeds A. Merritt Simpson, who has retired because 
of ill health He has gone to San Francisco, as manager of the 
‘Elsie’ branch there Mr. Rogers had been manager of the 


company’s Washington branch the past sixteen years 

Washington, D. C.-Kenneth D. McRae has been appointed 
manager of the local branch, L. C. Smith & Corona Typewriters 
Ine ucceeding Charles J. Rogers, who has gone to the factory 
at Syracuse, N. Y., as domestic sales manager 

Wheeling, W. Va.—The Remington Rand Business Service, 
Inc., has opened consolidated offices at 1510 Market street. The 
office is in charge of L. W tjendenhall, formerly manager here 
for Rand Kardex 

Wilmington, Del. The Demountable Typewriter Sales Com- 

ny has been chartered capital stock, $200,000 American 
(juaranty & Trust Company, charter representative W ilming- 
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ACCOUNTING MACHINES | 

















Chicago, Itil.—The Maloney-Gilmore Company formerly in 
Suite 710 at 510 South Dearborn street, has moved to Suite 670 

San Francisco, Calif..-The National Cash Register Company 
announces that Frank Thompson, former bank specialist of the 
Burroughs Adding Machine Company, and for the last three 
years bank specialist for the National Cash Register Company 
in San Francisco and bay district, has been appointed special 
class 2000 factory representative for the Pacific division, which 
embraces the thirteen Western states, with headquarters in San 
Francisco Mr. Thompson will build up a bank and accounting 
machine sales organization to handle the sale of these machines 

\ sale of recent note was made to the Anglo California Trust 
Company for National cash register machines for the savings 
department in all of their eight branches, consisting of twenty 
machines, which gives this bank a complete National cash 
register savings system 

Soohane. Wash. The Remington Rand Business Service, Inc 
has established a consolidated office at 2413 Riverside avenue, 


K. B. DeRango, in charge here the past seventeen years for the 
Remington Type writer Company, is district manager G. M 
Harri formerly of The Dalton Adding Machine Company, is 


manager of the business systems ‘department: E. H. Heineman 
bookkeeping machine specialist 


Commercial Survey of Philippine Islands 

The United States Bureau of Foreign and Domestic Com- 
nerce has issued “‘Commercial Survey of the Philippine Is- 
lands,"" which is No. 52 in the department's trade promotion 
series. Copies can be obtained for twenty cents in cash or 
money order from the district and co-operative offices of the 
Bureau, or from the Superintendent of Documents Govern- 
ment Printing Office, Washington, D. C 


a ae 3 
ADDING MACHINES 
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Beverly, N. Y.—The S&S. W Allen Company has moved from 
20 South Eighteenth street to this city 

Chicago, !t).—H. M. Crawford has been appointed mana 
of the local branch, Add-Index Corporation He had been for- 
merly with the Burroughs Adding Machine Company 


Chicago, \il._—George L. Rogers, of the Allen-Wales Sales 
Corporation of Chicago, returned in October from a two-weeks’ 
trip to California He visited at Los Angeles and San Fran- 


cisco while on the Pacific coast 

Chicago, Iil.—The Add-Rite Manufacturing Company 
863, 608 South Dearborn street, has been chartered 
facture, sell. lease and deal in adding machines, office equip- 
ment, machinery and supplies, electrical apparatus, machinery 
and supplies; capital stock, $20,000; O. R. Harton, incorporator 

Chicago, it!!l._-After November 1 the Sundstrand division of the 
General Office Equipment Corporation will be located at 864-66 





Cass street This is near the intersection of Michigan and 
Chicago avenues, close to the loop district, with unlimited park- 
ing facilitic for the salesmen’s cars Limited parking space 


and time was one of the features which made it inconvenient 
for the salesmen when the office was located at 523 South Dear 


born 
Des Moines, ltowa.—The General Typewriter Exchange, 912 
Grand avenue has been accorded the distribution of the new 


Add-Index portable electric adding machine 

Estherville, towa.—-The Fox-Burt Company is representing and 
selling the new portable electric adding machine of the Add- 
Index Corporation 

Fort Dodge, towa.—The new portable Add-Index electric add- 
ing machine is handled here by the General Typewriter Ex- 
change, 23 South Ninth street 

Holdredge, Nebr.—The Holdredge News Company has been 
appointed distributor of the new portable electric adding ma- 
hine made by the Add-Index Corporation 
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Cold Prospect or Warm Friend? 








te x ?,, NE sure way to close a sale is to show your 
et |, prospect something better, something different, 
De) | something especially suited to his needs. Nothing 


"WY W 


else can so hearten your salesmen, nothing else so 
surely turn cold prospects into warm friends. 


| With the Goes Holiday Line you can turn cold 
prospects into warm friends. A Goes Holiday Line 

GREETING CARDS P| | Portfolio plus a few well chosen sales points will close 
HOUDAY LETTERHEADS P| |} many an order—make many friends. 


It is a beautiful line—one that will attract immediate 
attention. It includes Holiday Letterheads—Greeting 
Cards—Holiday Blotters — each subject produced by 
the incomparable Goes Direct Process of Offset 
Lithography. The samples are arranged in an attrac- 
tive, convenient Portfolio, size 11 by 14 inches. With 
each Portfolio is sent a group of 28 pertinent sales 
and greeting letter suggestions. 

Write for this splendid piece of sales equip- 

ment today. It will cost you soc plus postage 

but it will be worth far more than that 
amount to you. It will produce orders for you. 








Send, too, for the Goes Calendar Pad Catalog show- 
ing our 90 styles of Calendar Pads. Freeonrequest. 








GOES LITHOGRAPHING COMPANY 


CHICAGO, ILLINOIS 



























No. 603 


DESK 
SET 


Fills a 
Popular 
Demand 





This attractive set contains: one non-breakable [VOR- bowlpointed pens which are noted for their durability 
DUR penholder; one steel ink eraser and one letter and long-lasting quality—-The IVORDUR is made in 
opener with IVORDUR handles; and two gold-filled, the following colors: red, blue, amber, jade and onyx. 


THE MILLER BROS. PEN CO. 


305 BROADWAY, NEW YORK MERIDEN, CONN. 
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Carbonized rolls 





For Elliott-Fisher machines, 
one to ten ply, regular and 
special diameters 


For Burroughs, Wales and 
other Adding machines, Un- 
derwood Tally Rolls 





Carbon Paper for every For Autographic Register. ‘Inked ribbons for every 


conceivable use requirement 


LD TOWN Rippon e CARBON Co. Ine; 


_ BOSTON. Mass. MANUFACTURERS LONDON, ENGLAND 
JOHNSON & PRINCE STREETS CABLE ADDRESS 
S16 W JACKSON BLVD BROOKLYN, NEW YORK BENTLEY'S COD! 








A NEW 
WRITING MACHINE 


A NEW BUSINESS GENERATION 


THE VARITYPER 
IS VARIABLE AND AMAZINGLY FLEXIBLE 


THE VARITYPER 


WILL 


Write in large type for business letters. 
Use italic at twist of your thumb, for emphasis. 
Write your personal letters in a beautiful small roman. 
Produce miniature writing for reports, footnotes and statistics. 
Print every letter perfectly uniform, whether your touch is light or heavy. 
Space small size type closely together and large size letters wider apart; simply by shifting gear. 


| VARITYPER INCORPORATED |“ 


A FEW FOR 








oe... FACTORY & HOME OFFICE-_NEW YORK BRANCH OFFICES 
Ss 
s9mreameane BRANCHES & DEALERS THRU-OUT THE WORLD PROPOSITION 
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Lincoin, Nebr.-—-The General Typewriter Exchange, 118 North ae 
Fourteenth street, has taken, as one of its leaders, the distribu- 
tion of the new Add-Index portable electric adding machine e 

Oklahoma City, Okla.—The local office of the Felt & Tarrant 
Manufacturing Company has been moved from 212-13 Equity ok _ 
building to 307 Perrine building 


Omaha, Nebr.—Distribution here for the new portable Add- 
Index electric adding machine is in the hands of All Makes Add- 
ing Machine & Typewriter Company 205 South Eighteenth 














; 
| street 
i San Francisco, Calif.—The Burroughs Adding Machine Com- 
| pany has moved its local offices from the third floor of the 
Wentworth building, now turned over entirely to Remington- 
; Rand, In and is settled at 22 Second street, where it is o i de 
H cupying the first three floors A very high gra 


line of steel filing cases 
massively built and 
handsomely finished 
at attractive prices. 








| ‘memes = 
OTHER MACHINES 
| 





Every drawer 
equipped with anti- 
noise-and-friction pro- 











Chicago, Ill Bevan Lawton, executive sales manager of the 
r > > . , ‘ 


Dictanl es ( npany was n Chicago, October 6 in 
NS eS ee ee ee ee ea ee ee gressive suspension. 


E! Dorado, Ark E. O. Stephens, formerly of Cape Girardeau 
M« has been appointed manager of the service department 
Arkansas Typewriter & Equipment Company, In 

Los Angeles, Calif.—Speedaumat Addressing Machinery, In 
has n Vv“ the ‘ a ber fy ’ ‘ ' M 
Sixth street 


New York, N. Y H. I Prestor is been appointed adver 


Built-to-Order 
Cases and Equip- 
ment of every de- 





tising manager by the Safe-Guard Check Writer Corporation, . . 
5 Beekman street ; scription. 
San Francisco, Calif.—Lillian M. Speake n charge of the 
school and the employment department of the Dictaphone Sales 
Corporation at 20 Second treet, has been receiving some very , 
nies pubiieity fram the Geily pene te & Gants of entice & Write for a copy oj 
garding the leading business women of San Francisco and their our new complete 
methods of success Mrs. Speake's ability and enthusiasm for catalogue 
her work and her personal popularity with the students and 
graduates of hool are an x the reasons given for het 
recog tior is one of the city’s representative business women 
The Dictaphone office here has iota pennants on the wall that 


ook like calendars. for not mont <« missed. This is the head 


quarters of 3. H test, Pacts cout manager. Corry-Jamestown Mfg. Corp. 
San Francisco, Calif.—The special ribbon print automatic feed CORRY, PENNSYLVANIA i 


Addressograph equipped with signature imprinting device, which +. 
was recently designed by the Addressograph Company for the 














Bank of Italy mprints dividend checks to 60,000 stockholders 
with name of tockholde amount of dividend, check number, 
dividend number, date and also “‘signs’’ them at a speed of ap- 
proximately 7,500 hecks per hour The check numbering at- 


tachment included on this special Addressograph is housed in 
and locked in order that a perfect check is kept on dividend 
checks ssued through this machine This safeguard insures 
the Bank of Italy against loss or fraud in the issuing of dividend 


> .* , : © > 
checks S E. L. Shaw San Francisco district manager states OR beauty in a posture 






ha this ren rkable machine $ L1rousing u Sus Inte est amo r as ~ > 
oth ; r Califor - nks and rporati« ag hh — div ide ~ chair, you must use 
~ wrens ind signing p ems similar to those f the wood. Cook quality 


chairs are good evidence of 





Furniture—Continued from page 299.) , this in direct comparison with 








dis I r ady « lipped with a num ' . 
ber of mo fice rooms, n f them beautifully furnished i any other kind. 
and outfitted Mr. FP nd Charles E. Victor, San Francisco ; 

Manage for the ‘ ind returned recently from a isiness _ “Ra : : 
Scie waieh they inate to i ' rhe attractive appearance may 
San Francisco, Calif.—t: di xing d service by th: Ru ker-F . ; have much to do with the pop- 
er Desk Company is going forward in great strides During the i " ‘ : 
month of September it had a staff of twenty-seven operators on . ularityv ot Cook spring back, 
various nsta it ns The lepartment has also been awarded ar : - I 5 : 
order from one of the local banks for juipment, and servic adjustable posture chair. But 
for tl tallation of the National cash register system in the . ; ‘ 
SA\ par s of six the branches, which will mean back of the appearance, ol 
t? writ pn of r 300,000 records, and which will give this , : . 
particular bank complete National cash register equipment in course, is real quality—the kind 
ull bra hes TI R t Fu r Desk ¢ mpany reports an ex . a ws 

lly good s for September. An interesting feat that makes this chair preferred. 
f n vas tl Ss m be sweepstakes, whereir } er 
tire sales f ‘ ( , t ng ar lebrated 
“ " dint < B. Ristengert. the prest&ant of Cook chairs incorporate 
th ni . th s force we going over the all the new thoughts in 
>t igingly st bl th pening aa design and retain all 
and brought ack ducks so that each salesman feasted heart . : 
a fi. en a the features so desir 

Seattle, Wash.—Pliny L. All € Trick & able in posture chairs 
naihedl mation ntry of the Ex nge Clul proper seat and back 


Shawnee, Okla B Doyle has opened tore at 126 Nort support. The line has 


Br lway. handling commerce Rationery and Seratare, bes k helped many dealers. 
} 1 City and Por Cit May we tell you more 
Toronto, Ontario, Canada M ‘ & MeGill ffice equip about itr 


69 Adelaide ‘street We 
Washington, D. C.-—Sa tories Nos. 3 and of the 
Yawman and Erbe Manufactur Company | been placed it 
hare f R. I Baugher 


C. A. COOK CO. 


; 18 Osborn Street 
eee, She ote OS ee ee ee ree ; Cambridge 39, Mass. 








x ‘ 
r ( pu ~ | by the Boorum & Peas 
‘ | Eas n M zx Compar C. Howard Hunt 
I ‘ ' i Ml ine Company) 














THE QUIK-LOK Fité 


at. Pending 


Quik - Lok Storage 
Files will keep your 
inactive records 
clean, orderly and 
accessible for imme- 
diate reference at 
the lowest possible 
cost. 


tk - Lok Storage 
lles should not be 
confused with the 
ordinary stora«ce 
files on the market 
today—they are dis- 
tinctly erent, not 
only in construction 
but In ease of oper 
ation, convenience 
and durability. 


Quik-Lek Storage 
Files have a heavy 
three-ply, spill-proof 
Iliustrating our A-124 for Letters and bottom, Triple Stee! 
A-93 for Cancelled Checks re-inforcement, posi- 
tive Automatic Lock, 
and an entirely dust-proof construction, making them dis 
tinctive in Convenience, Durability, and Appearance,—yet 
they cost no more than the ordinary fibre board files. 
Quik-Lok Storage Files are GUARANTEED to assemble and 
fasten perfectly, quickly and easily, and to give satisfac- 
tery service. 
Quik-Lok Storage Files have no parts to wear, tear or tangle 
all outside and inside surfaces are smooth—no projections to 
eatch on the shelving and nothing to mar the finest furniture 
Thirty-seven stock sizes adapt them to most any record and 
special sizes are made to order. 
Quik-Lok Btorage Files once tried out in a department prove 
so eatisfactory that soon every department adopts them. 
You take no risk in placing your order, we guarantee them 
to give satisfactory service—Cal! up your favorite Stationer 
and give him your order—or write us direct—-NOW 
Dealers Write today for our Literature and Discounts 





THE KAY-DEE COMPANY 
Mfrs. Steel, Fibre and Paper Transfer and Storage Files 
3644-64 So. 36th St. Lincoln, Nebraska 




















McCarthy for speed and economy Write 
for full details and prices 


145 Lafayette St. 
New York, N. Y. 


Western Office at 
Chicago 


arth 





r 
| 
f means economy 
. *y* 

pee ¢ in mailing costs } 
Hand stuffing is expensive at best It is |p 
aborious and entirely unnecessary now > 
| Speed means economy The McCarthy , 
| Inserting and Sealing machine is a per > 
| fected device that does the job accu > 

! rately at the rate of 000 an hour 
| vith one, two, three or more enclosures , 
> 
> 
> 
> 
> 
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Two sales drives of interest to stationers are scheduled by the 
National Association of Stationers, Office Outfitters and Manu- 
Jacturers in November 














Commodity Classification No. 6, covering Social Stationery, 
Steel and Copperplate Engraving, is to be featured November 
14-19. 

Commodity Classification No. 9, including Leather Goods and 
Novelties, Gift Merchandise and Holiday Goods, should have 
special display and sales promotion November 28-December 3 


Chicago, tii.—Horder’s, Inc., has been appointed exclusive 
distributor in the commercial stationery trade for the Sherman 
Manson line 

Chicago, Il!.-Fred W. Ritzmann, of Ritzmann, Brookes & 
Company, was appointed chairman of the auditing committee 
of the United Typothetae of America 

Chicago, tl!l.—F. F. Harris, of The Carter's Ink Company, re- 
ported in October that business is notably stronger Withal the 
usual volume of shipments after frost in heated cars will no 
doultt be necessary 

Chicago, itl.—The Burr-Vack Company, now at 511 South 
Wabash avenue, will move May 1, 1928, to 341 South Wabash 
avenue. This includes the basement under the new store as 
well as that under the corner store—a popular-priced 
restaurant 

Chicago, !ll.—The Crown Office Supply Company, Inc., which 
has been at 98 North Franklin street, will move November 1 
to the fifth floor, 322 West Washington street. The space to 
be occupied is about four times that used heretofore, and ar- 
ranged more conveniently 

Des Moines, towa.—Alvin Little has been appointed adver 
tising manager by Koch Bros. He had been with the D. E 
Moon Printing Company previously 

Eugene, Ore.—-The Eugene Book Store, Inc., has been pur- 
chased by Ellis H. Jones, formerly a newspaper man 

Kansas City, Mo.—The Schooley Stationery & Printing Com- 
pany has established an advertising service department for the 
assistance of customers of the printing and lithographing de 
partment It is in charge of Walter Jack, a man of extended 
experience in the various fields of advertising. 

Lebanon, Penna.—The Dutweiler stationery store Eighth 
street near Willow, has been purchased by J. Walter Eben- 
shade. He had been a member of the faculty of the Lebanon 
high school many years. This business is one of the oldest in 
the city, having been established on Cumberland street by the 
late Jacob DeHuff 

Lodi, Calif.-The G. A. Wood stationery store has moved to 
the new Pierano building, where more space and better win 


dows for the display of their merchandise are availabl Mov- 
ing from the old location at 27 South School street was not 


difficult, as the G. A. Wood stationery store is equipped wit! 
“All Steel” furniture and fixtures, and this equipment was 
very handy to move and reinstall. The firm carries a complete 
line of stationery and novelties, including holiday lines and 
personal greeting cards 

Los Angeles. Calif.—W. R. Carey has taken charge of the 
Schwabacher—Frey commercial stationery department He 
came here from Denver, where he had been with the W. H 
Kistler Stationery Company 

Louisville. Ky.—H. CC. Wedekemper, treasurer of the Georg: 
C,. Fetter Company, was elected president ef the Employing 
Printers of America at French Lick, Ind., October 9-11 This 
is his seventh term 

Medford, Ore.—A. R. Campbell has been appointed manager 
of the A. H. Miller stationery store He had been with The 
J. K. Gill Company, Portland, heretofore 

Miles City, Mont.—Clyde A. McMillan has opened a station 
ery store here, carrying also commercial furniture, typewriters 
and gift lines 

Newburg, Ore.—-M. L 
book store here 

New York, N. Y¥.—The name of the Hano—-Weinkrantz Com- 
pany, 133 Mulberry street, has been changed to the Hano Paper 
Corporation 

Salem, Ore.—-Paul M. Sims has opened a store at 231 North 
High street earrying stationery typewriters and school 
supplies 

San Francisco, Calif.—R. J. Scofield has established himself 
as a manufacturers’ representative His address is Room 301 
693 Mission street Mr. Scofield has been connected with the 
Ingrim—Rutledge Company 

San Francisco, Calif..-Harvey L. Stevens, city salesman with 
Neal, Stratford & Kerr, is calling on customers in the Russ 
building territory for the firm's service station there and is also 
visiting his city customers as usual on the outside Mr. Stevens 
says that things have been quiet, but are now better 

San Francisco, Calif.—H. Arthur Dunn, who has been on a 
visit to Japan, was expected back before the close of October 
Mr. Dunn is the law partner of Henry P. Dimond, chairman of 
the Stationers’ Association of California, and it was he who 
handled all the business with the Federal Trade Commission 
ind the national association. The Stationers’ Association of 
California is holding its meetings as heretofore on the third 
Thursday of each month 

San Francisco, Calif.—Arthur C. Moench, vice president and 
general manager of the H. S. Crocker Company, Inc has re- 
turned from a business trip East William A. Elliott, manager 
of the engraving and leather departments of the company’s 
Market street store, thinks that business in greeting cards is 
beginning to pick up. For a time the public did not order so 
briskly as usual Mr. Elliott attributed this to the great in- 
terest in the coming election in November The registration ts 
the heaviest San Francisco ever had 


Boyd has established a stationery and 
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oosier Built True Clear Thru Desks have won favor wherever 













handled because of their uniform quality and constant de- 


. . . 
Quality Service _ mmiabitis 

Dealers push the line with the secure feeling that each desk sold 
S ° f ° will render the highest degree of service. Experienced retailers 
atis action know that the construction is sturdy and staunch, that the splen- 
ea did finish will last and that 100% satisfaction, both to dealer and 

Dependability ultimate user, 1S assured. 
The moderate cost price of Hoosier Desks enables you to add a 


safe margin and still offer exceptional values. 


Attractive illustrated catalog No. 27 gives full particulars and 


explains the interlocking features of interior construction which 
insure lifelong satisfaction. 


If the Hoosier Line is not being sold in your city, write at once 
catalog and dealer’s proposition. 


HOOSIER DESK COMPANY 


JASPER, INDIANA 
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With a Standard Tenon Hub 


[his new improvement now adds the final touch of 
perfection to Bettcher Chair Irons. 


Manufacturers who have been using standard tenon 
hubs can now use Bettcher Chair Irons without any 
change in their tenoning machinery. 


Bettcher Chair Irons have other advantages that merit 
most careful consideration. Light weight, quicker as 
sembly and freedom from breakage are points which 
mean increased profits for chair manufacturers. 


Our salesmen will be glad to call on 


manufacturers who wish a demon- 
stration of this new chair iron. 


The Bettcher Stamping & Mfg. Co. ST A MIDINGS i 


3100 W. 61st St. Cleveland, Ohio Bettcher Chair Irons are fully protected by our own patents, 
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Dependability 


There is an invaluable factor of prime importance in 
making one product superior to another. 

It is not just a matter of certain prescribed materials 
and methods, but it is that constant feeling of responsi- 
bility to one’s customers that prompts the utmost effort 
to justify their confidence and good-will. 

It is bound to find expression in the quality, uniformity 
and price of the goods, and in the dependability of service. 

Paramount to the certainty of supplying the best quality 
for each purpose lies this consistent dependability at all 
times. It is not only the goods and facilities, but the spirit 
back of them that counts. 

It is found in the “Line of Lowest Ultimate Cost.” 


NeipDicH PROCESS ComPANY’ 


4 <A 


pce or aac 


Burlington a ‘ New Jersey U.S.A. 


“She Line of the lowest ultimate cost” 














3 Better Features in No. 350—14K Gold Filled 
each Dur-O-Lite Watcha customer's fingers grip around a _ Marbie Mottied, Jade and 


Pencil Dur-O-Lite Pencil. Satisfied! The per- — 
Leena.” = feet balance, lightness and octagon shape 
2 Simplese construction Of Dur-O-Lite win friends — and its sim- 
es ple, durable mechanism keeps them. 
? its own—"just f ‘ Here’s a pencil worth stocking ! 


A complete line of styles and shapes—50 
cents to $3.50 list. 


Write for complete details and literature 


DuUR-O-LITE PENCIL COMPANY 


4541 RAVENSWOOD AVENUE 
CHICAGO, ILLINOIS 
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MARKING DEVICES : 


| STAMPS - STENCILS - SEALS for the Stationery Trade! 


We can fill all your requirements for 


AS rubber or metal stamps, seals, stencils, 


The National Association of Stationers, Office Outfitters and checks, ete., quickly and satisfactorily; 
Wanufacturers s ¢ ed for « spec aC s ¢ advertising . 
fanufact ha alled 1 special ale s and a i tising shoot such orders to us; they will have 


effort on Commodity Classification No. 10 November 21-26. This 


comprises Numbering Machines, Rubber Stamp Goods, Check immediate, expert attention reflecting 






































Protectors, Accessories and Supplies di a 
Chicago, Ill.—The Eagle Stamp Works, formerly at 66 East credit on your service. : 
Lake street, is now located at 169 West Lake street We are western agents 
Chicago, Iiil.—S. D. Flinn f the Superior Type Company ° ° 
spent his vacation in October at Pittsburgh, his former home for the Ajax Time 
Chicago, Il!.—C. L. Safford, president of the Safford Stamp : 
Works, served s foreman of the October criminal grand jury sao and nto age 
for Cook countr tamps, we repair a 
Chicago, Iill.—W. Farr, Western manager for The Wm. A k Ps, f a . 
Fo _ Company, was called to New York to attend the funeral makes oO num Ting 
‘ e late W. A. Force, September 30 : > 
Chicago, it.—The American Sign O’Type Company, 542-44 machines, we manu 
West Washington street, has been chartered to manufacture facture and wholesale: 
changeable letter signs, die cut metal letters and figures, et« ; 
al rs il stock, $5,000; incorporators—Charles W. Coffield, Lillian ; 
P. Coffield, Florence Coffield, and others. Rubber Stamps 
Chicago, il.—The F. C. Nauert Company, 230 South Franklin Stamp Pads 
street, has been chartered to manufacture and og in rubber and 
steel stamps, inks, pads, rubber printing dies, et« capital stock — Racks 
$3,600; incorporators—F. C. Nauert, Frank Bergen and F. 8S aters 
Kendzora » Self. Inkers 
Chicago, Mt. The x M She ppard Company will display Mun- Rubber Type 
' Kee stamp pads among ts spe alties at the ¢ icago business Ww Se l 
show next mont The company will occupy Booth No. 47. A az oeals . 
proposition specially interesting to consumers will be the offer Notarial and Corporation Seals 
: if a two ounce filler can of ink free with each stamp pad pur- 
H hased This is a seventy-five ent item, which places the ink Write us your requirements 
| inder the pad, so that the ink works upward, and affords a or, send for catalog. 
: lean, non-blurring impression from the rubber stamp 
; rhe co ittee reports of the convention held at Boston by e 
the Natione issociation of Stationers, Office Outfitters and Man 
facturers contain helpful info ation to dealers in this field of merican @a 


activity The eports can be located by reference to the table of 
mtents of the convention act u hi ch is listed on page 


_ identification Tags Prapesed for School Children & Stamp Company 


tag manufacturers face a boom in business, if a plan 


grvested by Lieut. Cl les McCoy, of the Cleveland Police traf- 
at a cat 120 S. Clark Street Chicago 








Ireau. is adopted generally His idea is to provide the metal 
dentification tags to aid the police in finding the parents of in 
ired hildren. and also locating their homes when lost in the 
parks or while n shoppi trips with their mothers These 
tags are to be worn ar nd the neck 

The ! s based n the metal identification tags worn dur- 








the world war by soldiers of the A. E. I 
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{ é ( Classificat ged for the 

‘ od Nove Le hu the Na a — atio of Stat ners 
Office Outfitters and Ma ifact ers Dealers are ged to ake 
special display and sales efforts n Loose Leaf Goods, Blani 
Books, ¢ es and Calendar Pads 

Chicago, i Ed. Spaet! of the MacMillan Book Companys 
s x the Southwest territory ind wil net returt to 
‘ . intil Thanksgiving 

j ! love lig~le. district inager fo The 

chicago, Mh Laat Qumpany. Vee tecarael te tua Manerite EVERY MERCHANT, STOREKEEPER, 


ding. Ist West Madison street. “In December, 1926, he SCHOOL STUDENT AND 
137 West Jackson boulevard. oe enles MANY OTHERS IN YOUR CITY ARE 


Chicago, Clay t K 
rrespondence at the local branch of the National Blank Book 
Seo Te Gk teas at aan Tee Ee PROSPECTS TO SELL 
for the transfer to Chicag Mr. Harvey has beer i National , 
se dauatnen vena, Gin the CRenNiGs a Gumee Gareten Gane COIT’S LETTERING PENS 
e World War ' EVERY STATIONER can profitably use and sell Coit's 
Cincinnati, Ohio Steve S t has joined the Irving—Pitt Ba Bearing Lettering Pens Every retail business is a 
M acturing Company, with headquarters here He had beer good prospect 
witl “The San C¢. Tatum Company nine years . ‘ ; . 19 
- a STO K this sure winner Counter display card of 12 
Holyoke, Mass Maurice Wantz is assis ing 0. D Bis ens sasorte i sizes, sent on 30 days’ free trial Write 
ng. Northwestern representative of the National Blank | put this highly profitable item at our expense 
i" t \ He had be t Sa s mn for the Sk ‘ 








Ke andl Stat nery Company St Louis Mc of which his 

gy fT ake Your UwWn 
ee Thomas Craig, of the Irving—Pitt Manu 

¢ ‘ , : . , rr 


Kansas City, 


_ 
i ( i tended the National Safety ¢ Kress at 
c} * oie can dilieinens ‘ 
Morgantown, W. Va.—Heber Russell, formerly vith The OW al 
. r—\ ter Company } ned he Cowan Baking Com ; 


Ba ke Ww 














ny Ir He had beer wit the Baker—Vawter sales organi 

ation elever Wheeling W Va . 

Wilmington, ‘Del. Th: Baker-—Vawter Sales ¢ par has Th B d P C 
Mu ym By By A e Bridgeport Fen Company 
stock. $5.000 Th. con pans has surrendered its certificate of 239 John Street 
suthority in the state of rine 

The committes eports of the convention held at Boston by ‘ S A 
the National Association of Stationers, Office Outfitters and Man 

fact ers contain helpful info ation to dealers in this field of Bridgeport, Conn., U. bd ° 
activity. The reports can be located by reference to the table of 

} 





ntents of the nvention sect hich is listed page 
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| XG 
| 4 WEBCO PRODUCT 
RIBBONS AND CARBONS 


| The committee reports of the convention held at Boston by 

the National Association of Stationers, Office Outfitters and Man- 
ufacturers contain helpful information to dealers in this field of 
activity. The reports can be located by reference to the table of 
contents of the convention section, which is listed on page 3 


‘ ‘ 
O 1Glli and Best Chicago, Ili.—J. A. Salisbury, manager here for the Kee-Lox 
e e Manufacturing Company, went to Rochester, N. Y., in Septem- 
ber to attend the funeral of the late B. W. Fenn, secretary- 
Ye CO/7//7. L/h treasurer of the company 
Chicago, tll.—J. A. White, manager here for the F. S. Web- 


ster Company, Inc., said he enjoyed the Boston convention of 



































| TRADE MA MARK 


r the “N. A. 8S. O. O. M.,.”" even though it was a bit strenuous for 

Cleans your type No type brushi him Mr. White found the convention one of the best he has 
ng attended with many progressive features. 

Chicago, ti.—The Graphite Paper Company, 407 South Dear- 


| 

| Cleans your platens | No picking Out Of || worn, sect. nas deen chartered, to. Job, sell, and, manufacture 
4 Cc yits stock 2 5 co nor rs J. r “j vat ck, lol ,. 

| Cleans metal parts | particles fromtype || Wilnazen‘sna Sonn G Planagans SS aPatieN Sonn A 

| 


a ee ea 





San Francisco, Calif.—F. A. Hammergren, president, and man- 
ager of H. & M. C. Company, Inc., 75 Annie street, has returned 


Dissolves rease and cleans spots to his desk to find business very _ yt ag = yp ee bee 


been ill for the past eight months, 

rom your desk and is in excellent health Richard Schoembes, well known to 
the ribbon and carbon trade, is now associated with H. & M. C 

as buyer 


WHEN TRADE JA mann APPEARS 


| DIRT OISAPPEARS a EX 


| MANUFACTURED BY 


| The F.SWebster Company Inc. PENS AND PENCILS | | 


BOSTON 
MAKERS OF j 
#8 


MULTI-KOPY Carbon Papers 
STAR-BRAND Typewriter Ribbons th = wen poll coer Psion io = s —n B. 


ufacturers contain helpful information to dealers in this field of 
activity. The reports can be located by reference to the table of 
contents of the convention section, which is listed on page 3 


Antioch, ill.—The Corona Pen Company,, formerly at Janes- 
ville, Wis., is occupying its new plant here The business has 
been reorganized by C. K. Anderson, and plans have been made 
for expansion. 

Chicago, Il1.—E. A. Meyer, manager here for the House of 
Eberhard Faber, made a trip to Kansas City and Omaha in 
- October 

Chicago, ttl.—The J. T. Gill Company, 180 North Wacker 
drive, suffered a loss of several hundred dollars October 10 
when the store was entered and the stock of fountain pen 
desk sets taken 

Chicago, lii.—Pre-convention visitors at the Chicago branch 
Th 1 f of the L. E. Waterman Company included Wm. J. Kennedy, of 

e real test o any the Kennedy Sta. & Ptg. Company, St. Louis, Me and Sterley 
; ; ; F. Jerue, of McClain & Hedman Company, St. Paul, Minn., and 
typewriter key is m regional governor of the National Association of Stationers 


eight hours’ daily ser- Office Outfitters and Manufacturers 
: Fort Madison, lowa.—W. A. Sheaffer, president of ; 
vice. —_ under such Sheaffer Pen Company, will spend the months of November 
tests incoln and December at the general offices here 
. , . has Fort Madison, towa.—Carl K. Hart, advertising manager for 
proved Superior in fact the W. A. Sheaffer Pen Company, returned to the factory in 
October after a trip East, where he spent two weeks visiting 
as well as name. branches and salesmen regarding advertising matters 
Oakland, Calif.—The Springfield Cedar Company, formerly of 
— Springfield, Mo., has arranged to establish an extensive plant 
Write for sales plan; it here, after which the Missouri mill will be abandoned The 
plans your sales. company furnishes cedar slats to American and overseas pencil 
manufacturers 
San Francisco, Calif._—L. A. Wagner, coast pencil man for 


the Joseph Dixon Crucible Company, attended the convention 









































the W \ 


of state school superintendents at Hotel Coronado, San Diego 


LINCOLN early in October 
RUBBER KEY co San Francisco, Calif.—During the week of October 10 The 
” Wahl Company, of which E. M. Gwinn is San Francisco office 
27 Thames Street manager, had a display in the Palace hotel which proved very 
acceptable to the trade. The novelties displayed were espe- 
New York cially interesting to dealers in search of holiday and gift 
goods The display was in charge of J. M. Sandow,. Pacific 
coast representative, and D. B. Real, San Francisco city 
salesman 

San Francisco, Calif.—The Conklin Company here has just 
come out with the new California onyx as the base for desk 
sets, and Tom Emerson, district manager, is much pleased with 
the result of the first showings He says that dealers gave in- 
stant approval to the beautiful colors of the onyx, which bids 
fair to become a leader in desk set lines. Mr. Emerson re- 
called that when he was a boy, every household took pride in 
having an onyx-topped table, and he thinks that this material 
is due for a revival of popularity, in furniture as well as in j 
desk sets. He has samples of a new double onyx desk set that } 
they are preparing to put out, one square and the other oval 
shaped. Some will be available for the coast trade this year 
but the probability is that they will not be available in the 

east till after the holidays 
Seattie, Wash.—Mendenhall's, Inc., 1016 Second avenue, has 
opened a shop uptown at 1522% Fifth avenue. In addition to 
handling fountain pens and mechanical pencils, the _ store 
earries pictures, greeting cards and does kodak print finishing 








2 vem wie. 
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Bentley and Gerwig Desks re- 
cently installed in the office of 
the iknap Hardware and 
Mfg. Co. of Louisville, Ky. 
Bentley and Gerwig qualit 
is always up to standard, 


whether the requirement is one 
desk or several car loads. 


Material, workmanship, utility and price—point 
for point comparison—B and G desks invite com- 
parison. Of outstanding importance to you is the 
fact that B and G desks are built to appeal to that 
large group of buyers who demand the better 
quality but moderately priced desks. Our cata- 
logue is sent free on request. 
BENTLEY & GERWIG FURNITURE CO. 


PARKERSBURG WEST VIRGINIA 











“‘The Best in a Clinch” MAKES ITS OWN STAPLES Automatically, 5000 Without a Stop 


PAPER FASTENERS 


The EVEREADY 
is the Modern and 
Better Method of 


Stapling !! 


Dependable— Economical 





MODEL D—Automatic, standard of- Distinctive and Desirable 
fice size. 
MODEL F—(Giant size) capacity two a t u ee =a re h nh 
to forty sheets, weighs nine pounds. niversa in t eir Appea 

. 

Stands 
MODEL FP (NEW) Foot power ma- not clog. Weight six pounds. 
chine fer rapid and quantity work. 
sate an aes ee i tone “Selling this Kind adds to SPECIAL MACHINES TO ORDER 
shades to wooden rollers. Its uses ean Se A. 4 Hand, 7 —— or Electric 
. perated. 


are almost limitiess. 


EVEREADY MFG. COMPANY OF BOSTON 


F. A. Burnham, Jr., Gen. Sales Manager, 50 Church St., New York City phe Result of Long 


Sapplie. Factory, 34 Southbridge St., Worcester, Mass. edge of Requirements 


Supplied 
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TORMTEX 


TYPEWRITER RIBBON 


WRITES LIKE PRINT 








Made from specially constructed fabric. Inked by the 
STORMS PROCESS which insures a perfect edge and 
no crushing of the fabric. Designed primarily for sharp 
clear impressions, STORMTEX will outwear any ribbon 
of the sharp writing variety. 


Write us today for samples and further information on STORMTEX, 
THE SHARPEST WRITING RIBBON IN THE WORLD. 









561 Grand Avenue BROOKLYN, N. Y. tconps ereRw> 
INKED RIBBONS CARBON PAPERS 











There’s Profit in Desks! | 


y' 10 make money on Western 


Desks. Their sturdy quality is 


so evident that they are easy to To eCTRD) 
pent hit iy are hay WESTERN 

sell. lis Same inherent, lasting ~~ ei P- 

juality makes them sfay sold. And -E-S-K-S 


they build up your reputation for 
having dependable merchandise. 
So put a tew of these profit-win 
ning Western Desks on your floor 
and let them sell themselves. 
They'll do it. Just vive ‘em the 
opportunity. Write for pictured 









details and prices to 


Western Furniture Company 
BLAIR AVE. at PALM ST., ST. LOUIS, MO. 
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HOUSE ORGANS 











<e—— 


Manufacturer 


wit! spe ettering I jones | s send 


W 











Victory Stamp Pads Are Quality Pads 
Made of the best material and inked with Pure 
Rubber Stamp Ink. These pads are not surpassed 
by any other, and are made in the following Col- 
ors: Red, Black, Blue, Violet and Green. 
Sizes 
Junior 

Dimensions... . 

.. Dimensions 
Dimensions... 
....-Dimensions... 
Dimensions... 


Sealing wax in various grades, sizes and colors. 
Write for Price List 


LUTHER INK & STAMP PAD CO. 


East Park, Near Mulberry St. Newark, w. J. 




















A. D. JOSLIN MFG. CO. 
MANISTEE, MICH. 


obligation to us. 


Sell Them When 


Often “where,” 
“why"— 
wants to know 
and JOSLIN’S ECLIPSE tells 
“when.” It is the fastest selling hand 
time stamp on the market backed by a 
leal proposition that is worth your 


more important than 
“which,” “who” or 


business man 


what, even 


Every 
“when” 


aeaier 


time 


Write us 


or tull intormatio and 


JOSLIN’S 


ECLIPSE 


TIME STAMP 


Pin to Your Letterhead 





Send details of your dealer proposition at no 
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la 35 YEARS = 


On LESS J 


7 We Study Motors the > 
«€ Way You Study Markets 


NOWING what your customers 
need—and how much—is the 
basis of your production and sales 
program. 
Finding out just exactly what spe- 
cial electrical and mechanical de- 
signs are required in the motor to 
be used on your appliance is our 
first step in recommending a motor. 
Complete laboratory and field staffs 
are maintained to co-operate with 
you in producing a motor exactly 
suited to your requirements. 


SPECIALISTS 














Of course we carry stock motors also 
for all commercial circuits, A. C. 
and D. C. — 150 types, 2 h. p. and 
smaller, for immediate , delivery. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 


806 W. Washington Bivd., Chicago, Il. 
50 Church Street, New York City. 


‘ur 


“SEMERSO 


bes MOTORS “4 


Lome ies and FANS = “<p 


» 


INIA NANO NGS 
VV ava a 


















SILK-Y-FIBER Ribbons 
and SILK-Y-KOTE 
Carbons 


Offered for sale are many lines of typewriter supplies 
with various claims of superiority. We ask you for 
faith only in the uniformity of our product-——we'll 
gladly submit specimens taken from the regular day's 
run for your examination We know you will find 
that our supplies are first quality and worthy of 
your trade 


Our new catalog lists the complete line of ribbons for 
typewriters, addressing, duplicating and adding ma 
chines, ete Typewriter, pen and pencil carbons and 
products of this kind sold through stationers. Write 
for the new catalogue. 


Chicago Binder & File Co. 


Manufacturers 


Loose Leaf Devices—Printing 
Inked Ribbons and Carbons 


500-508 West Thirty-first Street 
Chicago, Illinois 
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tors and mail inquiries. An editorial commented on the work 
of the Boston convention of the National Association of Sta- 
tioners, Office Outfitters and Manufacturers. 

The anniversary number of The Du Pont Magazine (E. I. Du 
Pont De Nemours & Company, Inc.) celebrated the 125th anni- 
versary of this business, which started as a powder mill. Three 
articles are of special interest to stationers. One tells of the 
manufacture of “Fabrikoid’ and other coated fabrics. The 
second discusses the field of “‘plastics,"" which appear as barrel 
material for fountain pens and mechanical pencils. The third 
article tells of the development of “‘Duco,"" which protects 
and decorates fine desks, typewriters, numbering machines, 
calendar pad stands and other utilities sold by the stationer. 

The Coach (published co-operatively by the Boorum & Pease 
Company, Eastern Manufacturing Company, C. Howard Hunt 
Pen Company and Sanford Manufacturing Company) included 
several articles of more than usual interest to the merchant 
“Action” showed that the best plans are inert if they are 
not started at an opportune moment, and carried out with 
vigor. “The Customer's Viewpoint" was presented by “One of 
Them,.”” who pointed out in a constructive way some of the 
shortcomings of retail clerks in stationery stores Well worth 
the study by progressive merchants, with application as neces- 
sary in their own stores. 

Association 

Special Libraries (Special Libraries Association) included 
“Business Literature Since the War."’ by Robert L. Smitley, 
editorial advisor to the New York Stock Exchange He com- 
mented on the volume of such books, some of permanent 
value, and many transitory. 

Making Markets (Sheet Steel Trade Extension Committee) 
commented on the new record storage of the Chesapeake & 
Ohio Railway at Richmond, Va. A seven-story reinforced con- 
erete building was purchased for this purpose. Lyon steel 
shelving is used for the complete equipment of four floors and 
steel shelving is used to a considerable extent on the remain 
ing floors 

Dealer 

Bramwords (The Bramwood Press) discoursed on price cut- 
ting, showing how costly it is to the cutter, as well as to his 
competitors 

The Office (The Schooley Stationery & Printing Company) 
printed a message from the company's president, a greeting to 
customers with thanks for their patronage. This message 
listed the major lines of the company, and offered prompt 
delivery on all items 

The Honolulu Item (Mercantile Printing Company, Ltd.) in- 
dicated that the unordered C. O. D. proposition is not unknown 
in the islands The Item advises readers to store the un- 
ordered goods, notify the sender, and then sell for storage 
costs after the expiration of time specified in his notice to 
the sender 

The Blank Book News (The Columbus Blank Book Manu- 
facturing Company) discoursed on shady stories. The wise 
salesman knows his customer well enough to realize whether 
he likes to have smoking car stories told, or has a violent 
dislike to smut When in doubt, the weather is always a 
safe, though commonplace subject. 

Variations (Stromberg—Allen & Company) commented on 
juveni'e collecting fads of bygone days, and said that the boy 
of today collects bottle caps—the crown seal kind. Looking 
over several such collections—one of which numbers 900 indi- 
vidual caps—Variations commented that the most widely ad- 
vertised soft drink—Coco Cola—predominates 


—— 
Typewriter Exports 


United States exports of typewriters by countries during August, 1927. 
In exports under this classification where the machine is driven by an 
electric motor, the value of the motor is included with the machine By 
the Division of Statistics, Department of Commerce 

Standard, New Portable, New Used & Rebuilt Parts of 











Countries Ne o Dollars No. Dollars No. Dollars Dollars 
Austria 296 $ 2.817 126 $ 4,260 28 $ 14,063 $ 6,617 
Azores and Ma 

deira Is 1 130 
Pelcgium 123 8,498 SS 3.285 68 1,341 515 
Fulgaria 3 210 ; 108 5 203 
Czechoslovakia 392 26,058 408 16,327 30 Ta 4.418 
Den. and Far. Is 46 26 936 6S 2.720 242 
Esthonia 8 = 
Finland 42 Ld 2 58 1,798 
France fS5 S28 14 200 6.438 4,480 
Germany 1,080 OS1 24,556 155 5.818 7.4% 
Gibraltar 15 540 
trreece 78 4.137 st 1,406 aS R86 531 
Hungary 136 8.4655 205 10,270 455 13,028 177 
Ieeland 1 70 5 180 
Irish Free States 21 1,470 
Italy 585 42,045 2068 7.268 8 1550 1,957 
Latvia 10 56s 22 7TH2 
Lithuania ; 225 
Maita, Gozo and 
Cyprus 10 160 
Netherlands one 19,952 at) 1,867 151 4.257 “o2 
Norway 166, 11,030 73 2,73 60 
Pol. and Danzig 5a 42.536 195 7,324 so 1,115 722 
Portugal . 116 i ; 44 1,620 
Rumania oo 75 2,700 17 aon 270 
Sev. Rus. in En 385 
Spain 6o1 OG 2° 678 axe 13.163 169 
Sweden 72 213 7,689 7s 2.361 31 
Switzerland 275 231 8.679 33 1,462 4,968 
Turkey in Eu 8 g 
United Kingdom. 2,340 152,924 S30 33,343 373 14,960 9.549 
Yugo. and Alb il 44 125 4. 6 244 ° 
Canada 748 48,786 ane 13,345 Sas 11,437 6,114 
Brit. Honduras 1 “i 
Costa Rica 13 1 70 2.874 16 632 
Guatemala 71 4.$ 20 1.0%) 218 
Honduras 9 30 1.108 18 
Nicaragua 17 x a6 1,238 
Panama 23 X 1 42 3 137 25 
Salvador as 2 15 Mo 192 
Mexico. . 396 27. TAT 27.600 20 680 seo 
Miquelon and St. 

Pierre 1 Si #0 


Newfoundland and 
Labrador . 6 461 : i 124 





ae te oe: ce 








at en 
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Shelbyville desks are known as the flush paneled 
interlocking dovetailed line---all the finest features 
possible to put into desk construction. Have you 
a catalogue? 


SHELBYVILLE DESK COMPANY 


SHELBYVILLE, INDIANA 





What Is Flush 
Construction? 


Shelbyville desks are built of 
flush construction which means 
that the ends and backs are fitted 
into grooves in the legs, forming 
a flush surface. All the old dust 
catching rails and .ledges are 
gone. This means a sanitary desk 
---a desk really modern from all 
points of view. 











WATSON 


High Line 
UNITS 


Are ready built stock filing units 
for courthouses, large offices and 
public buildings, designed to meet 
the demand of maximum capacity 
with minimum amount of floorspace. 

Several style units are included 
in the high line such*as document 
files, roller shelves,'ilegal blank 
drawers, pigeon holes and stationery 
cupboards or lockers. 

All high line units are 71-3/8" high 
but vary in depth and are designed 
to take standard size books, records 
and documents. 

The high line units are apart of 
the many complete stock lines of 
filing equipment, as well as special 
built-to-order equipment in accord- 
ance with Architects’ plans, and 
specifications. 

Certain territories are without 
capable representation and we'll be 
pleased to hear from dealers there. 


Watson Mfg. Co. 


Jamestown New York 
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FSS EKO) 
‘Sy 


Here is the latest \ 
addition to the : 
“INVINCIBLE” 
FAMILY 


Does not soil the hands. Has no odor. Made in the U. S. A. 
And — It cleans by merely pressing the cake against the type. 


SELLS ON SIGHT—NO SALES RESISTANCE. 
A GOOD MARGIN OF PROFIT FOR YOU ! 








































AMERICAN WRITING MACHINE COMPANY 
OG222 SS ang 


"INVINCIBLE"; oo" 
PLASTIC | 
TYPE CLEANER( KIS 





d 


@ 






449.455 
Central Ave. 










It is not difficult, perhaps. 
to sell desks ata price but 
quality desks at a price is 
peculiarly an Alma achieve 
ment. 


In the Alma 1100 Series of 
desks in Mahogany 
veneers and 1000 Series i: 
Plain Oak with 1 4” tops, 
Alma h gone far in joi 
ing auntie; and price 
profit to vou 


For here are 1 sks that 
idequately t tl 
quirements ot pract i 
any othce and vet tl 
prices are well within thos« 
asked for ordinary desks 
Our new 1927-28 catak ( 
is Just off the press. A ling 
to us will bring vour cop 


No. 1142 F OFFICE 











ALMA FURNITURE COMPANY CEURNITURE 
HIGH POINT, N. C. 























Countri« 


Barbados 

Jamaica 
rrinidad 

Brit 


Other 
Cuba 
Thor 


Carbons, Ribbons and Filin 
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Aa Lua 
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ace a34 
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ENVELOPES 


Purposes, 


folded papers. 


519 Broadway 


JOHN F. DIEMER COMPANY 


New York, N. Y. 


PRODUCTS 


FOR 


SATISFACTION 
AND 


SERVICE 


for Filing, 


Samples furnished on request. 


Est. 1869) 


SEND FOR CATALOGUE No. 30 





Mailing and Carrying 
in RED ROPE and JUTE, for flat or 
Also Metal End Filing Boxes. 

The illustrations show a few of the designs carried 
in stock. 


























Ma 
city 


in 


your advertising —to help you 





ke your 


Syst 


| 
| 
a 





nr 


National Vulcanized Fibre Co 





Ashes! 


Where to put them?... Leave 
them where they are—and they 
blow all over your desk. Empty 
them into the ordinary open- 
side-and-bottom waste basket— 
and you might as well throw 
them on the floor. But, here 
is a waste basket with solid 
sides and bottom — made to 
hold even the smallest particles. 


VUL-COT 


-the standard waste basket 


In olive green, maroon, oak, walnut, 
mahogany ... and Naco finished in 
delicate pastel tones. For office and 
home. Guaranteed for five years—many 
have been inservice for thirty. Buy them 
by the dozen —at stationery, house- 
furnishing and department stores. 








store Waste Basket headquarter 
Link up with the Vul-Cort 


advertising 
Digest, ( | 


sell more 


I ‘le aaa terar 





Wilmington, Del. 


waste 
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“Light Red, Yes Sir--need cards?” 


———a quick sale 
makes room for ’ 


records” de- 
show real 


OUR “card 

partment wil 
profits if your clerks’ time 
is used 100% for maxing 
sales In selling signais for 
instance—-with Cook's 
nals and Sales Display No. 
660 there is ro more hunt- 
ing for the right color for 
each of tbe 
twelve colors is 
in a separate 
compartment 
In the rear and 
signatie are 
sealed in pack 
ets of 20 and 


100 of a color 
In the time 
saved the cus 
tomer’s atten 
tion can be 
called to other 
items for eatra 


sales. 





Sales Display 


more sales. 


The new small ser of 
Cook's Signals for cardfiles 
(next year’s big user) can 
be profitably sold by Cook’s 
new 25 cent “20 Packet.” 
No more counting our loose 
signals Each color in “20 


Packets” and packets of 
100 at your finger tips with 
Display No. 660 
How To Get It 
No 660 is a 


sales making 
display as well 
as a stock con 
tainer Litho- 


graphed in three 
colors on meta! 
——takes up only 
ee zs 6” of 
counter space 
Given free with 
order for as 
sortment all 
colors (10,400 
signals) in pack 
ets of 100 and 
20. Write us. 


No. 660 for 
COOK’S FILE SIGNALS 


—make extra sales. 


THE H. C. COOK CO. 
ANSONIA, CONN. 



























EVERYBODY IS A PROS- 
PECTIVE BUYER FOR THE 


“SILENT WATCHMAN” 


It is everything a modern wall safe should be 


plus its 


unique advantage of being 


installed 


DIRECTLY ON the walls in remote secret places 


—abstraction being impossible. 


The trend of time 


makes this insulated welded steel safe an inter- 


national demand. 


A demonstration and its low cost is your as- 


surance of every sale. 


FOR PARTICULARS—A 


WRITE 
CIALTY WITH AN 


The Hall’s Safe Co. 


3253 Spring Grove Ave. 
P.O0.Bex 846 CINCINNATI, OHIO 


INFINITE FIELD. 


SPE- 





Refillable pencils, 
and pencil leads 





Fountain pens. 


Countries. Dozens Number. Dozen 
Austria . 52 $ 383 900 $ 1,221 
Relgium 416 2,000 o weecease 
Czecho 
slovakia . anes epebs 383 471 
Denmark and 
Faroe Is.. 222 1,522 2,157 3,787 18$ 
Bulgaria snate ae 96 
France 28.126 4,529 444 4m ‘ 
Germany 2,217 644 2 102 
Finland : . 
Greece . 383 $21 72 77 243 
Hungary sine Ke 12 9 572 
Iceland : 21 32 7 22 : 
Italy ee se mw. 679 2,203 480 
Netherlands. 6,638 2,247 718 806 36 
Poland and 
Danzig iat es 25 46 2,490 
Portugal . 6 Ss enes <sasane scass 
Rumania 263 3,795 978 2.295 
Spain . 8,781 1,406 218 ne2 
Switzerland. 2,435 900 «1,379 1,752 4 
Sweden .... sees 8 eeecece omee 8 aeeege a7? 
Tur. in Eu _ aan 36 32 220 
Un. King 148,610 32,763 6,874 9,131 7s 420 
Yugo. and 
Albania .. 8 . ee aor 
Canada ...2738,840 8,453 2,279 1,958 195 5a2 
Brit. Hond. oeses ehee e6¢0sae on 
Costa Rica. 15 150 TH 1,270 1.088 
Guatemala . 36 226 236 Net 174 
Honduras ..  «... «sess tees eeeses 1.081 
Nicaragua . 18 15 99 320 448 
Panama 112 57 197 420 14.9872 
Salvador .. 12 ' 10 2 109 
Mexico .... 2,888 2,318 1,741 3,879 40007 
Newfoundland 
and Lab... 1,473 274 356 232 g 289 
Barbados sane ° 14 soenns 
Jamaica - 26 160 MM 180 1944 
Trinidad and 
Tobago oe 846 @B woe 7™20 
Bermuda 16 67 : 
Other Brit. 
y. Inmd.... 4 11 ites 6¢0nne 
Cuba sees 400 §=61,289 1,292 1,278 97 e099 
Dom. Rep.. 25 70 255 SST 2 98 
Dutch W. Ind 39 67 » 272 
Haitian Rep. seee 8 pesece 18 62 200 
Virgin Is 
of U. 8... 1 11 122 175 
Argentina . 2,305 1 5,187 6.619 12. 448 
Bolivia 1 14 5 27 ; 
Brazil ‘ 70 20 «62.006 4.958 7 244 
Ce sscece a9 224 1,288 2,031 9°R 
Colombia 377 206 723 1,087 @ 5Rs 
Ecuador : ee 15 162 a 
Rr. Guiana. ‘ ; eeecee 190 
Peru eeee . 138 297 5.124 
Uruguay 878 1,148 1,355 2.500 1AM 
Venezuela ll 7 592 935 @ 487 
Arabia and Ps 
Hejaz 6 nM 
Brit. India S37 72% «41,651 4.508 e nah 
rit. Malaya 8ST 191 1,348 2,892 = R00 
Ceylon . ae 117 377 
China sees 4 234 9,336 20,775 5.404 
Java and 
Madura .. 1,908 1,333 464 93s 
Traq ‘ . 288 291 fe 
Hongkong woes  eeece eccece 4.950 
Japan, incl 
Chosen ... ‘ 47 144 139 492.450 
Persia .. 42 97 ei 
Philippine Is. 3,750 3,206 «a9 412 
Syria ety 18 — aiieereere: 
Tur. in Asia 16 Lee see " 
Australia . 3,198 852 1,893 4,734 96.005 
Fr. Oceania .... seees esse seeese 49 
N. Zealand. 925 778 282 451 any 
Belg. Congo 18 ono 122 208 
Br. E. Afr. 3 48 1m 251 172 
Br. S&S. Afr ee : saee ee 1.074 
Br. W. Afr. 82 33 aa : 
Canary Is : 8 20 
Liberia ° 72 
Portuguese 
E. Africa oe 122 
Total . 483,880 $72,496 53.628 $92,534 
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Pencils, 
except metal. 


ee) 


“o 


Typewriter 
ribbons. 
zen. 
175 767 
250 842 
193 550 
1,139 3,084 
S4 273 
171 498 
240 1,321 
76 303 
349 814 
138 359 
2.921 9,687 
45 1,668 
26 71 
131 468 
17 60 
b 98 
9 191 
7.72 $55,372 


R19 


“O15 


267 
‘842 


‘ 
07 


1” 
971 
Rn4 


294 


nn 
465 


m1 


43 


during July, 


1927. By 


Filing 
folders, index 
cards and 
other Carbon 
office paper 
Countries. forms. Pounds. 
 csvetesandees« 669 1,077 816 
Sn cesceeacas eaten 60 73 
Venezuela ........ 358 284 185 
B. India . 201 2,049 1,761 
B. Malaya s9 195 178 
China = ia , 1,569 1,369 
Java and Madura . 444 490 
Hongkong ..... ieeCene weeer 169 147 
Japan, inc. Choser ‘ 9,110 6,012 
Philippine Islands 131 474 409 
Siam nesses ie . 
Australia 40 4,937 
B. Oceania - 48 
N. Zealand 116 1,339 
B. E. Africa 22 14 
B. S. Africa 325 843 
B. W. Africa , 14 
Me cscs 650 256 
Canary Islands 
Total $17,866 74,945 $57,553 
Writing Instrument Exports 
United States exports of writing instruments 
the Division of Statistics, United States Department of Commerce 


Metallic pens, 
except gold. 
Gross 


1,406 $ 700 
29 616 13.084 
1.592 899 
im "ko 
102 91 
"550 40ST 
ili 100 
Ss = 
24 18 
936 80? 
1 
4m 246 
om oon 
gar uw 
om 129 
327 233 
1,012 616 
1™ 0 
1.00 “91 
> 15 
108 Liss 








5 §15.882 $102,269 38.185 $18,985 
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A CONSISTENTLY | 
GOOD PENCIL | 


Write for samples and prices 


United States Pencil Co. 
Philadelphia —Menufactures— U.S. A. 





| 
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AUTO OWNERS! 


a ee ert™ 





HARVEY’S : 
“COST-KEEP” 





AUTOMOBILE 
EXPENSE BOOK 


Automobile owners would 
like to keep a record of their 
automobile expenses if it 
wasn’t too much trouble to do so. In 
Harvey’s “Cost-Keep” they find a pocket- 
fitting little record book which provides for 
the recording of every automobile expense 
in a simple, understandable manner. Sta- 
tionery dealers in all parts of the country 
have found it profitable to give their cus- 
tomers the opportunity of securing the 
“Cost-Keep.” 

A sample and pertinent dealer information will 
be gladly sent at your request. 


Fred W. Harvey Co. 


Syracuse, N. Y. 























CAp ITTLE 


QUALITY 
CARBON PAPER 


ROCHESTER.N.Y. USA 








. | | | 
ll Lill DO i i. 
ex OE OE OE Oe OM OR Oe ee Oe a oe SE EE ED OE EE RE EERE EC Re ee ea Eee | 




















Adherence to a standard that has proved 
satisfactory for more than thirty years 
is the story in a nut-shell as to the 
quality of Cobweb and Satin Finish 
carbons and Satin Finish and Gold 
Seal Ribbons. ‘Much in Little’ is a 

| 


Sale slogan lor any Geaier 


A.P.LITTLE, Inc., ROCHESTER, N.Y. 


New York Office—Bible House, Astor Place 


























S68W . Congress 
Street, Chicego 


s Cigarettes 
ata 
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CURMANCO 


INADRAWER FILE 


Patented 






Patented Steel 
Construction 













Drawer insert 
with trays for 
peach kind of 
stationery 









INADRAWER SIZE holds short envelopes, 
letterheads, carbon, copy paper, invoices, state- 
ments. Longest trays 11 inches. $4.00 
Size 8jx3x17". : - ' Each 3 


STANDARD SIZE 
holds short and long 
envelopes, letter and 
cap size paper, in- 
voices, statements, 
telegrams. Longest 
trays 14 ins. with ad- 
justment for shorter $7.00 
lengths. Size 8jx3}x19". Each ... 6 


Liberal Dealer Discount 


Currier Manufacturing Company 
N. W. Terminal, Minneapolis, Minn. 
Distributors 


Shubert Office Specialty Co. 
1405 So. Hill St., Los Angeles, Cal. 















H. Denny, Inc. 
356 ed man New York 










sie ; =u = 


pu = —E 
mh eri ‘Cacom 








Ideal for the Office 


DRAGON 
SMOKERS 


rom the ot. 
SCROLL ART STUDIOS 
BRIDCEPORT, CONN. 


The design is attractive. 

The “Duco” finishes are hand- 
some, colorful, and durable. 

The matches are always handy. 
The tip-lid feature leaves no ashes 
open to view and quickly extin- 
guishes the aftermath of smoking. 
Easily emptied and cleaned in a 
minute. 

Choice of seven colors. 


Dragon 
Model 
300 





Scroll Art Smokers are distinctive and different. 
They are profitable for you to sell. Write now. 


SCROLL ART SMOKERS 





- 


| 





Glass Top 
Desk Pads 


The Elsane Glass Top Desk 
Pads appeal to lovers of glass 
first, perhaps, for their at- 
tractive appearance. Then, a 
closer examination brings out 
the real goodness in the design 
and construction and sales fol- 
low as a matter of fact. <A 
smooth, hard, firm surface 

easily cleaned and always ready 


to use. 


Sainberg & Co. 


77 E. 130th St. New York, N. Y. 


all all 
i i i a oa 


ttl... il, lass lls. lteln...ttlan,...tlian....lin,....ilay,. lay, las Alen... ls, ilar, tls la 











AIR MAIL SCALE 


The Uniform Air Mall Rates at i0¢ Per Half Ounce 
Fraction, to All Points in the United States on the Air Route 
Are Now in Effect. 





THE TRINER NO. 9 AIR MAIL SCALE 


United States Post Office Department has equipped 
the service with 27,000 Triner 9-ounce Air Mail 
Scales. This scale was selected on competitive bids 
as the best type for the purpose. 

It is built entirely of steel, with a brass beam and 
brass poise. Each half ounce graduation is clearly 
cut on the beam with a deep “V” shape notch and 
the poise is equipped with a steel dog that seats 
properly, making it easy and positive to obtain ac- 
curate weight. 

The tubular beam is equipped with a balancing 
block within, so that the scale can always be kept 
in perfect balance. 

A high grade scale all the way through at a mod- 
erate price. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, Ill. 


We also manufacture Parcel Post and Mail Automatic Scales 
used by the Post Office Service 











| to Il, 
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Refillable pencils Pencils Metallic pens 
und pen leads Founta . except meta except gold 
ntries. Dozens Nu Dozen (ross 
Shipments of Pencils and Pens to Non-Contiguous Territories 
Alas lozens | ~ S 238 
Iiaw [Dozgens} 18.040 ’ “ 
Port Rico { Dozens 225 1,972 
Metal Office Furniture Exports 
| ted States exports of metal furniture bv countries during 
\ugust 1927 By the Divis St istics I> art? of 
Safes Bank 
| ind 
} ts. safety Or) 
fire | sit offi 
ind vaults fur Other 
rglar and tur etal 
} 2 proof equip and x furni 
( N ‘ ment ires ure 
Aust 7 8 ¢ 11 ¢ 
\zores } 
Madeir I 
Relgit 7 8 $ 8.47 
("ze sk ' ~ 
Dent k and 
Fr. Is g 18 254 
F i \ 
E { 8 $ l 
( 1 f ] 
‘ 60 
| re 
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N ‘ 7 
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1 ik r 
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Cut down that 
NEEDLESS waste! 


OU pay for space you waste and get nothing out of it 
but LOSS! You can stop that loss. You can make 
every cubic inch earn its cost. 
Cubic Inch Storage is the big New Idea in office 
efficiency! You get it in Service Steel Units. 
Adjustable drawers, 14 


sizes; 7 styles. Any de- 
sired combination. Fire- 





resisting, dust-proof, rust- 
proof. No bolts, rivets, or 
open joints exposed. 





Style B Drawer. s-11/16" 


Send for illustrated folder just out, showing 
complete line. Free on request; write today 


Service Steel Products Corp. 


914-918 W. North Ave., Chicago, III. 


Unit No. 131 L-B 33 


drawers. Designed for 
forms, cuts, blue prints, draw 
ings, etc. Cost moderate 


To dealers who can mer- 
chandise an exceptional 
proposition, we make a 
very attractive offer. Write 
for details. 


(4013) 








- 
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3 476-478 Broome St., New York, N. Y. ; 
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s ‘‘Be Up-to-Date” 


ADOPT 
cause they 


TOMER 
CRI 


SOLO” Stamp Pads and Inks be- 
return in CUS- 


AND IN- 


bring a big 
CONFIDENCE 
ASED BUSINESS 


SOLO 


windows and on 


found 


Pads 
your 
how 
your customers 
more 


display 
count 


trial lot of 
em 1 your 
ifter vou 


(Order a 


Ssatis- 
and 


nave 
tTactory they are Oo 


yu'll want 


ONLY 


series 
surplus 


Stamp Pad that will not give off 
your stamp and 
absolutely rubber 


AND COST 


ink to rubber 
perf ct 


THEY 


iiways nsures 


stamp impressions 
,O MORI 


‘ 


Manufactured by 


‘ Peerless Carbon & Ribbon Mfg. Co. 


Incorporated 




















=" 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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Supreme 


DRY STENCILS 


for all duplicating machines 
No moistening before cutting 


SAVE 


Typewriter — Time — Money 
YOUR TRADE DESERVES THE BEST 


“Quality Supreme” 


Arlac Dry Stencil Corporation 


418 Fourth Avenue Pittsburgh, Pa. 


(Distributors for U.S. A.) 










Dealers and salesmen write for particulars today 
Please mention name of Duplicator when writing 










~ 
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Adding—Billing-—Calculating——- Bookkeeping 


United States exports of adding, calculating, bookkeeping and billing 


machines, etc., by countries in August, 1927 In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine Parts of adding and calcu 
lating machines are not shown separately They are included under a 
general classificatior Other machinery and parts of," which is not 


segregated for publication By the Division of Statistics, Department of 


Comme 








Listing Typewriter 
adding book keeping Non-listing Listing 
bookkeeping billing adding adding 
machines machines machines machines 
Countries No Ne No Ne 
A ria 4$ 2.78 118 5.140 243 2.74 
Beigium th 'T 260 14 7.291 162 
Czechoslovakia 0 8. H02 4 2 23 
Denmark and Fr. Is 7 1,542 2 1.45 1 
Finland 7 4.942 a] 
France ‘ 59 8.525 ’ 23,80 gu 
Germany 208 102,712 33 15,710 45 
Hungary ; 2.2990 15 
Ita 5 >, aap 12 7.445 s “aM 147 
Netherlands ‘ 4.016 4 442 77 
Norway 7 4.495 8 om ao 
Poland and Danzig 3 S00 6 1000 21 4,075 26 
Portuga 2 wl 4 na 2 
Rumania 1 787 
Sov Res, in Eu 52 4.08 25 11.52 
Spain 22 157 1 a4 SS 7.45 
Sweder 0) 5.174 1 1.088 147 13,808 
Switzerland 1% 16 047 36 17.787 249 21,343 
United Kingdo a 29.255 46 16,851 39 12,689 
Yugo und Albania 1 927 . . 
Canada ws 6.084 3 6,111 17 «142 7,279 
Brit. Henduras 1 ~ 
Costa Rica 4 sou 
(,uatemala a 2.791 
Nicaragua 2 nine 1 121 
Panama 7 S78 ‘ Pa 1 
Mexico 6 2.449 12% 1 682 
Newfound ind Lal 1 561 . 28 406. 68 © 6 8 
1 rt) 
1 1") 
rinida and ‘I 1 1.737 7 462 
Other Brit. W. Ind 1 6sl 
Cuba 2 1,124 i2 3.758 
Dominican Rep 10 Su 
Dutch W Ind 355 
Haitian Rey 2 225 
Argentina 7 71 l 24 77 8,240 
Brazil 18 5.574 ; 1,122 67 7.650 
Chile 3 a3 21 2.346 
Colombia 5 187 1 1 ee 4.061 
Ecuador : 7 660 
Peru ” 1.280 53 68 
Urugua 758 0 4,965 
Venezuela 4 on2 10 oOo 
Frit. Malaya 2 TOO a 
China 10 ART 
Java and Madura 11 7,191 ; -.202 134 9.345 
Japar nel. Chosen 4 407 
Philippine Is 1 211 12 1,319 
Australia 23 LST 17 4.987 2 72 iss) 4.612 
New Zealand 12 2.064 33 2.579 
itr Ss Afr : 4 141 ; 5 1,473 
Liberia 4 1,200 
Lat ‘ e 1 oo 
Tota 668 $301,154 S52 $134,051 5 $4,867 2,748 $277,357 
Card 
punching, sorting Other 
Calculating and tabulating including used 
machines machines and rebuilt 
Countries No No No 
Austria 17 $ 3.183 ? - 
Belgium 26 4,700 11 s 6a1 
Czechoslovakia . 1 $ S00 . 
Finland 8 3.400 11 73 
Fra nee 31 7.31 27 7,136 33 2.161 
Germanys .171 30, MO 32.967 6S 8,850 
Greece 570 . . 
Italy 5 4.9038 28 2.041 
Netherlands 737 ‘ 4,014 2 65 
Poland and Danzig 5 om noo 1 1,975 1 48 
Soviet Russia in Europe 20 6,000 SM 4,780 
Spain } 1,70 1,525 
Sweden 1 9 1,078 
Switzerland 86 10 3 404 
United Kingd a 10 1 585 
(Canada 28 s 2 387 70 390 
Costa Rica 1 
Honduras 3 
Panama ’ 1, 
Salvador ‘ 
Mexico 1 2 14 1,007 
Cuba : 2 801 
Dominican Republik 2 oa eecese 
Argentina 75 14 60 1,431 
Bolivia 
Brazil 22 5 15 5,400 
Chile 1 
Colombia 16 1, 
Paraguay 5 
Peru 2 
Uruguay 6 
Vene ’ ” 
Fritis! India 19 2 
Britis! Malaya 1 
China 18 1 
Japan r ling (¢ - 1 ; 
Kwangtung leased ter % 
Philippine Islands 11 1 
Australia 7 7 ” 1,632 
New Zealand ; 
Britis Sout? Afr : 
Total 7TS4 $142,337 187 $128,084 322 $24,637 
Shipments of Accounting and Calculating Machines. 
Alaska [Number] 9 $ 3.487 
Hawali [ Numbe rt) 72 8,885 
[Number] 107 10,252 
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NEW! 


PATENT WALLET 

















Lt f 


WESTENCO) 


LOCK | | ie - 
ror oy 5023 ’ 











Mad 
in all SS 
sizes | tae 











Red Expanding Wallets with a simple, durable 
flap-locking device which eliminates cumber- 
some strings. Sells easily. Costs no more. 


We invite inquiry —‘‘Westenco’’ Lock 


Western Envelope Corp. 


Bush Terminal No. 8 




















The 
2 * Boyle Smoker 


Safe--Clean--Durable 


Ashless--Odorless 
Discarded smokes, matches, 
ashes, etc. are dropped thru 
the hollow tube to the airtight 
base, out of sight and smell. 
Fire instantly extinguished. 
The base is easily detached 
for convenient disposal of 
contents. 


Five Lacquer Colors 


Chinese Red Jade Green 
Walnut Brown Ja Blue 
Mahogany Maroon 
MODERATELY PRICED 


STRONGLY CONSTRUCTED 
ATTRACTIVELY FINISHED 





Send for illustrated 
color folder quoting 
prices 
Our product infringes 


no patents 


(Patent Applied For) 


THE BOYLE SMOKER COMPANY 


INDIANAPOLIS, INDIANA 














- w 
68 33rd St. Brooklyn, N. Y- py yt er 
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Reminders * he ~ , , ? , > 

| © ARE IN CONSTANT DEMAND ®& 

G S 

Pie The demand for bronze tablets is by no means \ 

| confined to any one business. Banks, Depart- a4 

ment Stores, Office Buildings, Public Build- ANY 

ings, Schools, Auditoriums, Churches, etc., are m4 

continually in the market for bronze tablets Ne 

Memorial tablets are purchased by various nd 

rganizations and individuals to commemorate aN 

deeds of valor, names of donors, landmarks, etc. 24 

ANY 

: . y 

SALES EASILY MADE — PROFITABLE & 












Matched Sets in Gift Boxes 


New sets of Reminders and Billi sin matched leather 
ttractively boxed for gift purposes. Lizard, Mor 
Cowl e, P } Pr ifr > to $15.50. S ; - 


Robinson Readipads 


€ 


$1.50-$1.75 


Robinson Manufacturing Co. 
Westfield, Mass. 











& VARA Me AKL ak mez A, te) ROW an 


Bronze sales are easily made In most in- ve 
stances the demand is already there, but the > 
source of supply is in doubt. We can supply Ww) 
you—and you can make a good profit his x 
business rightfully belongs to you and we can 7) 
help vou get it 4 
V/ 
“4 
a 
Our Catalog contains over a hundred illustra- »4 
ms of bronze tablets, name plates and he 
é 
lurninated signs. Our price list and informa- =4 
n sheet will aid you in quoting accurately “ 
ind promptly. Both will be sent you upon > 
Write t day he 
. 
- , a 7 Tr ~ . . ~ < 
ATLAS BRONZE MANUFACTURING CO. § 


- 


ORLEANS STREET AT AUSTIN AVE., CHICAGO é 


(a 


_ 
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The Business Card Way to Make Printing Pay 























Stubsof cardsheld frm- 
ly by lever binder in case 











Price 
No. 1— 200 cards, Zetylea, and 2 Cases, Setylen, $1.00 
No.2—100 “ 4 "= = 5.00 


No3—-200 “ 4 * »-¢ °- 
Order today anyone of these sample orders. 


Printers everywhere have found printing advantages you can print and sell these at 
and selling Wiggins Patent Scored Cards a saving to your customers and still make 
put up in Wearwell Lever Binder Cases about 50% poate for yourself. 

a dependable way ito lower overhead and _ Send for one o 

increase profits. 

Business men recognize at a glance the 
value of this new method of putting up 
cards. Cardsalways neat and clean—easily 
detached with straight, smooth edge; no 
Trial Assortment Order ‘%-' waste from spoilage. With such apparent 


rissscemplocstenpeapent try 
these scored cards out with some of the firms to whem 
you are now supplying ordinary loose printed cards. 


WIGGINS 
Extoem CARDS 


THE JOHN B. WIGGINS CO. 


1157 Fullerton Ave. 


Wiggins Patent Scored Cards * Wearwell Lever Binder Cases 


CHICAGO 705 Peoples Gas Bidg. 

















Novel and Unique 


The Bump Paper Fastener te 
novel and unique, but thoroughly 
Practical. No pins, clips or 
staples are used; instead, it uses 
@® part of the paper for the staple. 
The pepers are neatly and se- 
curely fastened but easily sep- 
arated. Two styles, as shown; 
complete information on request. 


THE 
BUMP PAPER 
FASTENER CO. 


LA CROSSE, 
WISCONSIN 









Eastern 
Representatives — 
SEYMOUR. 
CONOVER CO, 
350 Broadway, 
New York City 














STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 3}x4} 
inches, and are enclosed in folded wed- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It’s what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them. 


The American Embossing Co. 


Steel Die and Copper Plate Engraving 
and Printing in All its branches 


192-96 Seneca Street Buffalo, New York } 























NEW MAILING LIST 


2069 Retail Office Supply Houses 
in the United States 
his list is fresh, new and up-t Accuracy i 
uaranteed by > rerun le Mt tor an‘ letter returne l 
in 60 days. Price $12.50, and 


ON APPROVAL 


Keep this list 5 days and decide whether or not 
will help increase sale 


THE KENNETH S. KEYES CO. 


“Mailing List Headquarters for the South” 
73 Ivy Street N. E. Atlanta Ga. 






; 
we Wi 









































of resources and opportun: 
ties results in more than or 
dinary success. In many 


Intensive : 
Development i=": Ss 


successful 

whose achievements are mediocre. A careful reading of trade litera- 
ture, of advertisements, sales plans, and other subjects which are 
met every day by men in positions very similar to your own, 
will increase your power toearn. OPFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way jt will in- 
crease your capacity for work and your earning power. 


Subecription price is $2.00 a year 


THE OFFICE APPLIANCE COMPANY 


417 S. Dearborn Street, Chicago 
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Quality Postal and Parcel Post Scales 
for the high-class trade. Write us. 


HANSON BROTHERS SCALE COMPANY 
EST. 1888 


539 NORTH ADA STREET CHICAGO 








REGAL REBUILT 
ROYALS 


rade 


Approved by the M stact 


ROUGH TYPEWRITERS 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, 
New York, N. Y. 


Cable Address REGALTYPE, WN. Y 














EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard ¢ 


sting met const ' nd at urrangement jf 

gr st ss ri EKA 

ng , " ear-« shary 

na N ‘ supplied r new 

. - " 
- 


DON'T TURN DOWN ORDERS 
: , r you ‘end r 


he EUREKA t kle 


The EUREKA Blotter Bath Co. 


3732-34-36 South Wallace St., Chicago, U. S. A. 











TELEPHONE BRACKET 






**Note the 
Positions”’ 


A CONVENIENCE NEEDED TODAY 


Burns Telephone Bracket is a modern business ne- 
cessity. It assures maximum telephone efficiency. 
Speeds up service and economizes in time and energy. 


An assortment on hand will mean ready sales and 
interesting profits. 


Be prepared to serve your trade. 


State and 64th Sts., Chicago, U. S. A. 
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These Chairs Specially De- 

signed for Executive Offices 

Guarantee Trust Co., N. Y. 
We assist architects in designing spe- 


cial chairs suitable for Hotels, Banks, 
Corporations and Public Buildings. 


The Marble & Shattuck Chair Co. 
CLEVELAND, OHIO 


“Designed for Comfort and Built to Last” 

















TYLER All-Steel—Easy Rolling 
DISPLAY RACKS 


GR me <i 
HEAVY WEIGHT Best SUALITY ¥ W H te 3 times 








Dealers ’ r = “ r iustable she ‘ 
' Carry these wrappers in stock neh strene ater” wed ; 
Best for machine filling, handy —_, . 7” Patented exclus feature 
for hand wrapping; easyto sell, ct ——- . ) 
Write for 7 %. y preg sete Gus to lore 


Salesman’s Sample Case Pa y° pieced Gineounte to station 
ers who take agency 


e The C.L.DOWNEY CO. TYLER SALES FIXTURE COMPANY 
‘2 941-943 CLARK ST MUSKEGON HEIGHTS—MICH., U. S. A. 
—_—__———_ CINCINNATI, OHIO. 














PHOTO 


a MAILER | 
| 


The Ingente Pheteomailer, ao 


7 THE | 
| | INGENTO | 


REXO 


| Trimming Boards p 
= ES. S ie Made in TEN Year Round Profits 


Ilandsomely artistic envelope, mailer * 
fitted with extra strong, double, fold- A complete line of in Desk Pads 





over corrugated board ONLY In quality trimming 
gento has the string plus-cum double- boards, built right Year ‘round profits are customary with Hoffman's 
fastening feature for first-class or and offered at pop- Never-Warp Desk Pads because of constant turnover 
foreign mail sealing when desired. I ular prices rhe value in these pads is unusual due to concentration 
on specialties of great usefulness The sixty styles enable 
Two real profitable items you to comply with almost any request At this season 
ot stoc o »e co ylete o handle he umme 
Dealers write for Catalogue 0160 i oe ane ~ m.- _ —e. A A EB, Ask 


for our catalog with prices and discounts. 


B 223 W. Madison St. MAN 
URKE & JAMES, Inc. CHICAGO, ILL. 145 Lafayette <r New York 

















BONDS, STOCK CERTIFICATES AND SECURITIES 


overprinted on these steel engraved blanks have a quality look and feel equal 

to that of United States Bank Notes because they are produced in exactly the 

same manner. Consequently they are the preferential choice of dealers and 

investors and prove an unusually profitable source of income to the printer. 
SAMPLES SENT ON REQUEST 

KIHN BROTHERS BANK NOTE ENGRAVERS, 206-209 WEST 19TH &T.. NEW YORK CITY 


DN RRRSRRRSRBRSESRSRSR SR RRR RRR RRR RRR RRR SRE R ERR RRR R RRR RR RRR RRR RRR RRS S Rs 


FOR ALL PAPERS OF VALUE |" 


~ 7") a 


—— 
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SIMONSON metal iP GUIDES 


For Vertical Letter Files, Ledger | Posting Trays, Card Systems and 
Check Files, Are | Indestructible 





Send f Pree Sample and 
nt Discount 


NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. “wanuracrurers 122 S. Michigan Ave., Chicago 











Precision STOP evestiSiinc NOISE 


Platens 


for Typewriter, Multigraph, Adding Machines 





Recovered with best Goodrich Black Rubber. Bade fer L. C. Sepithh, Remitetes, Masel. aad Gel , 
Guaranteed accurate and true to center. typewriters. 
: . When ordering state make of machine. 
Delivered free in U.S, 30 Years’ experience. Saves repair calls, does —— A a desk drumming, makes 
ne typewriter more quiet and sna 
Special bargains in complete platens The typewriter is quickly an a eemmationll attached and as 


quickly removed, without tools, from the 


Bushnell Mfg. Co. | | 52.70 °°" 
























3314 S. Spring St. Los Angeles, Cal. Smith Noise & Shock Eliminator 
4 303 Kellogg Street Syracuse, N. Y. 
LISTO PENCILS —KWI KSTI! K 
are the original unbreakable pencils. The MUCILAGE WITHOUT 
The material of which they are made 
is now in use by many of the high- NO MUSS—NO FUSS 
priced pen makers. Tho Qentery-Coriontie—GeasttePemmenet KUT 


They are light and give utmost 


. FOUR POPULAR SIZES .... RETAIL AT 
writing comftort. 
i eacetc 10c « 15¢ « 25 « $0c 
Attractive display cards The “Famous Fifty” (Sie Office Stee) is « 


Consistent Repeater to the Office Trade 


Write for FREE DISPLAY MATERIAL and 
Feature KWIKSTIK for Larger Profits 












LISTO 


Non-metal, Unbreakable Pencils KWIKSTIK COMPAN 


Listo Pencil Corporation, Alameda, California 3229 S. Ashland Ave..Chicago 

















ee Sta- ast 
aper Clip 


Sta-Fast Paper Clips are made in styles A, 
B. C and D and in sizes No. 0, |, 2, 3 and 4, 
Respective Widths: 4” - 1" . 1§” - 2” 








a. = 


VAL-CLIP 





“SECURITY” 


Pen and Pencil Clips 








L. D. VAN VALKENBURG CO., HOLYOKE, MASS. 

















































Moon Globe Trotter Luna 


Times Half Moon Memphis 
Multator 


| 
| 


Gladiator 
Moonlight 


i ribune 


4 


i 
9.3. STAEDTLER, INC. | 


5 WORTH St! NE VV YORK 


STAEDTLER PENCILS SINCE 1662 









BOEHNER IMPROVED 
CARD HOLDER 


The Boehner Im- 
proved Card Holder re- 
ulres no expensive per- 
orated or bound cards. 
It keeps your cards 
clean; it holds one card 
securely as well as «& 
full case of cards. 


When « card is with- 
Grawn the others are 
mot only held in place 
but are kept on the 
bottom of the holder. 


Furnished in twenty-eight different sizes; bound in imported 
Moroceo; metal parte highly nickel plated. 


In writing, please mention “Office Appliances.” 


Improved Boehner Binder Co. 


142-144 Fox Street Avrora, Ulinois 
We manufacture Leather Novelties only and are not Engravera 
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IMPROVED READEASY 


“Unexcelled for service in busy business offices” 
Made in four standard sizes: 





Desk stand ........... $3.00 
With line guide....... 4.50 

neseesecoere 3.50 
With line guide....... 5.00 


Liberal trade discount. All READEASY 
Copyholders shipped ready for imme- 
diate use. No adjustments necessary 
Not a screw on them. Standards co!- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers ad 


ipprova 


Address READEASY 


3 Grand Ave., West. Highland Park 
DETROIT U. 8. A. 


} tor 
sed yn 








Put CANODE 
Duplicator Supplies 
on Display 


Live sales managers are de- 
veloping more business now 
with circulars, price-lists and 
all sorts of duplicating ma- 
chine products. Invite them to 
obtain their supplies from you; 
let us show you how to make 


an interesting dispiay of 
CANODE Inks, ribbons, sten- 
cils, etc. Write us. ' 





Canode Ink Co. 


3005 Carroll Ave. Chicago, Il. 




















Stop Read This Out Loud 


WINDOW DISPLAY FIXTURES 
ASK for 


re 


am SALES ARE MADE ON THE SIDEWALK ™ 


Write on Your Letterhead 


The Oscar Onken Co., Cincinnati, 0. 


No. 624 - 4th Street 


























| 
| 





BRISTOW RADIAL DISTRIBUTORS | 
MAIL SORTING MADE EASY 
For speedy sorting of incoming mail, for dividing | 
finished correspondence preparatory to filing, for keep- 
ing pending matters, incoming mail, “dictate,” etc., on | 
the correspondent’s desk, BRISTOW Distributors offer 
an exceptional service. No guides to tilt or fumble 
with—every compartment always open. Made in four 
sizes. STATION- a7 
ERS—let me send 
you full informa- 
tion. 


STANLEY R. 
BRISTOW 


22-24 Central Ave., 


West Orange, N. J. 




















The only 
brush that 
thoroughly 
cleans all rts 
@ of TYPEWRIT- 
« ERS, OFFICE AP. 
PLIANCES AND DE 
VICES, Typecieaning end 
made of stiff China Bristies, 
General cleaning end made of 
soft substantial Camel Hair 
An attractive colored display 
ecard with each order. Big profit to 
dealers. Write for interesting prices. 












¥ Brush Manufacturing 
= ise-30L Lafayette Street, New ¥ = 


————— —_ 











ARTHUR W. HAHN Dept. A | 











WEIGEL 
Gold Pen Points 


are leaders in the trade, known for their perfection and 
first quality. Your trade gets 100% satisfaction if you 
use Weigel pens You can unhesitatingly guarantee any 
pen point made by us. We back up our product 

Highest Grade Pen Points 
for the repair trade. Im- 
printing done on quan- 
tity lote—all atandard 
weight and size — Mani- 
fold, Accountants and 
Special Points. 


Send today for samples and prices. You'll be glad you did. 


E. O. WEIGEL & SON 


587 South Tenth Street Newark, N. J. 
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White River 
Chair Co. 


Brattleboro 


Vermont 








Catalog 
sent on 
request 





W. ©. Horn, Bro, & Co, is%s 
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Quick Sellers—Big Money Makers 
* Desk 










Their pocket pages keep 
papers in order but instantly 
access*Yie, indexed A to Z, 1 to 
3i, or specially classified 
ceiluloid covered, removable in- 
dex tabs. 


dea Books 


with pasteless pocket pages 

news clippings, striking ~ 8-4 
etc. The storehouse for val- 
uable ideas, instantly accessible. 





ORN 


Portrait, 
Card, Memory, School - 
Seren —- emo 
Deu Boards 


ble Dummy 
Write for prices by special discounts, 


200 Sth Ave., New York 














is a liquid that forms a transparent, colorless, 
flexible, non-porous and tough coating which 
holds the lustre of all polished surfaces, inside 
and out. Investigate. 


NOTARNISH PRODUCTS CORPORATION 


6 Varick St. New York, N. Y. 





41 stock sizes 


Lowest Prices 





Several Thousand Leading Bankers Use and Recommend 


Easy Snap Collapsible Storage Files 






A size for 
every 
document 


Made of corrugated fibre board, with patented snap fastener 
arrangement for closing, eliminating use of extra parts. Is 


absolutely dust proof 
We solicit your inquiries 


Strayer Coin Bag Company, New Brighton, Pa. 


Manufacturers of Banking Supplies 








DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
29 Columbus Place 
Brooklyn N. Y. 















The Featherweight Eyeshade 


is constructed to protect the 





wearer's eyes from glaring arti- 
ficial or natural lights or bril- 
liant reflections. Durable, hy- 


gienic, adjustable, light weight. 





Where it touches the forehead, 





the celluloid is curled, presenting 





a smooth surface. 


The FEATHERWEIGHT EYESHADE CO. 
Merchantville, N. J. 














FOR LOOSE LEAF BOOKS — —— 
PAMPHLETS, BLUE PRINTS, ETC. 
EXCELLENT ARTICLE TO HAVE IN OFFICES 
FOR BINDING DAILY REPORTS 


Loose Leaf Metals furnished to manufacturers of books. For our 
quotation, send us samples of metals desired and quantity wanted. 


The E. W. Carpenter Mfg. Co., Bridgeport, Conn. 



































Travelers’ Weekly 
Travelers’ Monthly 
Radio Record 


Send for Samples 


Beach Publishing Co. 
750 Book Building 
DETROIT - MICH. 
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The“WHISPER-IT” 


sanitary telephone mouthpiece 


APPLIANCES 





Not eml er, 1927 











TRINER 


ALL- MAIL 
COMPUTING SCALES 


4 and 8 Pounds 
Capacities 


are giving the same efficient 
service as the well known 
Triner Parcel Post Scales 
used daily in 52,000 U. S. Post 
Offices. 


Write us your requirements. 


TRINER SALES CO. 
53 W. Jackson Blvd., Chicago, Illinois 







Capacities: 25-50-70 Ibe. 








The 


Desk 
Calendar 





This te the only loose leaf calendar that lies flat on the 
desk or can be tilted 
Two sizes xs $i 

4x. 1.35 
1 dozen less 10% ' dogen leas 15% 12 dozen less 26% 
If your stationer can not supply you send order to us and 
we will pay postage 
Place your order early so that you may be jotting down 
your 1928 memos 


MANUFACTURED BY 


KEITH CLARK, Inc. “New'Yort xox" 





Work-a-Day 











\ 





Less Resistance 
in Selling Tip-Tops 
Means 


Quicker Turnover / 


Hundreds, thousands, millions, 
always the same dependabie 
| aa a a , ~ a sat- 
isfy. ie of pore 

— we. . Priced ae quick 
turnovers and liberal profits. 


Tip Top Mfg. Co., Inc. 


SYRACUSE NEW YORK 
Canadian Agents: BROWN BROS., Lid., Terente 





PAPER CLIPS 























yi 
1 
f 








hes 


DP AEVISILES 


-_ waver pes with chemically welde - seame 
ectors. rals faces Loose en nar 
~~ ‘xers fe eredit and other ats Pa r bound en 
velopes Ce luloia Card Cases et« for nduetria uses 
There's a nice profit for Stationers with the 
Markilo All-Visible line Write for samples 
and proposition 
Samples, et« on request 
MARKILO CO., 996-C Weat 63rd Street Chicago, U. 8. A 

















MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 









For printing 
price tickets, 
numbering 
bius, boxes, 
shelves, ete. 


HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE wood, glass, tin, paper, etc. by means of @ 
lasting adhesive material furnished. Made in two sizes. 
Write for prices and discounts to 


2444 Ainslie St., Chicago 


HANS H. HELLESOE, 





A. W. FABER Thin COLORED LEADS 


Red, Blue, Green, Purple, Yellow, Brown and White 
THE TRIUMPH OF EXPERT LEAD MAKERS 


No other lead in the 
world is like it. 


Into this brand is concen- 
trated the skill and ex- 
perience of the oldest 
lead mills in existence. 
ORIGINAL — DURABLE UNIFORM 


Remember: Sufficiently firm to withstand writing pressure 


A. W. FABER, Inc., Newark, N. J. 


**Pencil Factories Established in 1761" 


Aw. Yr ADEN r) 





The jar experienced while riding in an automobile running 
on hard rubber tires was finally overcome by the air-cushion 
tire now in use 


Similarly, the shock to the tender nerves running down the 
arms to the finger tips is overcome by our all-rubber air-cushion 


MAG le 
Tor 


Magic Touch key caps clean up like new by using damp 





Patented Jan. 4, 1921 





eloth and little soap. When in search of something better, look 
up Magic Touch. Guaranteed for one year 


The Park Company, 19 Park Prace, New York City 
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Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 


replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets, 
CICERO, ILLINOIS 








Yee weowece tree Citaeuce 
Brings Repeat Business 
Assures neat, clean typing 
and carbon copies. Just apply 
with dauber and the type is 
cleaned instantly. Does not 

evaporate. 


We furnish free advertising 
aids to our dealers. 













Individual bottles to retail at 50c and 75c. Also 
pints, quarts and gallons. Liberal discounts to 
dealers. Write us today. 








Abeve Belew 
THE AZORA THE AZORA THE CLAROTYPE COMPANY, Inc. 
TWIRLER AIR CUSHION 16-M Hudson St. New York 
RING (Cross-Section View) 
) PAT. DECEMBER 21, 1916 











‘THOMPSON TIME STAMPS 


Record the hour and 
minute A. M.&P.M., 


-PROTECTAR | sostie 
(H CCK RANT FFI) Started, Finished ct 


ALL 








MODEL A 
Prints on Top of Paper 
TELLS WHEN THINGS HAPPEN 





PERFECT MACHINES LOWEST PRICES Special Seth Thomas Movement with Jeweled 

WR ITE ——SPECIAL DISCOUNTS TO DEALERS— Balance. No soft metal used in construction. 
TO FLAVEN, MANHATTAN BLDG., CHICAGO Used by prominent firms all over the world MODEIL.B bas the 
> on one 


Repeat orders will follow the first sale. Write for folder § piece plate. 

THE THOMPSON TIME STAMP CO., Inc: 
240-2 West 23rd Street New York, N. Y- 
\ A 






















Style ‘“‘L’’ Metal 
Counter Display 


This Attractive 


Counter Cabinet 
finished in brown with 
gold lettering, contains 
150 packets 
40—10c. pkts. of 


Moore Push-Pins 


(Glass Heads—Steel Points) 


Kobler Copyholder 


with Liner 


Patented! 





Keep it right in sight! 





















— yor it down in your also 110—10c. pkts. of 
\ gi Moore Push-less Hangers 
/ potas ote 50 wt eames: ic, jor 
5 50 f. o. Strengt 
so b. New York. Attrac- | List $15, Dealers $10 
| | tive discount for dealers. | Advertised for 27 yrs. 
' — Write for literatur Used in “ y Beery F 
Moore Push-Pin Co. 
+ ——/, —<K (W. unc 
ZN Kobler Co., inc. Philadelphia, Pa: 
— Lynbrook folder of Goose 
ee New York Displays and Price 


List es 














LEON ISAACS & CO. TURNER &HARRISON 
GLUCINUM PENS SILVER-ALLOY PENS 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 


The Sillckest Pens Ever Made clean. Easy to get at. 


SPECIAL IMPRINT 
PENS 
FOR THE TRADE 


The Turner & Harrison Pen Mfg. Co., Inc. 


FALCON PEN WORKS 
Uiustrated catalog on application PHILADELPHIA, PA. 





GARDNER'S HOT 
GOLD LETTERING 
MACHINES 


Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 


Inc. 


709 Pine St. St. Louis, Mo. 











PUL TAG CARD CAS 
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NOW- ANOTHER TYPE OF 


POWERS’ ACCOUNTING MACHINES 


Announcing Powers* new and complete line 
of alphabetical accounting machines which 
still further simplify general accounting. 


PRINTS NAMES AND WORDS AS WELL AS FIGURES. 





Automatic compilation, 
printing, and summari 


zation from punched Sarat Str ane Pome COUNT we 














cards. * In addition to alphabetical machines, 
Powers equipment includes auto- 
matic, visible, slide, numbering, and 
typewriter key punches; plain and 
counting sorters; numerical printing 
tabulators. 


POWERS ACCOUNTING MACHINE CORP. 


Division of Remington Rand, Inc. 


374 BROADWAY, NEW YORK CITY 

















AMES MEANS EXCELLENT SERVICE 








Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 












If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Anes Means F. XcELLENT Service 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office and Export Dept, Great Britain Office Branch Office 
50 Lispemard St., New York . Ltd, 507 Mission 8St., San Francisco 
79 and 80 Queen Street, Londos E. C. 4, Engtand 




























TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 
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THE BACKBONE OF A GOOD 
FURNITURE DEPARTMENT 


Desks might well be considered the backbone of any good 

furniture department They are the largest single unit sold 

It behooves every dealer then to look well to his line o! desks 
he S to serve every need, 


For nearly a quarter of a century we have built a line sufh- 
ciently good to warrant the slogan “the right desk for every 


purpose.’ If the line is not represented in your territory, 


write us today. 


EVANSVILLE DESK COMPANY 
EVANSVILLE, INDIANA 








Designed for office work and 


The ideal desk paper fast- 





Every 


Salesman 





packages, etc. 


assistance and cooperation. 





Office Appliance 


Stationers desirous of increasing their trade in 
Stapling devices, and supplies will be given every 


Write for booklet and complete description of all 
ener. Neat and efficient our models—literature for distribution among your 
trade supplied with your name and address. 


Acme Staple Company 


1643-47 Haddon Ave., Camden, N. J. 


can increase his sales by recommending the Acme Staple and Bind- 
ing Device for each desk. It is unequalled for fastening documents, 
papers, invoices, correspondence, firmly and neatly. 
stapling samples together kept firmly together, without possible separation by a staple which 
can be easily removed, if required, without damage. 

The Acme are the only staple binding machines made complete 
from the raw material to the finished product, in our own factory, 
and are fully guaranteed. Banks, Law Offices and Commercial 
Houses of all descriptions, need the Acme Staple Binder for fasten- 
ing documents, legal papers, contracts, correspondence envelopes, 


Sheets are 






insurance companies, 


corporations, 


vouchers, documents, etc. 
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No e8 All-Steel 
Office Chat Iron 
made n four 
standard sizes a” 
12%", 13%", 14%" 
and 15%" betweer 

nters of holes or 


pider arma 





’ Made under our 
; own Patents 


Neue Kantstr, 13 


Mail this 
Coupon! 
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Why cast iron gave way 
to steel for chair irons 


For many years it was the custom to 
use cast iron for chair irons 


When the chair manufacturer received 
a shipment of irons, he would find 
spider arms broken and base flanges 
chipped. He experienced trouble in 
driving up the base legs, owing to 
variations in the sockets which are 
unavoidable in cast products 

[he base castings, moreover, were 
brittle and often gave way when the 
legs were forced in. The price of the 
chair had to include a sufficient margin 
to take care of this extra expense 
Steel irons have eliminated all this 
difhculty because they can be made 
to any dimensions, exactly 

Make sure that your chairs are so 
equipped. 


COLLIER-KEY WORTH CoO. 


GARDNER MASS. 





Office Appliances Directory 


(Printed in German 


contains about 6,500 addresses 


of German Office Appliances, Typewriter, Calculating Machines 


and Stationery Manufacturers. A most informatory reference 


book to any dealer, importer or manufacturer wishing to be well 
posted in the trade and for those who are longing for good 


supplying resources. 


Price only $3.00-——-or about 126 shillings post free—(cash with order) 


Buro~Bedarf—Rundschau 


Berlin-Charlottenburg 5 (Germany) 


To Biro-Bedarf-Rundschau, Charlottenburg 5 (Germany). 


Please send 


Enclosed find $ 


Name 


copies of “German Office Appliances Directory.” 


sh. 


I Ri is a a a ea ee 


November, 1927 


' 
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CARDINELL 


spk 


Fras 
- J NGLE * FLUID 
POCKET ERADICATOR 


“STEEL PENS REPLACED THE QUILL” 

SELF FILLER PENS REPLACED THE OLD STYLE 
STEM WIND WATCHES REPLACED KEY WINDERS 
MOTOR CARS HAVE REPLACED THE HORSE 


IS REPLACING THE OLD TWO BOTTLE ERADICATORS 









‘ 


DoT 


“Cerdopen IS THE MOST ADVANCED DEVICE FOR QUICK AND PERMA- 





ef tt | NENT REMOVAL OF INK AND OTHER STAINS FROM 

= (54! Vere fie PAPER, CLOTH AND OTHER FABRICS. 

Fountain pens and lead pencils with erasers are car- poe FOR A SAMPLE ON THIS COUPON _ 
——— ried in everyone's pocket. Now comes Eradopen for INK-OUT MFG. CO., Montelair, N. J. 

the pocket, containing the single-fluid eradicater. Forward prepaid to the undersigned, for which find 
incl Sete Now money enclosed: 
= s New Eradopen is a boon to accountants, clerks, : “a ape 
io pupils, ete. It consists of a hard rubber barrel with 01 Vent Pocket Eradopen—6éc 

5 clip cap into which is placed a vial of inkout (Erad- © 1 Eradovial in Paper Container—15e 

5 evial) the single fluid eradicator. After this original O 1 Large Bottle Inkout—6b0c 


— chased at 15c. 


Eradopens and Eradovials insure fresh, active and 
quick single fluid eradication whenever and wherever 


I 
l 
l 
! 
vial has been used up a refill vial (Eradovial) is pur- | 0 1 Small Trial Bottle Inkout—26c 
! 
I 
I 
ERADO required. r 
. 


Town sovesoccesesnenSeeeseeesese ss wrrrer ty, 



























ROBARCO 
VERTICAL FILE FOLDERS 


STOCK FOLDERS—Four distinct grades—weights 
ees) «20 ranging from light to extra heavy—sufficient variety to 

Fifth Cut | meet ALL filing requirements. Straight cut—or tab cut 
—$ ee | any position, or arrangement of positions. 








iT, Ost: | SPECIAL FOLDERS—of every description—odd sizes, 
RES || special cuts, cloth re-enforced, printed folders. Send us 
\ [| muensens | your specificat ions. 
eke 7? oy ere | . , vow . 

~ Geet | Transfer Time will soon be here. 
| RTGS Make up your order NOW. 
| Jireight Get 
| * New Price List No. 1027— 
—— and complete set of samples showing qualities and weights 
I —are now ready. 


— May we send them to you? 


ROCKWELL-BARNES COMPANY 


823 SOUTH WABASH AVENUE CHICAGO, ILLINOIS 
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/mperial 


The Medium Priced Line of Good Quality 
CURRENCY BAND TRAY WALL RACK HOLDOVER FILE 













Made in Quartered Oak and Birch Mahogany 
Put samples in stock and get your share of this business 


IMPERIAL METHODS CO. - Forest Park, Illinois 


SCHUBERT OFFICE SPECIALTY CO., 1405 8S. Hill St., Los Angeles, Cal. 







ad | B 99 To us “M. B” stands for “MON BUREAU” 
e £%- To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed, too. This 
especially applies to office furniture and all modern business appliances. 


To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication ‘‘par 





MUN excellence.” As a matter of fact, M. B. was the first to 
BUREAU advocate highly efhcient business methods in France and 
LE MAGAZINE DE U ORGANISATION was the pioneer of modern office equipment in this country. 
ae > So it is no wonder that it is read all over France, Belgium, 

——* Switzerland, Spain, Italy and Rumania, by the most 

x progressive firms, that is by the firm that is likely to be 


interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 





Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 
ment will write ads that pull for you or translate your copy into 
French just as you like. 


“MON BUREAU,” 186, Faubourg St-Martin, PARIS, Xeme Arrt. (FRANCE) 








Pa 








EIR < 
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Guiticll 


Many of the largest units in the industry 
have selected 


TRUSSELL 
RING BOOK COVERS 


for special purposes where hard usage requires 
ingrained quality; and where a handsome appear- 
ance is added value 


It may pay YOU to show Trussell One-Piece 
Hand- Boarded All Leather Covers to buyers for 
large institutions, for special purpose uses. The 
cheapest is sometimes costliest, while the best is 
often cheapest 


Get into action for 1928 contracts 


TRUSSELL MFG. CO. 
3 TRUSSELL PARK, POUGHKEEPSIE, N. Y. 

















The Netw Speed Fastener No.1 


Your Customers Demanded It! 
Here It Is! Ready For Shipment! 


Consumers mane eagerly sought a Speed Fastener at a low price. Now you 
can sell it to them. 


SPEERTENE FE] )_ No. I 


$5.00 List 








eets gre lemand Mad f fine 3y%” stapling margin By removing 
gauge ste< sturd nstructior stapling head, Speed Fastener No. 1 be 
l higher priced models will last omes a practical tacker—for shipping 

a ss i speed cases, walls, et 
r ams ity, 1 Speed Fastener No. 1 offers quicker turn- 
zen staples (every staple a bull- vers and bigger pronte! Order one for a 
dog grip) Fastens 40 sheets poun try-out Judge for y rse -~ the great sales 
bond paper in one peratior Equippe poo ities of this rer ar kab stapling 

1 at e stop gauge on 1 1 track rir 





PA1w00 Other Fast-Selling 
== Speed Fasteners! 


No. 50 No. 100 


Capacity, 50 frozen staples apacity, 100 frozen staples 





Interchangeable Staples! 


Speed Fastener staples are interchange- 
able in all Speed Fastener models... 


stapling margin, 4 : stapling margin, 4%” 

gaatens w } fibre fastens leather. rubber. put up in frozen blocks of 50 with side- 
abels et four stapling zluminum, walls, etce.—four sharpened points ... prevent waste: 

eae stapling positions 40c M. list 

$6.50 each, list $7.50 each, list (1,000 to box—10,000 to carton) 


Parrot Speed Fastener Corporation. 386 Broadway, New York, N.Y. 








- 
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The Widest Carriage Furnished 
On Any Typewriter 


Carriage H , 
| 





Hops paper 42.6 IN. WIDE 


Wearres a une 40.6 IN. LONG 


“(Q)IDE-CARRIAGE Smith Premiers have the same 
light touch as the correspondence machines, due 
to the fact that only the type-basket shifts for capitals— 


the carriage is not lifted. 


An additional advantage is the greater strength and 
durability made possible in the construction. 


Seven Other Carriage Widths 


Carriace A: Writes a line 8.6 in. long. Holds paper 10.6 in. wide. 
Carriace B: Writes a line 10.1 in. long. Holds paper 12.1 in. wide. 
Carriace C: Writes a line 12.6 in. long. Holds paper 14.6 in. wide. 
Carraiace D: Writes a line 16.6 in. long. Holds paper 18.6 in. wide. 
Carriace E: Writes a line 20.6 in. long. Holds paper 22.6 in. wide. 
Carriace F: Writes a line 24.6 in. long. Holds paper 26.6 in. wide. 
Carriace G: Writes a line 30.6 in. long. Holds paper 32.6 in. wide. 


SMITH PREMIER TYPEWRITER COMPANY 
376 BROADWAY $3 2 NEW YORK, N.Y. 
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WESTON~LEADERS IN LEDGER PAPERS 
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WESTON OF). 
LINEN RECORD 
WAVERLY 
CENTENNIAL 
TYPOCOUNT 
PLEXO 

| DEFIANCI BOND) 


— 
—_— 
77~ 

- 


| STs ate a 


The massive Capitol Building inspires 


FAITH 


in Government 





just as thename BYRON WESTON COMPANY inspires faith 
in its product. For many years the Ledger papers made by this 
company have been the standard by which others are judged. 


CENTENNIAL LEDGER, a general utility paper of moderate price, isa BYRON WESTON 
COMPANY paper, made in conformity with BYRON WESTON COMPANY standards. 
Uniform in color, formation and bulk, carefully inspected and accurately trimmed. It lies 
flat, takes ruling and printing excellently and is erasable, strong and lasting. It is widely 
used for accounting g forms, ruled ledger ‘leaves, blank books, bank pass books stationery, 
legal blanks, permanent posters, broadsides and many other uses requiring a moderate 
priced ledger paper. Ask for this paper for any job where quality and economy are 
essential. It is carried in stock by our distributors all over the United States who supply 
your regular stationer, printer or lithographer. Specify CENTENNIAL LEDGER. 


Byron Weston (sompany 


cA family of Paper —Makers for over sixty-four years 
Wills at Daiten, Massachusetts, U.S. A 
New Yori Chicas San Francis 
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‘“Never had a fire so far’ 


Foolish come back? Yes, but 
quite human! Just like the reck- 
less driver who dashes in front of 
the on-coming train—he’s never 
been hit so far, 


But once is enough for most reck- 
less drivers—and careless business 
men. Fire may never come, but 
suppose it does? 

Business men under the pressure 
of getting the daily task done are 
prone to put off things which, at 
first thought, may seem unneces- 
sary—protection for vital records. 


It is up to you, Mr. Dealer, to bring 
about a realization for adequate 
protection. And with Schwab 
Safes and the Schwab Sales Plan 
you are given the logical way of 
doing it. May we tell you more 
about this way? 


The 
Schwab Safe Co. 


LAFAYETTE, IND. 
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Bookkeeping Problem? 





AT 's 





No matter what it is Burroughs 
can help you. 


Burroughs has developed many 
machines for handling each of the 
following kinds of work so that, 
regardless of the methods you now 
employ, there is a Burroughs suited 
to your plan. 


Costs Accounts Payable 
As shown on stores rec- Ledgers with or with- 
ords, payroll and distri- out remittance advice— 
bution summaries, cost Journal-voucher system 
sheets, etc. instead of ledger — in- 
cluding registration of 
Payroll invoices 
On cash or check pay- Sales Audit 
ments 


By clerks and depart- 
ments, cash, charge and 


Distribution C.O. D. 
Labor— materials—pur- Stores Records 
chases— sales— expense 
—cash Of quantities — values— 
or both quantities and Pe 
7 Accounts Receivable values together : Z = 
SALES AND |/§ ‘ Ledger and statement in Journalizing and Ay) || SALES AND || 
SERVICE . combination — ledger General Ledger 7,1) SERVICE 
| and end of month state- ' 
OFFICES Hi ment— with or without Complete typewritten »\ || OFFICES 
carbon — skeleton or description, or date and % 
itemized amount only 





All are Burroughs jobs 
Investigate ! 


BURROUGHS ADDING MACHINE COMPANY 
6476 SECOND BOULEVARD DETROIT, MICHIGAN 


BURROUGHS ADDING MACHINE OF CANADA, LIMITED, 
WINDSOR, ONT. 


urroug¢ 


~ 

















DESK CLEAN—letters in the mail—nose all powdered—ready 
to go! No need for ‘‘overtime’’—no spotty work—no tired 
wrists and aching backs where there’s a Woodstock Electrite. 
It’s the modern typewriter—a fine standard machine powered by 
electricity. It means faster, easier, more pleasant work for her; 
better, clearer, smarter letters for you. Send for the Woodstock 
Electrite booklet and learn how this modern typewriter can speed 
things up in your office. 


WOODSTOCK TYPEWRITER COMPANY, 35 East Wacker Drive Chicago 


nehes in Principal Cities—Agenis all over the World 


















‘Another Victory / 


22~ = Annual Worlds Typewriting Championship 
Won onthe UNDERWOOD 


WORDS a minute tor one hour! 41.232 strokes or more than 
41,23 : ) 


13 11 strokes per second! A phenomenal performance of speed 
and accuracy by the World's Champion Typist in establishing a 
NEW WORLD'S RECORD on the Underwood at the 22nd Annual 


Typewriting Contest, Carnegie Hall, New York City 
The World's Typewriting Championship, the World’s Ama- 
teur Typewriting Championship and the World’s School 
Typewriting Championship—all won on the Underwood. 


Gov. Alfred E. Smith Trophy 
won by Chester Soucek, Coraopolis High School, 


Coraopolis, Pennsylvania, at 81 words per min- 
ute. This trophy for speed and accuracy in 
typewriting was won in competition with 
55 other contestants representing all sec- 
tions of the United States and Canada. 


A complete copy of the Official 
Records will be sent free upon re- 
quest. Underwood Typewriter 
Co., 30 Vesey Street, New 
York City. 





Every World's Type- 
ing « hy ono ge hip 

r 22 consecutive years 
has been won on the 
Underwood Typeu riter 
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GEORGE L. HOSSFIELD 
WORLD'S CHAMPION TYPIST — — 
— ee ee 


UNDERY OOD 


‘The Machine of Champions 
































